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oduction of 600,000 Cars 


© 
J 


By Martin L. Whitmyer 

P Staff Writer 

ACKED by its highest monthly 
output of the year in November, 
auto industry today embarked 
what manufacturers anticipate 
be the largest car-producing 
th since January, 1957. 

_ Beset by labor difficulties since 
(the start of the °59 model run, 
| the industry is slated to make up 
s ground with 600,000 assem- 

in December. 
' Of the 600,000 cars scheduled for 
Wroduction during the month, Gen- 
Motors is expected to build 53 
mt, Ford, 27 percent; Chrysler, 
74 percent; American Motors, 4 per- 
‘ent, and Studebaker-Packard (bar- 
, a prolonged strike), 2 percent. 
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THE December goal is attained, 
the industry would complete the 
Wear with an estimated 4,246,248 car 
ej mblies—a 35.8 percent decline 
; the 6,615,454 units rolled from 
| S. assembly lines last year. 
Already, industry observers are 
Paorecasting a 5,400,000-unit produc- 
on for 1959. 
Output schedules for the first 
uarter of next year have been 
Pgraded 21.1 percent from the first 
ee months of 1958 and 9.4 per- 
t from the last three months of 
s year. 
With hopes that labor troubles 
ll have been solved and the sales 
arket continuing strong, the in- 
ry is forecasting an output of 
% million cars during the first 
ree months of 1959, as compared 
ith 1,238,518 assemblies during the 
uary-March period of this year. 
Due chiefly to labor unrest, car 
‘assemblies for the last quarter of 
‘this year will total an estimated 1,- 
/870,781 units, or a 4.9 percent de- 
Cline from the 1,440,684 cars turned 
i ne the final three months of 
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A LTHOUGH the estimated 510,647 

y cars built during November 

ed the highest monthly out- 

n of autos of the year, the in- 

ustry missed its original goal of 

950,000 units because of labor diffi- 

-Culties that halted output at Chrys- 

‘ler Corp, and AMC at midmonth 
and S-P last week. 


All makers except S-P, which 





Slated for December 


was still on strike at press time 
Wednesday, scheduled Saturday 
work last week to help make up 
for the Thanksgiving hiatus, An 
estimated 120,768 cars were 
amassed, compared with 114,795 
during the same week a year ago 
and 138,727 units the previous 
week, when all makers except 
Lincoln worked overtime. 


On a corporate basis, GM was on 
top with 62,913 car assemblies last 
week, compared with 70,480 a week 
earlier; Ford was off from 41,460 to 
34,385 units; Chrysler declined from 
18,075 to 16,950 units; AMC climbed 
from 5,620 to 6,520 units, and strike- 
bound S-P was off from 3,092 a 
week earlier to zero. 


THE commercial-car front, 
production dipped from 24,824 
units a week earlier to an estimated 
19,541 units last week. Last week's 
truck output, however, topped the 
17,225 units produced during the 
week ended Nov. 30 last year. Inter- 
national Harvester output also was 
curtailed by a strike. 


The 93,119 trucks produced in 
November also was high for the 
year. Highest previous monthly out- 
put for commercial cars was the 
81,877 units turned out in January. 


Canadian manufacturers turned 
out an estimated 7,590 cars and 
1,420 trucks last week, compared 

(Continued on Page 129, Col. 1) 


By Kenneth C. Kelley Jr. 
Staff Writer 


HE last traces of the recession 

were being wiped out across the 
nation in October and November 
as business prepared to close 1958 
on the economic upbeat. 

The Federal Reserve Board 
reported that bank debits in Oc- 
tober were larger than those for 
the like month of last year in all 
but one of the 12 Federal Reserve 
districts. 

Bank debit figures show the 
amount of money being spent by 
check and are considered a measure 
of general business activity. Only 
in the Cleveland FRB was the 
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Filled Pipelines to Test 
Depth of Early 59 Boom; 


By Robert M. Lienert 
Associate Editor 
'H the new-car famine and a 
stretched-out introduction pe- 
riod drawing to a close, the auto 
market appears poised to plunge 
| into its first true test. 

Although dealers last week 
| were generally enthusiastic over 
sales and profits on ‘59s so far, 
an underlying note of caution 
could be determined in the find- 
ings of a nationwide Automotive 

News study of new-car market- 
ing conditions. 

New cars are beginning to reach 
dealerships in volume sufficient to 
take care of orders. It may still 
take several weeks to wipe out the 
waiting lists that have been built 
up, however. How an ample supply 
may affect demand remains to be 
seen. 

: 

EALER concern over the devel- 

oping situation was summed up 
last week by Robert W. Pierce, 
president of the Rhode Island Auto- 
mobile Dealers Assn., who deplored 
the lack of deliveries from the fac- 
tory in the wake of new-model fan- 
fare. 

Pierce said there is an urgent 
need for factories to duplicate 
their advertising and publicity 
campaigns once deliveries are 
fully normal and dealers are able 
to clean up their backlog of 
orders. 

Many buyers have become dis- 
illusioned and disgusted, Pierce 
| said, and it’s up to the factories to 
| give the buying public a “much- 
| needed shot in the arm.” 
| Otherwise, he said, dealers face a 
serious problem regaining lost cus- 
tomers and public confidence. 

7 > > 

OT all dealers agreed with 

Pierce, who handles Buick and 
Chevrolet. Some of the dissenters 
said that better stocks would bring 
even more sales. They did admit, 
however, that when supply begins 
to balance demand, profits may be 
cut back. 

With cars once again available 
for quick delivery, nobody is ab- 
solutely certain whether «ales will 
continue to run in high gear. So 
far, the ’59 market has been 
strong. 

“Saturdays are like the good old 
days again,” a San Francisco dealer 








| October debit total below the year- 
| earlier total. 

For the three months ended on 
Oct. 31, bank debits were ahead of 
| the year-earlier total in 10 districts. 
| The Cleveland and Chicago districts 
continued to show year-to-year 
losses. 

+” 

Ww most of the reports on the 

1958 harvest in, areas which are 

heavily engaged in agriculture were 
issuing optimistic reports. 

The retail trade was looking for- 
ward to a good Christmas season 
which could push 1958 sales above 
those of 1957. 

Most industrial areas reported 





said. “People have recovered from 
| their hate for the auto industry.” 
| Despite the brisk sales climate, 
|} dealers have not been coasting. 
| Promotions and prospect hunting 
| are the rule. 
| Dealers agree that a larger pro- 
portion of showroom visitors this 
|year seems to be made up of 
“buyers” rather than “lookers.” 
| “Shoppers” are also reported on 
the decline. 
> > 

EALERS remain enthusiastic 

over price stickers. Many report 
| the stickers’ most important func- 


Continued Fanfare Urged 


|tions have turned out to be help- 
ing the customer make up his mind 
to buy, and helping dry up wild 
advertising. 

The stickers have also given 
salesmen something to sell be- 
sides the deal. With the money 
figure down in black and white 
| for the prospect's inspection, 
| salesmen are reported better able 
to stress quality, styling, economy 
and general product. 
| Notable in the coast-to-coast 
jsampling of dealers has been an 
almost universal prediction that 

(Continued on Page 125, Col. 1) 
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Record L. A. Turnout... 


Show Season Opens Big 


By John E. Walsh 
Staff Writer 


ote Los Angeles area deal- 
ers last week were looking for- 
ward to a sales boom for ‘59 cars. 
Cause of their joy was a record 
attendance of 192,226 at the 36th 
annual auto show—first one of the 
season across the nation. 

“This was convincing evidence of 


Top Cars 


New-car registrations for nine 
months, plus 26 states for Octo- 


1957 
Pos. 
1,136,216— 2 
1,182,594— 
493,712— 
294 ,651— 
315,677— 
257,725— 
80,951—12 
219,007— 7 
211,037— 8 
111,445— 9 
85,980—10 
34,061—11 
49,794—13 
10,236—16 
28,522—14 
26,923—15 
9,370—17 
2,346 Packard 4,614—18 
266,154 Misc. 142,621 


Total All Makes 
3,568,267 4,745,136 


Make 
Chev. 
Ford 
Plym. 
Olds. 
Buick 
Pontiac 
Rambler 
Mercury 
Dodge 
Cadillac 
Chrysler 
DeSoto 
Stude. 
Edsel 
Lincoln 
Imperial 
Met. 


991,909 
759,455 
310,422 
237,215 
196,879 
174 652 
129,096 
108,517 
104,709 
97,961 
47,945 
38,504 
31,065 
29,323 
21,012 
11,621 
9,482 


1 
3 
5 
4 
6 


Year Closing on Business Upbeat 


continued gains as the fall prog- 
ressed but sporadic labor troubles 
slowed down the areas dependent 
on the auto industry. 

Here is what the individual Fed- 
eral Reserve Banks have been say- 
ing about business conditions in 
their districts in the last month. 

New England 
== Boston FRB reported many 
resort businesses in New Eng- 
land made less money during the 
summer season. The falloff was 
blamed on the recession dnd poor 

weather. ; 
Some resorts were able to main- 

(Continued on Page 4, Col. 1) 





increased interest in 1959 motor 
cars,” said Mel Alsbury (Chrysler- 
Ply mouth-Renault), president of 
the sponsoring Los Angeles Motor 
Car Dealers Assn. 

In Detroit, meanwhile, attend- 
ance for the first four days of 
the 46th annual show was run- 
ning a little behind the turnout 
for comparable days of the previ- 
ous exposition. 

Boyce Tope, executive vice-presi- 
dent of the sponsoring Detroit Auto 

| Dealers Assn., said 72,812 had vis- 
| ited the show through last Tuesday 
(Nov. 25), about 2,000 fewer than 
for the 58 show. 

“Ideal weather for football, hunt- 
ing and the fact that auto plants 
| were working overtime over the 
| weekend no doubt kept the attend- 
ance down,” Tope said. 

> > + 


7 was the first time in years 
| that the Detroit show has been 
staged in the fall. It was held two 
| months earlier than usual because 
|of the earlier introduction of '59 
models. 

The Los Angeles turnout was 
almost 20,000 greater than last 
year’s 173,771. It also topped the 
total of 184,000 for the ‘56 expo- 
sition. 

During the 10-day show dealers 
reported a marked increase in the 
number of cars being bought for 
Christmas delivery. The demand 
for both luxury and economy cars 
has grown at about the same 
pace, Southland dealers said. 

Dealers also said there was a 
decided increase over previous 
years~in purchases of cars on the 
show floor. A random sampling of 
exhibitors put the boost at about 
15 percent ahead of the average of 
the last two years, Alsbury said. 

This year some exhibitors did not 
have salesmen at their displays. 
Signs referred show visitors to the 
dealer’s showrgom for further in- 
formation. 

> + 
A SPOKESMAN for the sponsor- 
ing Philadelphia Automobile 
Trade Assn. said attendance the 
first two days of its annual show 
was ahead of last year’s total for 
the corresponding period. 

Most exhibitors thought the vis- 
itors were showing more than a 
“just-looking” attitude, and said 
that sales had picked up since the 
opening of the exhibits. 

The only show slated to open 

(Continued on Page 4, Col. 5) 
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It’s Often Key to Successful Operation ese 


Finance Sales Hike Dealer Profit 


Eprror’s Note: With NADA re- 
ports showing a considerable 
number of auto dealers still in 
the red this year, the importance 
of effectively selling the finance 
package is manifest. For that 


| reason, Automotive News will | 
seek to provide more information | 


on this subject. 
* * * 


By Kenneth C. Kelley Jr. 

Staff Writer 
UCCESSFUL selling of the 
finance and insurance plans can 

be the difference between profit and 
loss in today’s market and can in- 
sure the future health of the auto} 
dealership. 


That is the gist of a movie on | 


financing and insurance prepared 
by General Motors Acceptance 
Corp. The movie shows five suc- 
cessful dealers explaining why 
they feel financing and insurance 
is important to their dealerships 
and how they sell the plans. 

Appearing in “Dealer to Dealer” 
are Maynard W. Hallman (Chev- 
rolet), Rochester, N. Y.; Alton M. 
Costley (Chevrolet), East Point, 
Ga.; Thomas F. Abbott jr. (Pon- 
tiac), Fort Worth; Martin H. Bury 
(Buick), Philadelphia, and Fred B. 
Utter (Pontiac-Cadillac), Spokane. 

Each of the five offers somewhat | 
different views on the why and how 
of financing and insurance. On the 
importance of selling the plans,| 
Hallman recalled, “We felt that 
the finance reserve was peanuts) 
and, frankly, we didn’t pay much 
attention to it” in the sellers’ mar- 
ket after World War II. 

> > > 


Boosts Sagging Profits 


a when the buyers’ market 

started coming in, gross and| 

net profit began to shrink and the! 

finance reserve became an increas- 

ingly important part of our overall | 
profit,” Hallman said. 

In addition to boosting dealer- 


Obituaries .. . 





ship income, Hallman saw an- 
other advantage in selling the 
finance plan: “I also want to 
control my time sales because, 
when a customer does business 
with a bank, he develops contacts 
month after month when making 
payments on his car. 

“When he’s ready to buy his next 
| car, the bank will again be in a 
position to exert influence to keep 
the financing, with the dealer left 
on the outside, a forgotten man.” 

Costley sees financing and insur- 
ance as a way to make more deals 
|in a time when “a great deal of 
gross profit is drained from most 
deals.” 

He added: “Unless we can get the 
finance and insurance income, we 
| often find ourselves in the position 
of having to say ‘no’ when we 
would like to say ‘yes.’” 

* * > 





| oe too, guards future bus- 
iness by selling financing and 
insurance. He said: 

“Next to profit, the big reason 
for controlling time sales is to 
keep contact with our customers. 
If a customer goes to GMAC 
every month to make his pay- 
ment; or even better, if he comes 
_in and pays here, he’s going to 


Willys Profit 
‘Shows Sharp Rise 


TOLEDO.—Willys Motors had a 
profit of $1,364,000 in the third quar- 
ter, compared to earnings of $260,- 
000 in the like period of last year, 
jaccording to Kaiser Industries 
| Corp., parent company of Willys. 

Profit in the first nine months 
was $2,073,000 this year and $3,532,- 
000 last year. 





All of the figures are before pro-| 
vision for interest on the long-term | 


debt of the Kaiser organization and 
its Federal income tax adjustment. 


GM Loses Inventive Genius 
With Death of ‘Boss Ket’ 


DAYTON, O.—Charles F. Ketter- 
ing is dead. 

Autodom’s beloved 
was 82. He suffered two strokes at 
his Dayton home early last week | 
and died Tuesday (Nov. 25). 


Although he was with General 


Motors throughout most of his| 


automotive career, 
the entire indus- 
try enjoyed the 
fruits of his in- 
ventive genius. 
Few men have 
contributed as 
much to the 
growth and devel- 
opment of the in- 
dustry as Mr. 
Kettering. 

He was, per- 

O. F. Kettering haps, best known 
for his invention of the electric self 
starter, but there is hardly a com- 

> . 7 








Boss Ket's Self-Starter— 


Charles F. Kettering, who developed the 
first successful electric self-starter, tinkers 
with a 1913 test Buick in Dayton, O. The 
photo was taken during the early days 
of Dayton Engineering Laboratories Co., 
which later became Delco Products division 
of General Motors. Mr. Kettering, who died 
last week, later was a GM vice-president 
and head of the research Laboratories 
division. 


“Boss Ket” 


ponent of the automobile that has 
| not been improved by his research. 


His accomplishments extended to 
fuels, brakes, lighting systems, lub- 
ricants, glass and engines. 


Mr. Kettering retired as a GM 
vice-president in 1947 but con- 
tinued as a research consultant 
| and as a member of the board of 
directors. 

He had filled a place on the board 
since 1920. Only Alfred P. Sloan jr., 
honorary chairman; Charles Stew- 
art Mott, and R. Samuel McLaugh- 
lin were his seniors as GM directors. 

Mr. Kettering also was the larg- 
est holder of General Motors com- 
mon stock. The corporation’s 1958 
proxy statement listed him as 
beneficial owner of 3,281,970 com- 
mon and 11,949 preferred shares. 

Much of his wealth has been used 
for philanthropic purposes, includ- 
ing the Sloan-Kettering Institute 
for Cancer Research and a fever 
therapy research project at Day- 
ton’s Miami Valley Hospital. 

Mr. Kettering was born Aug. 
29, 1876, on a farm near Loudon- 
ville, O. An engineering graduate 
of Ohio State University, he de- 
veloped the first electric cash 
register for National Cash Regis- 
ter Co. in 1904, 

In 1909, Mr. Kettering and Ed- 
ward A. Deeds formed Dayton En- 
gineering Laboratories Co. (Delco), 
and one of their first projects was 
the development of an improved 
ignition system for automobiles. 

Three early auto makers—Repub- 
lic, Stoddard-Dayton and Speedwell 
—used the invention, but the most 
important convert was Henry Le- 
land, Cadillac president. Cadillac 
offered the Kettering system on its 
1910 model. 

Meanwhile, Mr. Kettering had 
been searching for an electrical 
generator suitable for automobile 
lighting. He became convinced that 
such a generator could be converted 
into an electric motor having a 
relatively high torque so that it 

(Continued on Page 128, Col, 3) 
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see someone every month who’s 
interested in me and, sooner or 
later, we’re going to sell him 
something.” 

Bury said his dealership has a 
trading formula for new-car sales. 
The dealership can make deals 
which bring in less than the trading 
formula if the prospect has a good 
used car, is a very good service 
customer, or the deal includes 
financing and/or insurance. 

Utter sells financing “because it’s 
the only way to assure high market 
penetration for my product. The 
greater my income from financing, 
the better my merchandising posi- 
tion and the higher my profit all 
the way through.” i 


Each Does Well swith Plans 


ACH of these dealers has been 

successful in selling the finance 
and insurance plans, although each 
is faced with heavy direct-to- 
consumer financing competition 
from banks, credit unions and other 
financial institutions. 

Hallman sells 2,600 new and 
more than 1,800 used cars an- 
nually. He controls as time bus- | 
iness over 50 percent of new-car 
deals and 55 percent of used-car 
sales. 

Costley controls 64 percent of 
new-car deals and 49 percent of 
used on sales of 1,800 new and| 
the same number of used-car sales 
per year. 

Abbott’s sales run at 500 new 
units a year and 600 used. He con- 
trols financing on 73 percent of his 
new-car sales and 66 percent of 
used. 

Bury’s finance control figures are 
54 percent of sales of new units and 
85 percent of used. Utter controls 
68 percent of new-car deals and 69) 


percent of used. 
. * «< 


HE five dealers have somewhat 

different methods of obtaining 
high penetration of the financing 
and insurance markets. 

Abbott stressed the importance 
of the dealer’s responsibility in 
securing finance and insurance 
business. 

“I think a dealer has to be time- 
sales minded or anyway minded on 
anything he wants to do success- 
fully. That’s why I’m my own time- 
sales manager. 

“The responsibility for running 
this dealership is mine. We control 
our time business because I want 
it controlled. If the sales managers 
and salesmen know you expect to 
| get the time business, they’ll get it.” 

On the question of how to pick 
out time-sales prospects from all 
those who consider buying a car 





at the dealership, Abbott said: 
™ = . 


All Considered Time Buyers | 


“We TAKE it for granted that | 
every person who walks into | 
(Continued on Page 130, Col. 1) 
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Detroit Show Draws the Brass— 


Top executives of four auto firms were on hand for the preview of the Detroi 


They are, left to right, 
Ernest R. Breech, 


auto show. 
Packard Corp.; 


president, and L. L. Colbert, Chrysler Corp. 


Harold E. Churchill, 
chairman of Ford Motor Co.; John F. Gordon, Gm 


president of Studebaker. 


president. 





5% Stock Dividend OK'd... 


AMC Nets $26 Million 


DETROIT.—American Motors, 


made $11.5 million in the third 
quarter, the quarter which was sup- 
posed to be the worst of the year 
for the company, to close out its 
fiscal year with a profit of $26,085,- 
134. 

The profit in the July-Septem- 
ber quarter was the highest of 
the four quarterly profits re- 
corded by AMC in the fiscal year 
and contrasted with a loss of $5,- 
365,274 in the July-September 
quarter of 1957. 

The $26 million profit for the full 


year compared with a loss of $11,-| 


833,200 in the preceding fiscal year. | 

The year’s earnings resulted from 
a 28.4-percent increase in net sales. 
The company’s sales in the year | 
ended Sept. 30 amounted to $470,- | 
349,420, compared to $366,391,830 in 
the preceding fiscal year. 

Sales in the July-September 
quarter were $111,843,744 this 
year and $74,536,316 last year. 
The profitable year was the first 

since Nash and Hudson merged in| 


1954. It made possible the com- | 


pany’s first dividend since the sec- 
ond quarter of 1954. 

The dividend was one share of| 
stock for each 20 held. For those 
whose holdings do not entitle them 
to payment in full shares of stock, 
there will be a cash dividend of 
$1.62% per share. 

The size of the company’s profit 
in the July-September quarter was 
| something of a surprise. President 
| George Romney earlier this year) 
| predicted a profit for the full fiscal | 
| year but said model changeover, 
|vacations and _ inventory-taking 


Business Barometer 


Automotive News Economic | 
102.8 Percent of 


ndex — 
Last Week 


101.3 Percent of Like Week Last Year 


Auto Production 

Truck Production 

Auto Registrations— Year to date. 

Truck Registrations—Year to date. 

Steel Production—Tons 

Lumber Production—Board feet... 

Soft Coal Output—tons 

Oil Refinery Output—Borreis .... 

Barometer Freight Car Loadings 

Department Store Sales Index .. 

Stock Market Price Index 

U.S. Government Spending 
—Fiscal year to date 


Savings Deposits 
Used-Car Prices—Average 
Business Failures............ 


Common 
Stocks Nov. 25 
35% 


51% 


Nov. 19 1958 Range 
31% 36%-.8 
53 59g -44 
48%, 505%-37% 
49, 52 -33% 


$35,590,623,000 


Commercial and Industrial Loans $29,985,000,000 
$27,987,000,000 


Percent of 
Percent of Like Week 
Last Week Last Year 


117.9 91.4 
104.8 105.7 
o- 75.2 
81.8 
102.8 
110.4 
94.0 
103.0 
98.1 
103.3 
128.1 


138,727 
24,824 
3,568,267 
554,321 
2,000,000 
245,924,000 
8,595,000 
50,030,000 
371,329 
157 

387.8 


99.5 
101.5 
100.6 
101.8 

99.4 


111.7 
95.5 
117.6 
117.0 
84.4 


$879 
260 


Common 

Stocks Nov. 25 Nov. 19 1958 Range 
42%,-27 
15%- 7% 
36%4-21% 
16 - 2% 
61%,-40%, 


*Kaiser Industries, parent firm of Willys Motors. 
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» 1958) 


would cut into earnings in the July- 
September period. 


In contrast with the AMC 
profit in the quarter, Ford lost 
$30.7 million, Chrysler was $2 
million in the red and Stude- 
baker-Packard dropped $9.2 mil- 
lion. General Motors, with earn- 
ings of $65 million, was the only 
other auto producer in the black 
for the quarter. 


AMC’s losses in past years mean 
that the company owes no Federal 
| income taxes on its earnings in the 
last year. The company said its tax 
loss carryforward amounted to $21 
million on Oct. 1. At the current 
rate of earnings, the carryforward 
| will be used up in the current fiscdl 
year, the company said. 


Commenting on the annual re 
port, Romney said: 


| “We elected to pay a stock divi- 
dend at this time to stockholders 
because we felt they should share 
in the company’s progress at the 
earliest moment, while at the same 
time capital should be maintained 
and increased to meet expansion 
and other needs as Rambler auto- 
mobile and Kelvinator appliance de- 
mand rises.’ 


| The company reported $33,677,- 
| 104 rise in working capital and 





noted the elimination of bank in- 
debtedness. As of Sept. 30, work- 
ing capital was $79,915,900, against 
$46,238,796 a year earlier. 

The increase was after transfer 
of $3 million of long-term debt due 
Sept. 30, 1959, to current liabilities. 
| After this transfer, the company’s 
long-term debt amounted to $10 
million owed an insurance com- 
| pany. 

Bank debt was entirely paid in 
| July, Romney said, and because of 

the favorable cash position it has 
|not been necessary for American 
Motors to draw against the $15 
million line of credit maintained 
| with a group of 27 banks. 

Romney said that Rambler’s sus- 
tained sales rise, which was madé 
|in the face of adverse national 
|}economic conditions and a decliné 
jin automobile sales generally, was 
| continuing on an upward trend ag 
the year closed. Sales in the first 
quarter of the new fiscal year aré 
well beyond expectations and aré 
continuing to outstrip forecasts, he 
said. 

Total sales of Rambler and 
Metropolitan cars to dealers 
amounted to 189,807 units in the 
fiscal year 1958, compared with 
119,586 total sales in the prior 
year. The Rambler Six continued 
as the top sales performer in the 
American Motors line. 

However, the Rambler American, 
which was not introduced until late 
in January, 1958, accounted for 
about one-fifth of all Rambler 1958 
fiscal year sales. 

The fiscal year was also marked 
by a strong improvement in the 
quality, breadth and strength of the 
Rambler distribution organization, 
Romney said. As of Sept. 30, there 
were more than 2,636 Rambler 
dealers, which is a net gain of 425 
Rambler outlets during the year, 
he said. 




















Dealer Forum 


by Robert M. Finlay 
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promote ourselves silly in the 
auto business—to the extent that 
we often obscure the job we are 
doing. 

This is especially true in the 
field of automotive service. Truth 
is that auto dealers do a remark- 
able job in auto service, but every- 
one is so anxious to see them do 
a better job that at times it 
doesn’t look like they are doing 
well. 

Take, for instance, a recent sur- 
yey by an impartial organization 


for a vehicle maker. It indicated | 


Mistrial Called 


In Dealer’s Suit 


Against Chrysler 


RUTLAND, Vt.—A mistrial in a| 


$100,000 suit brought by Colonial 
Motors, Inc., against Chrysler Mo- 
tors, Inc., of Delaware, was called 
because of a brief chat between an 
attorney and a juror in the case. 
In granting the mistrial motion 
of A. Pearley Feen, Burlington, 
representing Chrysler, U. S. District 








en os it seems that we! that four out of 10 owners in a 


major city took their car to a dealer 
in the “home” 
fast service. 


A Tribute 


yr mer sssigpe seeking to spur auto 
dealers on to greater heights of 
service would say they got “only” 
four out of 10 owners. Others might 
be impressed and say, “Gee, four 
of 10 owners take their cars to their 
dealers even for fast service.” 
When you realize that there 
are 58 million cars and 11% mil- 
lion trucks on the road, the fact 
| that 40,000 dealers take care of 
23 million cars for quick service 
is a tribute to the great job deal- 
| ers do. 
Incidentally, in this same survey, 
| 75 percent of those questioned said 
| they thought auto dealers had the 
| best and most complete repair fa- 
| cilities. 


make for so-called 


> * * 





= 
Sign of Importance 
E fact that there is so much 
promotion directed toward deal- 
|ers on service indicates, no doubt, 
how important this end of the 
business is to dealers. 

For many, it makes the difference 
| between profit and loss in a poor 
year. It is something that every 
|dealer can count on. It is right 
there in his own community wait- 
ing for him to direct it his way. 

And, as many dealers find, the 

service that makes owners happy 

with their cars brings them back 
when they are in the market for 
new cars. 

Some dealers get over-promoted 
on service. They hear so much 
| about service absorption and serv- 
ice penetration that they tend to 
rebel. 

Perhaps the best attitude to adopt 
toward service is to ignore all the 
hocus pocus and to look on it as a 
profitable part of every dealer op- 
eration. 


> > 


> 
Points Up Profit 

7 SEE that service is a profit- 
able operation, one specialist in 





| the field suggests that dealers sub- | 
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Judge Ernest W. Gibson called the) tract the gross profit of the service 
conversation “a thoughtless action,| gepartment per new unit retailed 
unintentional I am sure. | from total gross profit. Then sub- 

Feen claimed one of two attor-| tract the remaining gross profit 
neys for Colonial Motors held a) from total operating expense. This 
conversation with a woman juror | gives the loss per new unit retailed 
in the courtroom after the second/ without service gross profit. 
day of the trial. | You can see what this means 

Colonial Motors was suing Chrys-| py using the recent nine-month 
ler for breach of contract, claiming| ggures from NADA. Without the 
it was forced out of business in| service gross profit, the average 
May, 1957, when shipments of 1957 dealer had a loss of $363 for every 
Plymouths, Chryslers and Imperials| pew car retailed. Including the 
were not made to the franchised) ,orvice profit, the loss was $6 per 
sa in Brattleboro| “™." 

n a previous trial in Brattleboro . : ‘ 
last July, a mistrial resulted when| ,There’s no way of proving this, 
the j : h an agree-| of course, but the service advocates 
as failed to reac s | claim that the dealers who did the 

r best jobs on service were more 
likely to be among the 58 percent of 
the dealers who made a profit for 
the nine months than they were 
to be among the 42 percent who 
had a loss. 
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Balanced Operation 


Ove thing you don’t have to 
guess about, however. And that 
is that a year when new-car sales 
slip inevitably turns out to be a 
good year for service, since millions 
who might have traded for new 
cars instead get the old car in trim 
for another year. 

Another thing we've noted is 
that as we move along in the 
postwar period the reputation of 
dealers is rising. Auto dealers did 
a remarkable job during the war 
on service because it became their 
bread and butter. 

In the years of high new-car de- 
mand, some lost sight of service. 

But in recent years, many dealers 
have come to recognize service as 
a more dependable source of bread 
and butter than discount new-car 
sales, with the result that they are 
doing a better service job and win- 
ning a better service reputation. 








Studebaker Struck .. . 





Imports Take 28.7 Pct. 
In Nev., 23.1 in Florida 


DETROIT.—Imported autos ac- 
counted for 28.7 percent of all 
new-car registrations in Nevada 
during October. Of 919 new cars 
titled, 264 were imports. 

In Florida, October registra- 
tions imports accounted for 23.1 
percent of October new-car regis- 
trations. Imports numbered 3,244 
out of a total of 14,016. 


By Frank Gawronski 
Staff Writer 
_ 2%-year-old struggle be- 
tween 10 new-car dealers and 
the Teamsters and Machinists 











Leaders in Montana— 


New officers and directors of the Montana Automobile Dealers Assn. ore, seated, | 
| from left, William H. Fredericks, Helena, secretary-manager; Norman G. Brekke (Ford), | 
Scobey, president; H. D. Hilger (Chevrolet), Glendive, second vice-president; Charles | 


W. Cooley (Chevrolet), Lewistown, first vice-president. Standing: Directors Charles C. 
| Tomchek (Chevrolet), Townsend; James Dowen (Buick-Pontiac), Havre; Halsey J. Blair 
| (Dodge-Plymouth), Livingston; F. A. Wakley (DeSoto-Plymouth), Missoula; Harry Ettinger 
| (Chevrolet), Great Falls; Leonard W. Dee (Chevrolet), Anaconda; Paul J. Bowman, Kal- 
| ispell and Prescott F. Boutelle (Pontiac), Miles City. Not pictured are Arnold J. Hannah 
(Dodge-Plymouth), Shelby, and Archie Cochrane (Ford), Billings, both directors, and 
Dean Choffin (Chevrolet), Bozeman, NADA president, who was named honorary director. 





Smog Conferees Hand 
Industry a Spanking 


By William Ullman 


Washington Bureau Chief 


= has been a tough year for industry public relations. 
| A House subcommittee says that autos are not safe 
‘enough; a Senate group claims that they cost too much. 
|Parking lot owners say cars are too long, too wide and all 
|sorts of people in print say cars have too many horses. On 
top of all this criticism comes@——— 
a wave of strikes. years in cooperative research on 


Now a final blow comes | ®™8ine exhaust emissions entering 
from Washington, where a group| the atmosphere. 
of air pollution “experts” have laid| This research, he continued, has 
major blame for smog on automo-/ revealed important new informa- 
tive exhaust. In the capital, at|tion about exhaust gases, as well 
ae pow ~ — i as exhaust control devices, “which 
any of the ea ritee teunddiies| — Ge laboratory stage show prom- 
against the industry. = om . 

The ennation Wan the Gat Ba! a cited other problems 
tional Conference on Air Pollution, | —— = industry has helped to 
called by Dr. Leroy E. Burney, -_ - Lo the carbon monoxide 
Surgeon General of the U.S. The} ont En on _ 
meeting was 
prompted by new Owner’s Job 
oo eee - ~ HE AMA spokesman also noted 
Health Service,| that part of the responsibility 
whieh By, for reducing air pollution was in 
ater eis t tee! the hands of the car owner himself. 
; oe “We are now tting into th 
times dirtier than | getting e 

_—— =! sesie te which the individual car 


rural air and link| 
lung cancer to air) CWMr’s free choice of how he 
pollution. | uses—or abuses—his car, his pri- 


(Continued on P; 
One confer- | [ea on 


ence participant 

was Harold W. Kennedy, county 
counsel for Los Angeles, who said 
that motor vehicle exhaust was 
“the major uncontrolled factor” 
in his city’s smog, called the 
worst in the nation. 

Another speaker, Dr. Chauncey 
D. Leake, assistant dean of the 
Ohio State University medical 
school, claimed that city auto traf- 
fic exhaust was as much to blame 
for cancer as are cigarets. 

> = 








William Uliman 


tion with Santa 


profit—To make 


“If you vote no, 
EN are the auto and truck 
manufacturers going to turn 
from the foolishness of fins, from 
silly whims, from oversized models, 
and from too much horsepower, to 
the essential but tough job of con- 
trolling exhausts?” asked Leake. 
His statement typified the 
angry mood of conference dele- 
gates, who refused to be pacified 
by remarks of Harry A. Williams, 
managing director of the Auto- 
mobile Manufacturers Assn. 

An early speaker at the three-day 
meeting, Williams said U.S. auto 
makers have spent a million dollars 
@ year in each of the past five 





rose also . 


Chevrolet, Chicago . . . Holmes 


patrol area. . 


free enterprise achievement. 


On the House . . 










Dealers, NLRB Meet 
In Galesburg Strife 


unions is moving toward the show- 
down stage in Galesburg, Ill. 

The first step in the showdown 
is set for tomorrow (Dec. 2) when 
the National Labor 
Relations Board will 
hold a hearing on 
the dealers’ request 
for a representation 
election among its 
employes. 

Meanwhile, the Studebaker as- 
sembly plant in South Bend was 
shut by a UAW strike over a wage 
conflict. 

Galesburg dealerships have been 
picketed at various times since May 
15, 1956, when the unions launched 
their campaign to organize the 
dealers’ shop employes. 

The dealers’ latest move is de- 
signed to take advantage of the 
new jurisdictional standards an- 
nounced this fall by the NLRB. 
Banded together as the Galesburg 
Automobile Dealers Assn. last 
year to seek NLRB intervention, 
the dealers are filing as individ- 
uals now under the new setup, 
which requires less annual gross 
volume of business. 

Six dealers who qualified under 
the new standards and have filed 
| for a NLRB election are Galesburg 
| Lincoln-Mercury Co., Puckett Buick 
Co., Inman-Swanson Motors, Inc. 
(Cadillac-Pontiac), Crown Motors, 
Inc. (Oldsmobile), McCreery Motor 
|Sales (Ford) and Weaver Motors 
(DeSoto-Plymouth). 

Jeff Good Chevrolet was eligible 
but did not file for an election 
because pickets have been with- 
drawn from that shop. 

> . > 

Union Rejects Petition 

i dealers also sought to re- 
move the pickets last year by 
| Circuit Court injunction, but the 
| court ruled that jurisdiction rested 
|with the NLRB, not in the state 
| courts. 

A joint petition was then filed 
by the dealer group, asking an 
election to determine whether the 
Machinists and the Teamsters 
should be designated 1s bargain- 
ing agents for the garage em- 
ployes. 





The NLRB assumed jurisdiction 
but left the election issue to the 
unions. They rejected it, and pick- 
eting has continued since. 

The picketing, at first blamed for 
some instances of property damage 
from paint and acid bombs and by 
window breaking, has been a pedes- 
trian affair accepted by Galesburg 
residents as “a normal situation.” 

> 7 > 


State Seeks Union Funds 


| Gavenas. attempts to end the 
picketing have failed to effect a 
settlement. 

Meanwhile, the Teamsters and 
Machinists Unions are in trouble 
with the State of Illinois as a 
result of their picketing activities 
in Galesburg. 

In a lien recorded in Knox 
County, the state is seeking $5,514 
from the international unions for 

(Continued on Page 8, Col. 5) 





Profits and promotion fill the various dealer as- 
sociation bulletins these days. “You're in competi- 


Claus; this is the time the most 


profitable deals are made,” warns the Utah group. 
Says the Brooklyn & Long Island association: “This 
is the year we must live—To live we must make a 


a profit, we must sell.” “Do you 


vote for profits on '59s?” asks the Kansas manager. 


better warn your banker.” .. . 


Speaking of profits, the Chicago-area Ford deal- 


ers report a net profit, after taxes, of $43 per 
new unit delivered in October; used-car profits 


. . U. 8. Air Force recruiting service 
has presented its civilian assistance award to Max Cohen, Division 


Tuttle, Los Angeles Ford dealer, 


has been elected a director of Rexall Drug Co.... 

Los Angeles dealers were distraught by distribution of discount 
house literature on the Auto Show parking lot; hired guards to 
. . Fortune magazine’s article on Dumas Milner, called 
GM’s largest dealer, was distributed to 2,000 delegates to Junior 
Chamber of Commerce international convention as an example of 


—Perere Wemuorr, Editor, 
Automotive News 
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Year-End Upturn Grows Stronger bine 


Business Slump Fading Away 


(Continued from Page 1) 


tain volume at 1957’s high levels 

by increasing promotion and im- 

proving facilities. The guests who 

did vacation in New England 

were inclined to choose economi- 

cal accommodations and to “shop 
around” in selecting lodging, the 
bank said. 

Output of manufacturers in the 
district has regained about half of 
the ground lost in the recession 
and business failures have declined. 
Farmers of the area had an above 
average year with milk production 
high and the potato, apple, vege- 
table and cranberry crops all con- 
siderably above those of last year. 


New York 


New York FRB is looking 

to the consumer to supply the 

fuel for further recovery of the 
economy. 

The bank notes that the factors 
that have promoted recovery so 
far—increased military spending, 
the easing of credit for housing 
and the more liberal unemploy- 
ment compensation pro gr a m— 
may soon be found to have 
“largely spent their force.” 

“The continued expansion in em- 
ployment and incomes may provide 
the impetus to consumer demand 
which could once again speed up 
the rate of business recovery,” the 
bank observed. 


Philadelphia 


AltHoucH the Pennsylvania- 
New Jersey-Delaware area in 
the Philadelphia district is not 
usually considered a major farming 
region, the Federal Reserve Bank 
there reported on district farming 
in its last monthly review. 
“Productionwise, the past growing 
season ranks among the best,” the 
bank said, adding that the prices 
received for some crops “leaves 
something to be desired.” 


district’s factory production, 
mining and factory employ- 
t continue to pick up although 
most recent figures trail those for 
the like period of 1957. 


Richmond 


MPLOYMENT in the Richmond 

district—Maryland, Virginia, 
West Virginia and the Carolinas— 
has climbed to within 2 percent of 
the levels of this period of last 
year. 

Construction activity in the dis- 
trict continues to run well ahead of 
the 1957 results. The construction 
total for September was one-third 
above that of the like month of 
last year. 

A mumber of the textile mills 
which provide many of the jobs 
im the Richmond district have 
a@mmounced plans for extended 
shutdowns over the Christmas 
holidays to reduce stocks of fin- 


products. 
The shutdowns, like those ob-|. 


served over the Thanksgiving pe- 
riod, will reduce personal income 


~s Southeast is another area 
which reports a successful year 


the farmer. The Atlanta FRB 
it this way: 


the bank reported little 
the district’s total non- 
employment in recent months, 
has been a more-than-sea- 
rise in savings deposits and 
life insurance purchases. Depart- 
ment store sales eased off in early 


Cleveland 


7s Cleveland district appears to 
be the slowest of the 12 districts 


tic signs have turned up in recent 
weeks. 

Commercial and industrial loans 
have been expanding slowly since 
midyear, compared to a rather 
sharp decline in such loans in the 
same period of 1957. 


The rush by consumers to put 
money in their savings accounts, 
which had been on since Novem- 
ber, 1957, has eased off. However, 
department store sales in the dis- 
trict in September were 4 percent 
below those of the like 1957 
month. : 

A mid-November report from the 
Cleveland FRB said that the city’s 
recovery “appears to have slowed a 
little.” The district’s steel produc- 
tion has lagged behind the national 
rate. 


Since much of the Cleveland 
area’s steel production goes to the 
auto industry, the end of labor 
strife in the auto industry was 
expected to quicken the business 
pace in Cleveland. 

Chicago 

NCOURAGING decreases in in- 

itial claims for unemployment 
compensation in Indiana, Iowa and 
Michigan were reported by the 
Chicago FRB. The employment pic- 
ture in Wisconsin and Illinois was 
not so optimistic. 


The bank observed that re- 
duced auto production in the 
third quarter of this year was 
similar to the pattern of the years 
just before World War II, when 
prolonged changeover shutdowns 
were the rule. 

The effect of declining auto sales 
on the total economy is evident, the 
bank said, in figures on retail trade. 
While sales of nonautomotive re- 
tailers were up 2.2 percent in the 
third quarter, automotive dealers’ 
sales were 17.8 percent, throw- 
ing total retail sales for a 1.6-per- 
cent loss. 

Upper Midwest 

= economy of the Ninth Dis- 

trict continued to forge ahead 
in recent weeks, sparked by excep- 
tionally favorable crops, sharply 
rising construction activity and the 
return to a more normal work- 
week.” 

That's the way business condi- 
tions in the Upper Midwest were 
summed up by the Minneapolis 
FRB in its latest bulletin. Two 
“soft spots” were noted: Unemploy- 
ment continues rather high and 
iron ore and copper mining remains 
depr 

The bank noted that high 
prices for hogs and low prices 
for corn, the major cost in fat- 
tening hogs, this year reached a 
point where 20.6 bushels of corn 
were equal in value to 100 pounds 
of pork. It is the first time the 
ratio has topped 20 since 1909, the 


Schilling Buys M-E-L Deal 


MEMPHIS.—Neal F. Schilling, 
president of Dealers Transport Co., 
has purchased Gilmore Motors 
(Lincoln-Mercury-Edsel- English 
Ford), 939 Union. The firm has been 
renamed Schilling Motors, Inc. 


For Small Cars Only— 


first time such a ratio was com- 


puted. 

The bank said the Agriculture 
Department has estimated that the 
favorable prices will result in a 
20-percent boost in pig production 
for early spring marketing. 


St. Louis 


aa changes in cotton 
production in the U. S. were 
noted in the most recent bulletin 
of the St. Louis FRB. 

The crop this year amounted to 

12 million bales, about 10 percent 
below the 1948-57 average. Acre- 
age harvested was the smallest 
since 1876 and less than half of 
the total used for cotton produc- 
tion in 1949, 

In addition, the last decade has 
seen quite a shift in where cotton 
is grown. While the Mississippi 
Valley and Southwest are holding 
their own in cotton production, the 
Southeast is growing less and the 
share of the Far West has shot up. 


Kansas City 

EPARTMENT store sales in the 

Great Plains States showed in- 
creases over 1957 totals in early 
fall. The district is ahead of the 
national results in that sales for 
1958 to date are already ahead of 
the like period of last year. 

Bank loans and deposits, too, 
are well above the 1957 totals. 

Residential building permits in 
the district for the year to date are 
running 30 percent ahead of the 
1957 showing. The gain in the two 
Kansas Cities was 95 percent while 
the Tulsa (Okla.) area showed a 76 
percent boost. 


Southwest 


7" petroleum industry of the 
Southwest presented a mixed 
picture in midautumn. While the 
stocks of refined products were 
brought into a better relationship 
with demand, there have been new 
price cuts on crude oil, the Dallas 
FRB reported. 

A sharp increase in imports of 
crude oil has more than offset re- 


‘ductions in domestic production. 


The outlook for the months 
ahead is for “persistent downward 
price pressures on both crude oil 
and certain refined products,” the 
bank said. 

Elsewhere in the district, the 
outlook is more favorable. Business 
loans of banks are continuing to 
climb, there are good prospects for 
most farm products, particularly 
livestock and the Texas citrus crop, 
and nonfarm employment is on the 


upswing. 
Far West 


ECOVERY of industries in the 

Far West is running ahead of 
the national rate, the San Francisco 
FRB reported. 

Unemployment for the district 
as a whole was below the national 
rate with California showing the 
biggest gains in employment. 
Both Washington and Oregon 
were lagging behind the national 
job-pickup rate. 

The nationwide pickup in con- 
struction has “sharply increased 
demand for lumber and wood prod- 
ucts” produced in the district. 





A French-built Simca four-door sedan checks in at this newly-opened smalicar park- 
ing lot in Washington, where cars under 14 feet long can park for one-third less. 
This five-passenger Simca is 134% feet long and 5 feet wide. A coast-to-coast sales 
and service network of Chrysler Corp. dealers is being built up to sell the eight Simca 
models now being imported from Paris by Chrysler. 














The Salesman's Special— 





Close to 500 Detroit salesmen have seen this “typical salesman's car,” outfitted for 
display purposes for the Detroit Sales Executives Club. Here Richard Bailey, Bur. 
roughs Corp., Detroit, phones his office from the mobile telephone unit instolled in 
the car. Other salesman's aids include a dictating machine, tape recorder, slide film 
projector, typewriter, directories and giveaway items such as match folders and 


ballpoint pens. 


MONTREAL. — C. S. Jensen, 
president of the Federated Council 
of Sales Finance Companies, said 
it may cost a buyer anywhere from 
13 to 23 percent to finance his auto- 
mobile, but added he didn’t think 
this is excessive. 

Jensen said that no matter how 
@ person buys an automobile on 
there certain fixed 


The council, representing 32 
sales-finance companies in all prov- 
inces of Canada, held its second an- 
nual convention in the Queen Eliza- 
beth Hotel. The council represents 
about 70 percent of the $2 billion 
in credit Canadians have taken to 
buy durable consumer goods. 

This year it is estimated that one 
million Canadian families will use 
about $1.25 billion of new credit as 
well as a certain amount left over 
from last year. The companies will 
handle more than $1 billion in 
wholesale sales financing. 

According to council director 
J. H. L. Ross, these figures will be 
down about 5 percent from last 


Truck Showing 
Slated by Ford 
Heavy-Duty Outlet 


BLOOMINGTON, Ind. — Graham 
Motor Sales, Ford heavy-duty truck 
outlet in Bloomington, will hold a 
truck showing Friday and Saturday 
(Dec. 5-6) in which many body and 
equipment makers will participate. 

Trucks equipped for practically 
all leading vocational uses of the 
area will be shown, said Jerry 
Tobin, president of the firm. 

Cooperating with Graham Motors 
will be 10 Ford dealers of the area, 
said Tobin. He added that 1,500 in- 
vitations have been mailed to truck 
users in the two counties that com- 
prise the area, and that 20 door 
prizes worth $100 each will be 
given. 

The showing coincides with the 
start of night service by Graham. 


Ford Yule Fantasy 
Opens at Rotunda 


DETROIT—The sixth annual 
Ford Rotunda Christmas Fantasy, 
with new displays and an entirely 
different “cast of characters” from 
the wonderland of fable and folk- 
lore, has opened at the Rotunda in 
Dearborn. 

Top attraction is a 15,000-piece 
miniature animated circus, com- 
plete with animals, wagons, circus 
train and performers. 

Central religious theme of the 
Fantasy is the life-size Nativity 
scene in the Rotunda center court. 
Represented in the tableau are fig- 
ures of Mary and Joseph, the Christ 
child, wise men and their camels, 
shepherds and their sheep. 





Canadian Cites ‘Fixed Charges’ ee 


Auto Credit Rate Defended 









year, due to the recession and un- 
employment. 

Ross said there is relatively little 
problem with repossessions or de 
linguents, and he added it was 
because the Canadian consumer is 
a good manager of his own affairs. 


Ross noted that the finance 
companies have an indirect in- 
vestment in Canadian develop- 
ment, since contractors come te 
them for money to purchase 
equipment for various projects. 
“We have several million dollars 

invested in the St. Lawrence Sea- 
way and the Trans-Canada gas 
pipeline,” he said. 

Interest charges vary with the 
amount loaned, he said, but the 
average for the whole sales-finance 
picture works out to about $7 per 
$100 per annum. In terms of auto- 
mobiles, one in every five on the 
road is still being financed with a 
balance of $635 million owed. 

Jensen, executive vice-president 
of Canadian Acceptance Corp., Ltd, 
Toronto, was reelected president of 
the council. 

J. R. Croft, vice-president, Trad- 
ers Finance Corp., Ltd., Toronto, 
was elected vice-president, and F. 
Millington, president, Standard 
Credit Corp., was named treasurer. 

Directors are Roland Therien, 
president of Laurentide Acceptance 
Corp., Ltd., Montreal, and immedi- 
ate past president of the council; 
J. H. L. Ross, vice-president, Indus- 
trial Acceptance Corp., Ltd. Mon- 
treal; P. P. Saunders, president, 
Imperial Investments Corp., Ltd, 
Vancouver, B. C., and R. W. Yantis, 
president of Delta Acceptance 
Corp., Ltd., London, Ont. 


Peak L. A. Crowds 
Give Show Season 


A Big Sendoft 


(Continued from Page 1) 
this week finds eight dealers 
staging the first exposition ever 
held in Jefferson City, Mo. The 
three-day affair opens Friday 
(Dec. 5) in the new National 
Guard Armory. 

Exhibits closed over the weekend 
in Philadelphia, Detroit, St. Louis, 
Spokane, St. Paul and Phoenix. 
Others wind up this week in Hous- 
ton and Sioux Falls, 8. D. 

a > 


HOW SHORTS: The Milwaukee 

County Automobile Dealers’ 
Assn. has abandoned the gift-car 
contest in connection with the 1959 
Milwaukee show. 

William E. Voyce has been 
elected president of the Baltimore 
Automobile Show, Inc., and will 
be in charge of planning for the 
1959 exposition Jan. 24-31 in the 
Fifth Regiment Armory. 

The Oklahoma City Automobile 
Dealers Assn. has designated Jan. 
11-18 as Automobile Week in Okla- 
homa. 
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ASSOCIATES INVESTMENT CO.— ASSOCIATES DISCOUNT 





EMMCO action speaks louder than words! 


Include EMMCO insurance coverage with financing 
by Associates ... and you help assure customer 
satisfaction and extra sales for your dealership. 
EMMCO’s new comprehensive fire, theft, and 
collision insurance—with twelve added protec- 
tion features— provides top coverage. But don’t 


forget that mere coverage alone is not enough. 


EMMCO coverage is backed-up with prompt on- 
the-spot action when accidents occur. And 
EMMCO, with a nationwide network of claims 
reporting offices, assures prompt payment of 
claims, keeps your customers satisfied... and 
keeps them trading with you! Ask the man from 


Associates for information on EMMCO. 


¢ « 
CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 











At DeSoto Factory-Dealer Parley— 


Nelson K. Mintz, center, Staten Island, N. Y., 
conference, takes a luncheon break with two fellow delegates, Alan Crocket, left, of 


chairman of the DeSoto factory-dealer 


Fresno, Calif., and Dan O'Shaughnessey, right, of Lansing. Twenty dealers met with 
DeSoto and Chrysler Corp. officials at the two-day parley in Ponte Vedra, Fia. Pre- 
dicting an increase in industry soles of up to 35 percent this year, conference repre- 
sentatives expressed confidence that DeSoto dealers would get their fair share in 1959. 
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For Texas Shops, Mechanics . . . 


Repair License Proposed 


By William Stone 
Staff Correspondent 


FORT WORTH.—The Texas In- 
dependent Garagemen’s Assn. will 
sponsor a bill in the next Legis- 
lature to license auto-repair shops 
and mechanics, according to 
Johnny Johnson, Arlington paint 
and body-shop owner who is co- 
chairman of the TIGA legislative 
committee. 

In establishing minimum stand- 
ards for mechanics, more com- 
petent craftsmen would be ob- 
tained, said Johnson, and this 
would result in improved cus- 
tomer service and more produc- 
tive work per man hour. 

Garage operators also would 
benefit because those unable to 
meet the financial and technical 
standards would be eliminated, he 

added. 

Under the bill licensing would be 
administered by a five-man board 
to consist of two new-car and two 


|used-car dealers and one jobber. 
The board would prescribe the 
standards for shop owners and 
mechanics. 
New and independent dealers 
here generally were in favor of 





Kentucky Dealers Get 


Own Sticker for Cars 


LOUISVILLE.—A window 
sticker showing the prices of 
dealer-installed accessories and 
other items not included in the 
manufacturer’s label has been 
prepared for members of the 
Kentucky Automobile Dealers 
Assn. 

A KADA spokesman said the 
Attorney General’s office and 
NADA general counsel had 
agreed that the dealers could 
legally place such a label on win- 
dows of new cars. 








SELL MOBILE 


MR, AUTO DEALER: There's a wealth of 


new profit waiting for you in the rich and growing 


mobilehome market. Service men, construction 


workers, retired couples, budget-minded newlyweds, 


young couples in school . . . today Americans by 


ie vette 





ZOMES, TOO, 


the tens of thousands find mobilehome living ideal 
for them. And, in virtually every case, auto dealers 


can get into the mobilehome business without addi- 


tional personnel, facilities or 


ments. 


financing arrange- 


Why not get all the facts today. All you 


have to do is fill out and mail the coupon below. 


methods. With Nashua, you are 


priced, quality mobilehome”. 


an extra advantage in pricing. 


610 E. 76th St. North—Rt. 12 
Phone GL 2-5800 


1205 Hightower Rd. 
Phone SHerwood 2-7344 


Nashua is a volume manufacturer, producing standard 
models only, employing cost-cutting assembly line 


always competitive 


on price, generally hundreds of dollars lower. And 
when feature for feature is compared, you'll find 
Nashua stands alone. Truly, it’s the “world’s lowest 
Also Nashua has six 
factories strategically located throughout the nation. 
This means freight savings that also give you 


CESTTLY Manufacturing 


SIX FACTORIES TO SAVE YOU FREIGHT 
John Sherman Ed Manning Norris Day 
Kansas City 16, Mo. Macon, Ga. Wichita Falls, Tex. 


1020 Vermont 
Phone 723-7839 


Bill Roach Bud Hughes Bob Ives 
Boise, Idaho Montoursville, Pa. *‘ Tulare, Calif. 
200 N. Harbert Rd.—Rt. 2 304 Streibeigh Rt. 4, Rankin Field 
Phone 2-5651 Phone Williamsport 8-8672 Phone MU 6-3437 


—xtes 


the proposal if assured it would 
be beneficial for the industry, 
Johnson said. 

But he added that one deale 
said he doubted that service woulg 
be helped by such legislation, de 
claring he could tell within 30 mip. 
utes whether a man was @ me 
chanic and if he wasn’t, he wa 
dismissed immediately. 

The dealer said there never way 
and never will be a perfect servigg 
department, that service is nm 
better than the firm selling it ang 
that he did not believe a law i 
the answer to the problem. 

Johnson said another dealer, 
who favored the bill, was of the 
opinion that licensing would 
eliminate many “moonlighters” 
who work as mechanics on their 
days off. It has been noted that 
this is being done by some police- 
men, firemen and employes in 
local aircraft and auto assembly 
plants. 

Johnson said several new and 
independent dealers declined com- 
ment because they said that while 
they had heard of the bill, they 
were not familiar with it sufficiently 
to voice an opinion. 


U.S. Judge Bars 
Merger Plans of 
2 Big Steel Firms 


NEW YORK.—In a decision 
which could have a major effect on 
the shape of U. S. industry in the 
years ahead, a Federal judge has 
ruled against the proposed merger 
of Bethlehem Steel and Youngs 
town Sheet and Tube. 

Judge Edward Weinfeld said the 
merger of the second and sixth 
largest steel producers would prob- 
ably violate the antitrust law, sub- 
stantially lessen competition and 
tend toward monopoly. 

Bethlehem had argued that, if 
allowed to merge with Youngstown, 
it would be able to compete more 
effectively with the nation’s largest 
steel company, U. S. Steel. 

Weinfeld said that Youngstown 
was strong enough financially to 
compete on its own, competition 
between Youngstown and Bethle- 
lem should be preserved and that 
approval of the merger would tend 
to lead to appeals for other mergers 
and “triopoly” in the steel industry. 

There was no immediate an- 
nouncement of plans for an appeal 
from the steel companies. 

Observers felt that the decision 
might set a precedent for denial 
of merger plans of healthy com- 
panies in the same field. 


150 Dealers Attend 
Carolina Meeting 


RALEIGH, N. C.—Some 150 new- 
car and truck dealers attended the 
second annual working conference 
of the North Carolina Automobile 
Dealers Assn. here. 

The conference considered such 
matters as how one makes a profit 
when his product won't sell and 
how small businesses can modern- 
ize bookkeeping without big-busi- 
ness accounts. 

Speakers included: Walter A. 
Deal, Deal Buick, Asheville; T. A. 
Williams jr., North State Chevrolet 
Co., Greensboro; T. O. Tuttle, Tuttle 
Chevrolet, Madison; W. C. Wick- 
ham, Edgecombe Motor Co., Tar- 
boro, and R. N. Atwater, Atwater 
Motor Co., Burlington. 


Romney, Soubry Head 
Foreign Policy Appeal 


NEW YORK.—George Romney, 
president of American Motors 
Corp., and Emile E. Soubry, execu- 
tive vice-president of Standard Oil 
Co, (N.J.), will head fund-raising 
drives in their respective industries 
to support the world affairs educa- 
tion programs of the Foreign Policy 
Assn. 

John W. Nason, president of the 
non-partisan organization, said 
$500,000 is the goal of the FPA’s 
40th anniversary campaign. 


Colbert, Yntema Named 


NEW YORK.—Two auto execu- 
tives have been elected board mem- 
bers of the National Industrial Con- 
ference Board. They are L. L. 
Colbert, president of Chrysler Corp., 
and Theodore O. Yntema, finance 
vice-president, Ford Motor Co. 





W. J. Spear, president of Spear Motor Sales, 


Chardon, Ohio, switched to De Soto because— 


“The Firesweep makes De Soto 


a good line in 


**T handled another medium-priced car before taking on De Soto 
in 1957,” says Mr. Spear, “‘but it just didn’t offer the price 
coverage you need in a town the size of Chardon. 


“The answer for me was a De Soto franchise. The folks here 
in Chardon are getting better prices for farm products. So, they 
want quality in everything they buy—and they sure get that 
with De Soto. But they’re Yankee-shrewd, too. And that’s 
where De Soto’s wide price coverage really paid off. 


**At the top of the line, De Soto offers all the luxury anybody 
could ask for. Then there’s the Firesweep—just the car for the 
man who wants solid De Soto quality for very little more than 
he’d pay for one of the low-priced cars. I’d say that 53% 
of our sales have been Firesweeps, a lot of them to former 
owners of low-priced cars. 


IT PAYS TO BE A 


any size town’ 


““Response to the Firesweep and the rest of the De Soto line 
has been nothing short of terrific this year, thanks to De Soto’s 
new features—the Level-Cruise suspension and swivel seats, in 
particular. Right now, we have 19% penetration in our price 
class here, and we’re looking to make it even higher. 


“You have to remember, though, that ‘product’ is just one 
side of any franchise. Your relations with the factory can be 
just as important. I may not be a big-city volume operator, 
but the De Soto factory people treated me awfully nice right from 
the start and still do. They help me every possible way. Another 
thing I like is a daily parts delivery from Cleveland. 


“TI certainly would recommend the complete DeSoto line of 
cars and a DeSoto deal to any man anxious to be a successful 
car dealer—outside my county, that is!’’ 


DE SOTO DEALER! 
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AUTOMOTIVE WASHINGTON 


Industry Besmirched 
At Smog Conference 


(Continued from Page 3) 


vate possession, is an issue,” he 


commented, 

But Williams then suggested that 
“the evils afflicting us are perhaps 
mere pinpricks in contrast to those 
borne by our ancestors.” In making 
this remark so early in the pro- 
ceedings, it seems likely that Wil- 
liams had not had an opportunity 
to gauge the temper of the dele- 


DuPont Hearing 
In Antitrust Case 
To Start Feb. 16 


CHICAGO.—Hearing in the Fed- 
eral Government’s antitrust case) 
against E. I. du Pont de Nemours 
& Co., Inc., “definitely” will start 
Feb. 16, U. S. Judge Walter J. 
LaBuy has announced. 

He also limited the scope of| 
Government inquiry into relations 
between du Pont and GM. He up- 
held GM objections to revealing in- 
formation on tests it is conducting 
or may conduct with respect to 
buying du Pont products. 

Leo Tierney, GM attorney, said 
the Government request for such 
information would involve disclo- 
sure of trade secrets and would 
take six months to compile. 

The Supreme Court last year 
ruled that du Pont ownership of 
23 percent of GM stock tends to 
violate antitrust laws, and returned | 
the case to Judge LaBuy to deter-| 
mine proper relief. 


7 Dealers Elected 
By Utah Voters | 





gates. The temper was hot and it) 7 


got hotter. 

Warren M. Dorn, Los Angeles 
County supervisor, called the Wil- 
liams report “disappointing and 
contemptuous.” 

He said it was clear that the auto 
industry “has not yet fulfilled its 
great responsiveness in controlling 
the health-destroying pollutants 
from motor vehicle exhausts.” 

And Smith Griswold, Los An- 
geles Smog Control Officer, called 
the Williams report “watered down, 
inconclusive and exceedingly gen- 
eral ... hardly a contribution to 
the cause of clean air.” 

William, F. Sherman, another 
AMA representative, fought back, 


| calling efforts to promote auto ex- 
|haust cleaners a pressure move- 


ment, While the industry is aaa 


| such devices at present, he said, 


is impossible to predict when z 
commercially acceptable device 
might be ready. 


e * ” 


|Damage Done 


Rot the damage had been done, 

as area newspapers blossomed 
out with headlines like these: “Car 
Makers Blamed for Fume Pollu- 
tion,” “Exhausts Give Capital Mild 
Dose of Dirty Air,” and “Parley 
Calls for Curbs on Auto Exhaust 
Perils.” 

That last headline described 
final reports from the conference, 
which demanded that the indus- 
try take the lead in eliminating 
fumes from exhausts. 
Seriator-elect Clair Engle, Califor- 
nia Democrat, joined in the general 
attack, declaring that “there is a 
real need for enlarged research 
effort by the U.S. Government and 
y the automobile industry. It 


SALT LAKE CITY.—Seven auto| seems strange to me that an indus- 
dealers and a former dealer were| try whose annual sales total more 
elected to city, county and state of-| than $20 billion should be expend- 
fices in November. Joining Orval ing less than $1 million per vear to 
Hafen, a former dealer, in the State| protect the public health and wel- 
Senate were Republicans Frank M.| fare from the growing menace of 


Browning, Ogden, and Ernest 
Mantes, Tooele. Finley Wilkinson, 
Bountiful Republican, was elected 
to the House. 


Named county commissioners 
were Democrat Clarence Miller in 
Iron County, Helper Democrat} 
Steve Diamanti in Carbon County | 
and Democrat George Frost in| 
Weber County. Frost is a former) 
dealer. 

Henry Mills was elected mayor 
of Price, and Leon Packer was 


elected to the council in Brigham 
City. 





Court Denies Baltimore 


Rehearing on Ad Tax 


BALTIMORE. — The Maryland 
Court of Appeals turned down a 
motion by the City of Baltimore 
for a rehearing on the advertis- | 
ing tax. The court earlier upheld 
@ lower court ruling that the 
tax was unconstitutional on the 
ground that it violated freedom 
of the press. 

The City now may appeal to 
the U.S. Supreme Court or it 
must refund over $15 million 
collected in advertising taxes so 
far this year. 





Late Report... 


Used-Car Market 


The overall average price of used cars sold at wholesale auction last 
week declined $4 to $879, according to Automotive News’ index. 

Running counter to the overall trend were ’56és, up $8; '55s, up $5; 
53s, up $5, and ’51s, up $5. There was no change in the price of ’52s. 

Losses amounted to $39 on ’58s, $14 on ’57s and $1 on "54s. 

At a group of representative auctions last week, the average con- 
signment was 225.3 units, compared with 268.7 units a week earlier. 
The sales ratio rose to the year’s high of 75.7 percent, compared with 


68.3 percent the previous week. 


Auction reports start on Page 108. 





automotive exhaust.” 





Packing ‘em In— 


Frizzell Motor Co. (Lincoln-Mercury-Edsel), Fort Myers, Fla., held a free barbecue in 
conjunction with the showing of the 1959 Mercury and Lincoln models. 
7,000 persons were served after viewing the new cars. 
dealership manager, the affair was a tremendous success. - 
thre is no walk-in troffic, the barbecue brought new customers to us that we could 
not have seen for many, many months to come,” 


Red Star’s Cooper Elected 
President of ATA for 1959 


By Jack Weed 
Truck Editor 
MIAML—J. Robert Cooper, 
president of Red Star Transit Co., 
Detroit, was elected president of 
the American Trucking Assns. at 
the 25th annual 
convention in Mi- 
ami Beach. 
Other new of- 
ficers are Walby 
M. Frantz, Terre 
Haute, In d., first 
vice-president; R. 
Stuart Moore, 
Oakland, Calif., 
second vice-presi- 
dent; John J. Gill, 
Providence, third 
vicepresi- 
dent, and Griswold Holman, 





4. R. Cooper 
Ruth- 
erford, N. J., fourth vice-president. 


John M. Akers, Gastonia, N. C., 


and Harry Gormley, New Castle, | 


Pa., were reelected treasurer and 
secretary, respectively. 


Albert Cassens, president and 
treasurer of Cassens Transport Co., 
Edwardsville, Ill, was elected 
chairman of the National Automo- 
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bile Transporters Assn. at the same | 


convention. He succeeds Parke WwW. 





Dealer-Backed Credit Law | 
To Be Offered in Missouri 


By L. H. Houck 
Staff Correspondent 
JEFFERSON CITY, Mo.—A bill 
to regulate interest charges on 
time payments for retail goods, 
which is of particular interest to 
auto dealers, will be presented to 
the Missouri legislature in Janu- 
ary, with the blessing of the Mis- 
souri Automobile Dealers Assn 


Don Riley (Chevrolet), Jeffer- 
son City, chairman of the deal- 
ers’ legislative committee, said 
one purpose of the proposed bill 
is “fumigation of finance tactics 
of unethical dealers.” 

The measure provides for State 
licensing of retail finance compa- 
nies and would place them under} 
the jurisdiction of the State finance | 


| division. Banks and financial insti- 
| tutions already under this jurisdic- 


tion would not be affected, but they 
would be required to comply with 
ceiling charges on retail loans. 


A maximum rate of 7 percent 


| conferences. 


would be set by the law, but back-| 


ers said competition would set the| ordered the 1959 National 
and it was pointed out| Roadeo scheduled apart from the 


actual rate, 
that the going rate would probably 
be similar to that in Kansas which | 
has a similar law—5 to 6 percent.) 

The new bill is aimed at giving 
buyers the same information on 
time-payment charges as now fur- 
nished by the Federal price sticker, | 
according to John Hendren and 
Henry Andrae. 

They said the bill was a full 
disclosure plan which would show 
the buyer the retail cash price as 
listed on the Federal sticker, the 
time-payment cost, the amount of 
interest and insurance charged. 
They said no credit controls now 
exist in Missouri and that the sky 
is the limit. 

James A. Gorman, executive vice- 
president of NADA, said the plan 
| was the outgrowth of a meeting in 
Kansas City last May 21 with As- 
| sistant Attorney-General John Ing- 
| lish, who indicated the desirability 
| of such legislation. 

Jerome H. Scott, Scott Motors 
(M-E-L), Kansas City, was chair- 
man of a committee which drafted 
| the legislation. 

He said the plan had been ap- 
proved by representatives of finance 
companies, small-loan companies, 
department stores, retail credit as- 
sociations and G. Hubert Bates, 
| Missouri finance director, who 
| would direct enforcement of its pro- 
| visions. 
| Seott said 14 states, including 
Kansas, now have laws which are 
similar to the one proposed for 





Missouri. 





Approximately 
According to Lonnie Merritt, 
“Being in an area where 


Merritt said. 


Davis, Hulbert Forwarding Co., 
Inc., Buffalo. 


J. B. Burnham, president of 
Arco Auto Carriers, Inc., Chicago, 
was elected vice-chairman, and 
T. V. Breitenback, traffic man- 
ager of the Automobile Shippers, 
Inc., Detroit, was named secre- 
tary. 

Lloyd Lawson, president and 
treasurer of E. & L. Transport Co., 
Dearborn, was reelected treasurer 
and conference vice-president to 
represent NATA on the ATA execu- 
tive board. 

During the convention the ATA| 
went on record as favoring a Fed- 
eral research program on highway 
safety. Federal financing of safety 
research has been suggested in the | 
past and legislation is expected to| 
be introduced in the next session of | 
Congress. 

In another action concerning 
highway safety, the ATA execu- 
tive committee set up an award 
for the outstanding truck-fieet 
safety supervisor in the nation 
each year. Procedure for selecting 
the winner will be established by | 
the ATA Council of Safety Sup- | 
ervisors. 

A change in the bylaws of the! 
Council of Safety Supervisors ap-| 
proved by the executive committee | 
makes possible the formation of 
safety councils within ATA’s 11 





The executive committee also 
Truck 


ATA convention. In recent years 
the Roadeo has been held in the) 
| same city immediately prior to the 


| convention. 


The action was taken in crder to 
hold next year’s Roadeo in a more 


| central location than Los Angeles, 


site of the 1959 ATA convention. 


Anniversary Model— 


Having inscribed their autographs and messages of goodwill on this Anglia sedan, 
workers at Ford Motor Co.'s assembly plant in Dagenham, England, prepare to give it 
a royal sendoff prior to loading on the liner Queen Elizabeth bound for New York 
where it will take part in a double anniversary observance. The car marks the 10th 


anniversary of the export of the English 


represents the 100,000th model built for export during the last decade. 


|}mass meeting of 3,500 UAW Local 


|of-living boost similar to that re- 








NLRB to Sift 
Galesburg Strife 


214-Year Dealer Row 
Heads for Showdown 


(Continued from Page 3) 


unemployment compensation f9 
the men who have been walk 
the picket lines for the 2% yearg” 
This is based on an alleged p 
ment of $204,225 for the period. The 
unions have denied the liability ang 
have filed a protest which will be 
heard in Galesburg next month, 
- az * 


Dealers Seek Election 


ir MINNEAPOLIS, auto dealer 
have challenged the right of Re 
tail Clerks Local 1086-A to repre 
sent some 450 new and used-car 
salesmen. 

NLRB officials said the Minne- 
apolis Automobile Dealers Assn, 
has filed a petition asking the 
board to conduct a new election 
among the dealers’ employes. 
The union won certification ag 

bargaining representative in Ma 
1956, by a 276-180 vote. It fe 
its first contract, which expire 
Jan. 14, 1959, ten months after the 
election. 

NLRB officials said that both 
sides met and agreed to the elec 
tion, which will be held this month. 

In Buffalo, auto salesmen at 
Gillogly Chevrolet, Inc., have se 
lected Local 212, Office Smployes 
International Union, as their bar 
gaining agent. 

* = = 


S-P Strike On 


TUDEBAKER’S plant was shut 
down by a strike of 7,000 mem- 
bers of the United Auto Workers, 
As of press time Wednesday, 
neither S-P nor the UAW had 
made a move to resume contract 
talks broken off a few hours 
before the strike closed the plant. 
The strike was set up after a 













































































5 members turned down a com- 
pany offer of wage increases linked 
to new-car sales volume. 

S-P had offered a two-cent-an- 
hour pay increase for each quarter 
during which the firm sold at least 
30,000 new cars. 

More than 50,000 orders already 
have been received for the ’59 Lark, 
the firm’s new economy car, an S-P 
spokesman said. Total °58-model 
sales through last September were 
only 34,000 units. 

The union is holding out for what 
it termed a six to eight-cent cost- 


cently granted by other auto 
makers. 

Bendix Aviation and the UAW 
agreed on a new three-year con- 
tract last week, ending a week- 
long strike of 13,500 workers at 
eight Bendix divisions. 

The national agreement provides 
for a contract modeled after UAW 
settlements with the Big Three 
auto makers. 
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Ford line for sale in the U. S. and also 









The Newest of Everything Great! The Greatest of Everything New! 
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Star of the Auto Show...and the Showroom! 













If there was ever a crowd pleaser, it’s the ‘59 Dodge. It’s loaded with the 
style, the advances that draw the crowds at the Auto Show. 
New Swept-Wing Look for 1959, clean and crisp and more distinc- 
tive than ever. 
New Swing-Out Swivel Seats that pivot 40 degrees, come with fold- 
ing center armrest. 


Push-Button Control of both driving and weather, in America’s first 
all-pushbutton car. 


New Level-Flite Torsion-Aire that gives complete ride control, road 
control, load control. 





And what draws the attention at the Auto Show works in the showroom 
too. Yes, this 59 Dodge has the newest of everything great to bring 
crowds into the showroom to look—to compare—to buy! No wonder 
Dodge dealers are looking forward to a great year in 1959. 
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On our production lines . . . where each Mack may be different! Matching up the right components, 
as a succession of individualized Macks comes down the line, is a mighty demanding task—one 
that few manufacturers can tackle. But it’s an old story for Mack . . . pioneer in the custom-assembling 
of heavy-duty trucks and specialist in building the most efficient truck for today’s important jobs. 


Some driver's going to be in luck! . . . thanks to 
the comfort of this Model B cab. Owners are in luck 
too, for Mack cabs offer minimum upkeep require- 
ments, ready access to all working parts and 
special mountings that cushion the whole assembly 
against road shock. Cabs ride more quietly and 
comfortably, and maintain their rugged good looks 
for years. 


How Macks arec 


Mack trucks achieve utmost strength without ex- 
cessive weight. Here, involute axle shaft splines of 
exclusive Mack design for greater shear resistance 
are being cut in our new axle shaft manufacturing 
facilities. Surface-hardened and toughened by 
Mack’s exclusive graduated heat treatment, these 
shafts have greater endurance, size for size, and 
many times the shock resistance of any others. 


Every Mack engine and component is thoroughly 
tested through every stage of manufacture. Mack 
Thermodyne® diesel engines are noted for running 
hundreds of thousands of miles without overhaul 
in major fleets. These engines are unrivaled for 
economy and dependability in heavy-duty opera- 
tion. They have sparked Mack’s big lead in the sale 
of diesel trucks since 1953. 


SEE THE MACK DISPLAY AT THE CHICAGO AUTOMOBILE SHOW 





custom-built 


on our assembly lines 


One look at Mack production lines and you'll see 
why every truck user can order the unit that’s made 
to match his very own operating requirements. 
For Mack has evolved a miracle of production 
control that allows us to send a succession of differ- 
ent trucks down the same line. Each truck fills a 


separate order...each one is assembled from a 


selected combination of interchangeable stock 
Mack components—engines, frames, transmissions, 
front and rear axles, brakes and accessories. 
That's why we can translate your operating con- 
ditions into the Mack components that most exactly 
meet your needs for capacity, performance, econ- 


omy and safety. And while they may differ physi- 
cally, all Macks have one thing in common... 
quality. For you just can’t buy a Mack that’s any- 


thing less than the finest equipment of its kind. 


it’s part of the language... Built like a 


MACK TRUCKS, INC., PLAINFIELD, NEW JERSEY 


TRUCKS, BUSES AND FIRE APPARATUS 


There are a number of excellent marketing areas open for appointment of new Mack Distribu- . 
tors. For particulars write Distributor Sales Division, Mack Trucks, Inc., Plainfield, New Jersey 
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11. Fair and equitable contracts between manufacturers and dealers in | 
motor vehicles, parts and accessories; 


| 
1 2. Every dollar of ine and oil taxes, collected by states and federal | 
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governments, appli to the building and maintenance of highways; 

1 3. Guard the precepts of individual freedom, which made the U. S. A. 
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Capsule Comment 


A strong economy, aided by a new product and hard | 
selling, should make 1959 a good year for the automobile 
industry, Big Three executives believe. 


And don’t forget to make a profit. 


With seven suits filed involving the good-faith law, 
an early decision is expected on what the courts think | 
about the measure enacted in 1956. 


Eventually, the U. S. Supreme Court will probably | 

have to rule. 
* * > 

National Independent Auto Dealers Assn. may seek an 


amendment to the price sticker law to end the need for 
the dealer’s name on the tag. 


The used-car dealers contend the act bars them from 
obtaining a new car for resale. 


Value of cars imported into the U. S. during the first 
eight months of 1958 was $303,715,823, according to AMA 
estimates. 


Not peanuts. 
* * * 

Despite cleanup time, average losses of new-car deal- 
ers remained unchanged during the third quarter, giv- 
ing rise to hopes that the final quarter this year will 
show appreciable profits. 

Remember, the business of business is profits. 

a * * 
A crackdown on intentional violators of the price- 


sticker law is coming up, AUTOMOTIVE NEws has learned 
from the U. S. Department of Justice. 


Where charges have a serious aspect, investigation will 
be in the hands of the FBI. 





Coming 
Events 


Dealer Conventions 


Dec. 3—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 

Dec, 9%—Milwaukee County Automobile 
Dealers Assn., Milwaukee Athletic Club, 
Milwaukee. 

Jan. 31-Feb. 4—National Automobile 
Dealers Assn., Conrad Hilton, Chicago. 
Feb. 22-23—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 
March 15-17—Automobile Dealers Assn. 

of North Dakota, Bismarck. 

March 20-2i—Arizona Automobile Dealers 
Assn., Hotel Stardust, Yuma. 

March 22-24— Automobile Dealers Assn. 
of Alabama, Tutwiler Hotel, Birmingham. 

May 10-12—Georgia Automobile Dealers 
Assn., Atlanta Biltmore Hotel, Atlanta. 

May 17—20th Annual Convention, South 
Carolina Automobile Dealers Assn., 
Cruise to Nassau, Port of Embarkation, 
Charleston. 

May 17-19 — Idaho Automobile Dealers 
Assn., Boise. 

May 21-22—Oregon 
Assn. Salem. 

June 21-23—Spring Meeting and Golf 
Tournament, New York State Automo- 
bile Dealers, Whiteface Inn, Whiteface, 


Automobile Dealers 


N.Y. 
June 21-24—Michiaan Automobile Deal- 
ers Assn.. Gratiot Inn, Port Huron, 


Mich 
Aug. 7-8— Montana Automobile Dealers 


Assn., Butte. 

Sept. 13-1S—Wyoming Automobile Deal- 
ers Convention, Casper. 

Sept. 20-22—34th Annual Convention, New 
York State Automobile Dealers, The 
Concord, Kiamesha Lake, N. Y. 

* * * 
Auto Shows 


Nov. 29-Dec. 7—Houston Auto Show, Sam 
Houston Coliseum, Houston. 
Dec. 10-14—Omaha Auto Show, 
Municipal Auditorium, Omaha. 
Jan. 1-Feb, 1—Sth Annual American Legion 
Auto Show, Augusta State Armory, Au- 

gusta, Maine. 

Jan. 811 — Memphis 
Ellis Auditorium, Memphis. 

Jan. 9-18—Midwest Auto Show, Municipal 
Auditorium, Minneapolis. 

Jan. 10-17—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Jan. 10-18—30th Annual Auto Show of the 
National Capital Area, National Guard 

Armory, Washington. 


Omaha 


Automobile Show, 


Jan. 11-18—Oklahoma City Auto Show, 
Oklahoma City. 

Jan. 12-17—Grand Rapids Auto Show 
Civic Auditorium, Grand Rapids, Mich. 
Jan. 17-25—Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 

Jan. 22-24— Brockton Auto Show, State 
Armory, Brockton, Mass. 


Jan. 22-27—Tampa Auto Show, Fort 
Hesterly Armory, Tampa. 

Jan. 23-25—Birmingham Auto Show, Birm- 
ingham, Ala. 

Jan. 24-31—Baltimore Auto Show, Balti- 
more. 

Jan. 24-Feb. I—Toledo Auto Show, Sports 
Arena, Toledo. 

Jan. 25-Feb. !—International Foreign and 
Sports Car Show, Dinner Key Audi- 
torium. Miami. 

Jan. 31-Feb. 7—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N.Y. 

Feb. 7-14—Milwaukee Automobile Show, 
Arenas and Auditorium, Milwaukee. 

Feb. 19-23—Albuquerque Auto Show, State 
Fair Coliseum Bidg.. Albuquerque. 

Feb. 27-March 8—I959 World Wide Auto 
Show Miami Beach Exhibition Hall, 
Miami Beach. 

March 48—9th Annual! National Autorama, 
Connecticut State Armory, Hartford. 
Apr. 61!—Denver Auto Denver 

Auditorium, Denver. 
April 17-19—Cheyenne Automobile Show, 


Cheyenne. 


Show, 


> * - 


General 
Nov. 30-Dec. 5—American Society of Me- 
chanical Engineers, New York, N. Y. 
Nov, 30-Dec. 5— National Exposition of 
Power and Mechanical Engineering, New 
York N. Y 
Jan. 12-16—SAE Annual 
Engineering Display 
Cadillac and Hotel Statler 
Jan. 25-28—T ruck Trailer 


Meeting and 
The Sheraton- 
Detroit. 


Manufacturers 


Assn., Hollywood Beach Hotel, Holly- 
wood, Fla. 
Jan. 29-30— Private Truck Council of 


America, 20th Annual Convention, Sher- 
man Hotel, Chicago. 

Jan. 31-Feb. 4—Nationa! Automobile Deal- 
ers Assn., Equipment Show, Chicago. 
Feb. 2-5 — 32nd Automotive Accessories 
Mfagrs, of America Exposition, New York 

Coliseum, N. Y. 

Feb. 15-17—Motor and Equipment Whole- 
salers Assn.. National Convention, Con- 
rad Hilton Hotel, Chicago. 


20 Years Ago er 


The Big Stories 


A new fluid drive, said to incorporate entirely new transmission 
principles, was made available by Chrysler Corp. this week in 1938. 
According to Chrysler engineers, the fluid drive made it possible to 
drive without using clutch or gear lever for varying speed ranges. 

A review of the Belgium automotive market for the third quarter 
of 1938 revealed that sales were 60 percent American and 40 percent 
During the same period in 1937 the ratio was 68 and || 1° 


European. 
32 percent. 


The Court of Appeals in Frankfort, Ky., this week in 1938 held 
that an automobile dealer “is not liable to a person injured by an 
automobile operated by a prospective purchaser given possession of 


the car for a ‘try-out’ ride.” 


Automobile factories, which in the case of war would shift over 
to the manufacture of aircraft, were receiving “immediate” attention 
in England. A program of providing bomb-proof shelters and covered 
trenches was being carried out at most plants. 





















-NOTICE- 
New CAR PADDdUCTION 
INES TO START 


"It never fails—when we have plenty of cars on hand 
you have to beg them to buy, but just let production slow 
down for some reason then they barge in and demand 
a@ new car.” 


Letterbox 


‘Begin to gs 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 










| the business but it is NEVER going 
to get well if the new-car dealers 
try to support themselves and the 
used-car industry from the new-car 
profits. Also the new-car dealer has 
the big overhead and the fellow 
with cars on a lot, almost none— 


_One Man’s Opinion 

Used-car dealers and auctions will 
definitely not like me for the sug- 
gestion, but I would like to offer you 
and this retailing industry the idea) 
| that most of our ills could be cured | 
almost overnight if the new-car 
dealers would all begin to RETAIL | 
their used cars instead of so many) 
wholesaling them. 

As it stands today practically all 
used-car dealers are — and 
making their money, and they are 
making it, at the expense and loss| Wanted by FBI 
of the new-car dealers. When &| Frank Gordon Abbey jr., who has 
new-car dealer takes a used car tO! heen employed as an auto salesman 
'an auction or wholesales his used/ jn the past, is being sought by the 
|car, almost all his new-car profit)PpBI for alleged violation of the 
goes with it. It costs a dealer money Interstate Trans- 
to take cars to auctions, the cost portation of 
of the sale, it costs money for Stolen Property 
|the buyer to go buy it and take it Statute involving 
|home and when he gets it on his e fraudalcent 
| lot he usually sells it for less than check operation. 
the new-car dealer could retail it Abbey, accom- 
| for and he still makes money. panied by his 


It is understandable that we wife, Joyce Mar- 
might trade in some used cars that celene Albers 
have a poor resale value here and Abbey, has re- 
we would want to unload but the) portedly victim- 
way to do it is cut the retail price) a. ized merchants in 
and then be careful on trading any| F:- G- Abbey Jr. various parts of 
more such cars. Sure—some dealers| the U. S. with fraudulent checks. 
will need money quickly and away| On Oct. 28, 1957, an authorized 
goes the used cars to get the cash.| complaint was filed before a U. S. 
There are many ramifications to|commissioner at Syracuse, N. Y. 
charging Abbey and his wife with 
violation of the Interstate Trans- 
portation of Stolen Property Stat- 
ute, in that they had on or about 
Feb. 25, 1957, caused to be trans- 
ported in interstate commerce 4 
falsely-made and forged check in 
the amount of $225 from Syracuse 
to Cincinnati. 


A warrant was also issued on Oct. 
28, 1957, for the arrest of Abbey 
and his wife as a result of their 
check-passing activities. On June 
1958, an indictment was re- 
turned by a Federal grand jury at 
Albany, charging Abbey with trans- 
— a fraudulent check inter- 
state. 


Abbey has been convicted for 
interstate transportation of 4 
fraudulent check. 

Abbey reportedly carries an auto- 
matic pistol in the waistband of his 
trousers and in the glove compart- 

(Continued on Page 20, Col. 1) 


Epwarp K. Conrap, Lackawanna 
Automobile Co., Inc., Scranton, Pa. 
Eprror’s Note: There is a good 
deal of divergent opinion on this 
even among new-car dealers. 
= * > 








—From the files of Automotive News. 
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Service Leasing Scores 
With Automobile Dealers 


New C.1.T. Service Gains Industry’s Approval 


In the first two months of its existence, Service Leasing Corporation 


got an enthusiastic and concrete WE LIKE IT answer from many 
thousands of automobile dealers. These dealers, from every state 
in the union, have signed agreements with SLC which will enable 
them to take advantage of this profitable, Tisk- free leasing service 


which is sweeping the automo- 
tive field. 

“Leased cars now account for 
at least 10% of all the new cars 
on the road today,” asserted 
George Culp, Vice President, 
Service Leasing Corporation, 
“and every indication is that this 
percentage will continue to grow 
as more and more fleet operators 
recognize the advantages to them 
of leasing their fleet cars. We 
have been organized to help make 
sure that the dealers we serve 
have a no-risk way of profiting 
by this trend.” 


How the 
Plan Operates 

The plan itself is simple. When a 
dealer has a leasing prospect, he 
merely has him sign the lease, 
complete a Leasing Data State- 
ment (showing the composition 
and type of his fleet and his 
credit references) and sends the 
documents to SLC. When SLC 
approves, the dealer furnishes the 
cars the lessee wants from stock 
or by ordering from the factory. 
SLC advances all cash immedi- 
ately, so the dealer can pay his 
factory for the cars and earn his 
profit at once, with no further 
financial obligation. 


Additional Profits 
Possible 


Dealers have opportunities for 
additional profits once the car has 
been delivered, too, for SLC rec- 
ommends to lessees that leased 
cars be serviced and repaired by 
the selling dealer. Also, the dealer 
gets the first opportunity to buy 
the car when the lease period is 
over and a replacement car is to 
be delivered, but he has no obli- 
gation to buy the used car. 


Dealers Urged to 
Act Now 


Because more and more compa- 
nies are turning to leasing, it is 
essential for any dealer to have 
such a service ready and waiting 
to offer all the prospects in his 
area who insist on leasing rather 
than buying their fleet vehicles. 
To be sure you are ready, contact 
your local Universal C.I.T. rep- 
resentative or write to Service 
Leasing Corp., 650 Madison Av- 
enue, New York 22, N. Y., and 
find how simple it is to get in on 
the ground floor. 





$50 WINNER 
Children Are Great— But 


Everybody loves children, but 
there probably isn’t an automo- 
bile salesman alive who doesn’t 
wish parents would leave their 


| little darlings behind when they 


go shopping for a car. It seems as 
though the salesman just gets to 
the most important part of his 
sales talk, when “WAH!” the 
children start yelling and the har- 
ried and embarrassed parents 
leave. 

This month’s winner of the 
Sales Ticker’s $50 award for out- 
standing sales technique goes toa 
fellow who has solved the chil- 
dren problem—Henry Klejment, 
Chevrolet salesman of Webster, 
N. Y. As Mr. Klejment tells it: 
“I set up a ‘Kiddie Korner.’ I 
brought in my daughter’s out- 
grown table-and-chair set, some 
children’s books, crayons and 
coloring books, and a jar of lolli- 
pops (they never fail to please). 

“The kiddies stay quietly and 
happily amused in their corner 
while I talk business with their 
parents. As the parents are no 
longer in a hurry to get their 
noisy offspring out of the build- 
ing, the result is uninterrupted 
discussion of cars and prices—and 
the payoff is more car sales.” 





Fred De Sio, District Manager of 
Rochester (East) presents $50 check 
to Henry Klejment, in. Henry’s 
“‘Kiddie Korner.” 


You may win $50 by 
sending your Award Idea 
to: Ticker Editor, 


650 Madison Ave., 
New York 22, New York. 
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GREAT NEWS FOR ‘59 


New Universal c. 1.7. Sales Aid Gives Auto Sales Extra Boost 








New cars are er in the hua recine—~eilleanan are collarinn callers, phoning prospects, 
switching “shoppers”’. It’s time for that little extra selling “push” from Universal C.I.T. that 
dealers can always depend on. And right now, 300,000 bright, colorful selling “pushes’’ are 
speeding out through the mails to sure customers. In the form of a giant postcard, this aid 
to dealers using Universal C.I.T. services is —— mailed to credit-worthy customers now 





Dear Friend 


Have you noticed? There's excitement in the air! The 59 cars are out—and 
they're besutses’ Every make and mocdel has 


MEW STYLING —amart and distinctive 


MEW FEATURES — to make your driving more pleasurable 
MEW COMFORT, CONVENIENCE, PERFORMANCE, 


And there's BIG NEWS shout the C.1.T. Time Purchase Plan, too. Now the 
complete CLT Plan inchudes disatdlity protection—et no extra cost! Your 
payments are made for you, as provuded im the policy. if you are lad up by D- 


Saretri 


nem or scckdent for an extended pericd. That's only one of many features of 
our plan thet protects you, your family and your car 

Se, if you're planning to trade your car this year, ask your dealer for all the 
details. Your credit s established with us and, without delay, he'll be able to 
make the arrangements for you to own « beeutsful ‘59 car. or late model used 
car, on the C_LT. Plan—now, more than ever, the one best way to buy « car. 


¢ PS tat tep tert asi eke 


* wegete CLT. Plan when yom teay your cor 


Fy yt 


SIS _f i IS 





Cordially, 


MANAGER 


Colorful jumbo cea mailed = Universal C.I.T. branches to 300,000 
former and present C.I.T. customers. Card measures 8% x 11 inches. 





BE A REAL “PRO” 


A friend of mine is an 
airlines pilot. He really 
knows his business— 
seated amid hundreds 
of knobs, buttons and 
dials, his hands and 
eyes flick automatical- 
ly to the right place at the right 
time—to feathering controls, over 
to throttles, to the radar—back 
and forth with never a conscious 
thought. He’s a happy man. 

Another friend is an electronics 
technician. When working on a 
knotty problem, he surrounds 
himself with what. seems a con- 
fusing mass of tools. Yet, as he 
reaches out for tools from time to 
time, there is never any hesitation 
—he knows his business thor- 
oughly and the job moves smooth- 
ly. He’s a happy man, too. 

On the other hand, there are 
the people we see all too. often— 
carpenters who barely know a 
cross-cut. saw from a rip saw, 
barbers whose razors are so dull 
they pull the skin off your face, 
mechanics who don’t deserve the 
name. These are the half-done-is- 
enough-done boys, the people who 
don’t know, or won’t learn to use, 





the tools of their trade. 

We look at such people and 
think ‘“‘How can he work in such 
a shoddy way? Why doesn’t he 
learn his job completely, instead 
of just complaining? How can he 
have any pride in himself?” 


of other people, do we ever ask 
them of ourselves? Do we ever 
search frankly within ourselves 
to see if we have learned all we 
possibly can about the “‘tools’’ of 
our trade—prospecting, tele- 
phone selling, demonstrating, 
overcoming objections, etc.? 

All these things are tools of an 
auto salesman’s trade—yet how 
many work to perfect all of them. 
How many, instead, try to make 
their version of a cross-cut saw 
solve all their selling problems? 

The time to look inside our- 
selves is right now! Practice the 
things that come hard—learn 
how others have: overcome the 
same weaknesses. Learn to do the 
very best you are capable of. 
Earn the title of “real , pro” — 
you'll be a happy man when you 
do. And you’ll be more Valuable 
to yourself and your dealership. 








on the company’s books. 


These are the people who 
bought cars during recent years. 
These are the people who have 
paid off their accounts, or are 
pretty well along with them, and 
who have proven they are ready 
and able to buy. These are a deal- 
er’s best customers for 1959. 

This is a personalized message, 
too—direct from a friend to a 
friend. It urges the customer to 
buy the beautiful new models all 
around us—and it reminds him 
that his outstanding credit makes 
such a purchase as easy as walk- 
ing into his favorite dealer and 
saying, “I’ll take that one—on 
the C.I.T. Plan.” 

This “little extra” is typical of 
the service that dealers and sales- 
men have received from Univer- 
sal C.I.T. for over 40 years. No 
other company gives so many deal- 
ers so much service. 


New Disability Benefits 
Real Help to Salesmen 


The new Disability Benefits avail- 
able in the complete C.I.T. Plan 
are proven, potent selling aids for 
salesmen. The following list shows 
the advantages the C.I.T. Plan 
has over others in the same field. 
Disability Benefits are now in- 
cluded in the Credit Life insur- 


Vek, to cahine that annetions | ance policy, at no increase in 
’ 


cost, under the complete C.I.T. 
Plan. The customer will receive 
these advantages: 


| 1. He is given security and peace 


of mind. His payments will be 
made for him, as provided in the 
policy, if he should be disabled 
by illness or accident for an ex- 
tended period. 


2. When a customer prepays his 


| account, he need not cancel his 


disability coverage (as is neces- 
sary with certain other plans) but 
may keep this coverage for the 
original life of the contract. 


3. No physical examination is 
necessary to qualify. 

4. The customer’s family has se- 
curity in case he dies during the 
life of the contract. Credit Life 
insurance pays the balance due 
on the car so that his family may 
own the car free and clear. 
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down the line of cars. We had the 
idea that we could isolate these 
disturbances.” some refinements.” 

Janeway said the idea was pre- Largely as a result of this re- 
sented to Walter P. Chrysler,| search program, Janeway said the 
founder of the corporation and an| railroads set up a four-company re-|the Boat Trailer Manufacturer 
“old railroad man,” and he became| search program, beginnimg imme-| Assn, 
very excited about the idea and/| diately with a study of railway oo i 
ordered the creation of an eight-| passenger cars. 2 Essentials for Good Ride 


Chrysler Team Helped 
e e 
T S ft R | R d h hole | Chrysl ilroad j t 
0 DOItEeN Nall Ride ee ee we ont aneae fe a riod dare | GWITCHING to, auto sumpensicg 


By Joseph M. Callahan principles. ee @ ing the war, until 1948. It largely of two things—softness of the 


paid its way with licensing royalties : : torte ; 

° : : springs and weight distribution. 

ct mae Worked at Rail Plant or vey = ae — oads for the | *P “The shorter wheelbase is more 
N INTERESTING and original | flow had a surprisingly good ride. | - At™ THAT time ao vn e| P Ss eS tw = 2 —_ . ss 
story about a group of Chrysler | But nobody knew why. director of the New Yor : said. “The 5 get in 

Corp ofa he cnent ry oon After some research Janeway and| Central Railroad, which was then | Never Widely Adopted pendent front and rear springing 

working to improve the suspension|the other engineers assigned to| building the Mer-| FANEWAY said the railroad sus-| action, so you don’t get an ac. 

system of railroad cars was told 


design’ and we found that our 


railroad prospect for one of hig 
findings could be used to make 


clients. 

He also is working on sub 
suspensions and the development of 
test equipment and procedures for 


es re 


TURNINGS ... 


—. ree 


1 he “why,” luded that the | cury,” Janeway pension which his staff helped| cumulated bump. 7 
hy hey Robert A. Janeway, who ae cumtesaiie cama was the | continued, “So we| develop was subsequently installed “Lots of people think that a good 
recently by e » ’ 
directed the project. 


Janeway has been operating his 
own engineering firm in Detroit for 
the past two years since leaving 
Chrysler Corp. after a 25-year 
career in which, among other 
things, he was director of dynamics 
research and assistant director of 


result of good weight distribution, 
arising from the placement of the 
passengers and the engine between 
the axles to a greater extent than 
ever before. 

Janeway said, “Carl Breer (one 
of the famous Chrysler engineer- 


ing triumvirate) then got the | 


idea that we could apply the 


began to 
about 


learn | on “thousands of cars,” although it 
railroad| was never widely adopted, partly 
suspension at the| because of its high cost and the 


plant where they) lethargy of the railroad people. 


were building it. | 


“We found 


that most of the | 


disturbance on 


a railroad car | 


comes from the 


| He said the railroad project 


was dropped in 1948 because the 
new Chrysler Corp. administra- 
tion was against diversification, 
prefering to concentrate on cars. 


ride is produced by making the car 
heavier and by lengthening the 
wheelbase. They keep increasing 
the wheelbases. But, if that’s ajj 
you do, you lose ride. 

“But styling sells cars--not ride 
When Chrysler tried to sell chair. 
high seats, they got clobbered. The 
stylists design the car; the en 


As a result of this experience,| gineers have to make it work.” 


engineering research. Janeway is still active as a railway- 2 


He said the railroad project was 
begun in 1935 as a result of the 
discovery that the Chrysler Air- 


same principles to the railroads. | rails. The big 


“The rough ride on the railway, difference between a car and a | suspension consultant. A week ago Rear Engnies ‘Impractical’ 
cars occurs partly because the railroad is the rubber tire. Then (he returned from South Africa 


coupler transmits disturbances| we got into railroad ‘wheel truck | where he submitted drawings to a I sancuee anh tae ae tonal 


tical at present because of inade 
quate space requirements and poor 
weight distribution, which would 
result in oversteering. 

However, he added that rear 
independent suspension makes 
the rear engine look feasible, as 
far as handling is concerned, 
“If you don’t have about 55 per- 
cent of the weight on the front 
wheels,” he continued, “you'll either 
get oversteering or understeering. 
That's why a loaded station wagon 
tends to oversteer. This can be 
handled by putting more air in the 
rear tires or by putting in stiffer 

springs. 
= > . 


Face Lift vs. Tail Lift 


CS ane on ’59 car styling, 
Montgomery Ferar, a Detroit 
industrial designer, said “the em- 
phasis on car styling remains on 
the tail lift instead of the face lift, 
with the result that many of the 
new front ends seem to integrate 
well with the whole body, but the 
rear end seems overworked with 
the designers’ anxiety to get some- 
thing different.” 

Ferar said that one of the great 
problems in using a common body 
shell is that one of the cars—in 
the case of General Motors, Buick 
—must be the original prototype. 

“In general Motors the Buick ar- 
rives at the integrated appearance,” 
he continued. “It looks as if it was 

| designed as a whole package. 

| “Then consequently the other 
| cars in the line have to force the 
| front and rear ends into the same 
| contours and yet obtain a different 
| identity. Metal shapes get tortured 
jand out of desperation much 
chrome is used to obtain the differ- 
ence.” 


Simca Sales Top 


Year Ago by 256% 


DETROIT.—Sales of French-built 
Simca cars during the first nine 
months of 1958 were 256 percent 


higher than in the same period 
last year, David R. Crandall, direc- 
tor, Simca sales, 

Chrysler Corp., 

said. 

A total of 12,031 
Simcas were sold 
in the U. 8. 
through Septem- 
ber, according to 
latest R. L. Polk 
registration fig- 
ures, as against 
3,374 units sold in 
the first nine 
months of 1957, D. R. Crandall 
Crandall said. This put Simca in 
sixth place among import makes 
for 1958. 

Simca’s September sales of 1,779 
cars were the highest for any 
month since the first Simca car 
was imported here in 1953. Simca 
also ranked sixth in September 
sales. 


Anglia Dealers Elect 


PHILADELPHIA.—Horace Pettit 
jr. has been elected president of 
the newly formed English Ford 
Dealers Assn. of Delaware Valley. 
Morris Goldwasser was elected vice- 
president and William A. Elliott, 
secretary-treasurer. 
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Character and quality: The inherent ingredients that have made Mercedes-Benz cars the automotive yardstick of excellence for 
over half a century. Meticulous attention to detail on the part of every craftsman and integrity of design in every model—sports car, sedan 


and limousine—provide each owner with a priceless gift: pride of ownership and delight in driving behind the symbol of the three-pointed 


star. The network of dealerships, created in less than a year, now assures skilled, reliable service to Mercedes-Benz owners across the nation. 


Mercedes-Benz Sales, Inc. (A Subsidiary of Studebaker-Packard Corporation) 
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Cow Pitch— 


The auto industry was commended by 
Idaho Gov. Robert E. Smylie, seated left, 
for its use of leather upholstery in cars. 
At center is Leon Weeks, secretary, Idaho 
Cattlemen's Assn., and at right is Robert 
Putnam, president, Boise (Id.) Automobile 
Dealers Assn. Smylie and Weeks pointed 
out that the valve of cattle on the hoof 
is directly affected by the price and use 
of hides, declaring the car industry should 
be praised for its awareness of leather's 
advantages. 


714 Dodge Out of Hiding 
N ATTENTION-GETTER in the 
showroom of Merrick-Miller, 
Ine., (Dodge), Columbus, O., is 4 
1914 black Dodge touring car. 


Dealer Sam Miller resurrected the | 
44-year-old vehicle from a barn 
south of Caldwell, O. He restored 
the car and says it’s now “in good 
enough condition for a trip around 
the world.” 

The '14 Dodge was hidden by a 
farmer under a pile of hay in the) 
barn and left unused after he re- 
belled at having to buy state license | 
plates. 


* 
Cupid’s Buddy 
Hyp tang and H.H. Markley (Dodge) 
give each other a helping hand | 
in Loveland, Colo. | 
Loveland is known as the “Sweet- 
heart Capital of America” and each | 
Valentine’s Day thousands of pieces | 
of extra mail are sent and brought | 
to the town to be postmarked. 
Markley sets up an official sub- 


* * 





How They're Pushing Sales... 


Dealer Ad Ideas 





postoffice in his showroom to give 
Cupid a hand. At the same time, he 
gets a chance to promote a little 
love for Dodge. 

+ * + 


Used Cars Wanted 


ITY CHEVROLET-OLDSMO- 

BILE LTD., Hamilton, Ont., 
promoted new-car business with a 
newspaper ad in which the firm 
presented a photo of its used-car 
lot and “the facts behind the pic- 
ture.” 

There were only a few cars on 
the large lot. The firm stated these 
“facts” concerning its used-car op- 
eration: 

“1. This is our entire stock of 
used cars, except nine now being 
reconditioned. 

“2. We are 120 cars short of our 
normal inventory requirements. 

“3. To maintain our lead in used- 
car sales, we must fill our inven- 
tory immediately. We can’t sell 
empty space. 

“4. Doesn’t it then make sense 





that we are in a position to give 
you a better new-car deal?” 
= + +* 


Dealer Stages Import Show 


FOREIGN CAR SHOW, called 

the first event of its kind in 
New Hampshire, was staged by 
Merrimack Street Garage, Inc., 
Manchester, N. H. 

Leading models from England, 
Italy, Germany and Sweden were 
shown by Merrimack, which has 
been an Oldsmobile dealership for 
many years. 

+ + 


Jaycees Check Headlights 


HE Junior Chambers of Com- 
merce of Buffalo and Rochester, 
N. Y., sponsored headlight-testing 
programs as part of the statewide 
Jaycee “Aim to Live” campaign. 
The Buffalo group reported 93 
cars were checked and only four 
headlights were properly focused. 
Spokesmen for the groups said 
the campaign was designed to get 
motorists to have their headlights 
checked at least twice a year and 
to remind them of the dimming 


rule. 
* = * 


Import Show Draws 2,500 


A FOREIGN-CAR show staged by 
L. F. Harris Co. (Chrysler- 
Plymouth), Worcester, Mass. 


HOW AMERICA’S NUMBER ONE ORIGINAL EQUIPMENT CARBURETOR HELPS SELL CARS... 


* Proved conclusively by latest official 
Service Warranty figures. 


ROCHESTER 


2 


We 


GM 
to G 


’ Satisfied customers sta 
Carburetors on their G 
on more miles of trouble-free service. 


Rochester-GM Carburetors are built to the specific require- 
ments of GM cars... specially engineered to delive 

rformance and economy. And they are manufactured 
*s rigid standards of quality 
and quality-control procedures. So, 


DABILITY! 





sold! And with Rochester-GM 


cars, your customers can count 


ver maximum 


by unsurpassed testing 
e 


ep an eye on your 


customer’s satisfaction . . . keep a Rochester-GM Carburetor 
on his car. Rochester Products Division of General Motors, 
Rochester, New York. 
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GENERAL MOTORS 





number one 
Original equipment 
carburetors 


URETORS 


BETTER BUILT FOR CHEVROLET, PONTIAC, OLDSMOBILE, BUICK AND CADILLAC 





——. 


stressed the firm’s intentions of ex. 
panding its import operations, saig 
William K. Kramer, general map. 
ager. 

More than 2,500 attended the 
three-day show, which “marked the 
first time that viewers in the loca}. 
ity could see so many foreign car 
displayed under one roof,” he said 

One of the show’s top features; 
was the firm’s separate service de 
partment devoted exclusively to for. 
eign cars, he said. The firm handles 
Fiat, Alfa-Romeo and Lancia 

“The decision to market multiple 
foreign lines was made after care. 
ful study,” said Kramer. “By ob. 
serving dealers already in the mar. 
ket and being cognizant of low 
supply, the company felt the best 
way to reach all customers was to 
offer varied priced lines.” 

= = * 

Free Trip to Europe 
A PROMOTION featuring a 15- 

day free trip to Europe resulted 
in a substantial increase in the 
sale of new and used cars, accord- 
ing to McCafferty Ford Co., Lang- 
horne, Pa. 

Buyers of new and used 1958 
models filled in an official entry 
blank and completed the phrase 
“I would like to go to Europe be 
cause .. .” Entries were judged by 
the consuls of France, Belgium, 
England and The Netherlands, the 
four contries included in the trip, 


Radio, TV Plugs 
At Off-Beat Hours 
Called Best Bets 


ADIO and television commercials 

at “weird” hours are used by 
two dealers to boost used-car sales. 
They claim that the early and late 
hours are the best time to reach 
both the husband and wife. 

One dealer has recorded a series 
of five-minute “Customer vs. Sales- 
man” radio talks for presentation 
at 7:15 a.m. The customer asks 
typical questions about the selection 
of a used-car and the salesman 
tries to provide the answers. 

The dealer using television picks 
the spot following the 11 p.m. news- 
cast. The film shows a wife urging 
her husband to go to the sponsor's 
place because he “offers only the 
best used cars.” 

The dealer admits the dialog is 
corny, but says it has produced 
more business than any other type 
of TV commercial he’s tried. 

This same dealer also sponsors a@ 
“Wake Up and Drive” short on 
radio at 6:30 am. The program 
offers weather-driving reports, safe- 
driving hints and plugs the “Wake 
Up Special,” a used car offered at a 
special price until closing time that 
day. 


Selling Cars with a Cane— 


C. Ed Flandro, head of C.: Ed Flandro, 
Inc. (Ford-Lincoln-Mercury-Edsel), Pocate!lo, 
Id., shows off the orange cane his sales- 
men use in special sales promotions. 
Flandro says his “orange cane” way of 
selling automobiles is being adopted by 
Ford Motor Co. 
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a long-forgotten art 


Years ago, one of the most carefully attended processes in coach 
finishing was hand-sanding . . . the slow and delicate dressing 
down of body panels with wet sandpaper. 

But America demanded so many cars so quickly that the old- 
time method couldn’t keep the pace. And hand-sanding went the 
way of so many of the hand-crafts that can’t be hurried. 

We have revived it in the new Imperial plant. We have trained 
a dedicated group of finishers in the patient art of wet-sanding. 
Their job is to make the dull primer and sealer coats on every 


In Imperial’s new plant we revived 


Represented by America’s proudest dealers 


square inch of every Imperial Royal Coach body smooth as velvet. 

The result is that the finished color coats of enamel become 
almost a part of the metal itself... and take on a deep luminous 
gloss that’s indifferent to time and weather. 

You will rarely see a 1959 Imperial which looks faded, weather- 
worn ... or rusted. Or neglected. 

In scores of other ways, too, we have wedded the integrity of 
unhurried individual skills to the advances of modern production 
engineering to fashion a motorcar of . . . Excellence without equal. 


IMPERIAL « 1959 


' 
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Dealers Greet S-P Zone Manager— 


Shortly after Leonard Hizer was appointed Atlanta zone sales manager for Stude-| 
baker-Packard and Mercedes-Benz, he was the guest at a luncheon sponsored by 
dealers in the zone. Hizer, center, is greeted by H. H. Barron, left, president of the 
zone dealer association, and Tom P. Caldwell, president of the zone dealer council. | 
Hizer formerly was Pittsburgh zone sales manager. 


How To Repair Acrylic Finishes 





Ditzier now makes it possible to repair the new acrylic 
finishes used on many of today’s new cars as easily as repair- 


ing standard lacquers. 


@ For this purpose Ditzler has developed a simple 3-point 
system of completely integrated acrylic products. DURACRYL 
colors are made from a basically new chemical compound with 
outstanding appearance and performance qualities. New 
DURACRYL is a distinctive, modern development of the re- 
search laboratories of Pittsburgh’s Paint Division. 

@ Ditzier’s new DURACRYL 3-point system can be used for 
spot touch-up or for complete refinishing on cars originally 
painted with acrylic finishes. DURACRYL colors are available 
in all the acrylic colors currently being used by manufac- 


turers on new cars. 









DITZLER 


PAINTS « GLASS + CHEMICALS + BRUSHES + PLASTICS + FIBER GLASS 
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How Natién's Salesmen Meet... 


Practical Problems of Selling 


ENE CARLYLE, sales man- 

ager for Jerry Smith Buick, 
inc., Kansas City, tells an inter- 
esting story about a prospect who 
wanted to buy a higher priced 
model than he could reasonably 
finance, Here it is: 


The prospect had a ’53 Buick | 
and he wanted to buy a new | 


Buick Super which 

Sales runs hundreds of 

dollars more than 

Case the Special. After 

Histories we had got the 

deal boiled down 

it was apparent to me that he 

would be a much better risk if he 
bought a Special. 

This was based on figures he 

gave me on what he owed and 

had to pay monthly and his in- 


come. Certainly, if he could make 


the payments, I would be glad to 
sell him the Super but I didn’t 
say anything either way. 

When he saw how the figures 
added up he was getting in the 
notion of not buying at all. 

All these _things came out be- 





a demonstration ride. 
+ + a 
E WANTED a denionstration 
in the Super and the only 
Super we had as a demonstrator 
| was out. I suggested that while 
we were waiting for it that we 
take a ride in the Special which 
I had and I could show him the 
things that were similar and he 
| 


|'McComb Named to Head 


|Ohio Dealer Group 


YOUNGSTOWN, O.—David Mc- 
| Comb, one of the owners of 
| McComb Auto Ranch, was elected 
president of the Mahoning County 
| Automobile Merchants Assn. He 
| succeeds Frank Gorgie, who re- 
| mains on the board of directors. 


| Other officers elected were: Har- 
|old Hirsch, first vice-president; 
Ralph Slepian, second vice-pres- 
|ident; Mary Donahue, secretary, 
j}and James Mack, treasurer. The 
new officers and ‘Gorgie comprise 


| the board | of directors. 








The Easy Way! 
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IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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SEND TODAY FOR 
“THE EASY WAY”! 


fore I had a chance to give him | 





could get some idea of how the 
newer cars handled. 

I never did mention that I 
wanted him to buy the Special. 
We were just killing time until 
the Super came back, He drove 
it and I could see that he was 
beginning to like it. I gave him 
the specifications that were the 
same, such as wheelbase, but I 
never offered to sell it to him. 

When we returned the Super 
was back—as I knew it would be 

and I told him we could then 
take a ride in the Super. We 
started out and he checked it 
over thoroughly and then I gave 
him the wheel. 

” * & 
HEN we came back, he 
wanted to know exactly the 
difference in price and said he 
liked the Special better. He took 
the savings and signed the con- 
tract. 

If I had told him that he 
should buy a Special instead of 
a Super because he couldn't 
afford to go so far out on a 
limb, I am sure that I would 
have lost the deal. 

But giving him a demonstra- 
tion of both made it possible for 
the customer to make the logical 
decision without any visible help 
from the salesman. 


Chevy Graduates 
60 in Top Class 
Of Dealer Sons 


DETROIT.—The largest class in 
the 20-year history of the Chevrolet 
Dealer Sons School recently com- 
pleted its six-week training course 
with the presentation of diplomas 
to 60 graduates at a commencement 
banquet in Detroit. 

Graduates included: 

J. J. Friedrichs, Poughkeepsie, N. 
Y.; R. C. Rupert, Tyrone, Pa.; D. K. 
Sale, Ashland, O.; J. R. Hoblitzell, 
Rahway, N. J.: W. S. Rutledge, 
Fairfield, Ill.; T. M. McCoy, Fay- 
etteville, N. C.; David Katzin, Chi- 
cago; T. F. Hartman, Salamanca, 
N. Y.: C. F. Ewing, Keokuk, Ia. 

G. H. Essig, Washington, II; A. 
J. Doucet, Gulfport, Miss.; H. E. 
Dick, Milwaukee; D. O. Hilligoss, 
Hibbing, Minn.; J. C. Heinrich, 
Rochester, N. Y.; Kenneth Oliver, 
Madison, W. Va.; E. A. Lynch jr, 
Union, N. J.; R. W. Stewart, St 
Stephen, N. B.. Canada; A. R. 
Trimble, Natchez, Miss.; J. N. Roth, 
Merced, Calif. 

E. S. Freienmuth, Durango, Colo.; 
R. B. Dvorak, Stoughton, Wis.; J. 
C. Maxton, Butler, Ind.; Jordon 
Dubrow, Long Island City, N. Y.; 
H. T. Huber, Hazen, N. D.; R. M 
Burritt, Hannibal, N. Y.; William 
Morris, Phoenix, Ariz.; P. R. Me- 
Quade, Dover, N. H.;: D. IL Me- 
Tavish, Newmarket, Ont. 

H. D. Warfield, Damascus, Md; 
R. N. Furbush, Waterville, Me.; J. 
S. Polk, Beaumont, Tex.; E. R. 
Schultz, Edmonton, Alta; R. G. 
Silveus, Cromwell, Ind.; C. E. Fred- 
erick, Golden, Colo.; J. J. Crossin, 
Kingston, Pa; R. H. McMullin, 
Alamosa, Colo.; J. L. Sandusky, 
Kingfisher, Okla.; J. W. Cooper, 
Fort Collins, Colo. 

R. C. Fletcher, Cedar Rapids, Ia.; 
B. J. Feldpausch, St. Johns, Mich.; 
J. P. Van Camp, Milford, Mich.; 
J. G. Good, Altoona, Pa.; R. E. 
Burtt, Fredericton, N. B.; Ralph 
Sands, Macclenny, Fla.; R. T. 
Harras jr., Grand Junction, Colo. 

R. L. Slessor, Grimsby, Ont.; A. 
B. Taylor, Cadiz, O.; R. R. Placke, 
St. Louis; A. R. White, Artesia, N. 
M.; J. F. Whittle, Milton, Fla.; R. 
F. Lang, Xenia, O.; R. W. Frahm, 
Spring Arbor, Mich.; R. F. Durdin, 
aaa V. P. Linhart, Richmond, 

a. 

D. F. Kennedy, Kenora, Ont.; G. 
G. Allen, New York; J. V. Harding, 
San Gabriel, Calif.; F. M. Lemon, 
Laguna Beach, Calif.; J. E. Taylor, 
Walled Lake, Mich., and P. K. 
Wallerich, Tacoma, Wash. 





Penny Motors Expands 


DAYTON, O.—Penny Motors, Inc. 
(Oldsmobile), 839 North Main, is 
building a 30 by 70-foot addition to 
its plant costing between $35,000 
and $40,000. The addition will house 
the parts department and new sales 
office and give the firm a 95-foot 
frontage. 
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e, expressed in every line °59 is the year for General Motors 
dealers. These five distinctively dif- 


R of the fabulous five for °59 ferent cars make it so. 


Sleek new silhouettes, Vista-Pano- 



















i ramic windshields, breathtaking Bodies 
= by Fisher, long-lasting Magic-Mirror 
M. finish . . . these and many other fea- 
~ tures have already captured the imag- 
c- ination of the motoring public. And 
r as thrilling as the fabulous five are to 
= look at, motorists are experiencing an 
3. even greater thrill in driving them. 
. Their first reaction to this great new 
n, line of design is strong indication that 
; *59 is the year for GM dealers. 
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their driver-education program. 
Suppose I told you that my em- 

ployer, who has been a Chevrolet 

dealer since 1923, last year fur- 


| nished at one of his dealerships four 


driver-education cars and at an-| 


other furnished two driver-educa- 
tion cars and is doing the same 


ment of his car. He has attempted|James E. Dorman, Edward Lee| thing again this school year. 


to escape from custody in the past. 


He should be considered armed and | jen M. Jorden, Carl Shutt, Ed Sol-| S?., 


extremely dangerous. 

This is his description: Born 
Aug. 19, 1924, San Francisco. Height, 
5/11” to 6’. Weight, 165 to 175 
pounds. Build, medium. Hair, 
brown, receding. Eyes, brown. 
Complexion, ruddy. Nationality, 
American. Occupations, auto and 
clothing salesman. 

Abbey has the following scars 
and marks: Scar left cheek near 
eye, 1-inch scar left side of chin, 
%-inch scar left index finger, %- 
inch scar back of right hand, ap- 
pendectomy scar, six-inch diagonal 
scar right hip, 10-inch scar abdo- 
men, tatto eagle and shield with 
streamer above eagle bearing “U. S. 
NAVY” uppter left arm, tatto girl 
pirate, “FREDDIE” upper right 
arm. 

These are some of the aliases he 
has used: David Lee Barrett, 


| Fisher, David Edward Grooms, Al- 


jomon, Frank Williams and Bill 
Williams. 


Abbey reportedly indulges heav-| 


ily in intoxicating beverages, and is 
described as a braggart. 

Any person having information 
which might assist in locating this 
fugitive is requested to immediately 
notify the Director of the Federal 
Bureau of Investigation, U. S. De- 
partment of Justice, Washington 25, 
D. C., or the special agent in charge 
of the nearest FBI division.—Ferp- 
ERAL BUREAU OF INVESTIGATION. 

* +. 7 


S. C. Dealer Aids Schools 


I have just finished reading your 
article on Highways and Safety on 
Page 32 of your Nov. 10 issue. On 
this page is a picture of a Buick 
dealer in New Jersey presenting a 
1959 Buick to a local school for 


I am referring to W. C. Crane 
Crane Chevrolet Co., Inc., 
Easley, S. C., and Tinsley-Crane 
Chevrolet Co., Pinkens, S. C. Mr. 
Crane 
dealerships. 

I think he deserves a few lines 


lof praise in the Automotive News 


for his part in highway safety,| 


don’t you?—Lean P. RANKIN, Crane 
Chevrolet Co., Inc., Easley, S. C. 


* * ° 


Bring Back °36 Models 


Automotive News has always been 
considered a trade paper and I have 


been surprised and pleased to note | 


the increasing number of interest- 
ing letters from individual subscrib- 
ers, whick appear in your letterbox. 

Having been associated with the 
industry years ago, and having 
some knowledge of its problems; 
I have, until recent years, had 
high regard for the men at the 
top. However, my experience with 


is president of these two} 


three of Detroit’s dreamboats has 
changed my opinion, and I can 
| sympathize with the thousands of 

gripers who are sitting on their 
checkbooks, and will continue to 
do so until Detroit builds some 
practical cars, or imports become 
generally available. 

Detroit is responsible for the in- 
crease in the sale of imports. With 
few exceptions, Americans would 
not sell American industry short, | 
but in desperation we may be 
obliged to do so. 

The present cars are torture} 
|chambers to most people over 40| 
|years of age, or 5% feet. tall. With 
nothing but the sky above us, and| 
parking space a serious problem; I 
cannot understand why we are 
obliged to remove our hats and 
crawl into a car and sit on the 
floorboards—then attempt to drive | 
and park the over-width and over- 
length, four-passenger monstros- | 
ities, in today’s traffic; by peering 
through a vision distorting fishbowl, 
over an extended expanse of hood, | 
covering a gas consuming unit 
which a majority of us never have 
use for. 

I just concluded a trip to the 
West Coast and had an opportunity 
to exchange opinions with other 
|tourists, and if some of those look- 





For ‘59... 


3 out of 


every 4 


new cars 


will wear 


upholstery of 


nylon! 


Top automotive stylists now bring beautiful, practical nylon upholstery to 3 out of 
every 4 cars produced! Strong, abrasion-resistant Du Pont nylon gives these exciting 
new fabrics proven performance plus custom-look luxury, rich colors and sales-winning 
textures. So here’s a suggestion. Point out the luxury and performance of nylon fabrics 


in your lines. Then let your customer help you close the sale. 


Ninety minutes everybody will be talking about 











the “‘Du Pont Show of the 


Month”—The Hasty Heart— December 18, 9:30 - 11:00 PM, EST, on CBS-TV. 


BETTER THINGS FOR BETTER LIVING... 


DU PONT NYLON 


THROUGH CHEMISTRY 


‘ 
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ing for a solution to the sl 
would do likewise, they would me 
turn to Detroit and fire a lot 
co-ed researchers and dig up the 
blueprints of their 1936-7-8 

and hope to get them in productiog 
before it’s too late. (Note increagg 
in dealer fatalities). 

I was glad to see the Southerg 
observer use names. My trip West 
developed the following general, 
but definite conclusions: A 
majority of the owners of the im. 
ports were pleased with their 
cars; while I did not hear a favor. 
able comment from any owner, 
over 50 years of age, of the pres. 
ent Detroit cars. 

A large majority of the drivers 
expressed a desire to trade the ex 
cessive horsepower for some head 
and leg room. In spite of the oven 
length, there isn’t a GM car that 
a six-footer can ride in in the rear 
seat, with any degree of comfort; 
and getting in and out of the back 
seat of any 1958, is a feat that only 
the young should attempt. 

Everyone complained about the 
rust, shoddy construction, and too 
frequent and costly tuneups. Subur- 
ban and rural owners were unani- 
mous in condemning the lack of 
road clearance. There is nothing 
more pathetic than a salesman try- 
ing to sell a Detroit dreamboat toa 
prospect, at the end of a crowned 
rural driveway. 

More and more owners are fed up, 
and like myself just won't buy 
again until the industry gets back 
to providing some practical auto- 
mobiles. For myself, I acquired 
three low mileage cars that were 
built in the late '30s, which I have 
driven over 90,000 miles, with less 
cost for repairs than any one of 
my dreamboats cost in one season. 

They will take care of my needs 
for years, and if you want to find 
out how much the cars have been 
cheapened, crawl out of a 1958 
and step into a 1938 with chair 
height seats and 16-inch wheels, 
ete., and learn how effortless and 
comfortable driving can be. 

I was glad to learn that the 1959s 
would be wider, lower, etc. If they 
are, the layoffs will extend to the 
dreamers, and the stockholders will 
insist that Detroit build transporta- 
tion again. 

During the next two months, we 
will be hearing about the big pre- 
dictions for the all-new 1959s, which 
are expected to be irresistible, etc. 
and that the buyers want big cars. 

I am looking forward to 1960, 
when the Big Three will compete 
for our dollars with comfortable 
cars we can afford to drive.— N. O. 
Geisincer, Dover, O. 
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* * * 


New View of Car Hoist 


Regarding the picture of the 
“Marco” Motor Car Hoist shown on 
page 52 in the Automotive News of 
June 16 to which our attention has 
been drawn. 

The angle of elevation is not cor- 
rect and might be misleading. 

And we wonder if you would be 
kind enough to publish the correct — 
view from the enclosed photograph — 
as we are anxious not to give your 
valued readers any misunderstand-~ 
ing of what our hoist will do—~ 
Marco MAcHINEFABRIEK & HANDEL- 
SONDERNEMING, SPIJKENISSE, HOLLAND, © 














Order Your Subscription NOW, and Avoid Increase in Price 
to be Announced Soon. 


NEW SUBSCRIPTION ORDER 
Send me Automotive News every week for 


2 Years $14 1 Year $8 (U.S. and Canada) 
‘Ali Other Countries, 2 Years $20 1 Year $12 


for which check is attached or send bill 
Name & Title 
Company__ 


Street Address 


TRADE CONNECTIONS: 
Car Dealer Moke of car 
Used Car Dealer Truck Deoler 
State Manufacturer Jobber 

oe 7 Service Station Engineer 
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RAMBLER AMERICAN DELUXE CLUB SEDAN 


WITH OTHER LEADING ’59 CARS WAY UP IN PRICE, 


Rambler Dealers Can Sell 
An Ameriean Built Car 


For As open As 


“aI. 


Ame ee nae ocner oats = ee aoe = mee oon pn —_= 
po > one aie ? dshield 
one-third down, for $ Does _ ward 








3 Je ts : 


The Rambler American Grows More Popular Every Day 





We Have the Product for the 
Expanding Compact Car Market... 
| YOU Have the Gupertenty! 


Rambier Franchises also availabie important es 
n Canada write to: American eee a aie men forth A oronto. 


i 

I 

! 

| 

i Will you please provide me with more sommes te és information 
| about the Rambler franchise. I understand that I am under obligation 
i and my inquiry will be held in the strictest confidence 
| 

| 

| 

| 

i 

! 

i 

| 






ADDRESS 
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Power Steering Soars to 40 Percent... 





Sixes Make Comeback on ’58s 


By Martin L. Whitmyer 
Staff Writer 


talking about economy, and at | 
least a small percentage of car-| 
buying Americans did something 
about it—both in the original cost| 
and cost of operation of their 1958- | 
model automobiles. 


The new-car options story for 
the just completed 1958-model 
year showed both a decline in the .| 
use of the automatic transmission | 
and a sizable swing from the 
high-powered V-8 engine to the 
six-cylinder powerplant. 

But, despite the trend away from | 
the high-powered, automatic shift-| 
ing vehicle of a year ago, more 
buyers were putting power steer- 
ing, power brakes and power seats 
in the package they drove from) 
the dealers’ showrooms. 

The other two most common 
power options, windows and an- 
tennas, showed declines from the 


previous year, however. 
* 


WER steering was up in every | 

price range and 5.07 percentage | 
points over the entire industry; | 
power brakes were up 1.42 points 
across the board, and power seats 
showed a 0.58 percentage-point gain 
over the previous year. 

Losers in percentage ground | 
among the power options were | 
antennas, off 1.08 points, and 
seats, off 0.82 points from a year | 
ago. 
A sizable decline in the use of} 

the automatic transmission in the 
medium-price range resulted in a 
1.59 percentage-point dip from the 
"57 model in that category, and a 
6.27 point decline in the use of the 
V-8 powerplant ended that engine’s 
supremacy over the six-cylinder 
unit. 

The V-8 was installed in 76.25 

percent of the 4,222,765 cars rolled 
off the assembly lines during the 
1958 model run, compared with 82.52 | 
percent of the 6,210,858 cars built | 
during 1957. 





Sixes Top 23 Peveent 


r CONTRAST, the six-cylinder | 
engine, whose use had declined} 
rapidly since the introduction of 
the more compact, higher powered | 
V-8 in both the low and medium- 
priced lines, shot upward from 
17.48 percent in 1957 to 23.75 per-| 
cent last year. Numerically, the V- 
8 8 engine de decline from 5,125,430 in- 


More Wool Used 
On 759s; Further 
Gains Seen in 60 


DETROIT. —Spokesmen for the 
wool industry note an upturn in 
the use of wool in '59 model autos 
with indications of further in- 
creases in the '60 models. 

Wool industry executives point to 
the wide range of colors which 
highlight the wool broadcloth inte- 
riors featured in the ’59 Imperial, 
Chrysler, Cadillac, Buick and Lin- 
coln cars. 

The ’59 Imperial LeBaron and| 
Crown Imperial models present | 
deep tones of green, blue, brown, 
ruby and gray in both full-seat) 
and individual-seat options. 

The Chrysler New Yorker four- 
door sedan features bolsters of wool 
broadcloth that blend with the ex- 
terior finish. 

The ‘59 Cadillac Eldorado 
Brougham is appointed in solid and 
patterned colors of blue, gray, beige | 
and covert allwool broadcloth. 

In the ’59 Cadillac 75 Limousine | 
and Fleetwood Sixty Special, subtle 
tones of pearl gray and fawn beige | 
wool broadcloth are offered. 

The ’59 Buick, in the Electra and 
Electra 225 series, provides allwool 
broadcloth interiors in shades of 
beige, gray and blue. Exterior col- 
ors complement the wool interiors. 

A pearl gray wool broadcloth in- 
terior is featured in the ’59 Lincoln 
limousine. 


IH Adds 2 Sales Offices 


SIOUX FALLS, S. D.— Interna- 
tional Harvester Co. has established 
two district sales offices here. One 
will handle farm equipment and the 
other motor trucks. Both will be 
located in the IH building at 196 E. 
Sixth St. 








stallations in 1957 to 3,219,621 last 
year, while the six-cylinder power- 
IS was the year everyone was| plant dropped only from 1,085,428 


to 1,003,144 units. 

In the low-price field, which in- 
cludes Chevrolet, Ford, Plymouth, 
Rambler and Studebaker, instal- 
lation of the V-8s declined from 
73.55 percent in 1957 to 65.07 per- 
cent last year, while the six- 
cylinder powerplant rose from 
26.45 percent in ’57 to 34.93 per- 
cent in 58. 

With Dodge the only maker in 
the medium-price field still produc- 
ing the six-cylinder engine, instal- 
lation of the V-8 in that class rose 


Gordon, Doan Admitted 
To Engineering Society 
ANN ARBOR, Mich—General 


| Motors President John F. Gordon 


and Dow Chemical President Le- 
land I. Doan, a University of Mich- 
igan regent, were among five indus- 
trialists and 70 students initiated 
| into Tau Beta Pi, national honorary 
engineering society. 





from 99.02 percent in 1957 to 99.34 
percent last year. Installation of 
sixes in the medium-price field de- 
clined from 0.98 percent in ’57 to 
0.66 percent last year. 


There was no change within the 
high-price class since the V-8 ap- 
peared in all cars in that price 
range in both 1957 and 1958. 


* * * 


ARS in the low-price field with 

V-8 engines accounted for 43.90 
percent of all automobiles produced 
in 1958, compared with 47.73 per- 
cent a year earlier. 


In the medium-price field, de- 
clines in total output at Buick, 
Pontiac, Oldsmobile, Dodge, De- 
Soto, Packard, Chrysler and Mer- 
cury, resulted in V-8s in that 
price range dropping from 31.18 
percent of total output in 1957 
to 28.38 percent in 1958. 

High-price-class V-8s accounted 
for 3.97 percent of overall produc- 
tion in 1958, compared with 3.61 
percent a year earlier. 

Low-price sixes accounted for 
23.56 percent of total industry pro- 





1, 1958 
duction in ’58, compared with 17.17 


| percent in ’57, while sixes in the 


medium-price field declined from 
0.31 percent in ’57 to 0.19 percent 
last year. 

* 


Power-Steering Surge 


~ gain of any power 
option last year was scored by 
power steering, which appeared on 
1,720,363 cars assembled in 1958, or 
40.74 percent of total factory out- 
put. 

A year earlier, power steering 
was installed on 2,215,203 cars, 
or 35.67 percent of total assem- 
blies. 

The medium-price field accounted 
for 19.67 percent of total industry 
power steering installations in 
1958, compared with 19.28 percent 
a year earlier; the low-price field 
was up from 12.78 percent to 17.10 
percent, and the high-price field 
accounted for 3.97 percent in ’58, 
compared with 3.61 percent in ’57. 

Sharpest increase was in the} 
medium-price field, where power | 
steering appeared on 68.87 percent | 
of the cars in that class in ’58, | 
compared with 61.21 percent on 1957 | 
models—a gain of 7.66 points over | 
a year earlier. | 

Power steering also showed | 
marked advances in the low-price 
field, where it appeared on 25.34 | 





— 


percent of the cars built by Chev- 
rolet, Ford, Plymouth, Rambler 
and Studebaker in 1958, compared 
with 19.70 percent the previous 
year. 

The power steering installation 
appeared on all cars in the high- 
price field in both 1957 and 1958, 

* * * 


_ brakes appeared on 29,22 
percent of all cars produced in 
1958, or 1,234,040 units. In 1957, 
they were installed on 27.80 percent 
of total production, or 1,727,165 
units. 

The medium-price class showed 
the biggest gain in installation of 
power brakes, jumping from 55.98 
percent in ’57 to 60.66 percent last 
year. 

Power brakes appeared on 11.75 
percent of the cars produced in 
the low-price field during '58, com- 
pared with 10.12 percent a year 
earlier. 

The high-price field made power 
brakes standard equipment on both 
the 1957 and 1958 models. 

Low-price cars with power 
brakes accounted for 7.92 percent 
of total industry output in 1958; 
medium-price cars, 17.33 percent, 
and high-price class, 3.97 percent, 

Comparable 1957 figures, respec. 
tively, were 6.57 percent; 17.62 per- 


j}cent, and 3.61 percent, with the 
(Continued on Page 23, Col. 1) 
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Bristol Unveils Reclining Seats— 


Full reclining front seats, with retractable headrests, will be fitted as standard | 
equipment on the new Bristol 406 car. The new model will be shown for the first time 
at Earls Court Motor Show in London in October. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


THE CHAIN? 


Putting it to the test is one way of finding out. Another, 
and by far the safest way, is to buy a reliable chain in 
the first place. A chain with safety-forged, matched links 
—designed and built to perform dependably under the 
roughest treatment. This is true also when you buy the 
chain of devices that comprise an air brake system. 
When you specify Bendix-Westinghouse Air Brakes, 
you can shelve your worries, for you are buying a chain 
whose proven performance—over more than three dec- 
ades—is unmatched by any other brake system. It is a 
complete chain because every device, every single com- 
ponent, is designed and built to perform a specific func- 
tion with peak efficiency in a closely related system. 
When you buy a complete Bendix-Westinghouse Air 
Brake system you buy a system for whose reliability and 
long, trouble-free performance we accept full and com- 
plete responsibility. Truck and fleet operators know this. 
That is why more trucks and buses are equipped with 


many 





Bendix- VV 


it pays to buy air 
brakes built by Ben- 
dix-Westinghouse. 
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Power Steering Soars to 40 





TO oe 





Sixes Accomplish 
Comeback on ‘58s 


(Continued from Page 22) 


medium-price field the only class| 
taking a smaller percentage of total 
output in ’58 than in ’57. 
+ * * 
Small Power-Seat Gain 
OWER seats were installed on 


308,507 cars in 1958, or 7.31 per- | —— 


cent of total output. They were} 
mounted on 418,193 cars in 1957, 
or 6.73 percent of overall produc- 
tion. 

Installation of power seats in 
the low-price field was up from 
1.05 percent in ’57 to 1.06 percent 
in ’58; up in the medium price 
from 11.35 percent to 11.90 per- 
cent, and up the most in the 
high-price field from 68.67 per- 
cent to 80.27 percent. 

Cars in the low-price class with 
power seats accounted for 0.72 per- 
cent of total industry production 
in ‘58, compared with 0.68 percent 


reasons why 


te ry 


astinghouse oystem 


x 


AUTOMOTIVE AIR BRAKE COMPANY 
General offices and factory —Elyria, Ohio. Branches —Berkeley, Calif. and Oklahoma City, Okle. 


els 


L£ES- 





in ’57. In the medium-price field, 
the percentage declined from 3.57 


| to 3.40, but the high-price field rose 


from 2.48 to 3.19 percent. 
* * * 


en windows appeared 
‘Son 284,712 cars built in the 


Arkansas Deal Files Suit 


For Income-Tax Refund 


LITTLE ROCK. — Bailey-Roberts 
Motors, Inc. (Studebaker), 


eral District Court to recover $3,-| 
| 093.49 in income taxes and interest. | 


The dealership contends that} 


corporate taxes of $1,051.75 were 
“illegally and erroneously assessed’ 
for the fiscal years ending in 
March 1954, and March, 1955. 
Bailey-Roberts asked 6 percent in- 
terest on the amounts involved. 


complete Bendix-Westinghouse Air Brake systems than by 
all other makes combined. 

Another durable link in the Bendix-Westinghouse 
chain is our nation-wide network of franchised distribu- 
tors. Anywhere your vehicles go there is a qualified 
distributor with trained, expert service personnel, and a 
complete stock of replacement parts to serve your needs. 
Only Bendix-Westinghouse provides so broad a service. 
This, plus our economical repair-exchange service, a 
liberal warranty 
policy and numer- 
ous other exclusives 
are but a few of the 


BENDIX- WESTINGHOUSE 


ZEO O1sSTRIBUTOR 
SER 


Aes 





North | 
Little Rock, has filed suit in Fed-| 


| feature workshop-type clinics and 
| the seat-cover competition, “Trim- 


1958 model run, or 6.74 percent. In 
the 1957 run, power windows were 
installed on 469,866 units, or 7.56 
percent. 


Power windows showed declines 
in all fields in 1958, with the high- 
price field showing a dip from 
83.08 percent in ’57 to 79.87 per- 
cent last year. 


In the low-price field, installa- 
tion of power windows declined 
from 1.15 percent of the cars built 
in that class in ’57 to 1.07 percent 
in 58, while the medium-price field 
dropped from 12.12 percent a year 
earlier to 9.99 percent last year. 


Cars in the low-price field in 
1958 with power windows accounted 
for 0.72 percent of total output; 
medium-price cars, 2.85 percent, and 
the high-price class, 3.17 percent. 

Comparable 1957 figures, respec- 
| tively, were 0.75 percent; 3.81 per- 


cent, and 3.00 percent. 
* * * 
































|Antenna Boosters Off 


OWER antennas were mounted 

on 221,737 cars in 1958 for a 
| percentage of 5.25. In 1957, the 
| percentage was 6.28 on 389,853 cars. 
| Biggest decline came in the 
| high-price field where Lincoln did 

not make the power antenna 
| standard equipment in 1958. The 
| result was a decline from 100 per- 
| cent in ’57 to 81.97 percent in "58. 

In the medium-price field, power 
antenna installations were down 
from 7.70 percent in '57 to 6.79 per- 
jcent last year. In the low-price 
field, power antennas appeared on 
10.09 percent of the cars built in 
|that class in °58, compared with 
|0.37 percent a year earlier. 

Cars in the low-price field in 
| 1957 with power antennas accounted 
|for 0.06 percent of total output; 
| medium-price cars, 1.94 percent, and 
| high-price cars, 3.25 percent. 
Comparable 1956 figures, respec- 
tively, were 0.24 percent; 2.43 per- 


cent, and 3.61 percent. 


oa * * 


| UTOMATIC transmissions were 
installed on 3,275,035 cars in 


(Continued on Page 41, Col, 1) 


‘Use of Cotton 
‘For Interiors 


‘Turns Upward 


| MEMPHIS.—The use of cotton 
|for visible interior auto trim has 
increased slightly in the past few 
|years, according to the National 
Cotton Council of America. 

A spokesman pointed out that 
cotton is a principal filler in nylon 
| blends used in some upholstery ap- 
| Plications and said the fiber is used 
| to a considerable extent as backing 
}in other blends. 

“The popularity of vinyl mate- 
|rials for sidewalls has benefited 
;}cotton since it is used extensively 
in backing,” he continued. 

There also seems to be a definite 
increase in the prefabrication of 
side panels and headlining, he 
| added. 
| The use of cotton in auto prod- 
jucts hit its highest levels in 1947 
|and 1951, Council statistics showed. 
| The trend is up now after several 
years of declining use, it was noted. 


Auto Trim Show 
To Open Dec. 6 


LOS ANGELES.—tThe fifth an- 
nual Auto Trim Show, sponsored 
by the 5,000-member National Assn. 
of Auto Trim Shops, is scheduled 
for Dec. 6-8 in the Statler Hotel 
here. 

Nat W. Danas, association presi- 
dent, and William J. Allen, show 
director, said preshow reservations 
indicate record attendance. 

The group’s convention again will 








erama.” The social side will be 
highlighted by the industry’s ban- 
quet in the Pacific ballroom of the 
Statler. 


Moeller to Head Service 
On Truck Fleets for S-P 





SOUTH BEND.—W. J. Moeller 
has been appointed truck-fleet serv- 
ice manager for Studebaker-Pack- 
ard. He formerly was truck service 
manager. 

Roy B. Bender, general service 
manager, said the new department 
was established because of the ex- 
pansion of S-P’s activity in fleet 
sales. 





MAKES THE ’59 CARS 
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EVERY MAJOR MAKE OF CARI 


No matter what major make of ’59 cars you sell, | Wt 
TYREX certified viscose tire cord makes your selling 
job easier. This remarkable science discovery makes 
every car you demonstrate ride softer and safer. 
Gives you extra ammunition in your sales story. TY 





in 
pre 





JNEW FROM THE ROAD UP 


certified viscose tire cord 


ee 


IS ROLLING ON TYREX éivfou*"" 


What’s more, people know the Tyrex story. More 
than 80,000,000 adults have seen TyrREx advertising 
in national magazines. Chances are, your next 
prospect knows about it, too. Your selling job will 


TYREX INC., EMPIRE STATE BLDG., NEW YORK 1, N.Y. 


be much easier if you tell him that your cars are 
factory equipped with tires made with Tyrex cer- 
tified viscose tire cord. Ask your manufacturer 
about Tyrex dealer aids. | 


*TYREX is a certification mark of Tyrex Inc., for viscose tire yarn and cord. 
TYREX viscose tire yarn and cord are also produced and available in Canada. 
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For 1959 Model Year... | 


Aluminum Use on Autos Up 14% 


ETROIT.—The aluminum indus-| summary of aluminum usage by car | the immediate future, the parade of | 
try is looking for a double shot} line: new ideas included: 
in the arm from the auto industry Pounds Per Percent Designs for an American-type| 


‘ Make Car Avg. Increase . 
this year. small car and special-purpose ve-| 


Not only will increased car | Chevrolet ......... 34. ' 21 hicles employing both rear-engine | 


sales mean increased aluminum | Pontiac ... - 50. 2. 5 and front-wheel drives. 
mene? te “tee sooe ia carey | feides YORE ft | otched'enedieed siuminom, 
rts that the 195 carry C “a 1 " 
sia aluminum per car than their — Motors . clear or colored finishes, and 
- luminum with enameled finish 
predecessors. Edsel 1 a " 
Industry officials generally are| Mercury .......... 
looking for the use of aluminum in Seen nese aw aes 
1959s to run 50 percent ahead of! piymouth ...... 
the tonnage consumed in the 1958;| Dodge .... 
model year. These predictions are ae. ! 
based on an estimated production! Imperial ..........135. 31. 3 ; Aluminum bumpers, incorporat- 
of 6 million 1959 models. | Chrysler Corp, .... 68. 3. 6 = —- insert faces and parking 
-3 “feelers.” 


Kaiser Aluminum reports a| , ~Pashasd 98.3 a3 ° ; ' hai ot 
company-by-company survey shows | pC, ; 14 Aluminum engines, liquid and air- | 
cooled, in flat or conventional type. | 


the average 1959 auto will carry) ‘The contributions that aluminum ; 
57.1 pounds, compared to 50 pounds) can make to America’s automobiles i tn oes — 
_ the anannie yak a. The| were spotlighted in a presentation adaptable to both interior oo ex-| How Aluminum Does It— 
res represent a 14-percent gain. : ‘ , , =| 
a » * . o . = nod tie canals caeaee terior use, | Aluminum headlight bezel blanks for the 1959 Ford are fed into a continuous 
EYNOLDS METALS reports| by Kaiser Aluminum - wy ee | annealing furnace in the Reynolds Metals Co. Listerhill (Ala.) alloys plant, These 
R that a 6-million-car year in 1959 | . - os HOWN in both three-eighths| blanks, including a number of others for grilles and for interior and exterior trim, 
would mean aluminum consumption | scale model and in lifesize ren-| are stamped ovt at the plant from bright aluminum sheet also rolled in the plant. 
would go up more than 2 million | ;;EATURING a three-eights scale | dering, the featured car named the/| Each bezel blank shown here contains a double set of bezels which are cut aport 


pounds a week over the 1958 rate.| model of an aluminum car for (Continued on Page 27, Col. 1) | in the final forming and finishing operations by other Ford suppliers. 


Aluminum Co. of America reports 
that there are eight ways in which 
aluminum is being used on the 
1959s for the first time. 

Vv. E. Flaherty, automotive in- 
dustry manager of Kaiser Alu- 
minum, observed, “The continu- 
ing upward trend in aluminum | 
used per car is particularly sig- | 
nificant in light of predictions 
that 1959 will be a good year for 
the automobile industry.” 

“The outlook grows ever brighter | 
as we project our calculations into 
the early 1960s when the use of| 
such major new aluminum com- 
ponents as engine blocks, wheels, 
bumpers and radiators is expected | 
to be realized. 

> > > 

— applications, engine blocks 
and wheels in particular, rep- 
resent tremendous potential volume. | 
We estimate that by 1962 an addi-| 
tional 200,000,000 pounds of alumi- 
num will be required for castings. | 
This means a total of some 72 
pounds of castings per average car. 
This will more than double the 
1958 usage for this purpose.” 

Aluminum’s gains in 1959 | 
models are attributable primarily 
to more liberal use for moldings, | 
trim areas and increased use in | 
optional equipment where alu- | 
minum’s versatility in produce de- 
sien, ease of fabrication, adapta- | 
bility to a variety of finishes and 
low cost are determining factors. | 


> a2 
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2 Two-piece die cast aluminum | 
-6 doors, with sculptured surface. 
Rear deck opening “curb side,” 
6 either side. 

: Sliding roofs. 
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Ford Motor Co. automobiles as a 
group will show the largest advance 
with an average 17 percent per car| 
increase, from 46.2 to 53.8 pounds.| 
Chevrolet again will lead individual 
automobiles in gains with an in- 
crease of 21 percent over 1958, or 
42.3 pounds per car average as 
compared with 34.9 in 1958. 

Chrysler Corp. automobiles, as in | 
1958, will employ the highest per} 
car average with 73 pounds, an in-| 
crease of 6 percent, and the com-| 
pany’s Imperial line again will lead 
all automobiles with an average | 
1315 pounds per car. However, | 
some top luxury models will use | 
considerably more. 

* « +. 

increasing role of cast com- 
ponents is indicated in the fore- 
cast of 1959 model consumption of 
aluminum mill products, castings 
are expected to show a gain of 15 
percent in 1959, as compared with 
an increase of 8 percent in 1958. 

Wrought products such as extru- 
sions and sheet, on the other hand, 
indicate an advance of 10 percent, 
as compared with 53 percent in 
1958. 

“With the tremendous growth of 
aluminum’s role so clearly indi- 
cated in the immediate years ahead, 
Kaiser Aluminum’s expanded auto- 
motive industry division in Detroit, 
in conjunction with the company’s 
research and development groups, 
is intensifying its efforts to assist 
the industry in developing many 
important and exciting new appli- 
cations,” Flaherty declared. 

Following is Kaiser’s comparative 


Father Sells to Son 


KANSAS CITY.—Melvin F. Hill- 
jard has purchased Hilliard Chev- 
rolet Co, here from his father, Sam 
Hilliard, and will operate the deal- 
ership under the new name of Mel- 
vin Hilliard Chevrolet Co. 
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14% More Aluminum 


Used on *59 Models 


(Continued from Page 26) 


Pele (Pay-lay) for the goddess of 
yolcanoes, represents the compos- 
ite of practical, 
ae in aluminum automotive 


The Pele could well be the! 


oe. version of a conventional sedan 
or family car, and its design and 
construction details would permit 


manufacture on existing production | 


lines. 

The Pele is aluminum from 
bumper to bumper. The center 
sections of both front and rear 
bumpers are aluminum ecxtru- 
sions. End sections at the front 
are cast aluminum pods incor- 
porating exhaust mufflers, and at 
the rear formed aluminum sheet. 
The bumpers are chrome-plated, 
with faces protected by black or 
colored-rubber inserts. 


proved develop- | 





Grille of the Pele is aluminum | 


honeycomb. In the hood a two-| 


section roll-away door of aluminum 


extrusions opens for minor servic- 
ing, while the entire front-end 
structure, made from aluminum 
sheet, may be raised to expose the 
complete engine and all under-hood 
components. 


the side trim molding the surface 
is brushed and gold-color anodized. 


Doors of the Pele are two-piece die | 


cast aluminum with sculptured ex- 


terior. 
+ aa * 


E of the most novel design 
features of the Pele is the rear | 
deck, which provides access to the| 
trunk either directly from the rear | horn trumpets and turn signal 
by raising the entire deck, or open-| levers. 
ing “curb side,” either side, through | 


hinged panels in the deck. 


With the last of the new cars| 
unveiled, Reynolds Metals said they | 


revealed nine aluminum innova- 








Body panels are stamped alu-|!deas for Aluminum Cars— 


minum with enameled finish. In| 


What could be the all-acluminum cor of the future exists in a three-eights scale 
model, 
presentation to leading automobile stylists to suggest more extensive uses for alumi- 
num in cars. This three-quarter front view highlights the aluminum front bumper, 
aluminum honeycomb, grille and rollaway door in front hood. i; & 


tions in passenger cars. These| in front end styling with new 
range from a light weight and 
decorative extruded aluminum case 


lementing the grille. 
for portable car radios, through ” > = 


Heater vent covers will make 
their first appearance in aluminum, 
and decorative light switch bezels 
will brighten the interior of some 
shiny new cars. 

There are more than 70 other 
aluminum applications, new to one 


Others are body side mouldings 
replacing stainless steel, a bright 
anodized stone deflector or 
bumper enclosure, and an upper 
grille screen for a new concept 





NEW DELCO-REMY PARTS PACKAGES ARE EASY 
TO STACK, HANDY TO SELECT FROM STOCK—AND 
PERMIT FAST IDENTIFICATION OF CONTENTS! 


Now you can get individual Delco-Remy replacement parts in three new 
plainly marked Delco-Remy packages. They’re specially designed for easy 
stacking, quick identification of contents, and rapid selection from stock. 
And the parts are clean and ready to install when you need them. Here’s why: 


The “window-pack” has a clear plastic panel on top so you can quickly 


1 


see the condenser or rotor it contains. You know you're getting the 
right part plus factory-fresh quality. And the “window-pack” makes 


a handy, attractive display on your shelves! 


The brand-new “picture-pack” for contact sets, with an exact photo- 


z= 


graph of the contents on top, is foil-wrapped and heat-sealed to keep 
parts clean and dry. Package safeguards contact sets against oxidation 


and corrosion—makes identification sure. 


And— 


The new 


3 


“tuck-fold-pack” permits quick and easy inspection of 
brushes and other small parts plus fast selection from stock. Individual 


packaging protects the contents and aids in handling. 


Delco-Remy service parts are known and wanted everywhere for quality, 
dependability, and outstanding performance. Condensers, rotors, contact sets 
and other replacement parts are now available for all popular makes of 
American cars. Order them in the new parts packages from your car or 
truck dealer or the United Motors System. 


DELCO-REMY -* 








DIVISION OF GENERAL MOTORS - 


GM GENERAL MOTORS LEADS,THE 


ANDERSON, INDIANA 
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the Pele, developed by Kaiser Aluminum's industrial design department for | 


mouldings surrounding and com- 
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or more of the 20 competing made- 
in-America automobiles. 

The continuing upsurge in alu- 
minum usage is in the nature of 
poetic justice, for the auto industry 
was born with an aluminum spoon 
in its mouth, and, later, leaned on 
an aluminum crutch when other 
materials were not available, Rey- 


nolds said. 


* * * 


7 company traced the use of 
aluminum this way: 


There are still old-timers around 
who worked on early cars like the 
Model T Ford with aluminum hoods 
|} and the Pierce Arrow with an alu- 
minum content of more than 85 
percent of its total weight. 

They recall horseless carriages 
like the Peerless, Dusenberg and 
Franklin which utilized great quan- 
tities of aluminum, in those days 
| a luxury metal. 
But as auto makers stepped up 
the rhythm of the assembly lines, 
aluminum lost the beat, fell out 

of step. Its supply and fabricat- 
| ing technology were inadequate 
| to the demand. 

Aluminum received another 
chance immediately following 
World War II. In the face of scar- 
cities of common materials, motor- 
dom turned to aluminum and the 
light metal came through with fly- 
ing colors. 

There are still postwar autos 
purring along the highway today 
with aluminum fenders, running 
a and other such substitutions. 

> 

Bt the bis ranteneeai in 
| aluminum usage by auto makers 
| came a few years later in the field 
of decorative trim. It took the form 
of an anodized grille on the 1955 
| Cadillac. 
| Reynolds figured prominently in 
| achieving this milestone, for its 
| production of a rear fender skirt 
for the 1953 Cadillac had been the 
first delivery of any consequence 
of aluminum automotive decorative 
trim. It led to Reynolds’ production 
lof the 1955 Cadillac grille. 

In the same year, DeSoto con- 
| verted to an aluminum grille and 
| @ small grille insert was put on 
| the Plymouth, Thus began a new 
| styling trend, successful and fast 

spreading. 

After the introduction of alu- 
minum grilles by Cadillac, Plym- 
outh and DeSoto, they were added 
in 1957 to Chevrolet, Chrysler and 
| Imperial. From these six, the use 
|of aluminum grilles spread to 13 
of the cars offered for 1958 to make 
their first appearance on Ford, 
Lincoln, Continental, Oldsmobile, 
Pontiac, Rambler and Thunderbird 
cars. 

For 1959, Dodge joins the alu- 
| minum grille circle. 

> > > 
| grille story can be repeated 
many times in the many other 
uses of aluminum for exterior 
(Continued on Page 30, Col. 1) 
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. when they change to WoLF’s 
Heap. And it’s an important dif- 
ference to them. It’s an important 
difference to you, too, because 
satisfied customers keep coming 
back for more. Be sure to stock, 
display and sell Wo ir’s Heap, 
100% Pure Pennsylvania—the 

superior premium quality motor 
oil that makes the difference. 


©@ Lower oil consumption 

@ Smoother engine performance 
@ Satisfied customers 

@ Greater profits 





Meet a new and chale: 


It’s an exciting new kind of car. 
The kind of car that car-buyers 
all over America have been ask- 
ing for. It looks right, works 
right. And it’s priced right. 

It’s a car that makes history by 
making sense! 

Good sense shines through in the 
brilliant cleanness of its lines. 


And in Edsel’s spacious, beauti- 
fully designed interiors. 

Edsel’s four new mileage-minded 
engines will certainly make big 
sense to a lot of people, too. Espe- 
cially the new thrifty six and the 
new high-compression V-8 that 
uses regular gas. 

Sound, sensible engineering pro- 
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lenging kind of Edsel 


vides plenty of room inside for 
six big people-yet there’s no use- 
less length outside. Parking the 
°59 Edsel is a pleasure, and it 
fits any normal garage. 


But Edsel’s new low price makes 
the best sense of all! The 1959 


Edsel is now actually priced with 
the most popular three-Ford, 


EDSEL RANGER 2-door hardtop, one of ten exciting new models 


Plymouth, and Chevrolet. 


It’s a new kind of car that’s open- 





ing up a new kind of opportunity 
for America’s more than 1500 
Edsel Dealers. An opportunity to 
sell where the selling is best-and 
with more of everything it takes 
to close the sale today! 


EDSEL DIVISION « FORD MOTOR COMPANY 
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14% More Aluminum 
Used on *59 Models 


(Continued from Page 27) 


and interior trim where aluminum |est single production aluminum auto 
|unit ever die cast, The Turboglide 
| weighed 140 pounds, 


has made its most dramatic pene- 
tration. 

Decorative trim, however, com- | 
prises only 20 percent of the usage | 
of aluminum in autos. The big vol- | 
ume and greatest potential lies in| 
functional components under the| 
hood and in the power train, power | 
assists, body panels and associated 
items. 

An example is the Chevrolet | 
210 series car. As recently as 1951, 
equipped with a standard trans- | 
mission, it contained less than a | 
half pound of aluminum in en- | 
gine and chassis. In 1957, with a 
Turboglide transmission, Chevro- 
let used 38 pounds of aluminum, 
the transmission accounting for | 
most of the increase. 

It achieved savings in weight and 
cost by combining the bell housing | 
and transmission case into the larg- | 





CIRCULATION: Bigger and better! 


replacing a 
240-pound transmission. The 1958 
Chevrolet V-8 with Turboglide used 
44 pounds of aluminum. 

The 1959 Buick boasts an auto- 
matic transmission integrating bell 
housing, valve body and transmis- 
sion case for a single 26-pound cast- 
ing, setting another new record for 
size. 

* + * 
ForD, for 1959, features a new 
light-weight automatic trans- 
mission, utilizing aluminum for 
simplification and weight reduction. 

Development of huge casting ma- 
chines which accelerated the de- 
velopment of aluminum transmis- 
sion components is only one of the 
major technical advances which 
are making the most of aluminum’s 
potential, Reynolds reported. Other 


LINAGE: Up, up, up! 


RESULTS: Sensational! So say those adver- 
tisers who make careful check 
of returns from this great new 
paper, the largest Ohio daily 


THE CINCINNATI POST and TIMES-STAR 


ROBERT K. CHANDLER, Manager, General Advertising 
Represented by the General Advertising Department, SCRIPPS-HOWARD Newspapers 





outside of Cleveland! 


Representative—MONTE WILHELM 








Tomorrow's Wagons?— 


A new concept of an American station 


1, 1958 


wagon was presented by Kaiser Aluminum 


to automotive stylists to suggest aluminum design advantages that achieve maximum 
utility. Although this model has a “small car” 112-inch wheelbase, its engine location 
and floor permit a variety of interior arrangements for use as a cargo carrier, ‘‘com- 
muter” or “camper” with more space than longer, conventional station wagoris. 


* * ¥ 


new techniques, such as supersonic 
welding and vacuum die casting, 
are opening additional doors to 
greater uses of aluminum. 

Years ago, Reynolds realized 
the tremendous potential of the 
automotive industry and has pio- 
neered in developing new uses 
for aluminum in cars. It provides 
a unique service to car makers 
running from the concept for a 
new use of aluminum through 
the design, engineering and devel- 
opment stages with both manu- 





















9/30/58). 


—not seasonal. 
6 — 210,304. 


see your ad each 
12 — Newspapers. 


ANSWERS 


1— 58 million copies—an all-time high! 
2—Currently at 265,831. (Audit Bureau of Circulations— 


3 — 3.3 billion. More than in all other media combined. 


4 — $256.50 for paper alone . . . almost 2 tons of newsprint 
for a single page each day. Paper cost of a 60-page news- 
paper amounts to $7,695 per day. 


5— Virtually no change. Newspaper circulation is constant 


7 — Advertising, according to Bureau of Advertising. 


8 — 135 columns. Compared to 112 columns average in each 
of the former evening papers. 


9— In ABC 19 county area, 255,791. 
10 — Over 100 million people—age 12 and over. 


11 — Approximately pra ase people have the opportunity to 
ay. 


13 — 87%, after elimination of duplication. 


14— No. Actually the cost of newsprint alone in a 60-page 
newspaper approximates 6¢ per copy. This does not 
include ink, wages, rent, etc. 

15 — Because, as indicated above, this new medium has the 

power and energy to produce. 


facturer and supplier firms. 

Reynolds delivers molten alumi- 
num from reduction plants at two 
|locations to adjacent 
plants—at Listerhill, Ala., for the 
Ford aluminum castings plant, and 
at Jones Mills, Ark., for the General 
Motors Fabricast division. A third 
reduction plant, under construction 
at Messena, N. Y., will serve a 
Chevrolet foundry. 


* * * 


gf ALL of Detroit’s plans for alu- 
| 
! 





minum bumpers, integral wheels 








automotive | 





—_ 


and brakes, engines, radiators and 
body panels, to name a few, were 
to mature overnight, there would 
not be enough aluminum produced 
in the United States to meet the 
needs of the automobile industry, 

But there will be no shortage, for 
aluminum producers anticipated the 
auto makers’ needs. They have 
long-range plans and investments 
which will boost production capac. 
ity by 50 percent before 1960. 

Reynolds is in step with the 
times. It is completing a new 
reduction plant at Listerhill with 
an annual capacity of 112,500 tons, 
in addition to the 100,000-ton unit 
at Messena, N. Y. 


Underlining the impressive 


| growth of aluminum in autos and 


predicting an even greater future, 


}are recent statements by some of 


the most important men building 
automobiles in Detroit. 

Edward N, Cole, Chevrolet gen- 
eral manager, before the Detroit 
section of the Society of Automo- 
tive Engineers, said: “As ell of you 
know, aluminum seems to hold the 
greatest potential in the immediate 
future and the automotive industry 
is making greater use of this metal 
every year. 

“It is now being made available 
at more nearly competitive prices, 
and the final end-piece cost in 
many cases is comparable with iron 
castings.” 

+ > a 

H. PATTERSON, Ford vice- 
© president, power train group, 
has said: “In 1957, the typical Ford 
passenger car contained somewhat 
more than 35 pounds of aluminum. 
In the 1958 model, the total was 
up to 52 pounds. Now, a 1959 four- 
door Ford Fairlane 500 equipped 
with V-8 engine contains 68 pounds 

of aluminum. 

“This increase helps explain the 
meaning of this phrase you've 
heard frequently—‘the growing im- 
portance of aluminum in the auto- 
motive industry.’ 


“I would like to make the con- 
servative prediction that within 
five years the average passenger 
car—not any one line, but the 
average—will contain from 100 to 
120 pounds of aluminum. I think I 
am taking the conservative ap- 
proach. 


“My prediction of more aluminum 
in tomorrow’s cars is based on the 
progress being made to increase 
efficiency and to reduce the cus- 
tomer’s operating costs. This is 
being accomplished by decreasing 
car weights without decreasing car 
size, and by developing new engines 
of super-efficiency.” 

> > * 


7; Alcoa list of the eight new 
uses of aluminum on the 1959s 
included: 

The Ford two-speed transmis- 
sion, Dodge grille, Chevrolet Bis- 
cayne accent moulding, Cadillac 
rear grille, Chevrolet and Pontiac 
grille mountings, Ford rear lamp 
door, Imperial rear «and front 
bumper inserts and a wide range 
of interior garnishes on GM cars. 

The Ford transmission is con- 
sidered by Alcoa as a major weight- 
saving innovation. The company 
said that, if a similar transmission 
were ever designed in iron, it would 
weigh 85 pounds while the alumi- 


;}num version weighs only 23.15 
| pounds. 





Sales Optimism 
Is Unbounded 
In Albuquerque 


ALBUQUERQUE, N. M.—A sur- 
vey of Albuquerque’s 20 new-car 
dealers shows those dealers riding 
high in optimism for sales for the 
coming year and in enthusiasm for 
the public acceptance of '59 models. 

Despite a slight curtailment in 
shipment of cars, occasioned by 
labor troubles in Detroit, the Albu- 
querque dealers are predicting the 
biggest new-car sale yet for this 
booming Southwestern city, claim- 
ing nearly 500 orders already, in- 
cluding some sight-unseen sales. 

Influx of foreign cars into Al- 
buquerque hasn’t hurt the big-car 
market here, one dealer maintains, 
pointing out that more people than 
ever before are buying two cars— 
and while one of them may be an 
impory or a two-year-old used car. 
the other is likely to be one of the 
medium-price-range Detroit models. 


For views on retail auto distribution, 
read the Dealer Forum column on Page 3 
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Borroughs Bins 
will be your best bin buy! 





no bin offers more features 
than the Borroughs Bin 





adjustable dividers 


snap into position any place you 


sliding shelves 


adjustable without bolting . . . they 


slide in and out instantly, on 1%” want them . 


easy access to ports 


centers 





traveling label holders 


travel with dividers . . . holders 
and dividers stay with parts when 
rearranged 





non-fall-out trays 


have individual label holders and 
stops to prevent falling 


Borroughs Bins save you money right from the very start of 
their installation. With Borroughs Bins, you can positively 
cut your investment in bins and inventory, because every part 
is in its proper place, and easy to find. This means a definite 
saving in time in preparing orders and making sales. You 
also cut the possibility of overstocking and obsolescence. And 
when it comes to re-arranging (re-working) shelves, Borroughs 
Bins save you valuable time. Shelves are 18 gage, and do not 
require side flanges . . . they can be adjusted even when 
loaded, and with dividers in place. Borroughs Bins have a 
stronger frame, because its separate base and top are bolted 
to uprights and back . . . this gives utmost rigidity. You have 
a choice of 6 electrostatically baked-on enamel colors — 
Green, Gray, Buff, White, Cascade, and Tile. Plan-O-Graphing 
and floor planning services are available at your nearest 
Borroughs warehouse distributor, who will render you friendly, 
cooperative and prompt service at all times. It’s no wonder 
Borroughs Bins are in such wide demand! 
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The bin illustrated is “Bin F’’—one of the many Borroughs 
Bins you can order from stock. Whether you want a bin to 
store small parts or bulky parts, there’s a Borroughs Bin 
to fit your needs. 


3} rv a i “ as G et § MANUFACTURING COMPANY . 


OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 
3026 NORTH BURDICK ST. aif. KALAMAZOO, MICHIGAN 





These Borroughs 
warehouse distributors 
are at your service... 


LOUIS A. ALEXANDER CO. 
264 Ni. Beacon St., Watertewn 72, Mass. 
Watertown 4-4140 —4-7204 
AUTOMOTIVE BIN SERVICE CO., INC, 
10040 Freelond Ave., Detroit 27, Mich. 
WEbster 3-6445 


20 East North St., Beffale 3, N. Y. 
Elmwood 7047 


1220 Richmond, Cincinnati 3, Ohie 
MAin 1-5975-6 
8905 Loke Ave., Cleveland 2, Ohie 
Olympic 1-6620 
54 West 30th, Indianapelis 8, Ind. 
Talbot 7503 
204 Builders Bldg. Lovisville, Ky. 
Waiper 5-2783 
BINS & EQUIPMENT CO., INC. 
1918 Buford Highwoy, ¥.£., Atlanta 9, Ge. 
TRinity 2-3576 
BORROUGHS MFG. CORP. 
121 Vorick St., New York 13, M. Y. 
Algonquin 5-1477 
BORROUGHS MFG. CO. 
Foctory Branch and Warehouse 
809 Hubberd Ave., St. Pewl 4, Minn. 
HUmboldt 9-1818 
THE BROWER CO. 
114 Virginia St., Seattle 1, Wash. 
MUtuol 2-0464 
1616 1.W. Glison, Pertiond, Ore. 
CApitel 86-3474 
TACOMA ASBESTOS CO. 
25th and Holgate, Tacoma, Wash. 
MAin 1175 
WwW. W. CANNON CO. 


9739 Denton Or., Dallas 20, Tex. 
Fleetwood 7-2846 


1901 Winter St., Hewsten, Tex. 
PReston 7688 
5S. I. DAIGLE & CO. 
437 Philip St. New Orleans 10, La. 
EXpress 2138 
EAST COAST DISTRIBUTING CO. 


327 Hopkins td., Baltimore 12, Md. 
DRexe! 7-8042 


1580 4. S2ed St, Philadelphia 31, Pa. 
GReenwood 7-4444 
INDUSTRIAL PRODUCTS CO. 
611 S. Queen St. Henelele 13, Hewell 
Telephone 66-288 
WILLIAM A. GORE CO. 
1834 Adeline St., Oakland 7, Calif. 
TWineoks 3-7233 
1732 Ist St, S., Seattle 9, Wash. 
MUtual 2-125) 
GREEN-PENNY CO. 
4180 E. Noakes St., Les Angeles 23, Calif. 
ANigelus 8-3321 
FELIX F. LOEB., INC. 
8810 S. Vincennes Ave., Chicage 20, Ml. 
HUdson 3-5353 
METAL PRODUCTS CO. 
359 Madison Ave., Memphis 3, Tenn. 
JAckson 7-0572 
SIGGINS CO. 
704 Broadway, Kanses City 5, Me. 
HArrison 1-7670 
1236 S. 13th St., Omaha, Nebr. 
JAckson 5186 
2315 University, Des Meines, lewa 
Blackburn 5-5200 


——SIGGINS EQUIPMENT CO., INC. 


901 S. Boyle Ave., $t. Lewis 10, Me, 
JEfferson 3-8822—3-8042 


SPARKMAN-BARKER CO. 


421 Senta Fe Dr., Denver 4, Cole. 
KEystone 4-1328 


WICKWARE-STACKBIN, LTD. 


P. 0. Box 740, Perth, Ontario, Canada 
CEntral 1476 
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Highways & Safety... 























Highways are the foundation of | 


all transportation and will remain 
so in the foreseeable future, a 
spokesman for the U. S. automotive 
industry told members of the Inter- 
national Road Federation at a 
meeting in Mexico City. 

Harry A. Williams, managing di- 
rector of the 
Automobile Man- 
ufacturers Assn., 
said great changes 
in world transpor- 
tation can be ex- 
pected in the fast- 
developing age of 
jet flight, space 
exploration and 
atomic power, 
but roads and 
motor vehicles 
will retain their 





Harry A. Williams 


basic roles. 
“Highway transport not only is 
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Autos Seen Retaining 
Key Role in Space Age 


basic in itself,’ he said, “it also 
helps other forms of transporta- 
tion achieve greater usefulness.” 


The IRF, with headquarters in 
Washington, is a world-wide feder- 
ation of some 60 national road 
associations. Among its principal 
activities is international promotion 
of better roads and better use of 
roads. 

The third IRF general conference 
in Mexico City brought together 
leaders in highway transportation 
from all parts of the world. 

In his address, Williams said 
all countries, including the U. S., 
still are underdeveloped in terms 
of highways. 

“We are just now stepping up to 
meet highway needs that have been 


apparent to many of our fore- 


Service doors all over the country will open 
extra-wide in ‘59 to let new profits roll in. 
Where's the business coming from? From revolu- 
tionary new Carter fuel system developments 

-now making final successful “trial runs” in the 


market, on the road! And that's not all: 


Carter's aggressive “Drive the Business to the 


DIVISION 
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sighted leaders for a long, long 
time,” he declared. 


59 License-Plate Inserts 
To Save Wisconsin $460,000 


Wisconsin will save $460,000 by 
issuing ’59 license-plate inserts in- 
stead of new plates. 

Since the state motor vehicle de- 
partment is supported by diversion 
of highway tax receipts, the action 
will give the State an additional 
$460,000 to spend for road building 


and road improvement during 1959. 
* * * 


Latin Engineer Aided 

Jose Eugenio Vicario, Argentine 
engineer, has been selected as re- 
cipient of the Goodyear Fellowship 
in Advanced Highway Engineering. 
He has enrolled in the University 
of California’s Bureau of Highway 
Traffic for a year of graduate 
study. 


* * * 
Southern California Sights 
Record Year in Auto Influx 


Southern California is headed for 
its fourth successive record-break- 
ing year in automobile influx fig- 
ures if the trend established during 
the first nine months of 1958 con- 


Watch for the Big News! 


Serviceman” 


LL 


1, 1958 


“Certainly we're finding fault 
with it! We can’t afford to buy 
it, so what else can we do?” 





tinues, according to the Automobile 
Club of Southern California. 

The club stated that 786,213 out- 
of-state cars, carrying 2,141,115 pas- 
sengers, entered California by high- 
ways in the southern portion of the 
state during the first three quarters 
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advertising in THE SATURDAY 


EVENING POST is making profit history. We plan 
to make history repeat itself this coming year 


with powerful new ways to stimulate demand 


for engine tune-ups. 


Your future’s fine in '59.. 
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of the year. During a similar periog} 
of 1957, the out-of-state car coung! 
| was 765,353 with 2,113,447 passenel 


gers. 
*~ * * 


| License-Plate Money to Aid 
N. H. Driver-Training Setup 


A plan to use up to $28,000 from 
the sale of New Hampshire's initia] 
auto-license plates to encourage ex. 
pansion of driver training in pub 
lic, parochial and private schoolg 
has been approved by Gov. Lane 
Dwinell and the Executive Council, 

Motor Vehicle Commissioner 
Frederick N. Clarke told the goy. 


ernor his department had about 
$60,000 available for this purpose 
from driver-training funds appro- 


priated by the 1957 Legislature. 


+ * * 


School Returns Auto 


On Loan from Dealer 


The car he loaned to Berlin 
(O.) High School for driver- 
training use has been returned to 
Frank Baker, Berlin Heights 
dealer. He let the school take hig 
own car in September after no 
suitable auto could be found. 

The school finally received the 
type of vehicle it wanted—a fully 
equipped Ford station wagon. 

* ad a 



























Junior License ‘Unalterable’ 


Idaho claims it is the first state 
to issue a new-type juvenile driv- 
er’s license that cannot be altered, 
It was designed to help State Police 
keep an accurate age check on 
juvenile drivers. 

= = > 


Governor Hailed 


Australian Lauds Ribicoff 
For War on Speed 


Gov. Abe Ribicoff of Connecticut 
was praised for his “courage” in 
cracking down on speeders by T. G. 
Paterson, head of the Australian 
government's road safety council. 

In Hartford during a five-week 
visit to the U. S., “with special in- 
structions to take a close look at 


Gov. Ribicoff’s program,” Paterson 
said the Governor's support of 
road-safety measures is the kind 
of thing “that is badly needed 
everywhere.” 

“We see no difference between 
the criminal on the wharfs, and 
the criminal on the road,” Paterson 
said. “And, we are trying to get 


our courts to see 
in Australia.” 

He noted that Australia’s sister 
commonwealth, New Zealand, has 
“an absolute speed limit of 50 miles 
per hour and turned in the lowest 
accident rate in the world last 
year.” 


it this way, too, 


Speed Minimized 
As Mishap Cause 


Calling high speed the basic 
cause of highway accidents is just 
jumping to conclusions, according 
to Dr. John E. Baerwald, associate, 
professor of traffic engineering at 


Speaking at a traffic safety semi- 
nar for Illinois Editor and Pub- 
lished Assn. in Peoria, Baerwald 
said speed studies showed that: 

Thirty-three percent of fatalities 
occur at 20 miles per hour or less. 

Sixty-three percent at 30 miles or 


Sixty-seven percent of urban fatal 
accidents occur at 20 miles or less. 
Seventy-two percent of rural ac- 


cidents occur at 30 miles or less. 
- > x 


New AMA Publication 
Covers Highway Safety 


The Automobile Manufacturers 
Assn. has issued the first edition 
of a new quarterly publication in 
the highway safety field. 

Entitled “Automotive Safety,” 
the eight-page bulletin is being 
distributed throughout the nation 
to safety specialists, automotive 
writers, educators, government 
officials, business leaders and 
others concerned with problems 
of safety on the streets and high- 
ways of America. 

” ag x 


Dealers Loan Cars 


The Pueblo (Colo.) Automobile 
Dealers Assn. is supplying dual- 
control cars to each of the city’s 
four high schools for use in driver- 
education programs. 
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'59 sales 
the biggest boost 


in automotive 


history >> 













with this / 


hard-hitting 
2-nage spread 
in the January 3 
issue of the 
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New 1959 Chaika..?10,000.00 


Ivan Ivanovich has only one auto- 
mobile dealer that he can go to see— 
the government. And he goes with his 
pockets full of rubles and his hat in 
his hand. 


John Smith, U.S.A., sort of takes the 
car and truck dealers in his town for 
granted. Seems they’ve always been 
there — ever since that shining day 
when he and Dad and Mom drove that 
first car home. Drove the long way, 


smack up Main Street, sitting up tall. 


Smitty would sure howl to high 
heaven if he had to pay between three 
and four times his whole year’s pay 
for a new car that can’t hold a candle to 


any American car mechanically, in com- 
fort, equipment or styling. Ivan does. 
And wait two years for delivery to boot! 
Ivan does. And deal with mechanics 
who check your anti-freeze by tasting 
the radiator water. (Guess they haven’t 


invented the hydrometer yet.) 


Can’t you see Ivan’s eyes popping if 
he walked into Smitty’s dealer’s show- 
room? Here’s a man, now, who has built 
his business on the solid rock of fine 
products. And he’s put a lot of money 
into a big selection of models and 


modern service equipment. 


His business has grown because his 
legion of friends has grown. He’ll speed 
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your financing through. He’ll give you 
his personal attention whether your 
trouble is a crankcase or plain old 
crankiness. And his service guarantee 
is gilt-edged—good at any dealer who 
sells the car anywhere in the U.S.A. 


This dealer and John Smith have been 
friends for a long time. See each other 
at the PTA and the lodge, the town 
council and the Little League practice 
sessions. Smitty’s oldest boy is learning 
to drive in the car the dealer donated 
to the high-school driving course. 


Saw Smitty just this morning. Grin- 
ning like a Chessy cat. On his way to 
pick out the new family bus. Accord- 
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ing to Smitty, this is the time to buy. 
Just look at the 59 models... 
est, most beautiful cars America’s 


the clean- 


great automobile industry has ever 
created. Look at the factory price tags 
on the windows... the biggest car 


value your dollar has ever bought. 


See “Automobile Row”... 
try’s spectacular array of new 1959 


. the indus- 
cars...in this issue of The Saturday 
Evening Post, the nation’s year- round 
new-car showroom. Then see your car 
or truck dealer. He’ll greet you with 
a big smile and the best value in your 
whole, ever-lovin’ lifetime! 


The Saturday Evening Post 
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THE DRAMATIC MESSAGE UNDER THIS PAGE 
IS PART OF A GIANT NATIONAL PROMOTION... 
AND WILL ALSO APPEAR IN: 


HOLIDAY 

LADIES’ HOME JOURNAL 
AMERICAN HOME 

NEW YORK TIMES 
CHICAGO TRIBUNE 
DETROIT FREE PRESS 
WALL STREET JOURNAL 


444 *The promotion will be announced in more than 


~ 200 Newspapers 


across the country! 
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Power Steering Soars to 40 Percent .. . 
Be ebiestieneensenendlinccenneresnnseenrnaceaaamnsanensnsasearaamenanss 


Sixes Make Comeback on ’58s 


97.41 percent in the medium-price | 
field, and equalled 100 percent in| 
ard on cars in the high-price | both '57 and ’58 in the high-price| 
field. 
Automatic transmission in the 


(Continued from Page 23) 


1958, 


total industry output. In 


eent of overall production. 


Use of automatic transmissions 
showed a loss in the low-price 


which was 77.55 percent of 
1957, a 
total of 4,915,468 automatics were 
installed, accounting for 79.14 per- 


field, a slight gain in the medium- 


price class, and again were stand- 





Sixes Gain on V-8s, Automatics Down .. . 





New-Car Options—'58 vs. ‘57 


(Industry Breakdown) 


Pet. of Pet. Pt, 
No. of Pct. of No, of Pct. of Change Change 
Units Total Units Total Between Over 8 
Equipment: on Output, on Output, "58-'57 Years, 
*568 Models °58 Models °57 Models 57 Models Models "50-'58 
Automatic 
Trans. 3,275,035 7755 4,915,468 79.14 — 159 +-52.70 
Power 
Steering 1,720,363 40.74 2,215,203 35.67 + 5.07 -+-40.37* 
Power 
Brakes 1,234,040 29.22 1,727,165 27.80 + 142 +4-28.43** 
Power 
Seats 308,507 731 418,193 6.73 + 058 + 6.92 
Power 
Windows 234,712 6.74 469,366 756 — 082 + 6.20 
Power 
Antennas 221,737 5.25 389,853 6.28 — 1.03 + 4.59*** 
8-Cylinder 
Engines 3,219,621 76.25 5,125,430 82.52 — 6.27 + 33.04 
6-Cylinder 
Engines 1,003,144 23.75 1,085,428 1748 + 6.27 —33.04 
*Percentage-point change for power steering dates from 1951, the first year it was 
offered 
**Percentage-point change for power brakes dates from 1952, the first year it was 
offered 


***Percentage-point change for power antennas dates from 1952, the 


electrically-operated type 


was offered 


Low-Priced Lines 


Pet. of Pet. of 
Equipment: my Outpat, 
‘68 Model °58% Model 
Automatic 
Trans. 45.76 67.83 
Power 
Steering 17.10 25.34 
Power 
Brakes 7.92 11.75 
Power 
Seats 0.72 1.06 
Power 
Windows 0.72 1.07 
Power 
Antennas 0.06 0.09 
8-Cylinder 
Engines 43.90 65.07 
6-Cylinder 
Engines 23.56 34.93 


Low-priced lines include Chevrolet, 


Pet. of 
Industry 
Outpat, 
"57 Model 


44.91 
12.78 
6.57 
0.68 
0.75 
0.24 
47.73 


17.17 


Ford, Piymouth 


Pet. of 
Class 
Output, 


"57 Model 


69.20 
19.70 
10.12 
1.05 
1.15 
0.37 
73.55 


26.45 


Pet. Pt. 
Change 
Between 
"68 & ‘57 
Industry 
Output 


+ 0.85 
+ 4.32 
+ 1.35 
+ 0.04 
— 0.03 
— 0.18 
— 3.83 


+ 6.39 


Medium-Priced Lines 


Pe. of Pet. of 
Equipment ——- Output, 
"68 Model 58 Model 
Automatic 
Trans. 27.82 97.41 
Power 
Steering 19.67 68.87 
Power 
Brakes 17.33 60.66 
Power 
Seats 3.40 11.90 
Power 
Windows 2.85 9.99 
Power 
Antennas 1.94 6.79 
8-Cylinder 
Engines 28.38 99.34 
6-Cylinder 
Engines 0.19 0.66 


Medium-priced lines include Buick, 


— of Pet. of 
Equipment: —- Cutest, 
58 Model °58 Model 
Automatic 
Trans, 3.97 100.00 
Power 
Steering 3.97 100.00 
Power 
Brakes 3.97 100.00 
Power 
Seats 3.19 80.27 
Power 
Windows 3.17 79.87 
Power 
Antennas 3.25 $1.97 


Pet. of 
Industry 
Output, 
"57 Model 


30.62 
19.28 
17.62 
3.57 
3.81 
2.43 
31.18 
0.31 


Pet. of 

Class 
Outpaet, 
"57 Model 
97.26 
61.21 
55.98 
11.35 
12.12 
7.70 
99.02 


0.98 


Pontiac, Oldsmobile, 
Chrysler, Mercury and Edsel. Gone from the 


High-Priced Lines 


Pet. of 
Industry 
Output, 
"57 Model 


3.61 
3.61 
3.61 
2.48 
3.00 
3.61 
3.61 


Pet. of 
Class 
Output, 
'57 Model 
100.00 
100.00 
100.00 

68.67 
83.08 
100.00 


100.00 


Pet. Pt. 
Change 
Between 
"68 & “57 
Industry 
Outpat 


— 2.30 
+ 0.39 
— 0.29 
— 0.17 
— 0.96 
— 0.49 
— 2.80 
— 0.12 


first year the 


Pet. Pt. 
Change 
Between 
"68 & 57 
Class 
Outpat 


— 1.37 
+ 5.64 
+ 1.63 


+ 0.01 
— 0.08 


— 0.28 
— 848 


+ 848 


Rambler and Studebaker 


Pet. Pt. 
Change 
Between 
"58 & °S7 
Class 
Output 


+ 0.15 


+ 7.66 
+ 4.68 


— 2.13 
— 091 
+ 0.32 


— 0.32 


Dodge, DeSoto, Packard, 


Pet. Pt, 
Change 
Between 
"68 & 57 
Industry 
Output 


+ 0.36 
+ 0.36 
+ 0.36 
+ 0.71 
+ 0.17 
— 0.36 
+ 0.36 


"58 lineup were Hudson and Nash. 


Pet. Pt. 
Change 
Between 
"68 & "57 
Class 
Output 
0.00 
0.00 
0.00 
+11.60 
— 3.21 
— 18.03 


0.00 
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Cars in the low-price field, how- 
low-price field declined from 69.20| ever, showed an increase in the 
percent in 1957 to 67.83 percent in 
1958; climbed from 97.26 percent to| automatic transmissions taking 
| 45.76 percent of total industry pro- 
duction in ’58, compared with 44.91 
| percent in 57. In the medium-price 
| field, the automatic transmission 
took 27.82 percent of overall pro- 
duction in ’58, compared with 30.62 Cost 
percent a year earlier. 

The high-price field took 3.97 
percent of overall automatic trans- 
| mission installations in 1958, com- 
pared with 3.61 percent in 1957. 


picture as they showed 








NEW! A REALLY GOOD LUGGAGE CARRIER 
AT A REALISTIC DEALER PRICE 



































Many Types Of 
Carriers To 
Fit All Makes 


Send for details 


Model A3 shown fits VW, 
Renaul?, Fiat, Ford, etc. 


List $34.95 
$20.97 


LAMELL C. 2 users 


Little Ferry, N. J. HUbbard 9-9651 


First Name in Carriers 
and Wood Grain Decals 


Dealer 


All aluminum, weighs 6 


Ibs. Positive clamp action. Distributor Inquiries Are Invited 










the factory way 








By separating the cup from the spray 
gun, Binks makes the gun easier to han- 
dle. The painter uses the proper spraying 
angle for every surface without worry 
about cup interference or spillage. He 
makes uniform strokes because 3 lbs. of 
tiring weight is taken off his arm. He 
works longer between refills with the 
separate 2-quart cup. He turns out fac- 
tory quality with the same spray gun, 
nozzle set-up and pressure application 
method used by the factory for today’s 
modern automotive finishes. 

















+ Ask for free Bulletin A81-1 





which gives full details and points 

out the many advantages of using this 
new portable painting outfit. _ 

See your local jobber or write direct 
to the address below. 
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SPRAY AIR NATIONWIDE 

COMPRESSORS SERVICE 





Liithhellh ees 
“adie ~=j%®Binks Manufacturing Company 


3124-34 West Carroll Avenue, Chicago 12, Illinois 
REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES 


















SEE YOUR CLASSIFIED DIRECTORY 
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Commercial Car News 


A Monthly Section for those who make, sell and service America’s Trucks, 


MT 





Truck Industry Geared © 


For Bigger Year in ’99; 
ales Target Is 900,000 


— industry is looking forward 
to a bigger and better truck 
year in 1959. While no sales head 
has yet been so bold as to prophesy 
a million-unit year, several have 
estimated that U. S. sales will total | 


875,000 to 900,000 units. All recog-| ments eliminated the need for many| Mensions, lightening of the trac- 


nize, however, that a much greater 
degree of product selling is needed 
to reach this goal. 

With the exception of individual 
special models, the industry has 
been largely content to follow the 
trend of the heavy-duty makers 
in not bringing out complete lines 
of newly styled and engineered 
models but to refine and refurbish 
the proved units that graced their 
offerings last year. 

There have been definite trends 


main these represent but one or 
two models in the line. 

The number of models offered 
has been reduced in many cases, 
not only in the interest of economy 
| of production but because refine- 


models listed previously. 
a” - o 
Azo the only styling changes 
of note have taken place in the 
light half-ton and three-quarter- 


|ton pickups where the straight-side 


box has become almost universal 
and where passenger-car styling 


| dictates to a considerable degree 
| the styling changes in the vehicle. 


In the heavier units, there has 
|been a swing to the tilt- -type cab 
which not only permits much more 


indicated by the offerings of each | accessibility for servicing the power 
of the larger makers, but in the | train but also tends to give the 
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Chevrolet Medium-Duty Stake 





Six-Cylinder Engine Improved | 


Dodge 4-Wheel-Drive Wrecker 


Welcome Sight to Stranded Driver 





Ford Tilt-Cab Tandem 
37,000 to 51,000 pounds GVW are featured on the low and 


operator a chance to get better load 
distribution. 
More cube with less tare is also 
a driving urge in the heavy-duty 
field. This is resulting in shorter 
fron t-bumper-to-rear-of-cab di- 





tors as much as good engineering 
and new materials will permit 
and some power increases to push 
the jobs over the hills at a better 
average speed. 

Both White and GMC have —s 
determined strides in this direction. 

Volkswagen's capture of fourth | 
place in the light-truck field and} 
the interest that has been displayed | 
in this unit by some of the larger 
fleet operators has made the in- 
dustry realize that VW seemingly | 
has uncovered a latent market that | 
has been practically unexposed un-| 
til the last year or so. 

International Harvester and 
Montpelier Body have developed | 
new units to give VW some compe- | 
tition in this field, especially in the 
realm of door-to-door delivery. 

7 7 | 


Chevrolet 


HEVROLET’S truck and com-| 

mercial-car offerings for 1959) 
run the range of 139 models on 22 
wheelbases and take in units from) 
the sedan delivery and sedan pickup | 
to 2%-ton tandems with a GVW of 
36,000 pounds and GCW of 50,000) 
pounds. The line includes the con-| 
ventional step-side pickup as well) 
as the straight-side jobs, Paseis | 
step vans, forward-control chassis, 
a suburban carryall and school bus) 
| chassis. 

Nine engines are available from 
the six-cylinder Thriftmaster to 
|the eight-cylinder Workmaster. 
| Hooking these up with the nine 
| different transmissions results in 
110 power-train combinations. 


The transmission options in- 
clude the standard three-speed, a 
heavy duty three-speed, a four- | 
speed, the Hydra-Matic and 
Powermatic automatics. New to | 
the line are two close-ratio five- 
speed manual-shift units. 

In addition to these transmissions 
are single and two-speed rear axles 
and the dual-drive assemblies. 

Perhaps the greatest area of| 
product improvement in the 1959) 
Chevrolet chassis is in the service | 
brake system which provides an | 
increase of 27 percent in brake}! 
lining area and features cooler | 
functioning. 


The steering system for 1959 is | Fen 
modified to decrease the steering | a age 
effort required, and revised wiring | = 


makes the voltage system less de- | 
pendent upon the state of charge | 
of the battery. 

x = * 

Dodge 
pcos this year introduces eight 

new models, four in the Swept- 

line series from half-ton to one-ton 
capacity and four in the three-ton 
rating with wheelbases of 144 to 
192 inches. 

The new Sweptline pickups are 
engineered for bigger payload ca- 
pacity and have larger brakes. New 
grille designs are offered to make 
the light and medium duty models 
distinctive in appearance from the 
heavy-duty jobs. A third grille 
pattern is offered for the COE 
models. 

Concealed-step running boards 


(Continued on Page 43, Col, 1) 
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GMC Wideside Pickup 


A popular model offered in 32 sizes 





International Travel-Crew Cab 
Carries six men to the job 





COE Model in Mack ‘H' Series 
Flat fenders, dual headlights 







Reo C-440 All-Wheel Drive 


Ideal for construction fleets 
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Industry Sees Sales Pickup in 59... 





Truck Goal Is 900,000 


(Contiriued from Page 42) 


medium-tonnage units as well as 
a new instrument panel for all 
except the forward-control 
models, a new heating and venti- 
lating system, new suspended 
brake and clutch pedals and a 
new hydraulically operated clutch. 

Other highlights of the 1959 
models include two new 318-cubic- 
inch V-8 engines, which increase 
the power offerings to 11 horse- 
power ratings ranging from 113 to 
234. Maximum gross vehicle weights 
range from 5,100 to 49,000 pounds, 
an increase of 3,000 pounds on tan- 
dems, and gross combination 
weights up to 65,000 pounds. 

> » : 


Ford 


ao Ford truck line for 1959 
offers power train options in 
nearly astronomical figures with 
11 engines, 19 transmissions, four 
of which are automatic, and five 
auxiliary transmissions. Combined 
with the various axles available, 
these transmissions enable the pur- 
chaser to obtain about any gear 
reduction his job needs. 

Improvements in the 1959 line 

include a new 6,000-pound heavy- 

duty front axle for the “F 600” 
and “B 600” series and a new 

faster axle ratio that has been 

made available on all conven- 
tional and tilt cab series with 

Super Duty engines. 

The electric fuel pump is located 
inside the frame-mounted gasoline 
tank, pumping fuel under pressure 
to the carburetor for greater effi- 
ciency. The high-capacity, rotor- 
type oil pump provides a full pres- 
sure lubrication system, reduces oil 
temperatures, minimizes carboniza- 
tion and prolongs the life of all 
moving parts, it is claimed. 

The Custom Ranchero and the 
Courier are continued in the 1959 
line with new styling to match the 
passenger-car styling trend. In 
these units, the windshield is 29 
percent larger, new link-type stabil- 
izers have been added to the ball- 
joint front suspension to control 
sway and improve handling. and a 
new foot-operated parking-brake 
pedal is located to the left of the 


clutch pedal. 
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GMC 


MC TRUCK & COACH, in addi- 

tion to its two newly announced 
lightweight tractors specifically de- 
signed for modern “over-road” op- 
eration, will carry its 1958 line into 
1959. 

This line consists of 58 basic 
gasoline and 13 diesel models and 
features 32 pickup models in vari- 
ous tonnages and sizes. 

The line extends from 5,000 
pounds GVW in gasoline-engine 
models to those with a rating of 
90,000 pounds GCW. In diesels, 
the line covers models from 29,000 
te 59,000 pounds GVW and 55,000 
to 90,000 pounds GCW. 

Three six-cylinder gasoline en- 
gines, two V-8 gasoline and three 
GMC Diesel engines power the line, 
and 17 manual transmissions are 
offered either as standard or op- 
tional. Comparable power trans- 
formers can be had in Hydra-Matic 
as well. The line also incorporates 
26 Transamatic transmissions as 


either standard or optional. 
> * * 


International 


NCLUDED in the International 
Harvester line for 1959 will be 

trucks and commercial vehicles 
ranging from 3,800 to 90,000 pounds 
GVW and powered by 33 engines 
which include gasoline, L-P and 
diesel. 

Also in the line are the Carryall, 
&@ passenger-carrying light job, the 
Travellall and the Travelette, the 
first six-passenger cab offered as 
factory equipment on pickups and 
light-duty service utility trucks. 
This type of cab, termed the 
Travel-Crew, has been extended to 
selected medium and heavy-duty 
trucks. 

The company has also broad- 
ened its Metro Van body sizes and 
has added a new aluminum 


The new Travel-Crew cabs are 
designed for factory installation on 


International A and AC-160 models 
(16,000-19,000 pounds GVW) and on 
A and AC-180 models (19,000-22,000 
pounds GVW) and four-wheel-drive 
models in these two series. 


The roomy cab also is available 
on AC-180 six-wheel in rear axle 
and all-wheel drive versions (30,- 
000-31,000 pounds GVW). Harvester 
says this is further evidence of the 
wide range of choices offered in 
this particular application. 

aa = * 


Mack 


ACK has added three new 

models that will not be shown 
until the Chicago Automobile Show. 
They are a modern new transit bus, 
a giant off-highway dump truck 
and a fire truck with an automatic 
transmission. 


Other models new to the Mack 
line include two six-wheel-drive 
units for medium and heavy-duty 
hauling over rough terrain, a truck 
designed for maximum loads and 
performance in the Western states, 
a B67LT model which has an over- 
all length of only 89 inches, a cab 
forward N-61T and a new cab-over- 
engine diesel tractor. 

The LRSW off-highway dump 
truck is 12 feet high, more than 30 
feet long and 12 feet wide. It will 
carry a 38-yard dump body. 


Reo 


R®° says it is entering the 1959 
market with its most versatile 
lineup. The offerings include me- 
dium and heavy-duty trucks as well 
as conventional and forward-con- 
| trol bus chassis. 

The line embraces trucks be- 
tween 18,500 and 52,000 pounds 
GVW and tractors between 42,- 
000 and 78,000 pounds GCW. 
The newly introduced C series 

line consists of four-by-four chassis, 
four-by-two, trucks and tractors, 
six-by-four trucks and six-by-six 
trucks, all incorporating many de- 
sign and structural improvements 
aimed at better performance and 
greater accessibility for mainten- 
ance. 
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Studebaker 


TUDEBAKER offers trucks in 
two series for 1959. They are 
the Scotsman, which has turned 
away from passenger-car styling in 
an endeavor to give the buyer a 
low-cost, economical “workhorse” 


sans gadgets in the half-ton field, 
and the Transtar series that runs 








Studebaker 


from half-ton pickups to two-ton 
models. 

Two six-cylinder and one eight 
are offered in the Scotsman and 
Transtar series with four-speed 
transmissions and overdrive 
standard. An automatic transmis- 
sion is offered as optional with 
the V-8 engine. 

The two-ton models are made 
in five wheelbases, and the heavy- 
duty engine develops 225 horse- 
power. A four-speed, heavy-duty 
transmission is standard in this 
model, and a five-speed direct and 
overdrive transmission is optional. 
The Transtar also is made in four- 
wheel-drive models in the half-ton, 
three-quarter-ton and one-ton sizes. 


Pickup boxes with wide, clear- 
loading space and lengths up to 
eight feet are featured. 

- + * 
Willys 
NEW four-wheel-drive heavy- 
duty truck which features dual 
rear tires and an 8,000-pound GVW 
capacity has been announced by 
Willys Motors Inc. The new for- 
ward control Jeep FC-170 model is 
offered in cab and chassis and 
platform-stake models and is avail- 
able with either a three or four- 
speed transmission. 

Special features of this unit in- 
clude a full-floating rear axle, 
heavy-duty rear springs and shock 
absorbers, transmission hand brake, 
heavy-duty front and dual rear 
wheels with two extra tires. This 
model supplements the FC-170 
pickup truck of 7,000 pounds GVW 
introduced a year ago. 

With a turning radius of 21 
feet, the truck is very maneuver- 
able, it is claimed, and with its 
four-wheel-drive traction can 
climb grades up to 65 percent 
with full rated load. Easy engine 
access is provided by removable 
engine covers located between the 
seats. When removed, all engine 
components are exposed for quick 
all-weather service accessibility. 

The FC-170 offers nine forward 
and three reverse power combina- 
tions with the standard transmis- 
sion and 12 forward combinations 
with the optional four-speed trans- 
mission. 


Arrangements with Boyertown 
Auto Body Works and Montpelier 
Mfg. Co. for multistop delivery 
bodies to go on the Jeep Economy 
chassis have expanded the range 
of this unit considerably, it is 
claimed. 


Transtar Pickup 


122-inch wheelbase, 7,000 pounds GVW 





Forward-Control Jeep FC-170 


Dual rear wheels, 11-foot body 
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+ by Jack Weed 


OTH GMC and White have| 


brought out new tractor jobs to 
meet the thinking of the “over- 
road” haulers and to be in line with 
the current thinking of the road 
administrators who feel that, as 
soon as our national system of good 
roads gets a little further along, 
gross vehicle weights might be 
raised and even truck speeds may 
be made more near comparable to 
those for passenger cars. 

These two new ultra light jobs 
with their 48-inch and 50-inch bum- 
per to back of cab dimensions, of 
course, are being brought out to 
meet the needs of operators right 
now whose costs of operation have 
risen to the point where they must 
get more use out of the vehicles 
they have on the road. 

The new jobs are designed to 
give the greatest possible “cube” 
and to save as much vehicle 
weight as is consistent with solid 
construction. 

Speaking to the editors of the 
trade press at a showing of the 
new White 5000 in Cleveland last 
month Nev Bauman, president of 
White, told the writing machine 
men that current thinking in many 
quarters, including Washington, 
was that gross loads up to 96,000 
pounds might be allowed when the 
network of national highways is 
further along. 

>= 


Higher Ratings Seen 
E SAID that the AASHO tests 
were almost certain to bring 
about a higher rating per axle and 
that 36,000 pounds per axle, instead 
of the current 18,000 pounds, was 
already in the talking stage. 

There seems to be no question 
but that the results of the 
AASHO tests, when completed, 
will have considerable weight in 
bringing facts to bear on the set- 
ting of weight, length and width 
limits, instead of leaving these 
important transportation cost re- 
strictions to the whims of politi- 
cal pressure groups in each state 
as they are today. 

To get a peek into what these 
groups have been able to foist upon 
American business and the truck 
industry we have only to look at 
the crazy quilt pattern of our trans- 
portation picture of today. 

Four states have a combination 
vehicle length of 45 feet, one state 
allows 48 feet, 31 states allow 50 
feet, two allow 55 feet and 11 states 
permit lengths of 60 feet or more. 


Designers Face Curbs 


ORGETTING all other restric- 

tions, how is it possible for the 
industry to build vehicles and trail- 
ers that will give all operators the 
maximum advantage of modern en- 
gineering and design. 

GMC and White in their new 
tractors have made it possible for 
an operator in a state that allows 
50 feet overall to use a trailer of 
slightly over 43 feet long. But 
even then these jobs would be 
illegal in at least five states. 

A table prepared by Harry Eyler, 
president of the Truck Trailer 
Manufacturing Assn. and a vice- 
president of Trailmdbile, points out 
that this year only 3 percent of 
the semitrailers built were over 40 
feet long, 10 percent were between 
38 and 40 feet, 8.5 percent.were 36 
to 38 feet, 64 percent were 34 to 36 
feet, 5.5 percent were 32 to 34 feet, 
3 percent were 30 to 32 feet, 2 per- 
cent were 28 to 30 feet, 1 percent 
were 26 to 28 feet, .5 percent were 
24 to 26 feet, and 2.5 percent were 
22 to 24 feet. 

And this was the first year that 
any semitrailers: were built that 

were over 38 feet long. 
7 . « 


Built for 10 Years 


five years ago, 59.7 percent 

of the semis built were 32 to 34 
feet in length. And semitrailers are 
built to stand up in over-road 

service for 10 years or more. 

To users, the motor touck is an 
expensive tool used in the trans- 
action of their business. As such, 
it has a major influence on the 
cost of transacting that business 








and, in turn, on the necessary 
charges made to the purchasers 
of the operators’ services, 

It’s no wonder we have different 
models of trucks running over a 
hundred for each of four or five of 
the large truck operators. Nor is it 
any wonder that it is hard to 
establish a basic truck in any one 
tonnage rating above the one ton. 

As long as this crazy quilt of 
“political” restrictions prevails both 
the truck and trailer manufactur- 
ing business will, of necessity, stay 
pretty much a custom-building 


business. 
ca = > 


150,000 Miles a Year 


NOTHER factor that Bauman 
+% brought out in his talk that 
makes sense to this columnist is 
that many over-road and private 
haulers, to keep down their costs 
and be able to amortize the cost of 
their equipment quicker, are think- 
ing in terms of running their units 
up to 150,000 or more miles every 
year. 

This means shifts of drivers, a 
(Continued on Page 44, Col, 1) 


Some 59 Models 
May Start New 


Trends in Trucks 


Units by Chevy, IH, 
Ford, GMC and White 
Stress Fresh Ideas 


IRUCKS introduced for 1959 in- 

cluded three that have every 
indication of being trend pioneers, 
one that offers a new concept in 
pickup design and a new four-wheel 
drive model. 

Chevrolet’s El Camino, which 
carries the slogan “more than a 
car—more than a truck”—com- 
bines passenger-car styling and 
appointments with truck utility. 
The El Camino is a dual-purpose 

vehicle—for personal transportation 
and for hauling light, bulky loads 
up to 1,150 pounds. It is aimed at 
the growing number of people, par- 
ticularly women, who are turning 
to the modern pickup as the subur- 
ban family car. 

The passenger-car interior in- 
cludes a deep-contoured instrument 
panel, seats, sidewalls and head- 
linings in leather grain or pattern 
vinyl and a distinctive steering 
wheel. 

= - > 
= large windshield and wrap- 
around rear window assure 
pilot-house visibility and provide 
a glass area that measures 4,121 
square inches. 

Although it is not the first of 
its kind, the El Camino may be 
sufficiently different to lead to a 
new market in commercial cars. 
The Metro-Mite, smallest multi- 

stop delivery truck produced by an 
American manufacturer, was devel- 
oped by International Harvester 
Co, to meet a growing demand for 
a vehicle that combines low pur- 
chase price with high operating 
economy without sacrificing style, 
driver comfort and load accessi- 
bility. 

It is aimed at a market that 
Volkswagen seems to have un- 
covered in its climb to fourth place 
—s light trucks in American 

a : 


Has Unitized Body 


FEATURING unitized, all-steel 
construction, the new model 
weighs only 2,800 pounds, is rated 
at 3,800 pounds GVW and has a 
payload capacity of 1,000 pounds. 

.The Metro-Mite offers 84 inches 
of load space back of the driver’s 
seat and is equipped with double 
rear doors, making it easy to 
“work” the load. 

TH claims the engine produces 


(Continued on Page 46, Col, 1) 
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much to be desired in the way of|on a new engineering concept as 


eo e oe By Jack Weed 


(Continued from Page 43) 


new outlook for the builders of 
sleeper cabs, an insistence on 
greater accessibility for mainte- 
nance service and the building of 
lasting quality into the vehicles. 

When these freight haulers are 
run “round the clock,” with only 
a few minutes off each day for 
maintenance, it will mean that 
only the best of everything will 
go into the jobs that will get the 
nod from the smart buyers of 
such equipment. 

It also will mean that the dealers 
will have to provide fast and con- 
venient service for these operators 
all along their routes. 

* ad + 


ERHAPS it is a realization of 
this being in the top thinking} 
of many operators that there has | 
been such a swing to tilt cabs this} 
year. This trend to the tilt cab, 
that enables the mechanic to get at 
all power-train parts quickly and 
easily, has been steadily grawing 
both in number of makers offering 
them and the wider range of jobs| 
upon which they are appearing. | 
Another innovation that was 
brought out in that meeting was | 
the rapid growth of air condition- 
ing in these over-road trucks. It is | 
claimed that air conditioning is 
now a demand in more than one | 
labor contract with drivers. 
With automatic transmissions, | 
electric windows, air ride and now 
air conditioning, the servicing of | 
trucks will begin to acquire many | 
of the headaches that belonged to | 
the passenger car servicemen up to 
now. 
New creations due to progress | 
are not confined to the heavy jobs, 
however. The population shift to 
the suburbs has brought to light | 
two needs in the light end of the| 


truck line. 
= > = 


Ford Offers 2 New Jobs 


RD has developed two new 
jobs to capture one growing 


IH Establishes 
Truck Districts in 


Fargo, Sioux Falls 


CHICAGO.—To meet an increas- 
ing demand for Internationa] trucks 
and service in the Dakotas, Inter- 
national Harvester Co. has estab- 
lished new motor-truck district 
sales offices in Fargo, N. D., and 
Sioux Falls, S. D., according to L. 
W. Pierson, truck sales manager. 

In both cities, IH formerly op- 
erated “combination” district sales | 
offices which administered the af-| 
fairs of both the company’s motor- 
truck and farm-equipment divi-| 
sions. Separate farm-equipment dis- | 
trict offices also have been set up 
in the two cities. 

The new Fargo motor-truck dis-| 
trict office has been expanded to! 
include the territory of the former} 
Grand Forks (N. D.) combination | 
district and a northwest portion of | 
the Minneapolis motor truck dis-| 
trict. | 

Territory of the Sioux Falls| 
motor-truck district is the same 
area formerly assigned the Sioux 
Falls combination district. This dis- 
trict is responsible for a large part 
of South Dakota. 

H. P. Hanson has been appointed 
manager at Fargo, and A. E. Lor-| 
enzen heads the Sioux Falls motor- 
truck district. They formerly were 
assistant managers of the combina- 
tion district offices in their respec- 
tive cities. 


IH Begins Expansion 


Of Canadian Operation 

HAMILTON, Ont.—Interna- 
tional harvester Co. of Canada, 
Ltd., announced that it will ex- 
pand its manufacturing program 
to include heavy-duty diesel 
trucks, crawler tractors for farm 
use and several new lines of farm 
equipment. 

R. B. Bradley, president, said 


He said tooling has been started 
and that some of the big trucks 
will be produced before the end 
of the year. Tractor production 
will be in full swing by late 


need, that of a light four-wheel- 
drive job to service the hundreds of 
thousands of people who have 
moved to new suburban homes dur- 
ing the past few years. Service 
people and garage men must have 
jobs with traction that will take 
them into these areas. 


And it took a foreign import to 
uncover the need for an ex- 
tremely light, low cost and eco- 
nomical forward-eontrol type of 
vehicle. 


operating ability and ease of work- 
ing the load, a sufficient number of 
one-two buyers as well as fleet op- 
erators bought jobs to try out that 
the Volkswagen slipped into fourth 
place in sales among the light 
trucks this year. 

Harvester has brought out the 
first of what I confidently expect 
will be a number of American-built 
jobs to fill this apparent need. 

+ > * 
New View on Wants 

NASMUCH as low cost and econ- 

omy of operation are mandatory 
qualifications being placed on the 
industry by the bigger fleet opera- 


tors who are looking favorably on | coming outdated faster than we/department type airbrakes, 


to what the public really wants in 
their lightest tonnage vehicles. 

At the moment it doesn’t ap- 
pear: that the apparent volume 
would warrant too much exten- 
sive redesign and experimenta- 
tion, although there does seem to 
be a real field for a light truck 
with these qualifications to serve 
the needs of people who are and 
will continue to follow the devel- 
opment of modern thruways. 

Maybe Phil Monaghan of GMC 
and Nev Bauman of White are 
right in their thinking that we are | 
on the threshold of a vast new 
development in transportation and | 
that our current vehicles are be- 


Even though the import left/|this type of vehicle, it may bring/| think. 


|equipment will 


Mack Sells N. Y. 
33 Fire Trucks 


PLAINFIELD, N. J.—Sale of 33 
more pieces of fire apparatus to 
the New York City Fire Depart- 
ment has been announced by Mack. 

Bert N. Nelson, manager of 
Mack’s fire apparatus division, said 
the order includes 20 pumpers and 
13 aerial units. Total cost of the 
be approximately 
$800,000. 

This brings to 112 the total pieces 
of Mack equipment sold to the 
New York Fire Department within 
the last two years, Nelson said. All 
of the vehicles will be of Mack’s 
new cab-forward design with fire 
and 
powered by diesels. 


the clutch is in but the pedal’s out... it’s 
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Spicer’s New Presto: 
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+> matic’ Transmission 


... with the touch-button control 
that takes the effort out of driving. 


Here’s the Semi-Automatic Truck Transmission that’s 
Got Everything. .. Yet its Cost is the Lowest! 
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Truck Briefs 


GADSDEN, Ala. — Bowman)|$i million on a 10%-acre site in 
Transportation Co. has purchased | Northeast Philadelphia. 


50 Mack diesel tractors for its high- | 


way transportation fleet. 


The present building in the city 
| is in the path of the proposed 


The B61T model units are pow-| Delaware Expressway, the firm 
ered with Mack’s Thermodyne | said. 


diesel engines. 
ca * od 


Fruehauf to Erect Building 
In Northeast Philadelphia 


* ® * 


Texas Truck Firm Offers 
U. S.-Mexico Freight Runs 
McALLEN, Tex.—Inauguration of 


PHILADELPHIA. — Fruehauf|motor-freight service between all 
Trailer Co. announced it will build points in the U. S. and Mexico was 
one-story factory branch costing | announced by R. V. D. Evans, pres- 


ident of International Freight Serv- 
ice, Inc. 

He said 12-hour service to Mon- 
|terey and 36 hours to Mexico City 
|over the Inter-American highway 
|from the U. S. border is now avail- 
able. Completion of new sections of 
the Inter-American highway in 
1959 will permit service into Gua- 
temala, El Salvador, Honduras and 
Costa Rica, Evans added. 

> * oa 


Highway Trailer Unit Sells 
Cargo Boxes to Movers 


EDGERTON, Wis.—The recently 
organized cargo container depart- 
ment of Highway Trailer Co. has 
begun shipment of 900 steel con- 
tainers ordered by Allied Van 
Lines, United Van Lines, Inc.; 











National Van Lines, Inc. and 
Wheaton Van Lines. 

The moving firms will use the) 
containers in transoceanic service | 
for military personnel. They are) 
8% feet long, seven feet wide and 
6 feet 10 inches high, with 348-| 
cubic-foot interiors. They can carry | 
loads up to 10,000 pounds. 

* * + 
White’s Chicago Region 
To Get New Quarters 

CHICAGO. — White Motor Co. 
has purchased a six-acre tract at 
Ashland Ave. and 39th St. and 
will construct a truck sales and 
service headquarters, according to 
L. B. Gilbert, vice-president of 
White’s Central region. 

Gilbert said, “This expansion 
reflects our optimism regarding 
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Chicago’s tremendous growth as 
a truck transportation center and 
the accelerated rate of growth 
forecast for the next 10 years due 
to the Seaway expansion and in- 
dustrial activity.” 


351-Truck Contract 


PONTIAC. —A contract to pro- 
vide 351 trucks to Heil Co., Mil- 
waukee, for U. S. Air Force re- 
fuelers totalling $2,726,427, has been 
| awarded to GMC Truck and Coach 
division. Heil, the prime contractor, 
| will put tanks on the GMC chassis. 


4 More Dealers Appointed 


By Four Wheel Drive 


| CLINTONVILLE, Wis. — Four 
Wheel Drive Auto Co., has ap- 
pointed four more dealers. They 
are? 

Diamond T of Rochester, Inc., 495 
Broad St., Rochester, N. Y.; Paul 
Stutler, Inc., 3397 E. Waterloo Rd., 
Akron; Gambs Truck Sales, 926 E. 
10th St., Indianapolis, and Fyr- 
Fyter Sales & Service, 8 W. Central 
Parkway, Cincinnati. 

* * + 


Automatic Garbage Packers 


To Be Replaced in Buffalo 


BUFFALO.— Officials of the Buf- 
falo Streets Division have an- 
nounced that the city will discon- 
tinue buying packer-type garbage 
trucks. 

According to the officials, the 
automatic-loading trucks, of which 
there are 60 in service, are too 
costly to maintain. Officials have 
decided to get rid of the packers 
gradually as they outlive their use- 
fulness. 

> 7 * 


3 Cited at Mancini 


MOUNTAIN VIEW, Calif— 
DeSoto Master Salesman awards 
have been presented to Leonard 
Johnson, Ernest Francis and Leo 
| Mancini, of Mancini Motors here. 
- * > 





No clutch pedal . . . it’s been replaced by a simple touch-button switch on top 
of the shift control lever. Touch the gearshift knob and the clutch is dis- 
engaged . . . automatically! 
Smooth engagement from a standing start . . . without using a clutch pedal 
. . . because the Presto-matic Transmission automatically engages as the 
driver presses the accelerator. 
Automatic clutch throw-out when the engine returns to idling speed. The 
driver can inch along in heavy traffic just as he would with a fully auto- 
matic transmission. 

Lowest initial cost . . . absolutely the lowest . .. of any semi-automatic trans- 
mission system on the market. 

Maximum fuel economy found only in a transmission-clutch system. And, the 
driver controls the gear he’s in for top fuel economy in every situation. 

Minimum maintenance because there are no moving parts or adjustments to be 
made in the automatic control mechanism. Clutch life is greatly increased 
since the driver can’t overspeed the engine when engaging the clutch. 

Maximum durability achieved through selection of simple components that have 
been time-tested and proved as a complete, tailored assembly. 


Greater safety for the driver and his equipment because the Presto-matic Trans- 


mission leaves gear selection in the hands of the driver at all times. 


Simplifies chassis design by eliminating many of the remote control linkage 
problems found in Cab-Over-Engine or Tilt-Cab installations. 


Write now for a free illustrated booklet containing complete information 
on the operational advantage of the remarkable NEW PRESTO-MATIC 
TRANSMISSION. The address is Dana Corporation, Toledo 1, Ohio. 





DANA CORPORATION 


TOLEDO 1, OHIO 


*Patent Pending 


Mack Sells 30 Buses 


To Boston Transit Authority 


PLAINFIELD, N. J.—Mack has 
;announced the sale of 30 buses to 
the Metropolitan Transit Authority, 
| Boston, for use on commuter routes 
|in the greater Boston area. 


The 43-passenger buses provide 
special comfort features including 
extra-wide aisles, exceptionally high 
head room, double width doors for 
easier entry and exit and air sus- 
| pension, Mack said. 
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Brown Trailer Establishes 


| Eastern Sales, Service Unit 


ELGIN, Ill.—Brown Trailer di- 
vision, Clark Equipment Co., has 
established an Eastern sales and 
| service branch at Linden, N. J., and 
has appointed Henry G. Milans jr. 
eastern region sales manager. 

The facility, formerly occupied 
by Coastal Development Corp., has 
been extensively modernized and 
}enlarged. It includes 7,590 square 
| feet of garage area and 3,104 square 
feet of office space on two floors. 
| Milans’ territory will include east- 
be Canada, New England states, 
| New York, Pennsylvania, Delaware, 
| Maryland, Virginia and West Vir- 
ginia. 
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Truck Crackdown 
SYRACUSE, N. Y. — The City 
Council has ordered a crackdown 
on truck drivers who do not use the 
newly designated truck routes 
through the city. 
. * = 
| Trailer Hitch Company 
Completes New Warehouse 
| BELLEVILLE, Mich.—Draw-Tite 
Mfg. Co. has completed a new ware- 
house, complete with shipping facil- 
ities, for storage and shipment of 
its trailer hitches and couplers. 
Hitches are identified and stored 
by car make, model and year. Ship- 
ments are made twice daily by rail, 
parcel post or truck. 


= * a. 
Stemco to Leave Missouri 


For $500,000 Plant in Texas 

LONGVIEW, Tex.—Stemco Mfg. 
Co., St. Charles, Mo., which manu- 
factures heavy grease seals for 
wheels, mufflers for heavy trucks, 
tools and other products used by 
truck-tractors, will move to Long- 
view in November. 

Work will begin immediately on 
(Continued on Page 96, Col, 1) 
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Some ’59s May Start 


New Truck 


Trends 


(Continued from Page 43) 


81 foot-pounds of torque at 2,000 
r.p.m. and will idle at 500 r.p.m. for 
approximately eight hours on one 
gallon of gasoline. The four-cylinder 
power plant is rated at 51 horse- 
power. 

Also announced at about the 


FWD Names Sturwold 


Top District Sales Manager 

CLINTONVILLE, Wis.— Arthur 
Sturwold, Park Ridge, Ill., who rep- 
resents Four Wheel Drive in Illi- 
nois, Indiana and parts of Michigan 
and Missouri, has been named the 
firm’s “outstanding district sales 
manager.” 

Lloyd Pernot, FWD domestic 
sales manager, presented Sturwold 
an engraved silver bowl. The award 
is presented for the best district 
selling job. 


|same time was a unitized-body 
| multistop unit developed by Mont- 
|pelier Mfg. Co. It utilizes either 
|steel or plastic, or a combination 
|of both in the body construction. 
* > * | 
| (YWENTY-FIVE of the new GMC 
| lightweight highway tractors 
are now going to fleet operators | 
|for final road-testing before the | 
all-new design, 





conceived in a) 
| large-scale engineering development 
program, goes into production. 

The GMC diesels, only 48 inches 
from bumper to back of cab, 
have such engineering features 
as independent front-wheel sus- 
pension, stabilized air ride, fabri- 
cated frames and aluminum tilt 
cabs. 

Their light-weight construction 
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Style and Utility— 


Combining passenger-car styling with truck utility, Chevrolet's El Camino is designed 
for persons who need comfortable transportation and hauling ability in one vehicle. 
The cab is fitted with passenger-car appointments. 

> ~ oa +. + > 


| will enable them to save from 699| pendent front-wheel suspension, a 


to 2,097 pounds over comparable | significant advance in truck design 
conventional models. that departs from the conventionl 

Important new safe-driving ad-| front axle with leaf springs. Ease 
vantages are claimed for the inde-| of steering, handling and ride re- 








LIFT-ARM 


HEAVY DUTY 
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CONTRACTOR 
STEEL & ALUMINUM DUMP BODIES 


PERFECTION STEEL BODY COMPANY 
GALION, OHIO. 





duce driver fatigue and keep him 
alert for any situation. 
+ * = 


"|2 Models Described 


ODEL DLR-8000, with front 

axle set back 50 inches, was 
designed to haul a maximum of 
60,000 pounds GCW, while the DFR- 
8000, with its 28-inch front-axle 
placement, is adaptable to loads 
ranging up to 76,000 pounds GCW. 

The DLR-38000 weighs 9,987 

pounds, including fifth wheel, 100 

gallons of fuel and the driver. Its 

companion model will be even 
lighter, although final weight has 
not yet been determined. 

Air-suspension systems for both 
front and rear have been rede- 
signed as a single convolution type 
of air cylinder, eliminating the need 

| for an additional air reservoir pre- 
| viously provided by a tubular axle, 
|The front suspension is rated at 
| 11,000 pounds. 
The new White 5000 also features 
|a short bumper-to-rear-of-cab mea- 
surement, 50 inches. It is a light- 
weight, with the “Ultralight” ver- 
sion weighing only 9,225 pounds, 
including the nine-speed power- 
shifted transmission, less fuel and 
fifth wheel. 

A weight saving of 1,250 pounds 
is claimed for the Ultralight due to 
extensive use of lightweight ma- 
terials. 

= = a 
anovas the use of high- 
strength fiberglass, White has 
(Continued on Page 48, Col. 1) 
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| GMC Newcomer— 


| GMC's new DLR-8000 highway tractor, 
| with aluminum tiltcab only 48 inches from 
| bumper to back of cab, weighs about 700 
| pounds less than comparable competitive 
models. New engineering features are in- 
| dependent front-wheel suspension, stabil- 
jized air ride and fabricated frames. 


Wider Bus Use 
Seen as Highways 
‘Are Improved 


BOCA RATON, Fla.—Continued 
expansion of the motor-bus indus- 
try will go hand in hand with fu- 
ture highway improvement, mem- 
bers of the National Assn. of Motor 
Bus Operators were told here. 

Speaking at the association’s an- 
nual meeting, Arthur C. Butler, 
director of the National Highway 
Users Conference, declared: 

“It is because of our faith in 
what lies ahead that all of us in 
highway transportation continue to 
believe that our substantial ex- 
penditures for an accelerated road 
program are an investment in the 
future.” 

Citing a recent prediction by an 
examiner’s report of the Interstate 
Commerce Commission that by 1970 
there may be no more passenger 
railroad travel, he said “the more 
flexible travel afforded by buses is 
in tune with the times.” 

Assuming the report is correct, 
Butler said, “the elimination of rail 
passenger service not only would 
offer the bus industry a great op- 
portunity, but it would present a 
tremendous responsibility as well.” 


‘Oscar-of-Industry’ Won 


By Mack for 1957 Report 


PLAINFIELD, N. J.—Mack an- 
nounced it has been awarded a 
Bronze “Oscar-of-Industry” for pro- 
ducing the best annual report in 
its industry in 1957. 

The Mack report was chosen in 
the 18th annual survey conducted 
by Financial World. Reports of 
some 5,000 companies were screened 
in the 1958 competition. Mack was 
judged best among the truck, trailer 
and bus manufacturers. 
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LOCAL, STATE, AND FEDERAL 
GOVERNMENT AGENCIES 


Make more profit! 
Keep more profit! 
with the ‘Jeep’ Vehicle franchise! 


‘Jeep’ dealers are selling 4-wheel drive vehicles for 
specific jobs like those illustrated above —and there 
are hundreds of others in farming, business, public 
utilities, state and municipal governments — where 
only a 4-wheel drive ‘Jeep’ vehicle fits the job and does 
it better than any ordinary truck. As a ‘Jeep’ dealer, 
you can handle ‘Jeep’ vehicles exclusively or as an 
addition to your present line. You can use the same 
facilities for both lines, and with little increase in 
operating expense, you add substantial profits. 


There’s no “wheeling and dealing” on ‘Jeep’ sales. 
40.2% of all ‘Jeep’ sales are made as “clean deals”. 
Dealers average $447.74 profit per sale, after wash- 
out! Demand for ‘Jeep’ trade-ins keeps prices far 
above book value. Moreover, ‘Jeep’ sales increase 
during bad weather months, give you extra profit on 
parts, service and ‘Jeep’-Approved equipment long 
after the original sale. Get all the facts! Just fill out 
and mail this coupon: 


Tune in “"MAVERICK"—ABC-TV every Sunday Night... and see ‘Jeep’ vehicles in action! 


VEHICLES BY .. . WILLYS MOTORS... 


i | a 
WORLD'S LARGEST MANUFACTURER OF 
4-WHEEL DRIVE VEHICLES. 
® Kaiser 


om WILLYS 
MOTORS 


-.-one of the growing Kaman industries 





/ Ordinary vehicles can’t do the job in 


‘THESE Jeep 4 MARKETS 


SERVICE STATIONS 

























BUILDING AND ROAD 
CONSTRUCTION CONTRACTORS 








BUSINESS 


+» AND EVERYONE WHO NEEDS A 
DEPENDABLE SERVICE VEHICLE 


DEALER FRANCHISE DEPARTMENT 626 
Willys Motors, Inc., Toledo 1, Ohio 







> 
| 

; 

Yes, without obligation, I’m interested in learning the i 
detailed facts about the ‘Jeep’ vehicle franchise. | 
! 

| 

| 

| 

| 

| 

| 

| 
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5 Makes Offer Fresh Ideas .. . 





Some ’59s May Start 


New Truck 


Trends 


(Continued from Page 46) 


fulfilled all requirements of today’s 
modern cab—lightweight design, 
strength, style, safety and dura- 
bility. 

The 5000’s full 96-inch width 
cab features smooth contours, 
curved surfaces and a 35 percent 


Poinsatte Expands 


FORT WAYNE, Ind. — Poinsatte 
Auto Sales, Inc., which handles all 
Chrysler Corp. lines, has leased the 
facilities of Rousseau Bros., Inc., as 
headquarters for its DeSoto-Plym- 
outh division. Rousseau gave up its 
DeSoto and Plymouth franchises 
earlier this year. Bill Poinsatte jr. 
is general manager of the new out- 
let. 


| increase in curved windshield 
| area over existing models. 

The rust-free characteristic of 
| fiberglass adds years of life to the 
cab. The ease of repairing fiber- 
glass is another advantage. Dents 
inflicted 
docks and terminals are no longer 
such a nuisance. — 


The cab underframe is made of 


high-tensile aluminum extrusions | 


with bolted construction, and func- 
tions as a part of the cab structure 
for added strength. Tubular cross 
members at the front of the under- 


frame give torsional stability. 
= + * 


Wheelbase Is Shorter 


HE 5000 power train incor- 
porates a nine-speed transmis- 
sion with drop case, which permits 
utilization of a shorter wheelbase 


in crowded traffic or at} 
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Smallest Multistop— 


The smallest 
the Metro-Mite, 


* * Bd 


by reducing propeller shaft angu-| 


| larity resulting in less weight and 


greater maneuverability. 


Aluminum fuel tanks, standard 
on the 5000, are center mounted, 
as are a wide-track front axle, 
heavy-duty 18%-inch ring gear 








’"59 GM cars feature New power headlight control 


multistop delivery truck produced by an American manufacturer is | 
built by International Harvester, 
features a low purchase price and high operating economy. 






The forward-control model AM-80 


* « * 
and diesel engines rated from 180 
to 262 horsepower. 
The 5000 also has a new parking} 


|} sand when shifted into four-wheel 





brake that is applied by two large} 
springs housed within specially de-| 
signed air cylinders and is released 
when air pressure is applied to the 
cylinders by means of a fingertip 


AUTRONIC-EYE’S NEW DISTANCE CONTROL 


BOOSTS CUSTOMER APPEAL...SALES RESULTS! 





AUTRONIC-EYE 


POWER 
HEADLIGHT 


CONTROL 


o 
Cuide Lamp... BRIGHTEST NANME IN LIGHTS 


GUIDE 


LAMP DIVISION e 


GENERAL 


MOTORS CORPORATION e 


Guide's new Autronic-Eye makes the customer the boss out on 

the road ... puts you in the driver's seat when it comes to selling! 
Its new sensitivity adjustment makes the Autronic-Eye perfectly 
adaptable to any situation. The driver can adjust the dimming 
distance at any time, to suit himself and the driving conditions. 
The combination of complete driver control and automatic dimming 
makes the '59 Autronic-Eye easier than ever to sell. For 

GM car salesmen it can add up to bigger, and more profitable, 
orders! And for '59, Guide is backing you with a big new 
advertising and promotion program designed to make your 
selling job even easier. Make ‘59 your profit year with Guidel 


ANDERSON, 





INDIANA 


| Standard, with four-speed optional. 


‘|Ford 4-Wheel Drive— 








control valve. In event of air-ling 
failure, the parking brake will be 
applied automatically, eliminating 
possibility of a runaway vehicle. 

A two-piece exhaust system is in« 
corporated in the tilt-cab design, 
A built-in venturi draws cool aif 
into the exhaust stack, thereby re- 
ducing its temperature. 

The two-piece exhaust allows the 
cab to be tilted without manual dis- 
connection because one part of the 
venturi fits over a nozzle-shaped 
end of the pipe that comes from 
the engine. 

































* * * 


_ new four-wheel drive 
models, which will be available 
soon in the F-100 and F-250 series, 
will cruise in two-wheel drive or 
pull through deep mud, snow or 


drive. 

Equipped with the optional 292 
V-8 engine, the four-wheel drive 
trucks in the F-250 series will 
climb grades of more than 60 per- 
cent, it is claimed, 

Two engines are available for 
these % and %-ton four-wheel drive 
vehicles—the economy six rated at 
138 horsepower and a 186 horse- 
power V-8. 

Three-speed transmissions are 


The new transfer case is a two- 
speed constant mesh type, with 
direct drive for rear or front wheels 
and a low range for four-wheel 
drive only. 

This case has two PTO openings, 
one on the side for conventional 
use and the second in the rear of 
the case and drives to rear only. 


* * * 





White Weight-Saver— 


Extensive use of lightweight materials 


in the new White 5000 models has re- 
sulted in weight savings up to 1,250 
pounds. The cob is made of fiberglass, 


which is rust-proof and assures longer life 
for the cab. 
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The new Ford four-wheel drive models, 
soon to be available in 2 and %-ton 
sizes, have either a 139-horsepower, six- 
cylinder engine or a 186-horsepower V-8 
power plant. Three-speed transmission is 
standard. 






Dodge Dealer Elected 


CAMDEN, N. J.—Edward Fisher, 
president of Fisher Motor Co. 
(Dodge) and the Delaware Valley 
Truck Center, Collingswood, has 
been elected to the Dodge Dealers 
Advisory Conference for the 1959 
term. He also is chairman of the 
Dealer-Factory Relations Commit- 
tee. 
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ANNOUNCING 


the Newest Source 
of Quality Stainless Sheet 
and Strip in the Industry 


JaLl’s Completely New Stainless Mill 
designed and engineered to give you the fastest 
delivery on Quality Stainless Sheet and Strip 


Now you can demand the quality you need and get the 
service you want from the most advanced stainless steel 
sheet and strip source in the industry. J & L's new 
Sendzimir Mill at Louisville, Ohio, is the result of years of 
planning by specialists to provide a new facility of such 
perfection that yield of the highest quality is assured. 


J & L can now offer stainless sheet and strip to the most 
exacting specifications, producing stainless sheets to 
extremely close tolerances in widths up to 48 inches. 

By efficient, flexible scheduling and adequate inventory 
support, J & L offers stainless steel buyers everywhere 
the fastest possible service. 
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Ma The 54” Temper Mill 


— Hot Anneal Furnace —Entry End 
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Ma, The Sendzimir Mill : = \ ==. 


Interior View of the Intricate Mechanism of the Sendzimir Mill > 
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Surface Checking the 50” Slitter él 





The 50” Slitter. One of Three Slitting Lines for Cutting 
(ot MUMS ital + sam 


—w One of the two Shear-to-Length Lines for Cutting Coils into Specified Sheet Lengths 
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STAINLESS and STRIP DIVISION DISTRICT SALES OFFICES 

ya CHICAGO CLEVELAND DETROIT 

ot et 4010 West Madison Street The B. F. Keith Building Pe) a 

aT Chicago 24, Illinois 1621 Euclid Detroit 27, Michigan 

> aoe we Cleveland 15, Ohio 

i > a ae J Nis i HOUSTON INDIANAPOLIS 

4 . Raymond Commerce Building Adoms Petroleum Center 2301 South Holt Road 

P BE LOR Chilo M el taelee) AOR ae ali Indianapolis 41, Indiana 


Newark 2, New Jersey all em tr) 


Stainless Steel 
LOS ANGELES 
Continental National Group Building 
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Sheet and Strip Manual 





Write for your copy of 
eee el Se 
ond Strip Manual today 





a ee meme ill * STAINLESS and STRIP DIVISION + Box 4606, Detroit 34 
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FAs Finance Men See It. . . 


Plenty of Credit Ready 


For ’59 Car Sales 


By Kenneth C. Kelley Jr. 
Staff Writer 

HE auto world can count on a 

twofold boost from the financial 

world in making 1959 a good car 
year, a survey of bankers, finance 
company officials and economists 
shows. 

On one hand, all statistics on 
the buying public show that the 
ear buyers are in excellent finan- 
cial shape, ready to handle a large 
naraber of auto purchases. 

On the other hand, banks and 
finance companies, at the moment, 
have ample credit to finance the 
auto purchases at little or no in- 
crease in interest rates from those 
charged in the last year. 

However, a number of clouds 
hang over the availability and cost 
of credit in the months ahead. With 
the financial world in a state of 
flux, it is difficult to tell just what 
the picture will be even a few 
weeks ahead. 

> = > 

7. question of credit availabil- 

ity poses no immediate threat. 
With business loans off and the 
auto-debt total substantially below 
last year’s level, both banks and 
finance companies have had more 
money than they knew what to do 
with this fall. 

After reaching a peak of $15,- 
556 billion on Oct. 31, 1957, auto 
credit outstanding has fallen off 
sharply. By Sept. 30, the debt 
total stood at $14,444 billion. 
Credit costs to the retail car 

buyer are not likely to show much 
change at any time in the foresee- 
able future. The buyer is now gen- 
erally charged an interest rate at 
or near the maximum in the large 
number of states which limit in- 
stallment interest charges. 
° > > 


cost of short-term borrow- 

ing, which is used to finance 

cars in the hands of dealers, moved 

up sharply in the summer and early 
fall and then eased off a bit 

At least two officials of finance 

companies noted that increased 


* charges for floor-plan financing 


might be in the cards, if the cost 
of the money used to supply this 
type of financing should continue 
to move up. No increase is being 
planned at the present time, they 
said. 


Actions of the Federal Reserve 
Board in controlling bank loans 
and the U. S. Treasury in finan- 
cing the $12 billion Federal deficit 
will have an overpowering influ- 
ence on credit conditions gener- 
ally in the next year. 

The Federal Reserve Board has 
been mildly applying the brakes to 
credit expansion in recent weeks. 
If the brakes were slapped on hard 


> = - 


in the weeks ahead, credit could | 
tighten overnight. 


The current Federal deficit is so| 
large that the Treasury’s efforts to 
raise the money could upset the en- 
tire credit applecart. It remains to 
be seen just what the final result of 
this borrowing will be. 

* * > 


HILE future credit conditions 

are somewhat in doubt, there 
can be no doubt that consumers 
are flush with cash. 


In addition to slashing their auto 
debts, consumers have piled up 
huge totals in their savings ac- 
counts, and their incomes have 
moved ahead after recovering from 
a recession dip. 

On June 30, 1957, savings ac- 
counts in all of the nation’s banks 
totalled $84.6 billion. From that 
point, through the recession and 
into the recovery, savings ac- 
counts soared. On July 31 of this 


year, there was $95.8 billion in 
savings in the banks. 

Personal income hit its pre- 
recession peak in August, 1957, at 


an annual rate of $352.1 billion. The 
total then fell to a low of $346.4 bil- 
lion in February, 1958. 


The flow of purchasing power 
has since recovered all of the lost 
ground and reached a new peak of 
$357.5 billion in September this 
year. 

> > > 


i Gyais finance companies and 
b 


anks are among the last to 
know how auto sales are going in 
any model year—cars have to be 
sold before they are financed, both 
bankers and finance company offi- 
cials look for a good auto year in 
the months ahead. 

Most of those contacted tended 
to agree with the more or less | 
standard prediction of car sales 
in 1959—5% million. One banker | 
indicated that he expected sales | 
to be nearer 5 million units, while 


still another banker saw sales 
around 5.8 million units. 
Nearly all financial officials) 


agreed in one comment on the start | 
of the 1959 model year—a good) 
cleanup of 1958 models and slow! 
production of 1959s left dealers with 
very few cars for floor-plan finan- 
cing. 


One finance company said that 


the new sticker law has been “sin- 
gularly constructive” in restoring 
public confidence in dealers. 

> = > 


UST about all bankers and 

finance company officials were 
pleased with the record of their 
customers for paying their auto 
debts through the recession. 

While the most recent reces- 


(Continued on Page 58, Col. 3) 
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Bank Savings Skyrocket— 


The amount in savings accounts at the 
pattern during the recession and topped 


_______ 1953 —_____| 


nation’s banks moved in this skyrocketing 
$96 billion by the end of August. Many 


economic observers view this money, put in the banks at a time of uncertainty, as 
fuel for increased purchases in the months ahead. The chart is based on Federal 


Reserve Board figures for time deposits in all banks at the end of each month. 
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IMMEDIATE OPENINGS FOR PARTS MANAGERS 


in the (Shar-R: Proof 


space patrol 





Join the SHAT-R-PROOF Space Patrol to defend against the of: 


Costly Auto Glass Breakage & Obsolescence 


Expensive Windshield Inventories 
Valuable Space Tied Up in Storage 


“space dangers” 


Let your SHAT-R-PROOF Distributor stock 
your auto glass for you to save you 
time — money — and space. 


Your local SHAT-R-PROOF Distributor carries 
a complete selection of America’s finest 
quality laminated safety glass. 


AUTO GLASS FOR EVERY AMERICAN AND FOREIGN CAR 


OYERTOW 
1 4664. as 


Model M10-H Merchandiser* 


Model S8-L Delivery Panel 


FREE BROCHURE 


ee eee 


Boyertown Auto Body Works,(inc.) 
Dept. AN-2 Boyertown, Penna. 

SEND ME AT ONCE THE BOYERTOWN 
DELIVERY TRUCK BROCHURE 


CMY. ccccccccccccccccccceccccccccs eM: coccccccnce 
o_o 


For Sales Literature and complete Specifi 


Phone: 7-2146 BOYERTOW 
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As Sales Per Dealer Rise in °58... 





Big Tests Due for Economy Cars 


By Maynard M. Gordon 
News Editor 
— big is the small-car future 
in the United States? 

Attempting to dope out this ques- 
tion is a treacherous pastime at 
best. Few are neutral on the sub- 
ject, and emotional reactions for or 
against the smaller-sized cars tend 
to influence much forecasting. 

On a national basis, it is clear 
that domestic and imported 
“economy” cars maintained their 
rising sales momentum through 
the third quarter. Penetration of 
imported cars alone exceeded 11 
percent in September and was 
near 8 percent for the nine 
months’ period. 

An Automotive News study shows 


that import makes, led by Volks-| 


wagen and Rambler, compare fav- 
orably in sales per dealer with 
Chevrolet, Ford and Plymouth. 

> * > 


OLKSWAGEN dealers averaged 

165 sales each in the first nine 
months of 1958, down somewhat 
from VW’'s 1957 rate, but well ahead 
of the 129.6 average posted by Chev- 
rolet. 


The recession caused substantial | 


losses in average dealer sales for 
both Chevrolet and Ford; the latter 


dropped to third place after finish-| 


ing first last year. 

Major gains were scored by Re- 
nault, Rambler, Fiat and English 
Ford. Renault ousted Plymouth 
from fourth place, getting 56.1 
sales per dealer this year against 
39.5 in 1957. Rambler rose from 
385 to 52.8, Fiat from an un- 
ranked status in 1957 to 51.3 this 
year, and English Ford from 32.7 
to 43.9. 

Plyr «1th fell into eighth place on 
38.9 sa.cs Der dealer, compared with 
774 last year. The American Mo- 
tors Metropolitan slipped from 8.2 
to 64. 

o > > 

IG THREE executives admit 

they are impressed by the 

economy-car trend. But they want 
to see stronger evidence before ir- 
revocably committing their com- 
panies and their dealers to domes- 
tic light-car ventures. 

Even if the Rambler-Lark-import 
group should snare 15 percent of 
next year’s market, the caution 
flags would still fly at Big Three 
offices. Among the major problems 
General Motors, Ford and Chrysler 
would like to see answered are the 
following: 

1. Will enthusiasm for smaller 
cars be dampened by the ‘59 Big 
Three cars, offering as they do a 
wider range of styling choices? 

2. How will Studebaker’s new 
Lark go over? 

3. What effect will the anticipated 
end of the recession have on small- 
car sales? 

4. Are economy-car buyers one- 
time shots or repeats (this brings 
into the picture the factors of 
faddism, snobbism and patriotism) ? 

5. Last, but not least in dealer 
minds, does the small-car market 
potential justify a project that in- 
evitably would detract from Chev- 
rolet, Ford and Plymouth volume? 

. > * 


Big Three Are ‘Ready’ 
IS questions such as these, 
begging for uncertain answers 
in the midst of the 1958 recession, 
that have caused the Big Three to 
move so carefully on light-car pro- 


grams. 

Another delaying factor was Ed- 
sel’s selling lethargy this past year. 
The Edsel experience showed that 
newness alone in a product was 
not enough to achieve substantial 
first-year sales volume. 

The Big Three are not going to 
be caught napping if the 1959 
sales trend points even more di- 
rectly at economy cars, The GM 
and Ford light cars, competing 
more in “specs” with Rambler 
and Lark than Volkswagen and 
Renault, are virtually past the 
research stage. And Chrysler is 
not far behind. 

While Big Three officials will be 
watching 59 Rambler and Lark 
sales with interest, their concern 
will center primarily on the gains 
made by their own “bread and but- 
ter” cars over the depressed 1958 
levels. 

Return of Chevrolet, Ford and 
Plymouth to 1956-1957 rates could 
persuade the Big Three that new 


|\light cars are not needed. Many 


| Chevrolet, Ford and Plymouth deal- 
|ers are handling economy cars al- 
ready. 
| * * + 
N THE other hand, a sustained 
lag in C, F and P sales this 
coming year is viewed as all the 
incentive needed to panic the 
| small-car projects into high gear. 
Chevrolet General Manager E. N. 
| Cole emphasized at ’59-model intro- 
ductions that no material has been 
ordered for a smaller car, although 
|he conceded that such a vehicle is 
jin the tool-and-die stage. 
The fear that such cars would 

hurt only their larger brother 

| makes is a real one at GM, Ford 
and Chrysler. There is, moreover, 
another worry—that introduction 
of $1,800-$1,900 cars by the Big 
Three would force VW, Renault 
and Fiat to slash water out of 
their present prices. 

A Volkswagen two-door sedan 
now lists for $1,545, including Fed- 
eral excise and dealer delivery-and- 
| handling charges. A 10 percent price 
cut would bring the VW price be- 














low $1,400. It is noted that more 
than $200 was cut off the price of 
the British Morris for the ’59 sea- 
son. 


The Lark sales curve will draw 
especial attention, inasmuch as 
Studebaker’s new lightweight poses 
the first domestic challenge to the 
American Motors Rambler. 

* * * 


New Rambler Test 


IG THREE executives have been 
inclined to write off Rambler’s 
resurgence partly on the ground 
that it had no domestic rival. They 
credited AMC President George 
Romney with accomplishing a| 
bangup sales acceptance job, but in 
the same breath mentioned the re- 
cession as a pro-Rambler force. 
Lark now has arrived to engage 
Rambler in battle, with many of 
the nation’s most respected dealers 
signed up by Studebaker. Romney 
expects the Lark to broaden the 


| 





Bigger, Wider Autos 
Called Traffic Hazards 


PORTLAND, Ore.—The trend 
to wider, longer and fancier autos 
has been criticized by officials in 
two states. 

Portland Mayor Terry Schrunk 
said traffic problems will continue 
to rise unless manufacturers 
“produce a car free of frills.” 
Richard A. Habor, chief engineer 
of the Delaware State Highway 
Department, said the new cars 
will increase hazards on the 
state’s narrow roads. 





would make up half of all U. S. 
cars in use within 10 years. 

The question of whether Ram- 
bler — and by extension Lark— 
should be classified as a “small 
car” continues to boil within the 
industry. Ford executives raised 
the matter last spring, asserting 
that the Rambler was too long 
and roomy to be bracketed with | 
VW, Renault, Fiat, et al. | 





Taking another look at it, Ram-| 


| ing sale of 36,552 imported cars, 


represents a formidable 15 percent 
of the month’s car business in the 
U. S. 


The volume of European-car sales 
in September would reflect a tidy 
6 percent of the U. S. market in a 
600,000-unit month. That puts the 
imports strictly out of the nicke!- 
and-dime category. 

x * + 
a judging by their 
most recent comments, Pig 
Three executives have the matter 
of domestic entry still under ad- 
visement. 

GM President John F. Gordon 
beginning his new tenure with a 
fleet of high-styled ’59 cars to se!! 


j; has confessed that the corporation 


would be ready to enter the econ- 
omy market if the projected vol- 
ume was sufficiently attractive. But 
GM officials have made it plain that 


| they will take a long look at their 


59 big-car sales before plunging. 
Another factor in GM’s forward 

thinking, one which underlies many 

corporation moves and policies, 


|bler certainly is not as “large” as| arises from the possibility of Fed- 


smaller-car market without biting| the Chevrolet-Ford-Plymouth class | eral antitrust action against the 


into Rambler. 
American Motors executives pre- 





dicted recently that compact cars 


of ’59. A total of 10,925 Ramblers | 
were retailed in September, which 
if combined with the record-break- | 


company on the grounds of exces- 
sive market penetration. The pend- 
(Continued on Page 55, Col. 1) 


SELLING SLANTS 


the FM-42-FP package 


AC SPARK PLUG @ THE 





e@ Order any 8 new AC 


WATCH FOR THIS BIG 
NEW AC FUEL PUMP 


Here’s all you do to get 


Fuel Pumps of your choice, 


include an additional $17.40 for the FM-42-FP 


Package. 


worth $17.40 


Promotional Package. 


worth $15.25. 
@ When you’ve sold the 


for the Promotional 


Watch Walt Disney Studios’ 


The FM-42-FP Package Contains: 
@ The Belforte “ice Cube’’ Watch Bracelet 
@ Two AC Fuel Pumps (#4460, Chevrolet, 1955-57) 


@ When you've sold the two AC Pumps, you recover 
$17.40. Your profit from the sale of the pumps pays 
for the Promotion Package. 


For the FM-45-RFP Package 


e@ Order any 8 rebuilt AC Fuel Pumps of your choice, 
include an additional $19.00 for the FM-45-RFP 


* The FM-45-RFP Package Contains: 
@ The Belforte “ice Cube’’ Watch Bracelet 


@ Two Rebuilt AC Fuel Pumps (#24460 for Chevro- 
let, 1955-57; #29294 for Oldsmobile, 1949-54) 


two AC rebuilt pumps, you 


recover $15.25. The two fuel pumps which you replace 
have an exchange value of $3.75 ($1.25 for #24460; 
$2.50 for #29294). The profit from the sale of the two 
rebuilt fuel pumps plus their 
Package. 


ZORRO Every Week on ABC-TV 


ELECTRONICS DIVISION OF GENERAL MOTORS 


Die: Re, Ba | 





aa 
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- FROMOTION 


Featuring the Exclusive “Ice Cube” Watch Bracelet by Belforte 
Christmas is fast approaching and here’s the ideal solution to 
that perennial problem of what to give her. 

And here’s more good news . . . it doesn’t make any difference 
whether you order new AC Fuel Pumps or Rebuilt Pumps, the 


Belforte Watch Promotion Package can be yours with the 
purchase of either the FM-42-FP, New or FM-45-RFP, Rebuilt! 


Ask For Them by Number 


ili! Ne 
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As Sales Per Dealer Rise .. . 





Big 1959 Tests Seen 
For Economy Cars 


(Continued from Page 54) 


Federal court to divorce the 
DuPonts from GM may clarify fur- 
ther the Government’s legal posi- 
tion on this matter. 

A sudden spurt in GM’s share 
of the market next year con- 
ceivably could soft-pedal any 
plans to introduce a more eco- 
nomical product that might boost 
the penetration figure still fur- 
ther. 

Failure of GM’s market share to 
rise beyond the 1958 level of 47 
percent, on the other hand, could 
be a signal that the rumored rear- 
aluminum-engine sedan was on the 
way to market. 

The Big Three now all import 
cars from their European subsidi- 
aries for dealer sale in this country. 
The British Ford occupies a secure 
third place in import-car sales, 
trailing VW and Renault, while 
GM’s Vauxhall has moved into 








The Striking “Ice Cube” Watch Bracelet by Belforte, 
a subsidiary of Benrus Watch Company 
This smart, fashion accessory doubles as a beautiful timepiece that 


will thrill the lady in your life . 


able mainspring. A 


transparent 
movement and shows it in constant movement. Each watch bracelet 


. . for a lifetime. The Belforte “Ice 
Cube” contains a fine, jeweled, lifetime movement with an unbreak- 


fourth spot, ahead of fast-rising 
Fiat. 


x * * 


Hurting Own Imports 
HE sustained success of the 
British Ford line may be one 
of the brakes on any Ford Motor 
decision to embark on a domestic 
light-car program. 

Early sufferers from new Big 
Three smaller cars, it is safe to 
forecast, would be GM’s Vauxhall 
and Opel, Ford’s Anglia-Prefect and 
Taunus and Chrysler’s newly- 
acquired Simca. 


That Ford is in no hurry to make | 


a light-car commitment was con- 
firmed last month by President 
Henry Ford II on a visit to the 
Taunus plant at Cologne, Germany. 
Ford said the snob appeal of cars 
“made in Europe” helped imports 
to sell in America. He mentioned 


back exposes the precise Swiss 


comes handsomely gift-packed especially for her. 


CALL YOLIR @ SUPPLIER 
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ease of parking and the recession 
as other selling assists. 

Ford also confirmed reports 
that the U. S. car builders would 
prefer the Lark-Rambler sizing to 
the VW-Renault pattern, if and 
when they have to make a choice 
at all. 


For Chrysler’s part, it has just 
invested $15 million in purchase of 
Simca stock from Ford. This move 
followed a long and expensive look 
at other European import possibil- 
ities, including the DKW and the 
SAAB. Buildup of the Simca will 
cost additional millions. 


Simca’s model offering includes 
hardtops and is more complete by | 
U. S. standards than those of any 
of the top five import sellers. | 
Chrysler is moving rapidly on light- | 
car research, but is considered most 
unlikely to rush into manufacture | 
before the Simca import drive is’ 
at least two years old, 


| 
* * * 


N LIEU of actual smaller-car in- | 

troductions, the Big Three will | 
be striving to capitalize on the 
economy trend in the '59 and ’60 
model years. That trend, evidenced 
in expanding sales of six-cylinder 
cars, will be enhanced this month 
when Ford introduces the Galaxie, 





a Fairlane-Thunderbird hybrid 











* 
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priced $1,000 below the popular T- 
Bird. 

The sweet smell of success prods 
on the ever-growing field of small- 
car manufacturers ogling the U. S. 
gold pot. 

Nearly 60 import makes will be 
scrambling for Yankee customers 
and finding varying degrees of 
fortune. Dealers are being signed 
up for a host of newcomers and 
standbys, while one West Ger- 
man make (Goliath) has made a 
deal with the Gamble-Skogmo 
stores reminiscent of the Kaiser- 
Sears agreement to sell Henry Js. 

For dealers wondering where the 
small-car craze is heading, several 
observations stand out: 

A.—American Motors is exploit- 
ing the market to the fullest. Ram- 
bler’s acceptance is widening after 
a long hard battle. The Rambler 
American and Metropolitan round 
out a “full line” of familiar vehicles. 

B.— Dealers are rushing to the 
Lark banner, although it has yet 
to stand a full-fledged selling test. 
AMC’s experience should dispel 


GMC Names Rankin 


TORONTO.—Glen Rankin has 
been appointed new-truck sales 





manager of the GMC Truck retail) 
branch. He has 23 years’ experience | 


in the truck sales and service field. 
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fears that the stigma of financial 
losses is too much for an independ- 
ent producer to overcome on a new 
|}economy car. Besides, Ford and 
|Chrysler also suffered losses this 
year. The Lark is newer in styling 
|than any of its competition—and 


it’s made in America. 
* * 


Threats to VW Le 


iC —VOLKSWAGEN, king of the 
* imports, is selling virtually 
everything the Wolfsburg home of- 
fice is willing to send over here. 
But aggressive merchandising tac- 
tics and more modern design are 
boosting Renault toward the No. 
1 place in sales, Fiat, starting late 
with a national dealer organiza- 
tion, looms as the top import gainer 
of 1959. 

D.—A number of other European 
makes are not to be sold short, 
even on necessarily lower volume. 
And the two Japanese entries are 
expected to do well on the West 
Coast. 

Veteran import-car dealers and 
test drivers, however, warn that 
at least a dozen makes from var- 
ious countries will not “hold up” 
mechanically under America’s 
strenuous town-and-country mo- 
toring conditions. 

In the past two years of the im- 
port boom, some of these “weak 
sisters” already have received black 
marks in customer eyes. Dealers are 
advised to check out serviceability 
and parts supply thoroughly before 
taking on import makes from 
lesser-known companies. 

The sports-car market continues 
to provide dealers with the ultimate 

|in profits. Veteran salesmen for 
| MGA, Triumph, Porsche, Jaguar 
and VW’s Karmann-Ghia lay em- 
phasis on the “repeat” appeal of 
sports cars. These makes, soon to 
be joined by Renault’s Caravelle, 
also possess the crowd-drawing 
abilities of the Thunderbird and 
Corvette. 
> * 


. 

OUNTING Rambler and Lark 

franchise-holders, nearly 18,000 
dealers now are handling smaller 
cars. This is roughly half of the 
U. S. dealer total—a remarkable up- 
surge from the relatively few who 
dabbled in sports cars during the 
|1955 boom. 

Small-car buyers may be faddists 
and snobs in some measure, but 
powerful selling impetus is grow- 
ing out of the estimated one million 
Ramblers and import cars rolling 
along the highways and byways of 
the U. S. 

A widespread interest in motor- 
ing “economy,” spurred by the re- 
cession, is contributing to the small- 
car boom and playing a role in big- 
car merchandising as well. 

How deep the economy move- 
ment runs will be decided as 
never before in the ‘59 market. 
Chevrolet, Ford and Plymouth 
have moved farther price-wise 
from the Rambler-Lark-import 
field. Declining sales, attributed 
to consumer aversion to “strip- 
ped” cars, dictated Big Three de- 
cisions to upgrade the lowest- 
priced lines. 

Discontinuance of the Delray and 
Plaza series, though, was not neces- 
sarily a prelude to smaller Big 
Three cars, it has been learned. 
It would be simpler and less costly 
for Chevy-Ford-Plymouth to rein- 
troduce “stripped” versions on their 
present wheelbases, should the 
market warrant, than to undertake 
the expensive risk of all-new prod- 
| ucts. 
| Acid test of the durability of 
;small cars on the U. S. market is 
bound to come in 1959. Volume of 
combined Rambler-Lark-import 
| sales will be more significant than 
| percentage penetration, since the 
Big Three will be deciding the fate 
of their own Car X projects on the 
basis of mass marketability. 

Odds are that the Big Three, 
looking forward with eager antici- 
|pation to the family growth ex- 
|pected in the 1960s, will belatedly 
| join the small-car bandwagon. 





Sales Per Dealer 








1958* 1957 
Volkswagen 183.6 
Chevrolet 195.5 
Ne cas 2123 
IIE x. cescasecasnbotail 40.3 
Rambler ........... 39.5 
ESTEEM t 
English Ford ........ 43.9 32.7 
Papenewthe . ........0..s<0. 38.9 TiA4 
I 8 17.5 t 
Metropolitan .......... 6.4 8.2 
BD in anata T 23.6 


*9 months, t Not available. 
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Used in 3 of 4 ’59s, Says duPont... 





Nylon Upholstery Leads 


WILMINGTON, Del.—Nylon fab- 
rics again will dominate the auto- 
motive upholstery field in 1959, ac- 
cording to E. I, duPont de Nemours 
& Co, major producer of the 
fiber. 

The firm said its textile-fibers 
unit has reported that three of 
every four 59 models will use 
nylon upholstery fabrics. 

“Almost every car produced by 
Ford, American Motors and Stude- 
baker-Packard will be upholstered 
in nylon warp fabrics,” a duPont 
spokesman said. 

“Most General Motors cars will 





Youngstown Aims 
At Faster Output 
On Auto Steel 


YOUNGSTOWN, O.— Aiming at 
lower costs for producing auto steel, | 
Youngstown Sheet & Tube Co. is 
beginning a two-year, $50 million 
improvement program for faster 
steel production. 

Principal item in the improve- 
ment program is the revamping of 
the 79-inch hot-strip mill. The mill’s 
major output goes to the automobile 
industry, particularly to General 
Motors, Ford and Chrysler. 

The new mill is expected to be 
the most modern and fastest in the 
country. It will be able to roll more 
hot sheets and will provide strip 
of better metallurgical quality. 


During the changeover from the 
present mill, built in 1935, Sheet & 
Tube’s President A. S. Glossbrenner 
said there will be no long shut- 
downs and no interruption of steel 
supplies to customers in the auto- 
mobile industry. 

Glossbrenner said the present 
width of 79 inches for the steel will 
not be changed. The rolling speed 
of the finishing section will be in- 
creased from 1,450 to 2,250 feet per 
minute. 

Glossbrenner said one of the 
major effects of the program will be 
that the company can produce 
larger coils, up to 40,000 pounds 
each, which major customers who 
work on a continuous basis are 
demanding. 


Williams Deal 
Sold to McGee 


INDIANAPOLIS.—Sale of Fred 
Williams, Inc. (Lincoln-Mercury) to 
Harry O. McGee, president of 
McGee-Edsel Sales Corp., has been 
announced by Fred Williams jr., 
president. 

McGee will be the exclusive 
Marion County (Indianapolis area) 
dealer for Lincoln and Continental 
and also will carry Mercury and 
Edsel. 

McGee said the combined organ- 
ization will be known as McGee 
Motors, Inc., with general offices at 
850 North Merridian St. McGee is 
moving into the downtown area 
from about two miles north of 
the heart of the city, a move 
counter to the practices of some 
dealerships in recent years. 


Senator's Lament 
Washington Car Won’t Fit 


In Vermont Garage 


SPRINGFIELD, Vt. — Senator 
Ralph E. Flanders, Vermont Repub- 
lican, who is giving up his post in 
Washington at the end of the year 
at the age of 78, has something to 
say about the length of the modern 
automobiles. He complains that the 
garage at his 147-year-old home 
here is “wide enough but not deep 
enough.” 

“IT cannot put into it any car'| 
built since 1956 except a foreign | 
one or a Rambler,” he said. “My | 
‘ermont car, a 1956 Chevrolet, just 
goes in. 

“Since I do not want to sell my | 

1955 Cadillac, I am digging a nose | 
. hole for its hood in the solid rock | 
back side of the garage. | 
it is done, I can bring my) 

car to Vermont. But | 
going to make provision | 
than one of ee ee 
J 


< 


use nylon fabrics, with few excep- 
tions. Chrysler is using more nylon 
than ever before, with emphasis on 
fabrics with strong textural inter- 
est.” 

The trend to nylon upholstery 
has been growing steadily for the 
last eight years, the spokesman 
said. 

“The dominance of nylon in this 
field is due largely to two essen- 
tial contributions of the nylon fiber 
to automotive upholstery—its dura- 
bility and its almost unlimited styl- 
ing possibilities,” the spokesman 


added. 


“Nylon upholstery can be made 
in all the popular fabric types— 
tweeds, boucles, textures, friezes, 
damasks, matelasses and broad- 


| cloth.” 


The spokesman added that the 
properties of nylon fabrics have 
made them a valuable selling aide 
for dealers, “who have been quick 


care and styling.” 


announcing new 


Powerbe 





New Nylon Fabrics— 


These are swatches of new fabrics of du Pont nylon for auto upholstery. They are, 
left to right, a raised self-stripe with moire taffeta look by J. P. Stevens for Chrysler; 
to point out their long wear, easy|a nubby, striated nylon tweed by Craftex for Plymouth, and a channel-quilted stripe 
by Craftex for Chevrolet. 


‘Survival’ Role 


Seen for Trucks 
Into 21st Century 


MISSOULA, Mont.—The motor 
truck will continue to be the main 
link to survival for thousands of 
populated areas in America for at 
least the next 50 years, A. G. Crock. 
ett, director of sales development 
for Mack Trucks, Inc., told mem- 
bers of the Montana Motor Truck 
Assn. 

Crockett also predicted some 
drastic changes in truck develop- 
ment. He forecast the use of atomic 
energy to propel motor vehicles, 
though probably not before 1980, 
except in special applications. 

Crockett said that methods al- 
ready are being sought to permit 
a vehicle entering a super highway 
to be taken from the control of 
the driver completely. He continued: 

“Motor vehicles eventually may 
be equipped with electronic devices 
for guiding traffic through fog or 
rain. Electronically controlled 
bumpers may make collisions im- 
possible by applying the brakes 
faster than hu man nerves can 
telegraph the message.” 





/ 


am 501. 


two-headlamp system 


replacement headlamp 





Improved Light Pattern for 
Better Light Distribution 





The Guide T-3 Powerbeam 50 Brings 
Dual-Lamp-System Advantages to Own- 
ers of Two-Headlamp Cars! Here's the 
greatest lamp advancement for single-lamp 
systems since the famous Guide T-3 head- 
lamp development which made mechanical 
safety aiming possible. Now you have a 
single-lamp replacement unit with full 50- 
watt power on both upper and lower beams! 


Tremendous Advantages From New 
Guide LowerBeam Filament. There's a 
smoother beam, better spread for better 
over-all illumination and freedom from 
spot-bounce. More comfortable seeing re- 
sults from this even distribution as against 
“spottiness.” 


The New Powerbeam 50 Gives Addition- 
al 50 Feet of Light—Aimed Right! The 
great new Guide T-3 Powerbeam 50 Head- 
lamp concentrates lower-beam throw in so 
clean a right-road-edge pattern that you 
see at least 50 feet further than with eartier 
types. There’s actually 25% more light 
properly and safely directed. There’s the 
same amount of lower-beam light as on the 
most modern dual-system lamps. 





The New Powerbeam 50 Headlamps 
Can Be Aimed Day or Night. Like all 
Guide T-3 Headlamps, these can be quickly 
aimed without even turning on the lamps. 
The aiming pads of each lamp are precision 
ground for simple mechanical adjustment 
so that the upper and lower beams bring 
maximum benefits to the driver and to 
oncoming traffic. A more advanced fluting 
design in the lens gives more efficient light 
both upper and lower beam. The upper 
beam is centered higher and points ideally 
straight ahead. Since the light does not 
“tunnel” or “spot,” vision is more natural 
and comfortable. 


Your Market is Tremendous. There are 
millions of cars in the two-headlamp system 
category . . . many of them your customers. 
They need this Guide improvement. They 
are driven by people who want the extra 
safety and comfort. Get the extra business. 
Do this extra service for your customers. 


AVAILABLE 
NOW 


FROM YOUR SUPPLIER 
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Chevrolet Dealers Elect Brooks— 


Election of Ellis Brooks, head of Ellis Brooks Chevrolet, San Francisco, as president 
of the Oakland Zone Chevrolet Dealers Assn., comprising all Chevrolet dealers in 
Northern California and Western Nevada, highlighted the association's organization 
meeting. Here, Brooks receives the gavel from Arthur H. Kenny, S. & K. Chevrolet, 
Vallejo, who has headed the association for two years. From left, are Fred G. Lem- 
mon, Auburn, advertising committee member; Hanford A. Crockard, Berkeley, secretary; 
Kenny; Lex F. Daoust, Marysville, treasurer; Brooks, and Pavi L. Mennenga, San 
Leandro, vice-president. 
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More Stainless on ’59s... 





Brightening Sales Appeal 


NEW YORK.—Despite reports 
that °59 cars would be relatively 
unadorned, the auto industry this 
year has reconfirmed the impor- 
tance of protective brightwork to 
new-model sales appeal, according | 
to Richard E. Paret, of the Com-| 
mittee of Stainless Steel Producers, | 
American Iron and Steel Institute. 

Virtually every car, according to 
Paret, utilizes more stainless steel | 
for body-protecting side moldings, 
weather-proofing glass moldings | 
and for the protection of sharply | 
contoured edges. 

“The big change in 1959,” he 
said, “is the way in which stain- | 
less steel is being used, Function, 





not mere adornment is the key- 
note of the year. By reducing | 
non-functional applications, De- 
troit has made more tasteful use 
of the durable metal.” 


“Metal sculpturing,” predominant 
on all cars, has resulted in many 


uses for stainless steel to protect) 


exposed edges, he explained. 
“This crisp styling of the new 
models,” Paret said, “reflects an 
achievement which would have 
been considered impossible a decade 
ago. In fact, ’59 styling can be 
considered a testimonial to the 
American steel 


Chevrolet Dealers Elect 


Brooks in Oakland Zone 
SAN FRANCISCO.—Ellis Brooks, 


| San Francisco, has been elected 


president of the Oakland Zone 
Chevrolet Dealers Assn. He suc- 
ceeds Arthur H. Kenny, of S & K 
Chevrolet, Vallejo, who headed the 
organization for two terms. 

Other new officers are Paul L. 
Mennenga, San Leandro; James L. 
Shelburne, Fresno; Hanford A. 
Crockard, Berkeley, and Lex F. 
Dacust, Marysville. 





Mechanically Aimable! 








HEADLAMPS 





1 


| 


industry for its| 
successful efforts to constantly im-| 
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prove the quality of its products 
and afford greater freedom for 
designers, engineers and production 
staffs.” 

One of the more outstanding 
uses of stainless steel this year, 
Paret stated, is the roof top for 
Chrysler Imperial models, identified 
as the Silvercrest Landau roof. 
Stainless steel sheets polished at 
the mill are used to produce the 
roof panel and no further finishing 
is required in production—a feat 
impossible with any other metal, 
he said. 

Wheel covers again this year 
are universally made of stainless 
steel, according to Paret. The 
Type 301 stainless steel used for 
these functional parts is a work 
hardening variety which increases 
in strength during production 
operations. 


“The finished parts are among 
the strongest found anywhere on 
a car,” he said. “Their corrosion 
resistance and spring qualities are 
such that they will remain new 
looking for the life of the car and 
can be taken on and off repeatedly 
without damage.” 

Increased use of glass on new 
models has also resulted in a 
greater use of stainless steel for 
front and rear window moldings, 
Paret said. On many station wag- 
ons, stainless steel is used to cover 
pillars, reducing their apparent 
thickness, he pointed out. 





Inventor Sees 
Bright Future 
For Flying Auto 


LONGVIEW, Wash. — “Setbacks 
pave the way to comebacks,” says 
Moulton Taylor, Longview inventor 
of the Aerocar, a combination auto- 
airplane. 

With five units built and CAA 
certificate granted, Taylor sees a 
bright future for Aerocar. 

Certification posed quite a chal- 
lenge for the “watchdog” govern- 
ment agency. It had never before 
been asked to certify such a ma- 
chine. The CAA had to be sure it 
would be airworthy after an op- 
erator drove the Aerocar some- 
where and installed the wings 
himself without the help af a 
mechanic. 

Since the type certificate was 
granted, the designer has “beefed 
up” the Aerocar from a gross 
weight of 1,950 to 2,100 pounds, and 
the advanced model has been ap- 
proved, The car can fly 500 miles 
on a full tank of 40 gallons of 
fuel. The car is equipped with a 
four-cylinder, 150-horsepower Ly- 
coming engine, which is also used 
for ground travel. 

Taylor said that a jet Aerocar 
is now on the drawing board. 


Miami Pushing 


Sunday Closing 


MIAMI.—Greater Miami business 
and church leaders have joined 
hands to solidify an all-out cam- 
paign for Sunday closings of Dade 
business firms. 

Both the Miami Automobile Deal- 
ers Assn. and the used-car dealers 
association have voted overwhelm- 
ingly to support it. 

Dr. R. B. Culbreth, chairman of 
a joint committee of the Greater 
Miami Ministerial Assn. and the 
Greater Miami Council of Churches, 
said his group has sought the Sun- 
day closing on a voluntary basis, 
but a move to put legal teeth in 
Sunday closings has been building 
in nearby Broward County. 


Drop Seat-Cover Case, 
Macy, Tire Mart Ask FTC 


WASHINGTON.—R, H. Macy & 
Co., Inc., and Tire Mart, Inc., both 
of New York, have declared that 
a Federal Trade Commission com- 
plaint charging them with making 
deceptive pricing and savings 
claims ‘for ‘auto seat covers lacks 
public interest and should be dis- 
missed. 

After contending their challenged 
advertising was not false and mis- 
leading, the companies pointed out 
it was discontinued voluntarily 
before the complaint issued on Aug. 
5. The complaint could accomplish 
nothing now, they added. 





The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are You? 

























time. A finance company official 
said inflation is a “big threat, 
particularly in view of the re- 
sults of the November election.” 
Many other bankers, finance com- 
pany officials and economists have 
offered views on the inflation threat 
that have shown just as wide a 


| range. 


* * * 


HERE have been a number of 

suggestions during the fall that 
credit controls be enacted again as 
jan anti-inflation move. Finance 
|men are solidly against reimposi- 
| tion of credit controls and say the 
controls won’t halt inflation, if they 
are imposed. 
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Auto Debts Are Paid Off— 

American consumers have cut more than $1 billion from their auto debts in less 
than a year as the amounts repaid on old loans have outrun the amounts of new 
auto credit extended. The auto debt total moved upward to reach a peak of $15,556 
billion on Oct. 31, 1957. By the end of this September, the total had fallen to $14,444 
billion. The chart is based on Federal Reserve Board data. 





The situation improved as the year 
progressed. 

When the company compared re-| 
sults in the recent dip with those} 
in the 1953-54 recession, delinquen- 
cies were about the same and re- 
possessions were a bit higher. The 


recent dip. 
| * a 


divided on the question. 
One banker said inflation poses 











WEAVER TWIN POST-- the “number-one” lift for service use 





Shown above is 1959 Pontiac on EC-102 Weaver Twin Post Lift... 
MORE AND MORE CAR DEALERS ARE MAKING THE 
WEAVER TWIN POST THEIR ““NUMBER-ONE” LIFT 


No new model car has ever obsoleted the 


EAVER TWIN POST LIFT 


For past, present and future use in your place of business, the 
Weaver Twin Post Lift beats ‘em all. No new model car has 
ever obsoleted the Weaver Twin Post Lift — It handles all 1959 
models — or older models — long, medium or short wheelbase. 
Model EC-102, is rail-less, and provides unobstructed chassis 








accessibility . . . Current model Weaver Twin Post Lifts, with 





standard adapters easily handle jobs that can mot be raised ew ' 
Photo above shows how front end of Pontiac is supported 
on Twin Post with Weaver Adapters extended. Range of 
adapter adjustment is from 19/2" to 50Y2". 


safely on other lifts. 


Because of its utility and anti-obsolescent qualities, the Weaver 
Twin Post should be the NUMBER ONE lift for you. 


IF YOU NOW HAVE Weaver Twin Post Lifts — you'll be 
glad to know that your lifts have not been made obsolete be- 
cause of changes introduced in some new cars and trucks... 
For early model lifts, new saddles and adjustable adapters — 
or conversion kits — by Weaver will enable you to bring your 





equipment up-to-date. 
Photo above shows frame construction on the same car. 
Adjustable Rear Saddle Adapters cradle differential housing 
for a safe sure contact, 


WEAVER MANUFACTURING CO., SPRINGFIELD, ILL., U.S.A. 


SERVICE SHOP EQUIPMENT 


Complete line includes: Twin Post Lifts . . . Triple Post Lifts . . . Single Post Roll-on, Free-Wheel 

and Frame Type Lifts . . . Unit Lifts . . . Bumper Lift . . . Car Washers . . . Wheel Alignment 

Equipment .. . Headlight Testers . . . Brake Testers . . . Wheel Balancing Equipment . . . Jacks 
- Wheel Dollies . . . and Air Compressors. 





A finance company official ob- 
|served that the use of consumer 





results were in line with the greater| no major threat at the present | 


credit was not contributing to in- 


NE of the burning issues in the|flation. Another said that, even if 
O money market is the threat of credit controls were imposed, he 
inflation. Finance men surveyed are | thought it impossible that the con- 


trols would call for tighter credit 
terms than those now in vogue. 


Those surveyed said that there 
was little sentiment either among 
| finance men or auto dealers for 
more liberal auto loan terms. 


It is generally agreed that 36- 
|month auto loans are about as 
lengthy as the loans can be. Longer 
loans are considered detrimental to 
the financing institution, dealer, 
|factory and customer. 


In view of the success of the 
auto credit structure in withstand- 
ing the stress of the recession, 
|there is no great push for tighter 
credit terms on autos. 


Chicopee Mills 
Describes Fabrics 
For Some 759s 


DETROIT.—Fabrics used in a 
number of 1959 models were des- 
cribed by the Lumite division, 
Chicopee Mills, Inc. 

The Mercury Commuter station 
wagon is using cloth of Saran, 
Nylon and a blend of Saran and 
Nylon, said H. W. Brown, manager 
of automotive sales. The cloth is a 
direct takeoff from a furniture up- 
holstery fabric, he added. 

The fabrics for Ford wagons are 
made of Saran, Nylon, rayon and 
vinyl thong, he said. The pattern 
is a carryover, in different colors, 
from the 1958 fabrics, he added. 

The Oldsmobile wagon fabric is 
made of Saran, rayon and poly- 
ethylene yarns, Brown said, and is 
“puffed” for seating comfort. The 
Super 88 Holiday hardtop’s fabric 
is of Nylon, rayon and polyethylene 
yarns and also is puffed. 

Saran and rayon yarns go into 
the fabrics for the Buick Invicta 
estate wagon, Brown said. It is a 
“woven plastic” copy of the up- 
holstery used in Invicta sedans and 
hardtops, he added. 

The Chevrolet Bel Air wagon is 
using a woven fabric for the first 
time, Brown said. It is made of 
Saran, rayon and polyethylene 
yarns. 

A neutral fabric of Saran and 
Nylon yarns is used in Edsel Ranger 
two-door and four-door hardtops, 
the Ranger two-door sedan and in 
both models of the Villager wagon, 
Brown said. 

A Saran fabric is used in Dodge 
standard model trucks, while the 
Ford standard truck uses a cloth 
of Saran, Nylon and polyethyene 
yarns, he added. The Ford custom 
truck’s fabric is of Saran and 
Nylon. 


| 











Texans Oppose 


Insurance Shift 


AUSTIN, Tex.—Officials of Texas 
insurance companies appeared be- 
fore a legislative council study 
committee and voiced strong op- 
position to replacing the State’s 
uniform-rate auto-insurance law 
with a flexible rating plan. 

The group spoke in opposition to 
a plan previously advocated to the 
committee by Vestal Lemmon, of 
Chicago, vice-president of the Na- 
tional Assn. of Independent Insur- 
ers. 

Lemmon told the committee that 
a flexible-rate law would reduce 
rates on auto insurance in Texas 
by 20 percent. 
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 @ IT’S THE GREATEST. 


in attendance... public interest . . . showmanship . 
exhibit area. . . the 51st annual Chicago Auto Show, 
January 17-25, 1959 





Chicago Daily News 


AUTO SHOW 
SECTION 


Scheduled 


SATURDAY, JAN, 1, 1959 | 


IT‘S THE 


7 Ones se 


meee ee oe ae ee Ss ~~ = -—- - — =< = a 


EacH year the Daily News presents the fascinating story of the 
auto industry to Chicago-area readers . . . and the excitement of the 
mammoth Chicago Auto Show at the International Amphitheatre, too. 


The Auto Show section will preview the show, with pictures and 
news of the industry and the people prominent in it . . . with all the skill and 
authority that the Daily News editorial department is famous for. 


The News has been first in new car advertising linage, among Chicago 
papers, morning, evening or Sunday, for 13 consecutive years .. . its Auto Show 
issue reaches the people important to you in Chicago. 


And the issue is scheduled for the day the show opens .. . in the 
popular Saturday Triple Streak editions . . . with its Sunday features 
on Saturday, including This Week magazine, the new Weekend magazine, color 
comics, and many other informative and entertaining features. 


Make sure you put your message in the January 17 Daily News... 
it’s the right environment in which to reach your best customers 
when they’re most interested in news about autos. 


©. CHICAGO DAILY NEWS | 
Chicago’ s Leading New Car ‘Medium 


*% 












Comparison: Advertised-Delivered Prices 


Of 1959 Automobiles 


(Copyright, 1958, by Automotive News] 


(This table is based on prices in effect Nov. 15, 1958, and rounded off to the nearest dollar. Each price includes the retail list price 
suggested by the factory, provision for Federal excise tax and suggested dealer delivery-and-handling charges. These prices do not include 
transportation costs, state and local taxes, optional equipment or any other charges that may be passed on to the retail buyer.) 







































































































4-Door 2-Door 4-Door 2-Door Automatic Power Power Pushbutton Fresh-Air ats 
Sedan Sedan Hardtop Hardtop Conv. Drive Steering Brakes Radio Heater Additional Models 
BUICK 
DD cavesedsceseeve $2,804 $2,740 $2,925 $2,849 $3,129 $220 $108 $ 43 $102 $102 LeSabre—4-dr. 2-seat stat. wag., $3,320. 
PE 2edecveceseeseun 3,357 soee 3,515 3,447 3,620 Std. 108 43 102 102 Invicta—4-dr. 2-seat stat. wag., $3,841. 
DD . sesccvcsvescenes 3,856 sone 3,963 3,818 babe Std. Std. Std. 102 102 Electra 225—4-dr. hardtop (sloping roof), $4,300. 
UD tenecvcvseuee er esee 4,300 bade 4,192 Std. Std. Std. 102 102 Triple-turbine Dynaflow—$296 on LeSabre; $75 on Invicta, Electra and 
Electra 225. 
CADILLAC 
Series Sixty-Two ........ ceee rer 5,080 4,892 5,455 Std. Std. Std. 165 129 Series Sixty-Two—4-dr. hardtop (sloping roof), $5,080; Sedan de Ville 4-dr. 
ED. vetesseccescece seee seus 13,075 7 AQ! 7 A401 Std. Std. Std. Std. Std. hardtop (flat roof or sloping roof), $5,498; Coupe de Ville 2-dr. hardtop, 
Sinty Special .......006. Seen 6,233 cee0 eee Std. Std. Std. 165 129 $5,252. 
Series Seventy-Five ...... 9,533 sane Std. Std. Std. 165 179 Series Seventy-Five—limousine, $9,748. 
*CHEVROLET *Prices are for 6-cylinder models. For V-8s, add $118. 
MND cecccccccccsese 2,301 2,247 seen seen suse 199 75 43 84 80 Biscayne—business sed., $2,160. 
PD wsctedtinecassvbes 2,440 2,386 race =e eee 199 75 43 84 80 Station Wagons—2-dr. 2-seat brookwood, $2,571; 4-dr. 2-seat Brookwood, 
PE -ssiescresesisecs 2,592 er 2,664 2,599 2,849 199 75 43 84 80 $2,638; 4-dr. 2-seat Parkwood, $2,749; 4-dr. 3-seat Kingswood, $2,852; 
Not Not 4-dr. 2-seat Nomad, $2,891. 
Gorvette (V-8 Std.) ...... reve sane este sone 3,875 199 Offered Offered 150 102 Turboglide transmission (V-8 only), $242. 
CHRYSLER 
PE uvicneeed ones 3,204 Sune 3,353 3,289 3,620 227 108 44 100 102 Windsor—4-dr. 2-seat stat. wag., $3,691; 4-dr. 3-seat stat. wag., $3,878. 
DOPIOGR. cccccccccsccess 3,966 coe 4,104 4,026 TT Std. Std. Std. 100 102 New Yorker—4-dr. 2-seat stot. wag., $4,997; 4-dr. 3-seat stat wag., $5,212. 
New Yorker ............ 4A24 eee 4,533 4A76 4,890 Std. Std. Std. 100 102 
DEE Ce tessdessecccees sece ses seee 5,319 5,749 Std. Std. Std. 100 102 
DeSOTO 
SED. ascdusccosscss 2,904 iene 3,038 2,967 3,315 189 106 43 94 98 Firesweep—4-dr. 2-seat stat. wag., $3,366; 4-dr. 3-seat stat. wag., $3,508. 
DED cevsascccceces 3,234 iebe 3,398 3,341 3,653 227 106 43 94 98 Fireflite—4-dr. 2-seat stat. wag., $4,216; 4-dr. 3-seat stat. wag., $4,358. 
PD cwcccccscccccees 3,763 cove 3,888 3,831 4,152 Std. 106 43 94 98 TorqueFlite transmission is $227 on Firesweep. 
Adventurer ........6545. cece eee se0ce 4427 4,749 Std. Std. Std. 94 98 
DODGE 
Garena? 6 .ccccccccccccs 2,587 2,516 cove 2,644 cece 189 92 43 87 94 Station Wagons—4-dr. 2-seat Sierra, $3,103; 4-dr. 3-seat Sierra, $3,224; 
Coronet V-B i... cc cccccce 2,707 2,636 2,842 2,764 3,089 189 92 43 87 94 4-dr. 2-seat Custom Sierra, $3,318; 4-dr. 3-seat Custom Sierra, $3,439. 
MME tcccecsccccccecscs 2,934 eave 3,069 2,990 ceee 227 92 43 87 94 TorqueFlite transmission is $227 on Coronet V-8. 
Custom Royal ........... 3,145 vane 3,279 3,201 3,422 227 92 43 87 94 
EDSEL Prices are for V-8 models. For Ranger sixes, deduct $84. 
BMOE cccccccececceces 2,684 2,629 2,756 2,491 er 190 82 43 65 74 Station Wogons—4-dr. 2-seat Villoger, $2,971; 4-dr. 3-seat Villager, $3,055. 
BEE cccccasccesccose 2,812 . 2,885 2,819 3,072 190 82 43 65 74 (For 6-cylinder wagons, deduct $97.) 
Dual Power transmission (361-cubic-inch engine), $231. 
*FORD *Prices are for 6-cylinder models. For V-8s, add $118. 
Custom 300 ...........+. 2,273 2,219 vane suas mete 190 75 43 59 75 Custom 300—business sed., $2,132. | 
DE sccsnsencosesse 2411 2,357 ons sean ee 190 75 43 59 75 Fairlane 500—retractable hardtop (V-8), $3,346. ’ 
Fairlane 500 ........... 2,530 2,476 2,602 2,537 2.839 190 75 43 59 75 Station Wagons—2-dr. 2-seat Ranch Wagon, $2,567; 4-dr. 2-seat Ranch 
DT. sssennaeavccsess 2,582 2,528 2,654 2,589 Saas 190 75 43 59 75 Wagon, $2,634; 2-dr. 2-seat Country Sedan, $2,678; 4-dr. 2-seat Country ' 
Thunderbird (V-8 Std.) ... snes eace bien 3,696 3,979 242 75 43 113 83 Sedan, $2,745; 4-dr., 3-seat Country Sedan, $2,829; 4-dr. 3-seat Country 
(Cruise-O-Matic) Squire, $2,958. 
Cruise-O-Matic transmission (V-8 only), $231. 
IMPERIAL 
SE secsceescessaces 5,016 inane 5,016 4,910 er Std. Std. Std. 169 136 
SE ceatedienseen re 5,647 sexe 5,647 5,403 5,774 Std. Std. Std. 169 136 
i § scseasecessense 6,103 been 6,103 ees er Std. Std. Std. 169 136 
LINCOLN-CONTINENTAL 
> catdecetsaveoeue 5,090 er 5,090 4,902 beds Std. Std. Std. 164 129 Continental—Town Car, $9,208; limousine, $10,230. 
Dn: cseveenansneese 5,594 2éee 5,594 5,347 nasa Std. Std. Std. 164 129 
Continental ............. 6,845 Saas 6,845 6,598 7,056 Std. Std. Std. Std. Std. 
oe = ee ee - ——— —_ a - - = = = = 4 
MERCURY Station Wagons—2-dr. 2-seat Commuter, $3,145; 4-dr. 2-seat Commuter, ' 
Monterey ..........-065 2,832 2,768 2,918 2,854 3,150 226 108 44 87 91 $3,215; 4-dr. 2-seat Voyager, $3,793; 4-dr. 2-seat Colony Pork, $3,932. : 
Montclair ............-- 3,308 cece 3,437 3,357 er Std. 108 44 87 91 (Merc-O-Matic standard on Voyager and Colony Park.) | 
Park Lane .............+. saad 4,031 3,955 4,206 Std. Std. Std. 87 91 Multi-Drive transmission standard on Park Lane; $26 extra on Montclair, | 
Voyager and Colony Park; $245 on Monterey and Commuter. : 
OLDSMOBILE 
PE TE ccoccccceceese 2,902 2,837 3,036 2,958 3,286 231 108 43 102 102 Series 88—4-dr. 2-seat stat. wag., $3,365. / 
DIE sccecesecoccens 3,178 ses 3,405 3,328 3,595 231 108 43 102 102 Super 88—4-dr. 2-seat stat. wag., $3,669. / 
Pn UE éctnencnectece 3,890 er 4,162 4,086 4,366 Std. Std. Std. 102 102 | 
PLYMOUTH Add $120 for Savoy and Belvedere V-8s. / 
Mee SO ccccccceccecses 2,283 2,232 ere coun aes 189 77 43 73 74 Savoy 6—business cpe., $2,143. (V-8 not offered.) 
eee 6 ccecccscocece 2,440 2,389 2,525 2,461 2,814 189 77 43 73 74 Station Wagon Six—2-dr. 2-seat Deluxe, $2,574; 4-dr. 2-seat Deluxe, $2,641; 
(V-8 Std.) 4-dr. 2-seat Custom, $2,762. (For V-8, add $120.) 
Pary VB nn cccccccccsece 2,691 ose 2,771 2,714 See. 189 77 43 73 74 Station Wagon V-8—2-dr. 2-seat Custom, $2,814; 4-dr. 3-seat Custom, $2,991; 
Sport Fury V-8 .......... ee kane er 2,927 3,125 189 77 43 73 74 4-dr. 2-seat Sport, $3,021; 4-dr. 3-seat Sport, $3,131. 
TorqueFlite transmission (V-8 only), $227. 
PONTIAC 
SEED ce ccccccccccccce 2,704 2,633 2,844 2,768 3,080 231 108 43 102 102 Catalina—4-dr. 2-seat stat. wag., $3,101; 4-dr. 3-seat stat. wag., $3,209. 
a” ee 3,005 2,934 3,138 iwas Saw 231 108 43 102 102 Bonneville—4-dr. 2-seat stat. wag., $3,532. 
Bonneville .........+++++ baae joue 3,333 3,257 3,478 231 108 43 102 102 
RAMBLER Not Not Not 
POONER cccccccccccces aes 1,835 voea er sean 179 Offered Offered Offered 72 American—Super 2-dr, sed., $1,920. 
Deluxe 6 ....cccccccees 2,098 cece coe eee ooee 200 70 38 76 76 Station Wagons—American—2-dr. 2-seat Deluxe, $2,060; 2-dr. 2-seat Super, 
PE. ceneeceesecenes 2,268 cea 2,343 aise rr 200 70 38 76 76 $2,145. Super Six—4-dr. 2-seat, $2,562..Custom Six—4-dr. 2-seat, $2,677. 
DM. tinenecseesees 2,383 ee ae awe er 20C€ 70 38 76 76 Rebel Super V-8—4-dr. 2-seat, $2,692. Rebel Custom V-8—4-dr, 2-seat, 
Rebel Super V-8 ........ 2,398 een seas esse cone 220 80 38 76 76 $2,807. Ambassador Super—4-dr. 2-seat, $2,881. Ambassador Custom— 
Rebel Custom V-8 ....... 2,513 oexe 2,588 barece saee 220 80 38 76 76 4-dr. 2-seat, $3,026; 4-dr. 2-seat (hardtop), $3,116. 
Ambassador Super ...... 2,587 re ene ‘ive eine 230 90 40 92 83 American radio (manual tune), $58. 
Ambassador Custom ..... 2,732 ‘éas 2,822 cand een 230 90 40 92 83 Ambassador station wagon radio (pushbutton), $87. 
STUDEBAKER 
Lark Deluxe 6 ........+-+- 1,995 1,925 aawe aeee eene 200 69 38 80 71 Lark Station Wagons—Deluxe Six—2-dr. 2-seat, $2,295. Regal Six—2-dr. 
lark Regal 6 ........... 2,175 wias oer 2,275 none 200 69 38 80 71 2-seat, $2,455. Regal V-8—2-dr. 2-seat, $2,590. 
Lark Regal V-8 .......... eeee eeece eoee 200 69 Silver Hawk (five-passenger coupe}—Six—$2,360. V-8—$2,495. 
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By John K. Teahen Jr. 
Staff Writer 
ee by a growing im- 

ported-car market, the U. S. 
auto makers strove mightily with 
the 1959 models to win the af- 
fections of the American car 
buyers. 

U. S. dealers have one of the 
greatest arrays of sales tools ever 
offered, including longer cars 
and shorter cars, more powerful 
engines and more economical en- 

ines, swivel seats, wider tread, 
acy fins, lovely glass, gorgeous 
interiors and better paints. 

There are cars with 100-inch 
wheelbases and cars with 131- 
inch wheelbases. Some are but 

175 inches long, while others 
are more than 50 inches longer. 

Gears may be shifted by push- 
ing a clutch pedal or by pushing 
a button. And steering and park- 
ing are as effortless as switching 
the channel on the living-room 
TV set. 

There are cars for shopping 
and taking the youngsters to 
school, and there are cars to 
carry the whole family—in com- 
fort—on a cross-country vacation. 

In short, whatever the buyer 
wants in his automobile, there is 
a U. S. dealer who can say, “I 
have it.” 

_ 

ANY auto executives have 
redicted that 1959, the 

year a cameo, will see 5.5 mil- 
lion registrations (including im- 
ports), and some even have ven- 
tured that domestic sales alone 
will rebound to that figure. The 


.. + Rear “grille” . 








Style, Comfort, Economy, Power... . 
Here Are the Features 


To Woo ’59 Buyers 


. . Redesigned heater and air conditioner . 


|1958 sales are estimated at 4.5 
|to 4.6 million, including some 
| 350,000 imported cars. 


| For ’59, the U. S. manufac- 





| turers will continue to push styl-| 
ing, comfort and performance, | 
and many will work harder than) 
ever on the economy appeal. 
Styling is GM's big story for 
’S9. For the first time, the cor- 
poration’s five lines have all- | 
new models the same year. The 
only other completely new ’59 
is Studebaker’s Lark, a 108.5- 
inch-wheelbase car that is 175 
inches from bumper to bumper. 


Changes in other makes are not 
as extensive, but stylists have 
made eye-catching alterations| 
through the use of new grilles, 
fenders, quarter panels and rear 
decks. 


* * * 


ERTAINLY the most appar- 

ent characteristic of the new| 
models is the tremendous increase 
in glass area. Ford, Mercury, Ed- 
sel and the GM makes have 
adopted wrapover windshields, 
and all manufacturers have larger 
backlights on their two-door 
hardtops. 

The new windshields curve into 
the roof as well as around the 
sides of the car. Chrysler Corp. 
introduced this feature on many 
of its 58 models. 

Exterior finishes, which hold 
their showroom appearance for | 
a a without waxing | 
or polishing, are another fea- 
ture of the new models. Gen- 
eral Motors calls its acrylic- 
lacquer finish “Magic Mirror,” 


"59 Cadillac Sixty Special—Longer and lower with new body and engine . . . 
for 59 . . . New shock absorbers . . . Cruise Control automatic driving device . . . More glass area 


"59 Buick Electra Four-Door Hardtop—New body, frame and engines . . . Series names 
. . Wrapover windshield . . . Glass area increased . . . Air suspen- 


changed . . . Canted headlights . 
. Acrylic lacquer standard . . . 


sion redesigned . . . Positive-traction differential . . 


brakes improved. 


"Picture Window’ in Hardtops 


and other makers have adopted 
super enamels which have sim- 
ilar gloss-retaining qualities. 

In the accessory field, Chrysler 
Corp. offers swivel seats, which 
swing out to facilitate entry and 


exit, and an electronic rear-view | 


mirror which adjusts automatic- 


13 models 


. - Acrylic lacquer standard. 


Driver's-Eye View 





lally to deflect headlight glare 
| from a following vehicle. 


Rambler buyers may order in- 
dividually adjustable front seats 
(each has a separate track) and 
| front-seat headrests, which are 
‘adjustable to 10 positions. 

. 2S << 


/P® ICES are up 2.68 percent 
over comparable '58 models. 
\That’s a healthy increase for a 
recession-plagued industry, but 
it’s well below last year’s 3.35 
percent boost and the 7.17 per- 
cent that was tacked onto prices 
|when the °57 models appeared. 
| The low-priced three were 
|toughest on their customers. 
|Chevrolet jumped its prices aa 
average of 6.01 percent; Ford's 
rise was 5.55 percent, and Plym- 
outh’s 4.47 percent. Rambler, on 
'the other hand, went up only 
|1.48 percent. 
As usual, the manufacturers 
had a jolly time juggling series 
designations. Some names dis- 
appeared; others were added. 
| When they had finished, the 
| 16 makers (Packard bas been 
dropped) put 237 new models 
on the market, compared with 
| 267 at the end of the ’58 model 
| run. 

Station wagons head the list 
|with 52 selections. There are 48 
'four-door sedans, 44 four-door 
hardtops, 40 two-door hardtops, 
22 two-door sedans and coupes 
and 31 convertibles. 

A roundup of the 1959 models 


and a discussion of their new fea- | 


tures appears below. 
SS 8 


Buick 


“C'O NEW that even the series | 


names had to be changed,” 
says Buick of its 59 models. 


That’s not just an advertising | 
man’s flight of fancy. The sleek| 


lines of the new LeSabre, In- 


victa and Electra bear little re-| 
semblance to the chrome-laden' 


|with slender pillars behind the 
'rear doors. The rear window 


|“picture-window” effect. 
























































Aluminum 


"‘Delta-Wing’ Styling 


Flaring fins, which Buick refers to as 
“delta-wing” styling, accentuates the 
lower, wider look of the "59 models. 


behemoths which have carried the 
Buick nameplate in recent years. 


As General Manager Edward 
T. Ragsdale explains it: "We 
designed these cars without 
any chrome at all. Then, when 
we had finished it, we added 
brightwork where it was needed 
to accentuate the lines.” 


The cars have new engines and 
other mechanical improvements, 
but Buick prefers to talk about 
the styling of its "59s. The dual 
headlights are canted, and the 
chromed squares of the grille 
have been retained, although they 
are set farther apart. 


A single strip of metal trim 
extending from headlight to- tail 
light is the only side ornamenta- 
tion, and the finned rear fenders 
flare outward to produce a “delta- 
wing” effect. 

Glass area has been increased 
greatly through use of a wrap- 
over windshield, and the rear 
window of two-door hardtops 
also wraps into the roof. Four- 
door hardtops have a flat roof 


wraps around the sides of the car 
from pillar to pillar, giving a 


Two new Wildcat engines dis- 
place 364 cubic inches (LeSabre) 
and 401 cubic inches (Invicta and 
Electra), and compression ratio 
is 10.5 to 1. Horsepower is 250 
for LeSabres and 325 for other 
models. 

Two new options are peas 
traction differential and a trans- 
istor radio which may be re- 
moved from the instrument 
panel and operated as a port- 
able. 


Buick has 17 models for °59, 
compared with 20 last year. Prices 
of LeSabres and Invictas average 
2.65 percent more than the ’58 
Specials and Centurys, while the 
Electras are not directly compar- 

(Continued on Next Page) 
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Style, Comfort, Economy, Power .. . 
Here Are the Features 


To Woo 59 Buyers 


(Continued from Previous Page) 


able to any of last _ models. 
Buick prices extend from $2,740 
for the LeSabre two-door sedan 
to $4,300 for the Electra 225 four- 
door hardtop. 

* * 


Cadillac 
R 59, Cadillac offers its most 
extensive styling change since 
1948, the year the division intro- 
duced tail fins to the auto indus- 


The body and the engine are 
new; there’s considerably more 
glass area, and the line includes 
a pair of GM’s new picture- 
window four-window hardtops. 
Conventional sloping-roof hard- 
tops are available for the more 
conservative buyer. 

This year's cars are longer 
and lower. The high-volume 
Sixty-Two series is 225 inches 
long, compared with 217 for 
some models last year. Height 
ranges from 53.7 to 56.2 inches, 
three to five inches less than in 
58. 

The new Cadillacs have a two- 
section grille separated by a 
chrome Ber. Dual headlights are 
set into the outer edges of the 

ille, and the parking and turn 

ps are located in the bumper. 
A single strip of molding ex- 
tends from the front-wheel cut- 
out to the end of the rear quarter 


l. 
Rear panels have convex sculp- | 


tured lines and are topped by re- 
designed fins. The dual tail lights 
are housed in the fin assembly, 
and backup lights are set in the 
bumper at the outer ends of the 
rear grille. 

Cadillac’s new engine dis- 


places 390 cubic inches and has} 


a compression ratio of 10.5 to 1. 
Horsepower is 325 on all models 
except the Eldorados which are 
ad at 345. 


An engineering advancement 
is a device which few customers 
ever will see. It is a new shock 
absorber which prevents the 


mixing of oil and air in the 
This is accomplished by re- 
ing it with Freon 12 and 
ding it captive in a plastic 
The new system is said 





to im e wheel control and 
ride ristics. 
An optional item for '59 is 


Cruise trol, an automatic driv- 
ing device which holds the car at 
@ preset speed. Like the Chrysler- 
Im “Auto-Pilot,” this unit 
is supplied by Perfect Circle Corp. 

In the pricing arena, Cadillac 
dropped its lowest-priced f ou r- 
door and boosted its popular 
Sixty-Two two-door hardtop 
$108, but added only $1 to six 
other models. The Eldorado two- 
door hardtop and convertible 
were redu 
Series Seventy-Five models went 
_ Up $1,073 each. Prices range 
from $4,892 for the Sixty-Two 
two-door hardtop to $13,075 for 
the Eldorado Brougham. 

8 “69 


Chevrolet 
Nella SHORE and Pat 
Boone are telling their mil- 
lions of viewers that Chevrolet 
is “all new all over again.” Chev- 
‘folet dealers are telling each other 


$99, while the two|] 


that they’re confident of holding 
onto the top spot in registrations 
which they regained with their 
58 model. 

The new line consists of 14 
models (plus the Corvette) in 
four series —Impala, Bel Air, 
Biscayne and station wagon. 
The Delray series name has 
been dropped, and the Biscayne 
and Bel Air each have been 
moved down a notch by remov- 
ing certain equipment items 
that were standard in ’58. 

Last year, Chevrolet dealers 
yearned for a four-door compan- 
ion to the redhot Impala two- 
door hardtop and convertible. | 
This year, they have a pair of| 





four-doors—sedan and hardtop—| 
making the Impala a full series. | 


The Impala four-door hardtop 
follows GM's flatop design and 
features a wraparound rear win- 
dow. All models have wrapover 
windshields and larger rear win- 
dows. Overall visibility area has 
been increased 50 percent, Chev- 
rolet said. 

Headlights have been lowered 
seven inches and are set into the 
|grille. Above the headlamps are 
air intakes, which are coupled 
|with parking and turn-signal 
lights inside an anodized alumi- 
num border. 

The most striking feature of 
Chevrolet's new body is the 
rear quarter and deck treat- 
ment. Wide wings, which are 
almost horizontal, sweep across 
the deck to form a slight “V” 
at the center of the car. Large 
teardrop-shaped tail lights are 
set below the wings. 

Engineers have improved Chev- 
rolet’s coil-spring suspension; 
braking surfaces have been en- 
larged, and steering has been 
made easier. New Tyrex tires are 





"59 Chrysler Saratoga Four-Door—Swivel seats and new engines . . 


"59 Chevrolet Impala Sport Coupe—New body, and Impala four-door sedan and four- 


door hardtop added . . . Increased glass area . . 
More-economical six-cylinder engine . . 


. Rear-facing third-seat 


. Lower headlights . 


. . Larger braking surface . 


in station wagon .. . Acrylic 


lacquer standard . . . Improvements in steering, suspension, radiator, Turboglide. 


Chevrolet's Lowest-Priced 4-Door 


Chevrolet's lowest-priced series for '59 is the Biscayne, which is offered in 


a four-door lan, two-door 


sedan and utility sedan. All models have a 


119-inch wheelbase and are 210.9 inches long. Acrylic lacquer, a new gloss- 
retaining finish, is standard throughout the line. 


said to give up to 7 percent more 
wear. 
The six-cylinder engine, stand- 


ard on all models except the Cor- | 


vette, has been redesigned for 
greater economy. It is a 235-cubic- 
inch, 135-horsepower unit. 
Optional V-8 engines dis- 
place 283 and 348 cubic inches, 
and horsepower ranges from 
185 to 315, depending upon 
number of carburetors and type 
of camshaft. Fuel injection 
again is available. 

Chevrolet boosted its prices 
6.01 percent over comparable '58 
six-cylinder models. The range is 
from $2,160 for the Biscayne 


utility sedan to $2,897 for the) 


| station wagon. The Corvette V-8 | 


|is $3,875. 
* 


Chrysler 
WERFUL new Golden Lion 
engines, swivel seats and 
| pushbutton heaters and air condi- 
tioners are among the features 
that visitors to Chrysler show- 
rooms will see. 

The new engines develop 305 
horsepower in Windsor models, 
325 im Saratogas, 350 in New 
Yorkers and 380 in 300-E units 
which have dual four-barrel car- 
buretion. They are up to 101 
pounds lighter than the '58 units. 

The weight reduction is the 





result of an in-line valve ar- | 


— 

More Glass Area 
The rear window of the ’59 Impala 
two-door hardtop projects high into 


the roof. Note contrast with °58 
Impala in background. 





a single rocker shaft and a 
lighter, more-compact cylinder 
head. 


The Windsor-Saratoga power 
| plant displaces 383 cubic inches, 
|and the New Yorker and 300-E 
}engine is a 413-cubic-inch unit. 
|Compression ratio is 10 to 1 in 
each case. 


All 59 Chryslers have a new 
grille and a massive wraparound 
front bumper. Parking and turn- 
signal lamps have been integrated 
'with the dua! headlights. Side 
trim is new and differs slightly 
from series to series. The new 
rear quarter panels terminate in 
a notched tail light treatment. 


Roof of all models except the 





Nomad four-door six-passenger' rangement which permits use of |390-F are styled in two sections 


. Redesigned grille, 


rear and roof . . . Windsor convertible added . . . Foam-cushioned seats . . . Pushbutton heater . . . 


Air suspension . 


Advanced Two-Tone Roof Styling 


. » Power brakes standard on Saratoga and New Yorker. 


Rear Treatment 





| separated by a stainless-steel band. 
|\On two-tone models, the roof 
| sections are painted different col- 
| ors. 

| Joining the line this year is 
a Windsor convertible. Dealers 
reportedly requested a less- 
expensive soft-top than the New 
Yorker, which was the only con- 
vertible offered in °58. 

Power brakes now are standard 
on Saratogas and New Yorkers, 
along with power steering and 
automatic transmission. These 
three items, plus swivel seats, are 
standard on 300-E units. Air sus- 
pension for the rear wheels is 
offered throughout the line at 
extra cost. 

Available on many models 
are super-soft tires which carry 
only 16 pounds of air per 
square inch. These tires are 
9.20 x 14 on Windsors (replac- 
ing 8.00x 14); 980x114 on 
Saratogas (instead of 8.50 x 14) 
and 10.40 x 14 on New Yorkers 
(in place of 9.00 x 14). 

The super-soft tires may be or- 
dered on all models except sta- 
tion wagons, convertibles and cars 
equipped with air suspension. 

Chrysler division held its price 
increase to 2.26 percent with 
Windsor models rising only $74- 
$75. The Windsor four-door 


(Continued on Next Page) 
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Style, Comfort, Economy, Power .. . 


Here Are the Features 
To Woo ’59 Buyers 


(Continued from Previous Page) 


sedan at $3,204 is Chrysler’s least- 
expensive model, and the 300-E 
convertible at $5,748.50 tops the 


list. 
* * & 


DeSoto 


os kicked off the °59 


model year with one of the| 


largest dealer previews the in- 
dustry ever has seen. 

Celebrating its 30th anniversary 
as an auto manufacturer, the divi- 
sion invited dealers and their 


heater and air-conditioner con- 
trols and Chrysler Corp.’s elec- 
| tronic rear-view mirror and auto- 
| matic headlight-beam changer. 
| Firesweep models have a 361- 
| cubic-inch power plant that devel- 
|ops 290 horsepower, while Fire- 
domes, Fireflites and Adventurers 
use the new 383-cubic-inch unit 
|that powers some Chrysler mod- 
| els. 

Horsepower is 305 for Fire- 
| domes, 325 for Fireflites and 350 


|for Adventurers. 
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"59 DeSoto Firedome Sportsman Four-Door Hardtop—Swivel seats, new grille and 


Pushbutton heater . . . Lustre-Bond enamel . . . Air suspension 


front end . . . Restyled side trim. . . 
Standard equipment list lengthened in every series. 


wives from throughout the U. S.| . 
DeSoto prices average 4.55 . . . Power steering standard on Adventurer . . . 


° | 
to Detroit for two days of fes-| ; 
tivities which ended with a mass| Percent above ’58 models, but 
the Firesweep series went up 







driveaway of more than 1,500 of | 


the new models. 

The ’59 DeSotos retain the 
high fins and three-tiered tail 
lights which have become the 
division's trademarks. There is 
a new grille which is set over a 
massive integrated t w o-section 
bumper. 

A long horizontal air scoop di- 
vides the upper and lower sections 
of the bumper. The dual head- 
lights are visored and a new 
sculptured roof line on four-door 
hardtops is said to increase leg- 
room and headroom. Running the 
length of the car is a spearlike 


color sweep which is available) 


with a fluted anodized aluminum 
insert. 

Eighteen models are offered— 
16 in the Firesweep, Firedome 
and Fireflite series plus the sporty 
Adventurer hardtop and conver- 
tible. New Lustre-Bond su pe r- 
enamel paints are standard 
throughout the line. 

New features include swivel 
seats (standard on Adventurers, 
optional elsewhere), pushbutton 


less than 3 percent. Contribut- 
| ing to the rise is the fact that 
| some 16 equipment items have 
| been made standard here and 
there throughout the line. 


| Padded dash, electric clock, 
| windshield washers and bumper 
| guards now are standard on Fire- 
| flites and Adventurers, and power 
|steering also has joined the Ad- 

venturer list. All Firedomes now 
|have padded dash, wheel covers 
\and plastic steering wheel, and 
|Firesweep hardtops and conver- 
| tibles have front and rear carpets. 
* * * 


Dodge 


ODGE has an economy story 
to tell this year. The division 
claims that the engine in its Coro- 
net V-8 models will save motor- 
ists 80 cents per tank of gas. It is 
a 255-horsepower unit which dis- 
places 326 cubic inches and has a 
compression ratio of 9.2 to 1. 
Regular-grade gas is recom- 
mended for this engine which 
has a new three-stage automatic 
choke that is said to reduce the 


Wagons Offered in Two Series 


amount of fuel burned during 
warmup. A new air-cleaner 
system offers less restriction to 
incoming air and reportedly im- 
proves efficiency and economy. 


There also are three Coronet 
Six models in the Dodge lineup 
for 59. This engine develops 135 
horsepower and displaces 230 
cubic inches. 

For Royals, Custom Royals and 
wagons, the standard V-8 is a 
361-cubic-inch engine w hich is 







































































Economy engine for Coronet... 


‘59 Dodge Royal Lancer Two-Door Hardtop—Redesigned front end and tail fins . . . 
Air suspension. . . Pushbutton heater . . . Swivel seats . . . 
D-500 engine . . . New steering wheel . . . Remote-control outside mirror. 


New 


Swivel Seats 






|rated at 295 and 305 horsepower. 


This is last year’s D-500 unit. 
The new D-500 is Chrysler 
Corp.'s 383-cu bic-inch power 
plant. Horsepower is 320, and it 
may be increased to 345 with a 
special camshaft and dual four- 
barrel carburetors. TorqueFlite is 
standard with the D-500 engine. 
The "59 Dodge features a wide, 
oval grille accented by two bars 
which extend from the parking 
lamps toward the center of the 
car, Dual headlights, set above 
the grille, are topped by arched 
“eyebrows” which curve inward 
and downward toward the grille. 
Below the redesigned fins are 
two vertically placed tail lights 

that are shaped like jet tubes. 
Like other Chrysler C or p. 
makes, Dodge offers swivel 
seats and air suspension this 


AMERICAN MOTORS 


CHRYSLER CORP. 


FORD MOTOR CO. 


Monterey 





GENERAL MOTORS 


Pontiac 


STUDEBAKER-PACKARD 


Excise, Dealer Handling Included . . . 


4-Door Sedan Prices—'59 vs. ‘58 


(Lowest-priced V-8 model in each line) 
1959 





DY Casekeseensdasaannse 3,204 3,129 75 
Dn -ceveatebsanandeacaade 2,904 2,818.50 85.50 
Di @2sesksteaenedaawsenes 2.707 2,437 70 
Dn <wistene tes deta eavuda 5,016 4,945 71 
ED Seite eas dae cin aba 2,402.25 2,276.75 125.50 


ns. .ecveaddawe wanes 6,845.30 6,072 ° 
Dn 2556606 sa debbecccsolices 2,683.50 2,592 91.50 
Pi in dk any wwe nine) Gas 2,391 2,245.76 145.24 
NY “Ne aoa ca eae cine cnt 5,089.60 4,951 138.60 
Mercury 

RE? ie es waeeaatad Not Offered OO ——— 


2,831.50 


oe ee ie od cae ih aeuee 2,804 2,700 104 
i ee ee oe ee aa 5,080 4,891 189 
DE : .+¢aseseeeasaadaens 2419 2,262 157 
I -. cdeuwheneceawean 2,902 2,837 65 





Studebaker 
nied, bebeOiebeeaeeea 2,310 Ce ee 
Commander ..... a Not Offered 2,378 


* '58 and ‘59 Continentals are not directly comparable because of equipment changes. 


Front View 





year, and the heating system 
is controlled by pushbuttons 
mounted the instrument 
panel. 

Other new options are a self- 
dimming rear-view mirror and an 
automatic headlight-beam 
changer. Both are operated elec- 
tronically. The mirror deflects the 
glare from the lights of a follow- 
ing car, while the dimmer changes 
the beam when a scanner on the 
dash “‘senses”’ the lights of an on- 
coming vehicle. 

Also available is a side mirror 
which may be adjusted from in- 
side the car. 

Dodge's 19 models are priced 
3.44 percent above last year’s. The 
price leader is the Coronet Six 
two-door sedan at $2,515.50, 
while the most expensive is the 
> » Next Page) 
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1958 









$2,342 














2,721 





2,638 
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"59 Edsel Ranger Four-Door Sedan—Optional six-cylinder engine . . . Restyled grille and 
side trim, with headlights lowered . . . Wheelbase lengthened . . . Flatter roof... More standard 


equipment . . . More economical V-8s . 


Two Edsel Wagons for ‘59 
Edsel offers two Villager four-door station wagons for °59. Prices are 
$2,971 for the six-passenger V-8 and $3,054.70 for the nine-passenger. For 
maximum economy, a six-cylinder engine is available for $96.50 less. 


Style, Comfort, Economy, Power... . 
Here Are the Features 


To Woo '59 Buyers 


(Continued from Previous Page) 


Custom Sierra four-door nine- 
passenger station wagon at $3,- 


438.50. 
* * * 


Edsel 


I’ ITS freshman year, Edsel 
challenged the entire medium- 
field. As a battle-scarred 
t wiser sophomore, it will con- 
fine itself to the lower segment of 
that market. 
For '59, Edsel offers 10 
models, compared with 18 last 
year, but dealers will continue 


What They're 


4-dr. 2-dr. 


Make 


3 
2 
3 
3 
2 


i, 

Lincoln-Continental 

IIT “snd neboapmeanscee 
CHRYSLER CORP. 


(end of model run) 50 


Sedans Sedans Hardtops Hardtops Convs. 


to show all popular body styles. 
The price range is $2,629 to 
$3,072 (last year: $2,519-$3,- 
801) and the narrower spread 
is expected to strengthen deal- 
ers’ competitive position. 

Another thing that will help 
is the fact that Mercury has 
dropped its Medalist series, thus 
moving out of Edsel’s backyard, 
pricewise. 

The °59 Edsel hopes to woo 


more buyers with a six-cylinder | 


engine that is offered as an option 


Selling for '59 


4-dr. 2-dr. Station 


Wagons 


wwe Ow 
eonuacw 
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ot 
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Sc 
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oF 
Copyright, 1958, by Automotive News 


. . Four engines available. 
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Rear Treatment 





on Rangers and station wagons. 
Ranger buyers pay $83.70 less for 
sixes than for V-8s, and wagon 
purchasers pay $96.50 less. 


There are two sedans and two 
hardtops in the Ranger line, and 
a four-door sedan, a pair of hard- 
tops and a convertible in the Cor- 
sair series which is comparable to 
the °58 Pacer. Four-door wagons 
are available with either two or 
three seats. 


Ranger V-8s have a 292-cubic- 


| inch engine which develops 200 
horsepower, while Corsairs have 
a 332-cubic-inch power plant. 
Horsepower is 225. The six and 
these two V-8s are Ford division 
engines, and regular fuel is rec- 
| ommended for all. 

| Optional on all Edsels is a 303- 
| horsepower unit that requires pre- 
'mium fuel. This engine displaces 
361 cubic inches, the same as the 
standard power plant in the ’58 
Rangers and Pacers. 

On the styling side, the cars 
retain the “Edsel look’’—vert- 
ical airscoop grille and boxy 
hood and deck—but many of 
the lines have been changed to 
give a more compact appear- 
ance. Side trim differs from 
series to series. 


Dual headlights have been low- 


| 
| 


ered and placed in the grille, and | 


the airscoop has been restyled by 


a liberal use of bright metal. The | 
channel in the trunk lid remains, | 


and the tail lights have been low- 
ered. They are circular and are 
set in a bright metal housing. 
Several items which were extra- 
cost items on last year’s Rangers 
have been made standard. They 
include carpets, electric clock, dry- 
type air cleaner, oil filter, power 
booster windshield wipers and 
foam-rubber front-seat cushions. 
* « »* 


Ford 

t ENERAL Manager James O. 

¥ Wright feels that the ‘59 
Ford was designed in keeping 
with “consumer demand for more 
elegance and dignity in automo- 
tive styling.” He also notes 
proudly that the division’s styling 
won an award at the Brussels 
World’s Fair. 


The new models have been re- | 


vamped from bumper to bumper. 
They feature wrapover wind- 
shields, flat roofs and flat decks. 
But Ford didn’t uncover its ace 
in the hole at its October intro- 
duction. 

That, of course, is the Gal- 
axie, a luxury-type series that 
features a Fairlane 500 body 





'59 Price Ladder 


No. of Models 


Price In Price Ciass 
Under $1,800 ................ 0 
$1,800-$2,000 0.0.0... 4 
$2,000-$2,200 ooo... cccccscceee 7 
$2,200-$2,400 00.2... 15 
$2,400-$2,600 00.0... .ccceee 19 
$2,600-$2,800 ...........000 27 
$2,800-$3,000  ...........000 32 
$3,000-$3,200 21 
$3,200-$3,400 ..... 24 
$3,400-$3,600 ............ 10 
$3,600-$3,800 . 8 
$3,800-$4,000_ . 13 
$4,000-$4,200 . 7 
$4,200-$4,500 9 
$4,500-$5,000_ . 7 
$5,000-$5,500 . 14 
$5,500-$6,000 6 
$6,000-$7,000 6 
Over $7,000 8 

Total . ms 237 
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and a Thunderbird roof. Sched- 
uled for an early-December 
introduction, it gives Ford a 
line to compete with Chevro- 
let's popular Impala. 

Ford says the Galaxie is a 1960 
line that has been moved up a 
year. The series consists of a two- 
door and four-door sedan and a 
two-door and four-door hardtop. 
All are priced $10 below com- 
parable Impalas. 

In addition, Ford’s convertible 
and retractable hardtop now will 
be merchandised as Galaxie mod- 
els. 

Ford dealers have built up in- 
terest in the series since mid- 
October through an artful use of 
word-of-mouth advertising. A 
would-be buyer tells this story of 
his first look at the new-entry: 

"A dealer friend ushered me 
into his office, closed the door, 
unlocked a cabinet and handed 
mea picture of a Galaxie. 
After I had examined it, be 
locked it up again.” 

The one-piece aluminum grille 
of the 59 Ford is set above a 
new wraparound bumper which 
contains the parking lights. Side 
molding on Fairlane 500s extends 
from the headlights to slightly 


(Continued on Next Page) 


"59 Ford Fairlane 500 Club Victoria—New grille, rear quarter panels and deck . 


Flat roof . . . Increased glass area . . 
Equa-Lock differential . . . Improved heater, muffler . . 


"Elegance and Dignity’ 


That’s the way General Manager 


describes the 1959 Ford line. Above is the Country 


Sedan, one of the six station wagons 


Lustre” finish, a super enamel said to keep showroom 
appearance without waxing, is standard on all models. 


James O. Wright 


offered. “Diamond 


. Simpler, lighter Fordomatic . . . Greater fuel economy . . . 
. Foot-operated parking brake. 


Fairlane Four-Door Sedan 


Ford’s economical six-cylinder engine is available on 
all models, except the retractable hardtop and Thunder- 
birds. Compression ratios and horsepower have been 
reduced slightly on all Ford engines, and regular-grade 
gasoline is recommended. 














aminated 
ty Glass 


Safe 


See Monsanto’s Science Spectacular, 


“conquest,”’ CBS-TV, Sun., Dec. 14. 
(Check local TV listing for time and station) 





Used in all windows 
of the Cornell-Liberty 
Safety Car 


(LSG) 


The experimental Cornell-Liberty Safety Car 
incorporates a number of revolutionary safety 
features. Many of these may not appear on 
standard cars for some time to come. One feature, 
however, has long been standard equipment in 
American-made cars— Laminated Safety Glass. 
The only windshield glazing that meets the 
specifications of the American Standards Asso- 
ciation, LSG is in all the windshields of the cars 
you sell. Most U.S. makes also have side vents 
and windows of Laminated Safety Glass. The 
experimental safety car, developed by Liberty- 
Mutual Insurance Company and Cornell 
Aeronautical Laboratory together with other 
contributors, has LSG all around. Some of the 
other more unusual safety features built into 
this prototype vehicle are: 


1 e Driver sits in center of 
Laminated Safety Glass 
windshield with 180° unin- 
terrupted vision. .. controls 
car in much the same way 
as steering a sled. 


2. Padded instrument 
panel is moved in towards 
driver to hold him snugly 
and safely in driver’s seat. 
Gear shift is controlled by 
punch buttons as are lights, 
horn and turn signals. 


3. Doors hinge like those 
on telephone booth and slide 
on track for extra crash 
safety and lateral strength 
. +. give roomy exit. 


Laminated Safety Glass has been used for many 
years by safety-conscious automobile manufac- 
turers because of its proven contribution to 
automotive safety. With its unique ‘‘sandwich’’ 
construction, two pieces of glass bonded together 
by a tough, transparent sheet of plastic, LSG 
resists shattering, reduces hazard of flying glass. 
LSG also “‘gives’’ with a blow, thus cushions 
shock of impact. In case doors are jammed, LSG 
can be knocked or kicked out of a window frame 
to provide emergency exit. LSG can always be 
identified by the distinctive ‘‘line’’ running 
along exposed window edges. The “‘line”’ is the 
plastic safety layer Monsanto supplies 

to leading glass companies for making LSG. 





NRT 


For more information on LSG or the 
Corneil-Liberty Car, write to: 

Monsanto Chemical Company, Plastics 
Division, Room 611, Springfield 2, Mass. 
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Which of these delightful cars suits \N S 


DON’T ANSWER TILL YOU'VE SEEN T 
at thousands of dealers coast-to-c@ 
THE LARK by Studebaker. 2-door,' 
hardtop, station wagon. Newly dimef 
to meet your needs... Smartly styled 
your taste... Carefully created to keep yuur 
expenses down ... Ingeniously engineered 
to put the fun back in driving .. . Prices start 
below $2000! 


3 TRES cHic The matchless simplicity of The Lark’s styling says 
elegance and distinction on the highway or in your driveway. 


by STUDEBAKER 


Never before have you seen a car like The Lark. 
It's the new dimension in motoring because its 
proportions are uniquely, ideally suited to to- 
day's driving conditions. It strikes a smart, sen- 
sible balance between the 5/8 size foreign 
imports and the oversize U. S. models. It has all 
the performance you need! It runs with the best 
of them and adds the advantage of economy... 
miles and miles on a hatful of regular gas with 
peak performance. Its design will flatter your 
eye. Its interior will compliment your good taste. 
lt has eliminated what you don't need: useless 
overhang, excess bulk and wasteful “dead” 
weight. It is always fun to drive, easy to park, 
effortless to handle. To fully appreciate The 
Lark's many virtues drive it. Just ask your dealer. 








eureKa She’s found the one that suits her best. The Lark Hardtop, a gem-like beauty with “ 
panoramic visibility enjoyed from a luxurious interior. 





Picnic The Lark is fun because it becomes “part of 
the family.” It’s considerate, too, because it’s kind to 
your bank account. 


STUDEBAKER’S MASTERY OF SPACE: 
Three feet shorter, The Lark parks where 
others can’t, fits easily in your garage, 
slips effortlessly through traffic, 

has-a turning circle of only 37% feet... 
yet carries six adults in honest comfort. 








eee 


sHopPPING It can be much more fun with The Lark. The 4-door 
has more than enough room for packages and friends (and their 
packages, too), is easy to handle and park. 


Power Plenty of it, and on low-cost regular gas. 
Your choice of super economical ‘‘6’”’ or ultra-re- 
sponsive V-8. Exhilarating performance with 4-bar- 
rel carburetor and dual exhaust option. 


ak 4 


AFFECTION The whole family loves The 
Lark. It’s a friendly car. Where’s Mom? 
She’s getting the picnic sandwiches out 

COUNTRY CLUB OR Town The Lark gets you back and forth with many of the trunk. 

miles to the gallon of regular gas. Hugs the road affectionately, corners 

with alacrity. Women love its handling ease. 


work The Lark 2-door is the ideal businessman’s car. For commuting, 
for salesmen, for fleet use, you can’t beat its combination of economy, 
reliability and its roomy, comfortable interior. 


FUNCTIONAL Instruments are installed to be more than decorative. 
These are easily readable and very attractive. Both dash panel and sun 
visors are safety-padded. 


VACATION The Lark Station Wagon has remarkable carrying capacity for a car of 
mensions. 93 cubic feet is more than the average owner needs. And, it handles like 
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Style, Comfort, Economy, Power... 
Here Are the Features 


To Woo ’59 Buyers 


(Continued from Previous Page) 


beyond the front door, and a 
slim piece of brightwork caps the 
tail fins. 

The anodized aluminum insert 
on Fairlane 500 models this 
year is silver instead of gold. All 
models have Diamond Lustre 
finish, a new super enamel. 

Rear quarter panels are con- 
vex at the top, giving the fins a 
tube-like appearance. Circular 
backup lights are set in the fins, 
and metal strips slant from the 
lights to form a “V”’ at the center 
of the deck. A large round tail 
light is located below the -outer 
a of the “V.” 

Engine horsepower and com- 
pression ratios bave been re- 
duced slightly, and regular- 
grade gasoline is recommended. 
Ford says this can save the 
motorist as much as $1 per tank 
of gas. 

The standard six-cylinder power 
plant is a 145-horsepower unit, 





90 to 380 Horses 
Horsepower ranges from 90 to 
380 on the "59 models. The Chrysler 
300-E is the highest, and the six- 


. cylinder Rambler American and 


Studebakers are the lowest. 





while V-8s have a 292-cubic-inch 
engine that is rated at 200 horses. 
Optional V-8s are a 332-cubic- 
inch, 225-horsepower unit and a 
352-cubic-inch, 300-horsepower 
model. The “332” is standard on 
cars with Cruise-O-Matic trans- 
mission. 

The Fordomatic transmission 
has been redesigned and light- 


_ ened. The elimination of 105 


and the use of aluminum 
or the transmission case and bell 


_ housing have reduced weight 


by 50 pounds or 23 percent. 

Ford prices are 5.55 percent 
above those of comparable °58s 
and range from $2,132 for the 
Custom 300 six-cylinder business 
sedan to $3,346 for the retract- 
able hardtop V-8. The Thunder- 
bird V-8 hardtop is $3,696 and 
the convertible is $3,979. 

ss 2 


Imperial 


ere for the buyer who 


desires and can afford a lux- 
urious automobile, Imperial again 
accents high styling and “living- 
room” interiors. 

All models have deep-pile, 
door-to-door carpeting, and 
there is a wide selection of 
interior trim fabrics and pat- 
terns. Exterior colors are new 
super enamels. 

Imperial’s new front end is 
dominated by a massive horizontal 
chrome bar with five dart-shaped 


| vertical crosspieces. The dual 


headlights are |>wer than last 
year’s. 
A strip of molding begins at 
the front-wheel ere and blends 
into the wraparound rear bumper. 
The low-lying rear deck is flanked 
by the Imperial tail fins. 

Two stainless-steel roof treat- 


) ments are available at extra cost 
+ on hardtop models. 


The Silvercrest-Landau roof 
design is a combination brushed, 
stainless-steel metal ap plique 
which fits over the forward roof 


area. It’s coupled with a Landau 
rear roof design finished in a 
contrasting textured vinyl paint 
which simulates black, grained 
leather. 

The stainless-steel overlay 
and the Landau treatment also 
are available separately. 

The cars have a new, stronger 
frame and a lower floor. The 
division said these developments 
have provided more legroom for 
reaf-seat passengers. 

Imperial has a new engine. It’s 
a 350-horsepower V-8 which dis- 
places 413 cubic inches and has a 
compression ratio of 10 to 1. 
Company engineers say it delivers 
more push where the driver can 


best use it—at low and medium | 


engine speeds. It’s 100 pounds 
lighter than last year’s engine. 

New options include swivel 
seats, pushbutton heater and elec- 
tronic rear-view mirror and head- 
light dimmer. Again available is 


Auto-Pilot which the division ex- | 
pects to install on 35 percent of | 


its °59 models. 


For the first time, the cars 
are being built in a Detroit 
plant devoted exclusively to 
Imperial production. The new 
quarters bave permitted the 
adoption of an extensive 
quality-control program. 

Imperial raised prices only 1.1 
percent and now has the lowest- 
priced four-doors ($5,016) in the 
luxury class. Prices range from 
$4,909.50 for the Custom two- 


. . » Super-enamel finishes . . 
suspension . . 
















| door hardtop to $6,103 for the 
| LeBaron four-door models. 
* * 


Lincoln-Continental 
‘oo is luxury in every line 

of the ’59 Lincoln and Con- 
tinental. The cars have new grilles 
|and they retain the classic, con- 


. Pushbutton heater. . 
. Electronic rear-view mirror and headlight dimmer. 


"59 Imperial Crown Two-Door Hardtop—New engine and grille . . 
. Stainless steel roofs . . 


New Engine, Restyled Front End 


servative design of last year’s all- 
new model. 


A wraparound front bumper 
protects Lincoln’s new one-piece 
grille, and the canted headlights 
blend into the grille. Continen- 
tal’s lattice-type grille curves up- 
ward into the headlight areas, 


"59 Lincoln Continental—New front bumper and grille . . . New rear grille on Continental 
. - - Metal applique on Lincoln quarter panel .. . Larger tires . . 


horsepower . 


Lincoln's Rear View 






Lower compression ratios and 


. - Continental town car and limousine . . . More standard equipment on Continental. 


Front of Lincoln 



















. Stronger frame 


. Swivel seats... Air 














a-wienenadll 
Stainless Steel Roof 


and parking lamps are set into 
the ends of the bumper. 
Continental also bas a new 
rear grille which consists of 
| chrome-framed black squares 
| with three rectangular chrome- 
| bezeled lights on either side. 
| From the rear, the Continental 
also may be identified by the flat, 
reverse-sloped, retractable back 
window which is power-operated. 
Lincoln has a single chrome 
spear along the side which flows 
into a metal applique that 





°59 Lincoln Engine 
Biggest in Industry 


The Lincoln engine again has the 
highest piston displacement of any 
in the industry. It is a 430-cubic-inch 
unit that also is used in Continentals 
and the Mercury Park Lane series. 

Chrysler Corp.’s biggest engine, a 
413-cubic-incher, powers the Impe- 
rial and the Chrysler New Yorker 
and 300-E. Buick’s 401-cubic-inch 
unit is tops for the General Motors 
makes. 





brightens the rear quarter panel. 
As in ’58, Continental has no side 
trim. The new models have 9.50 
x 14 tires, compared with 9.00 x 
14 last year. 

Continental has added two 
| models, a town car and a limou- 
sine. They have a padded landau- 
type roof which extends back to 
shape a small formal window. 
The limousine has a power-oper- 
ated glass partition between the 
front and rear seat. 

These models are available only 
in black, and many interior metal 
surfaces are gold-finished. They 
are fully equipped, including air 
conditioning. 

The power train has been 
refined to provide greater op- 
erational smoothness ui any 
speed. This was done by in- 
stalling new engine mounts, 
redesigning the camshaft and 
providing a new carburetor and 

(Continued on Next Page) 
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In every one of Detroit’s 


FABULOUS 


dependable National Oil Seals 


Year after year, Detroit achieves the impossible—improving constantly 
on the best cars in the world. 


Year after year, we ride more smoothly, comfortably and quietly in 
high-performance automobiles of outstanding beauty. 


And year after year, Detroit has increased the brute ruggedness and 
unfailing dependability which have made American cars 
the world’s envy. 


Since the dawn of the Automotive Age, National has supplied vital oil 
seals for the wheels, power trains, engines and accessories of cars, trucks, 
buses and off-highway vehicles. National is proud of this record, 

proud to be a part of our nation’s greatest industry, proud of the faith 
Detroit places in the products we make. 


Our pledge: still better research and manufacturing to make sure 
National continues to mean “tomorrow’s oil seals—today!” 


NATIONAL SEAL 


Division, Federal-Mogul-Bower Bearings, Inc. 
General Offices: Redwood City, California 
Plants: Redwood City and Downey, California, 
Van Wert, Ohio 


ENJAY BUTYL fabulous new rubber 


Helps new cars ride better 


Your ride is smoother, quieter, more comfortable, because today’s new cars use 
Enjay Butyl rubber. It absorbs road shock, cushions vibration, waterseals joints 
between glass and steel. It also resists aging better than natural and other types 


of rubber. Youll find Butyl used in more than 100 places in today’s modern cars. 


ENJAY COMPANY, INC., 15 west 51st St., New York 19, N. Y. 
Other Offices: Akron - Boston - Charlotte - Chicago - Detroit - Los Angeles - New Orleans - Tulsa 














Style, Comfort, Economy, Power .. . 


Here Are the Features 
To Woo ’59 Buyers 


(Continued from Previous Page) 


a new spark curve on the dis- 
tributor. 

Automatic transmission, power 
steering and power brakes are 
standard on all Lincolns and Con- 
tinentals, and Continental prices 
now also include radio, heater, 
tinted glass and white sidewall 
tires. In addition, power windows 
and power seat are standard on 


Lincoln Premieres and all Con-| 


tinentals. 
Lincoln prices are 1.49 percent | 
more than last year’s and range 


from $4,902.10 to $5,594.20. Con- 
tinental prices start at $6,598.30. 
The town car is $9,208, and the 
limousine is $10,230. 


* * * 


Mercury 


ERCURY, Ford Motor Co.’s 
husky 20-year-old, is stressing 
interior roominess this year. En- 
gineers have succeeded in cutting 
the transmission tunnel almost in 
half, a development that will be 
welcomed by the middle passen- 
get in the front and rear seats. 
The tunnel reduction was 
achieved by moving the engine, 
transmission and front wheels 
farther ahead of the passenger 
compartment. Also, more tilt was 
given the en gin e-transmission 
combination. 
This design, together with a 
new low-entry position of the 
driveshaft into the differential, 


means a lower driving position | 


fore and aft and a minimized 
tunnel height. 

Mercury also has moved the 
instrument panel forward, pro- 





The Long and Short 
Of the ’59 Models 


Cadillac’s Series Seventy-Five mod- 
els are the longest and heaviest of 
the *59 cars at 244.8 inches and 5,- 
490 pounds. Imperial and the Cadil- 
lac Sixty Special are the widest— 
81 inches. 

At the other end of the line, 
Studebaker’s Lark is 175 inches long 
and its Silver Hawk is 71.3 inches 
| wide. The Rambler American is the 
lightest at 2,476 pounds. 





viding six inches more kneeroom 
and 10 inches greater distance 
from the seat back. A new ver- 
|tical windshield post gives 21, 
‘inches more clearance for the 
knees in entry and exit. 

Vision has been improved by 
lowering the hood 21/, inches and 
by adopting a wrapover wind- 
|shield. Four-door sedans have a 
\wraparound rear window, while 
hardtops feature a wrapover rear 
window that flows into the roof. 
There’s 33 percent more glass area 
than in ’58. 
| Other styling changes include 
|a single-section grille and bumper 
}and redesigned trim and tail 
lights. This year’s windshield 
| wipers operate in tandem, both 
|blades going in the same direc- 
tional sweep at the same time. 
| This is said to eliminate the center 
| blind spot. 

The ’59 Monterey utilizes a 
312-cubic-inch, 210-horsepower 
| engine, compared with last 
| year’s 383-cubic-inch unit that 
| developed 312 horsepower. 

' Montclairs and station wagons | 
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Monterey Four-Door Sedan 


retain last year’s 383-cubic-inch 
power plant, and the Park Lane 
series again has a 430-cubic-inch 
unit. The Montclairs and the Voy- 
ager and Colony Park wagons are 
rated at 322 horsepower; Com- 
muter wagons develop 280 and 


|'Park Lane models have 345 


horses. 
Mercury’s 15 models are priced 
2.97 percent above comparable 




















glass area . . 


"59 Oldsmobile 98 Two-Door Hardtop—New body and two new engines . . . Increased 
. Wraparound rear window . . . “Magic Mirror” finish . . . Stronger, wider frame. . . 
Wider tread . . . Improved suspension . . . “Air Scoop” brake design. 


Super 88 Station Wagon 


For ’59, Oldsmobile offers a four-door station wagon in the “ 
been increased up to 13 percent, and a new 


88 series. Storage area 


”” and Super 


roll-down rear window provides easier access to the cargo compartment. 
An extra-cost option is a power-operated rear window that can be actuated 


from inside or outside the car. 








































Looking at the '59 Olds 

The ’59 Oldsmobile has a rectangu- 
lar-patterned grille which is recessed 
under the hood line and set well 
behind the leading edge of the 
bumper. The circular eines lamps 
are located between the dual head- 
lights, and the headlamps themselves 
have been lowered. 










58s. The price leader is the 
Monterey two-door sedan at $2,- 
767.50, and the most-expensive 


model in the line is the Park Lane | 


convertible at $4,206. 
* * * 


Oldsmobile 
LDSMOBILE realized a cher- 


ished ambition in 1958 as it) 
swept into fourth place in the| 


new-car registration derby. Hold- 
ing that spot won't be easy, but 
the Lansing folks feel that their 
59s will outsell anything their 
Flint cousins have to offer. 

For "59, Oldsmobile is pro- 
moting the “Linear Look,” a 
radical departure from the 
heavily trimmed ’58 which a 
competitor dubbed the “king of 
chrome.” V. H. Sutherlen, gen- 
eral sales manager, calls the 
newcomers the “most distinc- 
tively different models in our 
61-year history.” 

Oldsmobile’s new styling be- 
gins with the rectangular-pat- 
terned aluminum grille which is 
recessed under the hood line and 
behind the leading edge of the 
bumper. The dual headlights are 
set in the grille, and the parking 
lamps are located between each 
pair of headlamps. 

Sculptured twin booms sweep 
the length of the body and serve 
as the key area for this year’s 
two-tone treatment. The only side 
ornamentation is a slim molding 





"59s vs. "58s... 





High, Low and Median 


58s 
Ts GE TID ecccccsercicssceoens 16 7 
No. of Models .................... 237 267 
Lowest Price ..................... $1,835 1,739 
(Rambler American) (Rambler American) 
Highest Price .................... $13,075 $13,074 
(Cadillac Brougham) (Cadillac Broug! 
Average Price ................... $3,590 $3,402 
Median Price ...................... 129 071 


$3, 
(Buick LeSabre conv.) 


"59 Mercury Montclair Four-Door Cruiser—Transmission hump reduced, with more 
legroom front and rear . . . Longer wheelbase . . . Lower hood . . . Redesigned grille and side trim 


. .. Wider front doors on wagons . . . Lower horsepower . . . Long-life muffler and tailpipe . . . Super 
enamel finish on all models. 


Big Windshield 








Seven Makers Offer 
Six-Cylinder Engine 

Motorists, who prefer six-cylinder 
engines, can choose from seven 
makes in °59, one more than last 
| year. 

Edsel has entered the six-cylinder 
field. The holdovers are Ford, Chev- 
rolet, Plymouth, Dodge, Rambler 
and Studebaker. 





that extends from the headlights 
|'to the midpoint of the body. 
Wrapover windshields have in- 
creased the car’s glass area. Four- 
| door hardtops have a wraparound 
\rear window, and two-door hard- 
‘tops have a huge sloping rear 
| window of heat-resistant, amber- 
tinted glass. 
| All models have new Magic- 
|Mirror acrylic lacquer finishes. 
|Series 88 and Super 88 units are 
10 inches longer than last year’s, 
and “98” models are six inches 
longer. All are two inches wider. 
Powering the “88” series is 
a 270-horsepower engine that 
displaces 371 cubic inches and 
has a compression ratio of 9.75 
to 1. In the Super 88 and “98,” 
a new 394-cubic-inch unit de- 
velops 315 horsepower. Com- 
pression ratio is the same as 
that of the smaller engine. 
The company said operating 
economy of both engines ee been 
improved through better carbure- 


(Continued on Next Page) 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE ¢ NO. 111 OF A SERIES 


I say: Look what 
they’re sending 
to the colonies...! 


Good Heavens, Bradshaw, do you suppose Whitehall knows. . .? 


Oh, rather, Edgecomb. After all, we’ve been exporting them 
for ten years—some 100,000 British-built Fords—they were 
the first European economy cars to be sent overseas. 


Ten years!—100,000—I had no idea. 


Well, old boy, Americans do seem to prefer them—they’re 
the third most popular imported automobile in the U. S. 
—economical on petrol and all that. Quite in demand 

as a second runabout, I understand. 


Yes, but don’t the Americans build their own automobiles? 


Certainly, Edgecomb. The Ford Family of Fine Cars offers all 
kinds of different automobiles—Fords, Thunderbirds, Edsels, 
Mercurys, Lincolns and Continental Mark IV’s—from 600 quid 
to 2400, and each an excellent bit of craftsmanship. 


Come now, Bradshaw, you’re pulling my leg—why would they 
want to build so many different kinds of cars? 


Americans, Edgecomb, they’re individualistic, you know; and 
Ford Family of Fine Cars dealers are able to suit each of 
their customers exactly. 


Extraordinary, Bradshaw. How is it you know so much about 
the Americans? 


My brother-in-law is a Ford dealer in a place called Minneapolis. 
Oh, really? How perfectly ghastly for your sister. 


Not a bit, old fellow, she seems quite content—drives an 
English-built Ford you know. 


Of course. 


Conclusion: Whatever your customers may desire in an auto- 
mobile, they’re most likely to find among the Ford Family of 
Fine Cars. The result: more and more pre-sold prospects 
coming to your showroom. 










Thames Van: 34-ton, maximum payload 
of 180 cu. ft., 59 hp. at 4200 rpm. 


Zephyr: 4-door, 6-passenger sedan 
with 6-cylinder engine, 85 horsepower. 


% 
md 
. 


; é . dig | Anglia: 2-door 4-passenger sedan 
/ delivers up to 35 miles per gallon. 





Tee ut 


ee EE. 


Consul: 6-passenger convertible offers 
up to 27 mpg.; 59 hp. at 4400 rpm. 


Zodiac: 4-door, 6-passenger sedan 
with 6-cylinder engine develops 85 hp. 


Prefect: 4-cylinder, 4-door sedan 
develops 36 horsepower at 4500 rpm. 


FORD MOTOR COMPANY e THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD ¢ THUNDERBIRD ¢ EDSEL © MERCURY ¢ LINCOLN e¢ CONTINENTAL MARK IV @¢ ENGLISH FORD LINE 
GERMAN FORD LINE e FORD TRUCKS ¢ TRACTORS ¢ FARM IMPLEMENTS ¢ INDUSTRIAL ENGINES 
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1959 Features 
Designed to Up 
Buying Fever 


Comfort, Economy, 
Style on Display in 
U. S. Showrooms 


(Continued from Previous Page) 


tion, more efficient ‘freer’ breath- 


AUTOMOTIVE NEWS, DECEMBER 1, 1958 





ing and a new automatic-choke 
system that reportedly increases | 
fuel economy, especially during, 
warmup in cold weather. 

Oldsmobile’s '59 prices are 1.97 | 
percent higher than last year’s. | 
Series 88 models went up $65) 
(the station wagon rose $81), and 
all other units climbed $66. They 
range from $2,837 for the “88” | 
two-door sedan to $4,366 for the 
“98” convertible. 

=< 


Plymouth 

ITH a new face, slanted fins 

and a new rear-quarter and 
deck treatment, Plymouth appears 
well prepared to meet the chal- 
lenge of the two medium-priced 
makes which have their eyes on 
third place in the sales battle. 


From a styling standpoint, 
Plymouth is easily the most | 
changed of the Chrysler Corp. | 
family. The new grille is a 
lattice-work arrangement of ex- 
truded aluminum bars which 
extend the width of the car. 


The hood and fenders are new, 
and parking lights are set in the 
ends of the grille. A wrapover 
windshield is standard on hard- 
tops and convertibles. 

The rear quarter panels are new 
and the tail fins are outward- 
canted and chrome-capped. All 
models have a new deck, while 
an Imperial-like trunk lid with a 
wheel-cover insert is standard on 
Sport Furys and optional on| 

ts. Dual horizontal tail lights 

are positioned just above the new 
rear bumper. 

Like Chevrolet, Plymouth has 
dropped its lowest-priced series 
mame (Plaza) and has moved the 
Savoy and Belvedere down a 
notch. A new Fury series fills the 
miche occupied by the Belvedere 
the last several years, and Plym- 
outh’s top series is the two-model 
Sports Fury line which consists 

a convertible and two-door | 

hardtop. 

V-8 engines are standard 
equipment on Fur ys, Sport 
Furys, the Belvedere convert- 
ible and some station wagons. 
Other models, with the excep- 
tion of the price-leading Savoy 





Radio and Heater 


(1959 Prices) 


Pushbutton 
Radio 


Fresh-Air 
Heater 


| models and is within a few dol- 





$102 
129 
80 
102 
Std. 














"59 Plymouth Sport Fury Two-Door Hardtop—Grille and front end restyled . 


Wrapover windshield . . . Three-stage carburetor . 
. . » Two Sport Fury models . 


lid on some models 


. . » Pushbutton heater . . . Air 


suspension. 


New Grille, Wrapover Windshield 


business coupe, may be ordered 
with sixes or V-8s. 

The Plymouth six is a 132- 
horsepower, 230-cubic-inch en- 


| gine, and the standard V-8 draws 


230 horsepower from a 318- 
cubic-inch unit. The Sports Fury 
has a more powerful engine, and 
a 361-cubic-inch power plant is 
optional throughout the line. 
Plymouth claims 10 percent 
greater economy of operation for 
‘59. Contributing to it is a new) 
three-stage carburetor for V-8s.| 
Air suspension is available and) 
heaters are operated by push-| 
buttons. 
Other new options include an 
“Instant Heat” gasoline-type| 


heater which starts delivering|§ 


heat in 30 seconds, remote-control 
side mirror and electronic rear-| 
view mirror and headlight dim-| 
mer. 

Pricewise, Plymouth dropped 
below Chevrolet on several 


lars of the champion througb- 
out the line. Ford continues to 
offer the lowest prices of the 


three top sellers. 


Plymouth boosted its prices 
4.47 pércent above the ’58 level 
on comparable models. They 
range from $2,142.75 for the 
Savoy Six business coupe to $3,- 
130.50 for the four-door three- 
seat Sport Suburban V-8. 

e s’*-< 





Pontiac 

HE Pontiac that doesn’t look 

like a Pontiac is winning 
friends and influencing buyers 
from coast to coast. There’s a 
new engine, wider tread and 
other mechanical changes, but 
Pontiac’s big story this year is 
styling. 

Dual headlights mounted in 
twin grilles are set above a two- 
bar ro yey bumper, and a 
V-shaped hood design extends 
from the grilles to the cowl. A 


single strip of molding runs the | 
length of the body and sweeps 
down to a point beyond the rear 
wheel. 


The flat trunk lid is flanked 


by twin fins which form a 


Heavier brakes . . 
seat in wagon . . 


Observation Car 
Pontiac’s nine-passenger Catalina sta- 
tion wagon has a rear-facing third 
seat and an electrically operated tail- 
gate window. Step pads on bumper. 


3 


. Increased glass area . . 


. « Restyled rear end, with “wheel-cover’” deck 
. . V-8 standard on 10 models . . . Swivel seats 


Swivel Seat 





lights are set into a concave 
ribbed section of the deck lid 
and the wraparound rear 
bumper. 


Glass area has been increased 
7 percent through use of wrap- 
"V”" and blend into the backup- | over windshields and larger rear 
light ports. Large oval tail ' windows. Four-door hardtops, 


"59 Pontiac Catalina Four-Door Sedan—New body and engine . 
. Two more Bonneville models . . 
. Electric windshield wipers . . . “Magic-Mirror” finish. 


have flat roofs and wraparound 
rear windows. All models have 
Magic-Mirror acrylic lacquer fin- 
ishes and are available in 15 
solid colors and 42 two-tones 


The new models have a wicer 
track. Wheel tread has been in- 
\creased nearly five inches, which 
is said to provide greater stabil- 
|ity and riding comfort and more 
\resistance to crosswinds. 





| Pontiac’s new engine is a 389- 

|cubic-inch unit that delivers 215 

|to 345 horsepower, depending 
upon the type of transmission and 
the number of carburetors. Com- 

'pression ratio is 8.6 to 1 with 
standard transmission and 10 to 
1 with Hydra-Matic. 


| A 215-horsepower economy en- 
| gine is available at no extra cost 
|on all cars equipped with Hydra- 
Matic. This engine has a smaller 
carburetor, a special manifold and 
camshaft and an axle ratio of 


2.87 to 1. 


Pontiac claims that this en- 
gine, dubbed the 420-E, deliv- 
ered 21.7 miles per gallon on a 
2,442-mile economy test from 
San Diego, Calif., to Savannah, 
Ga. 


Fourteen models are available 
for 59. A seven-model Catalina 
series succeeds last year’s Chief- 
tain; the Super Chief line has 
been dropped, and there are three 
Star Chiefs. The Bonneville series 
has been expanded by adding a 
four-door hardtop and a four- 
door station wagon to last year’s 
two-door hardtop and convert- 
ible. 


Prices range from $2,633 for 
the Catalina two-door sedan to 
$3,532 for the Bonneville wagon. 
Catalinas are priced 2.54 percent 
above last year’s Chieftains, but 
the Star Chief four-door sedan is 
down $66 and the four-door 
hardtop is down $72. In the Bon- 
neville series, the two-door hard- 

(Continued on Next Page) 


. . Wider tread ... 
. Rear-facing third 


Long, Low and Elegant 
Pontiac’s Bonneville convertible has a 124-inch wheelbase and is 220.7 
inches long and 54 inches high. Seats are trimmed in genuine leather and 
jewel-tone Morrokide. Front bucket seats are available as an option. ‘‘Magic 


Mirror” finish is provided on all mode 


Is, 
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It’s a full-size pushbutton car radio, but when you remove this unit 
you have a powerful pocket-size portable. Available only on the 1959 Buick, Oldsmobile and Pontiac. 
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; All new for 50). 
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Delcos all-transistor car radios that are portable 


Now you can get everything a fine full-size car radio 
has to offer—PLUS the convenience and pleasure of a 
portable. It’s an engineering first and a Delco exclusive! 


The portable part of this new two-in-one radio is 
handsome, small, lightweight and really powerful. 
That’s because it’s an all-transistor radio that uses 
90% less power than vacuum tube sets. When it’s 
locked away out of sight you have a full-size car radio 


that’s operated by the regular pushbuttons on the 
dash. It employs the car’s battery, built-in audio 
system, antenna and big full range speaker to give 
the finest in auto radio performance. 


Delco’s new dual-purpose radio provides greater tonal 
range, volume and clarity than the most expensive 
sets, and it plays without warmup or mechanical 
noises. It’s beautifully and individually styled for the 


1959 Buick, Oldsmobile and Pontiac. See your new car 
dealer soon for a demonstration of this wonderful, 
all-new, all-transistor radio that goes where you go, 
plays where you play. 


DELCO RADIO 


Division of General Motors « 
WORLD LEADER IN AUTO RADIO 


Kokomo, Indiana 


as advertised in The Saturday Evening Post 
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"59 Rambler Four-Door Hardtop—Redesigned grille and side trim . . . Separately adjust- 


able front seats . . 
circuit in radio . 


Individual Seats 


St 


. Visi-Flo carburetor . . 


. Front-seat headrests . . 
. . Neutral start button on automatic transmission. 


. Improved brakes . . . Printed 


Rambler American 


, Comfort, Economy, Power .. . 


Here Are the Features 
To Woo ’59 Buyers 


(Continued from Previous Page) 


top was reduced $224, and the 
convertible dropped $108. 
2. 2 


Rambler 
EORGE ROMNEY can afford 
a smile and a quiet “I told 
you so” when he hears his fellow 
auto executives debate the desir- 


ability of placing a U. S.-built| 


compact car on the market. 
Romney bas been in that 


market for years, and in 1958 | 


bis Rambler arrived. It sky- 
rocketed from nowbere to sev- 
enth place in registrations, and 
it was the only bright spot in 
@ dismal year for the industry. 

American Motors now is sol- 
idly in the black, and Romney 
is looking ahead. 

He’s shooting for 6 pe of 
the market in 59 (AM 
3.8 percent in the first nine 
months of this yeat), and he’s 
just as confident as he was when 

declared that motorists event- 
ually would accept AMC prod- 
ucts and purchase them in large 
volume. 

If registrations reach five mil- 
lion in 1959, AMC would have 
to move 300,000 units to cap- 

6 percent of the market. 
Unlike other makers, Amer- 
ican Motors does not claim 
drastic styling changes for its 
"59 offerings. The company is 
opposed to the industry's 
"forced obsolescence’ and bases 
its sales pitch on comfort and 
economy. 
The cars have new grilles and 


| Side trim, but have retained last 


s dimensions. Three wheel- 
are available—the 100-inch 


ered | 


| American, the 108-inch Rambler 
|Six and Rebel V-8 and the 117- 
inch Ambassador. 

The six-cylinder engine in the 

| American is rated at 90 horse- 
power, while Rambler Six models 
\develop 127 horses. The Rebel 
V-8 supplies 215 horsepower from 
a 250-cubic-inch engine, and Am- 
bassador models draw 270 horse- 
power from a 327-cubic-inch 
| power plant. 
Joining the o ption list this 
\year are front seats which may 
|be adjusted separately and front- 
seat headrests which may be ad- 
justed to 10 positions. Rambler's 
new radio has two transistors and 
four tubes, and a printed circuit 
replaces the wires. 

A two-door station wagon 
has joined the American line. 
Like the sedan, it is available 
in Deluxe and Super models. 
The popular American sedan, 
which was introduced last Jan- 
uary, rose to more than 25 per- 
cent of production by the end 
of the ’58 model run. 

Rambler held its price increase 
to 1.48 percent. American models 
went up $46; the Deluxe Six 
four-door sedan climbed $51, and 
other sixes and Rebel V-8s rose 
$56. Ambassador prices are un- 
changed from 58. Rambler 
prices run from $1,835 for the 
American Deluxe two-door sedan 
to $3,116 for the Ambassador 
Custom hardtop station wagon. 

em. 6 


Studebaker 
| TUDEBAKER’S Lark, a short- 





wheelbase model which the 
company feels is “tailored to a 





| new concept in motoring,” carries 
|the South Bend producer’s hopes 
\for *59. 

Early reception has been good, 
and Studebaker-Packard is con- 
fident that the Lark will usher in 
an era of sales success. 

Harold E. Churchill, S-P 
president, supplied the best de- 
scription of the mew entry 
when be declared: “It is a 
smaller car rather than a small 
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car; it is an economical car 
rather than an economy car.” 


The Lark has a wheelbase of 
108.5 inches and is 175 inches 
from bumper to bumper. Last 
year’s smallest Studebakers were 
built on a 116.5-inch wheelbase 
and were 202 inches long. 

But despite the reduced exter- 
ior dimensions, the Lark seats six 
adults in comfort, according to 
S-P. The company says front leg- 
room is equal to last year’s and 
rear legroom is greater. 

The Lark is offered as a four- 
door sedan, two-door sedan and 
two-door wagon in the Deluxe 
Six series and as a four-door 


. a two-door hardtop and two- 


door wagon in the Regal Six and 


259.2-cubic-inch engine that 
was used in last year’s Com- 
mander series. Horsepower is 
180, and compression ratio has 
been boosted to 8.8 to 1. 

Lark prices start at $1,925 for 
the Deluxe Six two-door sedan, 
and the top car in the line is the 
Regal V-8 wagon at $2,590. The 
Silver Hawk Six is $2,360 and 
the V-8 is $2,495. 


59 Equipment 
Prices Higher 


Automatic Drive Up 
$10 on Some Makes 
T WILL cost the customer more 





V-8 lines. Lone holdovers from} I to equip his ’59 model. Chev- 
last year are the Silver Hawk Six| rolet and Ford division boosted 
and V-8 coupes. automatic transmission prices 
The dominant feature of the | about $10, while Chrysler Corp. 
Lark front end is the Hawk- |makes hiked PowerFlite $9.50 
type grille. Between the grille | and raised TorqueFlite $6.75. 
| and the single headlights are | Most makers held the line on 
| air scoops topped by parking power steering. Rambler, Stude- 
| and turn-signal lights. |baker and Edsel cut this item 
| A strip of stainless-steel mold-|$3 to $10, but Chevrolet and 
|ing sweeps the length of the car,| Ford raised it $5.40 and $6.60, 
and the hood and deck lid are| respectively. 
| free of ornamentation. Front and| Power brakes went up $3.22 to 
|rear fender panels are removable, | $6.10 on all makes, except Stude- 
|a feature that will reduce replace- | baker (down $2.66), Rambler (no 
|ment costs in the event of colli-| change) and in the luxury class 
| sion damage. where they are standard. 
| The Lark has a new six-cylinder| Heater prices were raised $3.70 
engine that displaces 169.6 cubic|to $9.90 by Chevrolet, Oldsmo- 
‘inches and develops 90 horse-|bile, Pontiac, Ford, Chrysler, 
|power. It has an improved com-| Dodge, DeSoto and Plymouth. 
|bustion chamber with a shorter | Imperial reduced this option 
\stroke and new carburetion. The| $4.30 and Lincoln cut it $6.50. 
\carbuetor has an automatic choke| Several makers got the word 
jand hat-ty pe silencers for im-|on radio prices this year—and 
proved air flow. \the word is that the auto com- 
E. J. Hardig, Studebaker chief | panies are pricing themselves 
engineer, said tests of the °59/right out of the market. Many 
and ’58 sixes showed an improve-| dealers prefer to buy their radios 
ment in performance of nearly | from outside suppliers, some men- 
'20 percent with the new engine| tioning substantial savings and 
\at 35 m.p.h., plus an 8 percent) better warranties. 
improvement in fuel economy in| Cutting radio prices for ‘59 
\third gear between 30 and 60| were Ford, Mercury, Edsel, Lin- 
| m.p.h. |coln, Imperial, Studebaker and 
Studebaker’s V-8 for ’59 is | Rambler. Other makers kept their 
an improved version of the | radios at ’58 levels. 


| 
| 
| 
| 








"59 Studebaker Lark Four-Door Sedan—New line featuring economy . . . Redesigned 


frame . 


. » New six-cylinder engine . 


. - Improved suspension and steering . . . Reclining seats . . . 


Removable fender panels . . . New heater . . . Inside hood release. 


Lark's Panel 


Silver Hawk Retained 


The Silver Hawk coupe is the only holdover in Studebaker’s model lineup 
for 59. The parking lights have been lowered from atop the fenders to the 
bumper. A.new chrome line accents the fins which also are highlighted by 
“Silver Hawk” in scroll and the corporate “Hawk” emblem. The car is 
available as a six or a V-8. 














Sorg-Warner 


PRODUCTION 
T. M. 




















lalk about Excitement ! 


Few thrills equal the dramatic moment when a family gets its new car. 
It’s a drama of little things—the solid click of the doors . . . the whisper 
of the engine . . . the shiny newness . . . the distinctive new-car smell 
.. . the feeling that this year’s model is the last word. 

Borg-Warner products play an important role in this delightful ex- 
perience. The automotive industry calls on 21 of B-W’s Divisions and 
Subsidiaries for essential, precision-engineered components that con- 
tribute to the comfort, performance and safety of American cars. The 
industry recognizes that B-W’s “design it better—make it better” tradi- 
tion is assurance of superb automotive products. 

Small wonder, then, that 19 of the 20 makes of cars incorporate 
parts engineered and produced by Borg-Warner. This hand-in-hand 
relationship promises still better cars to come—for continuing progress 
is the mutual aim of both Borg-Warner and the dynamic automotive 


industry. 


These units form BORG-WARNER, Executive Offices, 200 S. Michigan Ave. Chicago. Research Center, Des Plaines, Til. 
DIVISIONS: ATKINS SAW « BORG & BECK « BYRON JACKSON « CALUMET STEEL « FRANKLIN STEEL « INGERSOLL CONDI- 
TIONED AIR « INGERSOLL HUMPHRYES « INGERSOLL KALAMAZOO « INGERSOLL PRODUCTS + INGERSOLL STEEL « LONG 
MANUFACTURING *« MARBON CHEMICAL « MARVEL-SCHEBLER PRODUCTS « MECHANICS UNIVERSAL JOINT « NORGE 
PESCO PRODUCTS + PRIMOR PRODUCTS « ROCKFORD CLUTCH « SPRING DIVISION » WARNER AUTOMOTIVE ¢ WARNER GEAR 
WOOSTER DIVISION « YORK. « SUBSIDIARIES: B-W ACCEPTANCE CORP. « BORG-WARNER INTERNATIONAL * BORG-WARNER, 
LTD. « BORG-WARNER SERVICE PARTS « BYRON JACKSON OF CANADA, LTD. « BYRON JACKSON CO., S.A. ¢ BJ SERVICE, INC. 
LONG MFG. LTD. e MORSE CHAIN » MORSE CHAIN OF CANADA, LTD. e REFLECTAL « WARNER GEAR, LTD. e WESTON HYDRAULICS, 
LTD. ¢ YORK SHIPLEY, LTD. 


Pe ae ayer +: iyhage: 9S 
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1959 Cars... 





Engineers Headline Economy 


By Joseph M. Callahan 
Engineering Editor 
AN OVERWHELMING effort to 
to provide greater economy of 
operation is obvious to anyone ex- | 


| Suid, compared to the 24 quarts 
| needed in the ‘58s. 
> 


* * 


AMBLER has a new economy | 


feature—a new fuel tank vent} 


amining the engineering features | tube that reduces fuel spillage by | 


| use of more high octane (and ex- 

pensive) gasoline and to the fail- 
ure of the gas companies to make 

the required 100 octane-plus fuels 

available in enough areas. 

The major engineering advance- 


of the 1959 cars. |eliminating air bubbles in the gas|ments on the ‘59 models are as 


This is not to imply that the auto} 
industry has gone on an austerity | 
binge. All the former features— | 
and many new ones—that give per- 
formance, luxury and comfort, are 
available to the customers who 
want to pay for them. 


Among the ’59 economy meas- 
ures are models that use less and 
cheaper gas; engines that require 
less oil or fewer oil changes; 
brakes that demand less frequent 
relining; mufflers that need less- 
frequent replacement, and paints 
said to call for less polishing. 
Chrysler and Imperial even have 

a new engine that requires less 
coolant—a factor when purchasing 
antifreeze. This engine requires 
only 16 quarts of cooling system 





tank. 

The improved gas economy was | 
achieved with new engines and new | 
carburetors (sometimes producing | 
less horsepower), with cars light-| 
ened through the use of more alu-| 
minum, with lower axle ratios and | 
with other maesures. 

A noticeable trend this year was | 
the increased use of the same com- 


divisions in the same company. This | 


GM cars this year, although the} 
Chrysler Corp. has been employing | 


several years. 
With one or two exceptions, | 
there were no increases in engine | 
compression ratios this year. This | 
is due to the desire to avoid the 


| follows: 
ad a a 


Chrysler Corp. 


ROBABLY the outstanding fea- 
ture of these cars is the True- 
level Torsion-aire suspension, which 
is a unique combination of front 
torsion bars combined with leaf 
springs and smaller air springs in 


|ponents or accessories by several|the rear. Important improvements 
were also made in the torsion bar} 
| trend was most noticeable with the | springs. 


This air suspension system, which 
is largely an automatic leveling de- 


|this type of interchangeability for | vice, is an effort, according to the 


company, to provide the important 
advantages of air suspension, with- 
out any of its disadvantages. 
Automatic leveling keeps the rear 
of the car at the same height, thus 


YOUR 


STAR 
SALESMAN 


The man whose voice has been 
heard by more people than 

any voice in history—a celebrated 
adventurer and newscaster, Lowell 
Thomas is sponsored for you on 
radio and TV by Delco Batteries. 

His radio newscast, which goes 

on the air 52 weeks a year over 

the whole CBS network, attracts 
2,000,000 listeners every evening.* 
His popular CBS television series, 
“High Adventure with Lowell Thomas,” 
draws more than 30,000,000 
viewers.* What does this mean to 
you? Just this—more people know 
Delco because of Lowell Thomas. And 
since Delco has the strongest advertising 
in the battery business, it makes sense 
to have Delco Dry Charge batteries 
available for your customers when they 
ask for Delco by name. Easy to stock 
because it's always factory-fresh, backed 
by a General Motors warranty, Delco is by 
far the No. 1 battery preference in America. 
And best of all, it’s easier to sell because 
you have a “star” salesman working 
for you—Lowell Thomas. 


Delco batteries are also advertised in leading national 
magazines like Life, Look, Post and Reader's Digest. 


*A. C. Nielsen Co. 


GENERAL MOTORS LEADS THE WAY... 
STARTING WITH DELCO BATTERIES 


quality built by Delco-Remy 
distributed nationally through 








Refined AMC Engine— 


The 270-horsepower Ambassador V-8 
| engine, which provides better control of 


fuel. All valves have been redesigned for 
longer life. 
Ss <= 


(1) keeping ground clearance con- 


bumper from scraping, and 
keeping headlights properly aimed. 
Furthermore, rearview mirrors re- 
| quire less adjustment and the back- 



















| stant, (2) preventing the rear 
(3) | 





up lights illuminate the proper 
area. 

The system consists of an 
engine-driven air compressor, 
which supplies air up to 220 PSI 
to a high-pressure tank under the 
right front fender. An air line 
connects this tank with a low 
pressure tank which extends 
across the rear of the car. This 
tank is connected to two air 
springs just forward of the rear 
axle. 

An automatic leveling valve, at- 
tached to the differential banjo, in- 
creases or decreases the air pres- 

|}sure tank through a bleed-feed 
| valve. When the car is empty, the 
|air springs support only about 300 
|pounds of the weight on the rear 
axle. As the car becomes loaded, 
}all the additional weight is carried 
| by the air springs. 
| In addition, the following three 
improvements were incorporated in 
| the front torsion bars on the Plym- 
|outh, Dodge, DeSoto, Chrysler and 
Imperial: 


i = * * 


Cam Adjustment 


AN INFINITELY variable cam 
* adjustment that permits the 
factory worker and the garage me- 
chanic to adjust more precisely the 
caster and camber of the car. 

2. More efficient torsion bars that 
are four pounds lighter, four inches 
shorter and 1/32 of an inch less in 
diameter. New rubber seals on the 
hexagonal ends are now being used. 
They reduce the possibility of cor- 
rosion. 

3. Redesigned ball joints with 
spiral grooves on the face of the 
spherical bearing, so that normal 
up-and-down movements of the 
front suspension help lubricate the 
joint. This is said to result in a 
softer ride, less ball joint wear, 
easier steering and less suspension 
noise. 

Also offered on all Chrysler 
Corp. cars is the electronically- 
operated Mirror-Matic mirror, 
which automatically adjusts itself 
at night to reduce the reflection 
in the mirror caused by the bright 
lights of a following car. 

The heart of the mirror’s auto- 
matic dipping mechanism is a 
photoelectric cell which “sees” 
through a small opening in the mir- 
ror’s surface. Light striking the cell 
generates a small current which 
increases with light intensity. When 
the light intensity becomes great 
enough, a current activates a min- 
iature amplifier and a magnetic 
solenoid. The solenoid then attracts 
a piece of metal on the back of the 
mirror, pulling the mirror prism a 
few degrees upward. 

A new automatic headlight dim- 
mer is also offered on all ‘59 Chry- 
sler Corp. cars. The dimmer senses 
light from other vehicles by means 
of a scanner, or light-sensing cell, 
mounted in a small streamlined 
housing atop the instrument panel. 

The headlights are lowered auto- 
| matically when the oncoming car is 
| 900 to 1,200 feet away. They return 
to the high-beam position about a 
half a second after the oncoming 
ear has passed. The dimmer also 
responds to the taillights of a car 
200-500 feet ahead. 

This new device is simple and 
|rugged as the result of using 
solid-state electronic devices—a 
photoconductive light detector and 
transistorized circuits. 

* * * 


More Pushbuttons 


HRYSLER CORP.’S combination 
air conditioner and heater was 
further improved this year with the 
integration of pushbutton controls 
into the instrument panel. The but- 
tons actuate vacuum servo motors 
and electric switches to perform all 
adjustments previously made by 
the driver. 

In addition, the air conditioner 
has a 10 percent greater cooling 
capacity than previous models. Bet- 
ter air distribution is assured by 
two new outlets atop the instru- 
ment panel that telescope up or 
down and rotate. 

Chrysler Corp. cars this year are 
offering new swivel front seats 
which swing outward 40 degrees for 
easy entry and exit. These seats, 
standard equipment on some mod- 
els and optional on others, can be 
had with a manual or six-way elec- 
tric seat adjuster. 

To operate, either front door is 
opened and the seat is unlatched 
by lifting a lever on the seat 
frame. The seat swings out auto- 
matically, away from the center 
of the car. The driver or passen- 

(Continued on Next Page) 
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NEW FORM! NEW GRACE! 
NEW FEEL! NEW SPACE! 





Chevrolet dealers have it again —a com- 
pletely new car for the second straight 
year! Chevy's fresh, fine and fashionable 
and shaped to the new American taste! 


One look shows you Chevrolet’s all new all over 
again. And the longer you look, the more you 
find to like. You see a new and roomier Body by 
Fisher, for example, that makes for more com- 
fortable seating and surrounds you with vastly 


The beautifully practical Bel Air 4-Door Sedan. Chevrolet’s 


Body by Fisher is new and roomier for ’59. 


This new Impala Sport Coupe, like all’59 Chevies, has a new 
miracle finish that ends waxing worries for up to three years! 


increased areas of visibility. You also see a 
remarkable new finish that keeps its shine without 
waxing or polishing for as long as three years! 
And there’s new feel, new efficiency beneath the 
beauty. Bigger brakes. Smoother-than-ever sus- 
pensions. A new Hi-Thrift 6 that delivers up to 
10% greater gas economy—plus more usable 
horsepower at the speeds you drive most. Chevy's 
new right down to its easier riding, easier rolling 
Tyrex cord tires. Chevrolet Division of 
General Motors, Detroit 2, Michigan. 















1959 CHEVY 


What America wants, America gets in a Chevy! 
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ajor Specifications for 1959 U.S. Makes 


(Copyright, 1958, by Automotive News) 


and 
Model 








BUICK 


“Le Sabre E 

















Invicta 
Electra 








Electra 225 





CADILLAC 
62 Sedan 








60 Fleetwood 
“75 Fleetwood 





| 5490 36.2 | 29 | 


| 80.2 | 56.2 | 5.9 
‘| 81.1 | 56.2 | 5.9 
244.8 | 80.2 | 59.3 | 7.0 














| 61 | 61 
| 61 | 61 








CHEVROLET 


‘Bis., B-A, Imp. 6 | 119.0 | 


Bis., B-A, Imp. 8* 





| | 45.0 | 210.9 | 79.9 | 56.0 | 7.3 
210.9 | 79.9 | 56.0 | 7.3 


| 60.3 | 59.3 | 6ohv 


| 60.3 | 59.3 | V-8 ohv 








CHRYSLER 
Windsor 
Saratoga 


210.9 | 79.9 | 56.0 | 





| 216.6 | 79.3 | 56.8 | 7.3 


59.3 | V-8 ohv 
| 
Ce ad 
| 60.9 | 59.8 | V-8 ohv 








| 
| 


| 325 @ 4800 | 
| 325 @ 4800 | 


325 @ 4800 
| 













Engine Capacity Drive Unit 
ai? £ | | < ~ 
5.3 ian > in ~| So a 2 | 3 ~|& $ g 
~35 83% § ; : si 72 : e e. | 2 Pie. a “ - 
gy frneal oa | oo | ac dhs} 2] 2 i | gs | & | gosh | 2/8 4] 32 : 

23 [gee sé 4 = 5 ~3 zg Enz ge £3" e~ oe § San 
gH EE GP aeel ae | ak] og) 6 |] | | ab [a led) fl de 
- z~ o~ 3a 
x 3 5* |z 3 = é = as ge zs 5 Ea 
| | | 
3 | = 2 ad | | | | | 
4 | | 57.1 | 7.7 | 62.4 60.0 | 90° V8 | 250 @ 4400 384 @ 2400 | | 3.07 
fi | 57.1 | 7.7 | 624 | 60.0 | 90° V8 325 @ 4400 | | 445 @ 2800 | | 3.23 
437 | 220.6 | 80.7 | 57.3 | 79 | 624 | 60.0 | 90° V8 | 325 @ 4400 | | 445 @ 2800 | | 3.23 
| 57.3 | 7. 325 @ 4400 | | 445 @ 2800 





| 430 @ 3100 
430 @ 3100 | 
430 @ 3100 











| 
135 @ 4000 | 





| 185 @ 4600 | 





| 217 @ 2400 | 20 
~ 283 +| 275 @ 2400 | 20 


| 2.94 | 








alas 


3.36 18.20 x 15 








| 
| 


| 3.55 r7.50 x 14 











4010 | 35.7 | 45.5 





New Yorker 





Firesweep 


3670 | 35.7 | 45.5 


220.6 | 79.3 | 57.2 | 7.6 
220.9 | 79.5 | 57.5 





216.5 | 78.7 | 56.8 | 5.5 


| 60.9 | 59.8 | V-8 ohv 
60.0 | V-8 ohv 


| 60.9 | 59.8 | V-8 ohv 





Firedome 
Fireflite 





DODGE 
Coronet 6 
Coronet 8* 

“Royal V-8*  =— | 


~_| 3840 | 35.7 | 45.5 





| 220.5 | 78.7 | 57.1 | 56 


| 60.9 | 59.8 | V-8 ohv 


250 @ 4400 


| 
| 
| 
| 


305 @ 4600 | 383 
| 325 @ 4600 | 





59.8 | V-8 ohv 


355 @ 2800 | 20 





410 @ 2400 | 23 
| 425 @ 2800 | 23 
470 @ 2800 | 23 


| 390 @ 2400 | 20 
| 410 @ 2400 | 23 | 
| 425 @ 2800 | 23 





| 3.55 


i 


| 2.93 |8.00x14 


| 2.93 
































Cust. Royal V-8* 


EDSEL 
Ranger* 











| 
| 
0 | 56.8 | 54 9 | 59.8 | Inl. 6L | 135 @ 3600 | | 205 @ 1200 | 20 3.73 |7.50 x 14| 207 
0| 568/54 | 61.4 | 60.2 | V-8o0hv | 255 @ 4400 | | 350 @ 2400 | 20 | 3.54 |7.50 x 14) 207 
5 2174 I a0 | 56.8 |5.5 | 60.9 | 59.8 | V-8ohv | 295 @ 4600 | 361 | 390@ 2400 | 20 | 16 | 3.54 |800x14| 207 
5. 60.9 | - | 305 @ 4600 | 361 | 400 @ 2800 | 20 | | 3.54 |8.00x14| 207 
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Custom 300-6 
FL.., F'L.,500-6 
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| 120.0 | 3751 | 338 | 42.7 | 210.9 | 79.8 | 56.0 | 7.05 | 59.0 : 
| | | | Inl.6o0hv 





120.0 | 3938 | 33.8 | 42.7 | 





Cust. 300-8* 





FL., FL. 500-8* 


is | 3439 | 382 | 447 | 3 


56.4 | 90° V-8 ohv 
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|| 200 @ 4400 | 292 
| 145 @ 4000 | 223 


| 285 @ 2200 | 20 — 
| 206 @ 2200 | 20 
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| 206 @ 2200 | 20 





| 145 @ 4000 
| 200 @ 4400 
| 200 @ 4400 | 
| 225 @ 4400 
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Custom 
Crown 
“Le Baron 





LINCOLN 
Lincoln 
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Premiere 
“Continental 





MERCURY 





Monterey* 
“Montclair 
“Park Lane 








OLDSMOBILE 
“Dynamic 88+ 
"Super 88* 88* 
“98* 





PLYMOUTH 


Sav., Bel, Fury6|118 | 
“Sav., Bel., Fury 8*| 118 


PONTIAC 


| 4210 | 38.5 | 46.2 | 217.8 | 80. 
za | 4240 | 38.5 | 46.2 | 217.8 | 
| 4575 | 38.5 | 46.2 


"123.0 | 4111 | 34.9 | 
ae 123.0 | 4153 | 34.9 | 44.5 | 218.4 
126.3 | 4392 | 34.9 | 44.5 | 223.0 





35.7 | 45.5 | 208.2 | 78. 
35.7 | 45.5 | 208.2 





Catalina* 





Star Chief* 


~Bonneville* 


RAMBLER 
American 6 


8 £)s) 


45.5 eee eee oe Loe 
5.3 | 226.3 | 81.0 | 56.9 | 82 
45.3 | 226.3 | 81.0 | 56.9 | 8.2 


| | 


| | 
. E 56.7 | 7.9 
56.7 | 7.9 _ 


56.7 | 7.9 


| 56.5 | 5.2 


56.5 | 5.3 


| | 56.4 | 66 


| 56.4 | 66 
| 54.6 | 6.6 
| | 











Rambler 6 


‘Rambler8 


“Ambassador 8 


STUDEBAKER 
“Lark 6 
Lark 8 
Silver Hawk 6 
Silver Hawk 8 





~| 191.1 | 722° 
| 191.1 | 72.2°| 57.8 | 7.3 
| 200.1 | 72.2 


| 


| 57.3 | 7.7 


| 57.6 | 6.9 


| 60 | 60 | V-8 ohv 


58) | 7.5) 


| 61.8 | 62.4 | V-80hv 

| 61.8 | 62.4 | V-8 ohv 
| 61.8 | 62.4 | V-8 ohv 

| | 

| | 


~ | 61.0 | 61.0 | V-8 ohv ic 


| 61.0 | 610] V-8ohv 
| 61.0 | 61.0 | V-8 ohv 





[60 | 69 | V-8ohv 


| 206 @ 2200 | 20 
| 285 @ 2200 | 20 
| 285 @ 2200 | 20 
| 325 @ 2200 | 


3. 
3. 
3.56 
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3.56 (7.50 x 14) 1 
| 3.56 | 
1356 18.00 x 14 167.05 | 


56 17.50 x 14| 180.2 
17.50 x 14) 180.2 
(7.50 x 14) 180.2 

3.56 |7.50 x 14| 180.2 


0} 0} O} © 
0) 0) 0} © 














| 350 @ 4600 | 
| 350 @ 4600 
| 350 @ 4600 | 





| 470 @ 2800 | 23 
} | 470 @ 2800 | 23 
| 470 @ 2800 | 23 








_| 350 @ 4400 | 43 
_ | 350 @ 4400 
| 350 @ 4400 


490 @ 2800 | 22 
| 490 @ 2800 | 22 
) | 490 @ 2800 | 22 
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S| 2.89 | 
aE 
| 





8.75 | 210 @ 4400 | 


| 325 @ 2200 | 20 


| 2.93 


19.50 x 14] 251 
(9.50 x 14| 251 
| 2.93 |9.50 x 14| 251 
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2.89 |9.50x 14| 262 
19.50 x 14| 262 
19.50 x 14) 262 


2.89 | 





| 3.56 |8.00x14| 233.1 








| 420 @ 2800 | 20 





| 322 @ 4600 | 


345 @ 4400 


| 
| 


9.75 | 270 @ 4600 | 
9.75 i 315 @ 4600 4 
9.75 | 315 @ 4600 |__ 


| 480 @ 2800 | 20 


| 390 @ 2400 | 20 


|_| 435 @ 2800 | 20 
t | 435 @ 2800 | 20 


| 2.71 


| 3.64 |8.50x 14| 191.7 


| 2.71 |850x 14) 233.1 











| 3.64 |9.00 x 14| 191.7 





| 3.42 |9.00 x14] 191.7 











| 59.6 | 60.1 | In. 6L 


| 59.6 | 60.1| V-8ohv 


2 | 
| 132 @ 3600 | 
| 230 @ 4400 | 31! 
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205 
34 


@ 1200 | 20 
0 @ 2400 | 20 





| | 





| 63.7 | ea 90° V-8 


"280 @ 4400 | 389 





1637 64 | 90° V-8 


| 63.7 | 64 | 90° V-8 


— 
| 54.6 | 55 Inl. 6L 


| | 
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280 @ 4400 | 
@ 4600 | 
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| 408 @ 2800 | 
) | 408 @ 2800 | $5 
| 420 @ 2800 | 20 





| 3.08 








| 300 
| 
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90 @ 3800 | 


195.6 | 150 @ 1600 | 20 





| 57.7 58 | Inl. 6 ohv 
_| 58.7 59.1 | V-8 ohv 
| 57.7 | 59.1 | V-8ohv i 


ce 


a 127 @ 4200 | 
_ | 215 @ 4900 | 2 
| 270 @ 4700 | | 


| 
| 


) | 260@ 


195.6 | 180 @ 1600 | 20 
@ 2500 | 20 — 


| 3.31 





|- 


| 3.78 


- 4.10 {7.50 x 14) 





| 360 @ 2600 ! 20 





| 3.54 |8. 


| 
] 
| 





| 108.5 | 2600 


| 120.5 | 3165 


NOTE: Under power brakes and power steering, 





57.5 | 7.4 


| 71.4 | 57.5 | 7.4 
| 71.3 | 555 | 8.0 





55.5 | 8.4 


| 57.4 | 56.6 | Inl.6L 








1574/1566 ]iInl.6L | 


| 57.4 | 566 | V-80hv 


| 57.4 | 56.6 | V-80hv ca 


90 @ 4000 | 169.6 | 145 @ 2000 | 18 
259.2 | 260 @ 2800 | 18 
~ 169.6 | 145 @ 2000 | 18 


_ | 180 @ 4500 | 


90 @ 4000 | 


| 3.54 





| 3.31 16.40x 15 


18.50 x 14] 233.1 


7.50 x 14| 184 





8.00 x 14] 191 
8.00 x 14] 191 
| 3.08 |8.00 ; 
| 
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|5.90 x 15} 139 

















- 4.10 |6.40x15| 146.4 





| 180 @ 4500 | 


259.2 | 260 @ 


“O" refers to optional and "'S" to standard equipment. NA means Not Available. *Other V-8 engine options available. 
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| 3.54 |6.70x 15] 172.8 
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So totally new...so typically Olds! 


OLDSMOBILE rece’. ’59 rockets ahead... bringing Olds dealers 
and salesmen a car that’s styled and engineered to sell! Here for ’59 is a fresh, 
clean-lined design . . . new talked-about features . . . new body styles that 
herald the start of a new styling cycle. The new Rocket Engine has something 


for everyone—power, economy, quietness. The 759 Oldsmobile is a sure sign 


that it’s smarter than ever to be with Olds... quality leader of its class! 


OLDSMOBILE DIVISION r 1959 Ninety-Eight 
GENERAL MOTORS CORPORATION Holiday SportSedan 
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ger sits down, twists slightly and 
the seat swings into position, 
latching automatically. 


The swivel front seats accommo- 
date three persons. When one or 
two persons use them, a pull-down 
center arm rest adds to riding com- 
fort. These seats are foam cush- 
ioned and they fold forward, fa- 
cilitating rear seat enry in the two- 
door hardtops and convertibles. 

The ’59 Imperial, which has its 
Own assembly facility for the first 
time, has a new, more powerful en- 
gine. Weighing about 100 pounds 
less than the engine it replaced, it 
delivers more torque at low and 
medium engine speeds, 
to the company. 

The new 350-horsepower V-8 en- 
gine is coupled with a standard 


axle ratio of 2.93 to 1, a displace- 





according | 


HARRISON RADIATOR DIVISION, 


* + 


ment of 413 cubic inches, a 4.18 bore 
= 
1. lighter weight was achieved | 
partly by the in-line valve ar-| 
rangement which permits use of | 
more compact cylinder head. The 
rocker arms are simple steel stamp- 
the tendency of the valve train to} 
“float” at high engine speeds. Eigh- 
ducing the capacity of the cooling 
system. This engine is also available 
j 
Optional on the Imperial, Chrys- | 
ler, Dodge and Plymouth are new 
| only 16 pounds of air pressure. With 
up to 10.4 square inches more tread | 


and a 3.75 stroke. 

a single rocker shaft and a lighter, | 
ings whose lighter weight reduces | 
teen pounds was also saved by re- 
on the Chrysler. 

|super soft cushion tires that carry | 
in contact with the pavement at 







one time, they are said to provide 
a smoother ride. 

Imperial, Chrysler, Dodge and 
DeSoto also have a new theft-proof 
deck lid latch. 


DeSotos have an improved bar- 
type safety speedometer which 
shows the speed ranges in three 
colors. The bar indicates green to 
30 miles an hour, white between) 
30 and 50, and red above 50. DeSoto | 
also has new red warning lights | 
in place of dials for the generator 
and oil indicators. 

In 1959 Dodge has lowered its | 
floor tunnel somewhat by the use | 
of a stepped diameter propeller | 
shaft on a few models that set | 
the tunnel shape for all cars. The | 
stepped shafts are small in diam- | 
eter at the ends and large in the 
middle to obtain the overall stiff- 
ness required for high-speed op- 
eration. This extra half inch has 
been used to give more comfort- 
able seating by increasing the 
seat deflection. 

Among the economy features on 
the Dodge are a more economical 
V-8 engine, a new axle with a 2.93 
ratio, a new three-stage choke and 
a new air cleaner. Dodge engineers 
contend the various measures, to- 
gether with the use of regular 


America’s finest cars and trucks count on cooling by Harrison. For when it 

comes to controlling critical temperatures in the new high-compression engines, 
Harrison radiators handle the job dependably and economically. Tube-and-center, 
fin-and-tube or cellular—all Harrison radiators are quality-built to provide 

the optimum in heat-transfer efficiency and all-around durability. Backed 

by General Motors engineering and research, Harrison has over 48 years’ 
experience in the automotive heat-control field. That’s why so many manufacturers 
rely on Harrison exclusively for radiators, oil coolers, air conditioners . . . 

all kinds of heat-transfer equipment. If you have a cooling or heating problem, 
look to Harrison for the answer. 


TEMP 
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AUTOMOTIVE RADIATORS © OIL COOLERS « THERMOSTATS + AIR CONDITIONERS + HEATERS » DEFROSTERS 
GENERAL MOTORS CORPORATION, LOCKPORT, NEW YORK 





New Swivel Seats— 
In the ‘59 Chrysler Corp. cars, the driver | 


and front seat 
seats outward 40 degrees when entering 
or leaving the vehicle. 

> 


* * 


grade gasoline, will save about 80 
cents on each tank of gas. 


Plymouth engineers say that their | 


59 offerings will give up to 10 per- 
cent greater economy of operation 





GENERAL 
MOTORS 








passenger can pivot the/| 


| additional 





because of a new three-stage car- 
buretor and a new manifold that 


reduces gas consumption in the 
middle speed ranges. Tests with the 
new 2.93 to 1 rear axle ratio showed 
gasoline savings of 6 percent alone, 
it is said. Oil consumption in the 
Powerflow six engine is reduced 


with new tappet chamber baffles, 

Among the changes in Plymouth’s 
Powerflow six engine are new 
crankshaft main bearings, a higher 
capacity oil pump, a hardened cam- 
shaft sprocket and a new timing 


chain. Exhaust valves are newly 
designed and higher alloy steel is 
used in exhaust valve seats. 


Plymouth, like the other Chrysler 
Corp. cars, has either the new 
| Super Enamel or Lustre-bond en- 
|}amel which are said to double the 
“high gloss life” of previous paints. 
This enamel will reportedly retain 
a high gloss without polishing up 
to 24 months under normal condi- 





tions. 
= = > 
Chevrolet 
J MONG Chevrolet's engineering 
advancements is the new six- 
|}cylinder Hi-Thrift engine, which 


has redesigned valving and carbure- 
tion and reportedly gives up to 
10 percent more mileage, plus more 
horsepower at normal speeds. 


In addition, fundamental im- 
provements have been made in 
Chevrolet’s coil spring suspension. 


| This suspension retains almost all 
of the four-link features introduced 
in 1958, but it’s modified to improve 
the stability and roll-steer charac- 
eristics and to eliminate objection- 
able side reactions to the frame. 
Chevrolet's Level 
has been 


Air suspension 
re-engineered to give a 
softer, smoother and quieter ride 
and to improve its durability. 
Spring rates have been reduced 40 
percent in the front and 15 percent 
in the rear. These rates occur at 
design height and at about an inch 
above and below design heights 
Many Chevrolet engineers feel 
that their most important "59 ad- 
vance was on brakes, which have 
27 percent more gross lining area 
and 66 percent more lining life, it 
is said. 

The lining area was increased 
from 157 inches on the "58s to 199.5 
on the ‘59s by increasing the width 
of the front brake shoes and drums 
by % of an inch and the width of 
the rear shoes and drums by % of 
an inch. 

However, 16.5 inches of this area 
is not usable because of a groove 
running down the middle of both 
the front and rear leading brake 
shoe linings. 

By removing the material 
the center of the shoe, the en- 
gineers feel that the heat will be 
| directed to the outside of the shoes 
where it can be dissipated better 
into the air stream and into the 
one-inch flange that has been added 
to the front drum 

- 


from 


* > 


Dry Type Air Cleaner 


JEW short spoke wheels in place 

of the previous full-circle 
wheels also make for cooler brak- 
ing. These wheels each provide an 
seven square inches of 
ventilation area, permitting air 
from under the car to flow over 
the innermost part of the brake 
drum and out through the wheel 


For 1959, dry-type air cleaners 
replace the oil bath cleaners used 
on all '58 V-8s except the fuel in- 
jection engines. The new cleaner is 
more efficient and needs no servic- 
ing except for the replacement of 
a paper element. 

A sintered bronze fuel filter in 
the carburetor inlet replaces the 
external sediment bulb filter used 
in 1958. 


An improvement in engine cool- 
ing capacity is achieved for 1959 
by increasing the frontal] area of 
the radiator core by more than 40 
square inches. 


Also featured for ’59 are more 
durable tires with Tyrex, an im- 
proved type of rayon. They are 
said to offer 7 percent longer 
tread life and are able to with- 
stand up to 10 miles an hour 
greater speed with safety. The 
cord is improved by reducing its 
denier from 1,650 to 1,100 and in- 
creasing the number of threads 
by 30 percent per inch. 


Chevrolet, as all other GM cars, is 
using Magic Mirror, the acrylic 
paint that has been available on a 
limited basis for the past few years. 
The smooth, hard surface of the 
acrylic lacquer is said to remain 

(Continued on. Next Page) 


This advertisement appeared in THE SATURDAY EVENING POST with a hard-hitting soles message aimed at cor owners everywhere. Such advertising helps dealers sell top quality QUAKER STATE products. 


The best motor oil money Can buy— and the best motor oil you can sell —is highest quality 
Quaker State Super Blend. It combines the easy cold-weather starting ability of an SAE-10W motor oil with the 
stability of an SAE-30 for warm-weather driving. Quaker State Super Blend is 3 grades of 
oil in 1! Expertly refined from 100% pure Pennsylvania oil stocks, this SAE 10W-30 HD motor oil delivers the 


best all-weather lubrication in all car engines. Keep your customers satisfied and insure steady year-round 


profits with this one great oil. 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. + MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 
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PIONEERING, AS WELL, A NEW CHANGE-OVER 


Phone or write your nearest U. S. Royal 








ad 





HAT HAVE NO PRECEDENT IN TIRE STYLING AND ENGINEERING 


The Kirst 


(Great lire 
Advance 


IN MORE THAN TEN YEARS 


U.S. Royal pioneers the LOW-PROFILE tire...delivering up to 


60% more miles...the safest tire you can put on your car today! 


Here is the most dramatic breakthrough 

in 12 years of tire technology ... first 

tire exceeding every challenge of today’s 
©) power cars and super-highways... the 
~ Low-Profile U. S. Royal Master! 

To bring it to you, U.S. Royal scientists broke with tradition. 
They pioneered the new Low-Profile Principle creating a lower, 
wider, more durable tire that permits you to drive safely at 
maximum turnpike speeds for unlimited periods. They discovered 
a new concept of tread design, X-7Tendable Tread, that adds up 
to 60% to tire mileage. They fashioned distinctive new Accent 
Styling that enhances your car’s dynamic “action”’ look. 

Look at it—and you see the difference. Put it on your wheels, 
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take the road—and feel the difference in your driving. Touch 

your steering wheel—you ‘sense new instant response, new 

certainty of car control. Toe your accelerator—you feel new 

split-second traction. Swing on to the turnpike—you experience 

new precision stability. Apply your brake—you feel new positive 

road-gripping. Choose any highway—you enjoy independence 

from punctures and blowouts that you have never known before. 
For, as this Safety First Shield tells you, here 

is another great U.S. Royal Tire engineered with 

your safety as first consideration. Indeed, the 

new Low Profile U. S. Royal Master is the safest 

tire you can put on your car today. See it at 

your U.S. Royal Dealer’s or your car dealer’s. 


at ng = 


Rockefeller Center, New York 20, N.Y. in Canada: Dominion Rubber Company, Ltd. 
See things you never saw before. Visit U.S. Rubber’s new Exhibit Hall, Rockefeller Center, N.Y. 
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intact longer, because of its su- 

perior resistance to weathering. 
The ’59 also has an improved air 

conditioning system and improved 


steering gear. 
* i * 


Ford 


oo ae engineering features 
of the 1959 Ford are a more} 
economical engine, a new two-speed | 
automatic transmission, a non-slip | 
differential, improved air condition- | 
ing, an aluminized muffler and a| 
foot-operated parking brake. 

Four engines are offered that re- | 
portedly combine efficiency, dur- 
ability and economy with added 
savings resulting from quick and 
easy servicing. Standard equipment 
on all 59 engines is the full-flow 
oil filter which permits the division 


to recommend an oil change only 
every 4,000 miles. 

Greater operating economy and 
improved engine performance is 
available in the normal driving 
ranges, 30 to 70 miles an hour, Ford 
recommends regular grade gasoline 
in all standard engines, which can 


result in savings of almost a dollar | 


a tank. These benefits have been 
achieved in part by a slight horse- 
power reduction. 

The two-speed Fordomatic con- 
sists of 105 fewer parts in 1959. 
This, together with the use of a 


one-piece transmission case and bell | 


housing, has reduced the transmis- 
sion’s weight by 50 pounds or 22.8 
percent. An improved version of the 
dual-range Cruise-O-Matic with 
overdrive is also offered, as well as 





RIGHT.HAND AXLE SHAFT 


TAPERED-ROULER 
BEARINGS 


PIMION BEARING 
PET AINED 


Ford's Equa-Lock Differential— 





Developed by Ford engineers, this new differential sends the power to the rear 
wheel with the best traction. 
* * * * = + 
'the three-speed manual eens snow or mud, is also an available 

| sion. | option. 
A new, Ford-designed Equal- | Ford also introduced an improved 
Lock differential, providing posi- | version of the Magic-Aire heater, 


| tive traction regardless of ice, ' which is said to provide instantane- 


reasons why engines get more 
power protection from Perfect Circle 


PERFECT CIRCLE 2-in-1 CHROME SETS 


solve problem of excessive 


oil consumption past pistons! 


2-in-1 Chrome sets provide the finest piston rings 
obtainable! Top rings and oil rings are plated with 
thick, solid chrome. Entire area of ring travel gets 
complete wear protection, more than doubling life 
of cylinders, rings, pistons. No tedious break-in is 


necessary, rings 


INSURE CUSTOMER SATISFACTION — install 2-in-1 
Chrome sets for thousands of extra miles of power 
protection and positive oil control! 


PERFECT CIRCLE VALVE SEALS 


solve problem of excessive 
oil consumption past valves! 


New rings and restored valve efficiency produce 
higher compression pressures...and higher de- 
celeration vacuum. Increased vacuum sucks oil 
through loose or worn valve guides. Stop this oil 


are pre-seated at factory. 


loss with new Perfect Circle Valve Seals! 


INSURE CUSTOMER SATISFACTION—Install Perfect 
Circle Valve Seals on all re-ring jobs and all overhauls. 


PERFECT.“ CIRCLE 


Hagerstown, Indiana 












POWER SERVICE PRODUCTS 
Don Mills, Ontario, Canada 






jin 1949. Both have new 














ous temperature response and even 
control. The new heater mixes hot 
and cold fresh air by mechanical 
dampers instead of modulating the 
water temperature in the heater 
core, thus maintaining a constant 
temperature even when the car 
speed is changed. 

The 1959 Ford aluminized muffler 
is designed to last twice as long 
as conventional types. It is stand- 
ard on all models. Use of aluminum 
coated walls and heads to resist 
corrosion, a double-thick inner shell 
and an asbestos wrapping between 
the inner and outer casings results 
in a slower condensation rate, less 
corrosion and longer muffler life. 

A new foot-operated parking 
brake, offering more convenience 
and knee room for the driver, is 
released with an easy-to-operate 
tip-down handle. Ford’s power 
steering has also been improved 
by reducing the power needed to 
operate the pump by as much as 
37 percent, reducing drag on the 
engine. 

Also provided this year is the 


|Diamond Lustre finish. The com- 


pany says that this is a super- 

enamel that doesn’t require waxing. 

It’s available in a wide selection of 

solid and two-tone exterior colors. 
= * + 


Oldsmobile 


NEW engineering features of the 
‘59 Oldsmobile include two en- 


|gines, a power steering unit, elec- 


tric wipers, improved brakes, pow- 
ered vent windows and a number 
of other items. 

Oldsmobile engineers claim that 
they have developed two of the 
most responsive and economical 
Rocket engines since the first high 
compression Rocket was introduced 
cylinder 
blocks, longer bores, reinforced 
aluminum pistons, connecting rods 
with greater bearing area, larger 
intake valves and a more rigid 
crankshaft. 

Economy of operation in both 
new engines has been improved 
through better carburetion, freer 
breathing and a new automatic 
split choke system that will give 





Chevrolet Changes— 
Some of the mechanical 
the new Chevrolet: (A) the upper control 
orm; (B) the frame, (C) the lateral control 


changes on 


bor; (D) 
resonator. 


the new brakes, and (E) the 


greatly increased fuel economy, 
especially during the engine 
“warmup in cold weather. The 
Econ-o-way” carburetor is again 
available. 


Oldsmobile, as well as Cadillac, 
Buick and Pontiac, has the new 
rotary valve power steering de- 
veloped at the Saginaw Steering 
Gear division. This unit gives 
quicker and easier response. 


Brake fade and brake lining wear 
have been reduced with Oldsmo- 
bile’s new “Air-Scoop” brakes which 
has a large flange that literally 
scoops in the cooling air around 


the drums. 
= = > 


Buick 


EATURED on the ’59 Buick are 

new engines, improved brakes, 
an air and coil spring suspension 
system and a positive traction dif- 
ferential. 

Offered this year are two new 
basic engines and a power pack 
option—all designed to give econ- 
‘omy of operation and to make more 
power available in the low and 
medium speed ranges. 

Gas saving advances in the en- 
gines include larger intake and 
exhaust valves and passages and a 
redesigned camshaft for valve tim- 
ing that provides the best overall 
torque curve in the usable range. 

The main change in Buick’s 
brakes is the use of fins on the 

(Continued on Next Page) 












New Yorkers do everything other people do. Only more 
so. For example, they buy more cars than the people in 
any other market. And you can sell them more cars by 
using more space more often in The New York Times 
j ...first in New York in automotive advertising 
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rear iron drums similar to those | of the ’59 Buick is its optional sus- 
used on the front aluminum | pension, which consists of air 
ae = ce os |springs on the rear and conven- 
a. seth front oan alin dean tional coil springs on the front. 

This was done to reduce the cost 
Ee greta’ Gee Range aganast read |of the air suspension and to retain 


spray and other foreign material. : 
One of the most unique features | the most important feature of the 
~— —— air ride—automatic leveling. 


DAS Binse of Auto Show This year Buick is using a “modi- 
Being Razed in Boston |in which air discharged from the 

BOSTON.— Mechanics Building, | Springs is returned to the compres- 
for many years the home of the|%°r inlet, greatly reducing the 


Boston auto show, is being razed | #mount of outside air required. 


to make room for the new Conven- eae 
tion Hall. Pontiac 
The hall will be part of the 


Pp 4 among the new Pontiac 
engineering features include en- 
gines that can give either perfor- 
mance or economy, a wider tread, 


Prudential Center. Recent Boston | 
auto shows have been held in the | 
Commonwealth Armory. 
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Timken-Detroit’s new “Center Point” Steer Front Axles 


give your heavy-duty vehicles the advantage of 


ing without the additional weight and cost penalties of 


power assistance. 


With Center Point Design the king pin is perpendicular 
to the ground, and is moved outward into the wheel. This 
puts the centerline of the tire and the centerline of the wheel 
on a relatively common plane. Because the king pin is in a 
true vertical position, it eliminates the heavy front end “load 
lifting” that is normally required when turning the conven- 


tional axle. 
Steering resistance is thus greatly reduced, at 


in vehicle control. Drivers become less fatigued, safety is 
increased. And because road shocks and lateral pressures 
are transmitted more directly to the axle beam, tires and 
steering parts last longer . . . maintenance costs and down- 


time are reduced. 





| fied closed” system of air control| 


Announcing the new Timken-Detroit 
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for easier steering, greater safety, 
and reduced maintenance costs! 


©1958, R-S Corp. 


WORLD’S LARGEST 
MANUFACTURER OF 
AXLES FOR TRUCKS, 
BUSES AND TRAILERS 
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| New GM Power Steering Unit— 


The new rotary valve steering gear, which is offered on most 1959 General Motors | 
|cars, reportedly responds faster and easier. Saginaw Steering division developed | 


the unit. 


* * * * * * 


ward from 15 miles per hour and| 
provides audible as well as visual 
warnings. 

Pontiac’s new Tempest 420 V-8 


| a redesigned frame, improved sus- 
| pension, electric wipers and the 
Safe Guard Speedometer which 
permits speed selection settings up- 
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easy steer- 


TIMKEN-DETROIT 
CENTER POINT STEER 
FRONT AXLES 


Give You Three Major Advantages: 


Easy steering —less weight, lower cost thon 
with power assistance! 


Safer operation -—better vehicle control and 
less driver fatigue! 


Reduced maintenance costs—tires and 


no sacrifice steering parts last longer! 
Plants at: Detroit, Michigan 
Oshkosh, Wisconsin * Kenton and Newark, Ohio 
New Castle, Pennsylvania 


TIMKEN 
AXLES 


ROCKWELL-STANDARD CORPORATION 
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Products of ROCKWELL-STANDARD Corporation 








has increased displacement from 
370 to 389 cubic inches and is of- 
fered in a broad selection of high 
and low compression engines, fea- 
turing two-barrel, four-barrel and 
optional triple two-barrel carbure- 
tion. 

For the economy-minded cus- 
tomer, Pontiac offers the 8.6:1 
compression ratio engine with 
Hydra-Matic transmission. Equip- 
ped with a special carburetor, in- 
take manifold and camshaft, it 
includes a low 2.87:1 ratio axle 
that means a reduction in engine 
revolutions for each mile travel- 
led, thus wearing pistons and 
other parts less. 

Entirely new engine mounts for 
the 1959 Pontiac employ the center 
of percussion principle. By absorb- 
ing torque reaction and firing im- 
pulses, isolation of engine vibra- 
tion is improved. Also, the new 


| mounts are better able to withstand 


front and rear impacts. 

Pontiac’s five-inch wider tread 
creates a lower silhouette and is 
said to vastly improve stability, 
riding comfort, resistance to cross 
winds and repairability because of 


more room under the hood. 
* * * 


Rambler 


MONG Rambler’s new 1959 fea- 

tures are improved brakes, 
more economical axle ratios, alu- 
minized muffler and tailpipe, super 
enamels, front headrests and better 
windshield wipers. 

Thicker brake linings are ex- 
pected to increase lining life by 30 
percent. Also, the front primary 
brake shoes have been widened, 
resulting in an increase in total 
lining area to 176 inches. 

For greater protection against 
rust, the '59 tailpipes are made 
from welded-seam steel tubing 
that has been specially processed 
with a new aluminized coating. 
Mufflers also have an aluminized 
and zinc coating. 

Offered as optional equipment is 
a new parking brake warning light. 

Located on the instrument panel, 
a red warning light automatically 
lights when the engine is started. 
It remains on until the parking 
brake is released. 

The head rests, styled to match 
the interior trim, are adjustable 
in 10 positions. They are useful 
when used with the reclining seats 
and could prevent neck injuries 
resulting from rear-end collisions. 

> > > 


Mercury 


RCURY’S new engineering 

features include a reduced 
transmission tunnel hump, im- 
proved windshield wipers, more 
durable mufflers and tailpipes, two 
improved automatic transmissions 
and the Super-Enamel with the 
Epoxy primer system which re- 
portedly can be restored to full 
luster by ordinary washing. 

As a result of minimizing the 
transmission hump so that it oc- 
cupies only about half the space 
it did previously, Mercury low- 
ered the hood 2% inches for 
better vision and moved the in- 
strument panel far forward, pro- 
viding six inches more knee room. 
The tunnel reduction was 

achieved by moving the engine, 
transmission and front wheels 
further ahead of the passenger 
compartment. In addition, more tilt 
was given the engine and trans- 
mission combination which, along 
with Mercury’s low entry position 
for the driveshaft into the differ- 
ential, means a lower driveline fore 


and aft. 
= * 


Cadillac 


FO 1959 Cadillac has many new 
engineering items, including a 
high compression engine, shock 
absorbers, axle ratio, power steer- 
ing system, a larger capacity power 
brake booster and improved air 
conditioning. 

Cadillac improved its engine by 
increasing its displacement, com- 
pression ratio and breathing ability. 
There are also new carburetor heat- 
ing and engine warmup controls. 
Compression ratio is increased from 
10.25:1 last year to 10.5:1 this year. 
The engine develops 325 horsepower 
in the standard version and 345 
with three two-barrel carburetors. 

One of the most unusual en- 
gineering features of 1959 is Cad- 
illac’s new shock absorber which 
reportedly overcomes the problem 
of keeping air from mixing with 
the oil in the cylinder. This was ac- 
complished by replacing air’ with 
Freon-12 and holding it captive in 

(Continued on Page 99, Col. 3) 
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Better looking for car buyers 
...and better selling for you! 
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No other inside-mounted mirror gives 
such perfect vision for safe night driving! 


With this amazing E-Z-I Mirror, head- 
lights behind you are distinct, yet g/are- 
free. You can judge more accurately 123 

how near the headlights are behind you. (1) DAYTIME, you get a clear, soothing yellow-green image. 
No guessing, no blinding. Safer! It’s (2) NIGHT IN CITY, you filter out low-beam headlight glare. 


optically better because it’s a front-sur- 
face mirror—you only see one image (3) NIGHT ON HIGHWAY, you de-glare “brights” behind you. 


i | 


| Not just two positions, but three! 


No other outside-mounted mirror gives you such perfect 
vision in clear or rainy weather! 







Cromir is a front-surface, chromium-alloy-type mirror. It provides 
clean, sharp, single images. No ghosting! No blurred reflections! 
A Cromir gives you better day-night vision than ordinary back- 
surface mirrors. It’s clearer in wet weather because moisture droplets 
run off the front-surface coating. Available from manufacturers of 
outside mirrors. The mirror is guaranteed for as long as the first 
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owner keeps the car. 







: LIBBEY-OWENS-FORD 


LIBERTY MIRROR DIVISION 






Brackenridge, Pennsylvania 
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What Makers Are Pushing . 


‘09 Ads Accenting Economy 


By Martin L. Whitmyer 
Staff Writer 


LTHOUGH U. S. car manufac- | 

turers do not yet consider im-| 
port cars a major obstacle in 
nationwide sales, at least 11 Amer- 
ican lines have taken a page from 
the imports and are pushing fuel | 
economy in their 59 model adver-| 
tising promotions. 

Rambler continues to stress 
economy in its advertising pro- 
motions, of course, but its chief 
competitors, Chevrolet, Ford, 
Plymouth and Studebaker, also 
are on an economy “kick” this 
year. 

Other makers that are boosting | 
the availability of less powerful six- | 
cylinder engines, more economical 
features of V-8 powerplants and 
other gas-saving features are Pon-| 
tiac, Oldsmobile, Cadillac, Edsel, 
Mercury, Dodge and Chrysler. 


> > + 


—— concentrating on a 
theme of the “Best of Both— 


|Big Car Room and Comfort with 
|\Small Car Handling Ease and 
Economy,” opened its promotion of 
’59 models with the largest adver- 
| tising program in the history of| 
American Motors. Rambler will 
continue its advertising on a heavy 
| basis throughout the year, accord- | 
ing to Fred W. Adams, director of 
automotive advertising and mer- 
chandising. 

AMC is using more than 2,000 
daily newspapers each week, na- 
tional magazines, Sunday supple- | 
ments, national radio, local tele- 
vision, and for the first time, 100 
| college newspapers. 

The company will continue to run 
“Love Letters to Rambler” ads in| 
Time, Newsweek, U. 8. News €| 
| World Report, as ‘well as ads aimed 
at women in Ladies’ Home Journal, | 
McCall's and Good Housekeeping. 





Other magazines in for a share | 


|of the AMC budget are Saturday 
Evening Post, Reader's Digest, 
Look, Popular Mechanics, Popular 


PLANETARY 
GEARING 


—distributes pressure and 
wear over four planetary 
gears, resulting in lower 
unit stress, reduced main- 
tenance, longer axle life. 


SELF-CONTAINED 
AIR BRAKE 


—provides for 
greater braking 
efficiency; quick 
action and quick 
release; quick easy reline. Avail- 
able on Eaton air brake models. 


CONSTRUCTION 


eliminates the possibility of 
harmful distortion oF misalign- 
ment under full load, holds 


maintenance to a minimum. 


Science, Mechaniz Illustrated, 
Motor Trend, Motor Life, Car Life 
and Automotive News. 

Most of the Rambler radio allot- 
| ment will again be devoted to spon- 
soring newscasts on NBC’s Mon- 
itor, but the company plans to place 
| heavy spot schedule with another 
|network in the spring. Television 
is confined to Rambler dealer 
| groups which sponsor their own 
| shows, with the assistance of AMC, 


over local stations. 
= + + 


een for Studebaker 


| @&' TUDEBAKER, with introduction | 
of its new Lark line, is banking 
| heavily on price economy and fuel | 
|} economy in its 59 advertising pro- 





gram, with its Silver Hawk also be-| 


jing promoted as an auto with gas- 
| saving features. 


Studebaker-Packard, with a | 


new advertising representative in 
the D’Arcy agency, will have its 


biggest newspaper campaign in 
history. Magazines, radio and 


FORCED-FLOW 
LUBRICATION 


—supplies positive lubri- 
cation to all moving axle 
Parts, even at slowest 


vehicle speeds. 


POSITIVE SHIFT 
CONTROL 


—on 2-speed models, provides 
quick, easy shifts. Drivers we 
available gear ratios—the right 
ratio for each rood and load 


condition. 


INDUCTALLoy 
AXLE SHAFTS 


—handle more Pounds of 
torque without fatigue fail- 
vre; last 3 to 10 times longer. 


Keep trucks on the 
road, red 
maintenance expense. _ 












UPTOWNE 
MOTOR 


| 


“IT was an automobile dealer 
once ... had quite a reputation 
for high tradein allowances and 
wild deals.” 








| television will play a heavy role 
in promoting the cars. 

| Magazines that will share in pro- 
|moting the new Studebakers are 
Time, Newsweek, Ladies Home 


Journal, Life, Reader’s Digest and 


— 


Saturday Evening Post. A Saturday 
radio show plus the Jack Paar and 
Dave Garroway NBC television 
shows will carry the sales messages 
via the airwaves. 

* * * 


| yy division this year contends 
its cars save the motorist “up 
to $1 on every tankful of gas.” 

« Promoting the product on the 
theme “You Never Had it So 
Thrifty,” Ford claims the mone- 
tary saving is brought about 
through the use of regular gaso- 
line. 

Television, with the Ernie Ford 
show holding the top spot, and 
newspapers will again get the 
biggest share of the division’s ad- 
vertising budget, but other media 
also will be used extensively. 

a * * 


—— 1959 advertising 
program revolves around a cen- 
tral theme of “All New All Over 
Again,” but its new “Hi-Thrift” six- 
cylinder engine that gives up to 10 
percent more mileage is getting a 
big play in advertising promotions. 
Chevy’s new brakes and styling, 
however, also are being promoted 
heavily in early promotions by 
the General Motors unit. 
Although Chevrolet is heavy in 
the television medium with the 
Dinah Shore and Pat Boone shows, 
it again will be a heavy user of 
newspapers, magazines, radio, trade 
| papers, road signs and vocational 
advertising. 
| * * 


| Plymouth Has a Song 


HE fifth member of the “low- 

price” category, Plymouth, also 
is playing up fuel economy in its 
promotions of its ’59 lines. 

Claiming a 10 percent greater 

economy of operation of its V8 

engine, Plymouth is going strong 
this year in television—with the 

Lawrence Welk Show—magazines 

and newspapers, but also plans 
heavy use of spot radio, outdoor 
and direct mail. 

Plymouth also joins Chevrolet, 
Buick and Oldsmobile with a popu- 
lar song this year— “Go, Go, Go 
in a Plymouth.” 

Although Plymouth’s advertising 
is designed so it may be used on a 
national basis, it still packs a local 








These EATON AXLE Features 
Save Money for Truckers 


The advanced features built into Eaton’s practical, 
down-to-earth axle designs add up to rugged de- 
pendability, less shop time, easier maintenance, longer 
axle life. They enable truck operators to get the most 
out of their hauling equipment at lowest possible 
cost—and they create satisfied customers for truck 


dealers and truck 


— ATS 


manufacturers. 








CLEVELAND, 


More than Two Million 
Eaton Axles in Trucks Today 


AXLE DIVISION 
MANUFACTURING COMPANY 


OHIO 


B® erooucr S: Engine Valves ¢ Tappets « Valve Lifters ¢e Valve Seat Inserts « Jet Engine Parts e Gears e Hydraulic Pumps 
Truck & Trailer Axles « Truck Transmissions « Permanent Mold Iron Castings « Automotive Heaters & Air Conditioners 
Fastening Devices * Cold Drawn Steel * Stampings « Forgings « Leaf & Coil Springs « Dynamatic Drives & Brakes 


punch, according to L. T. Hagopian, 
director of advertising and sales 
promotion, and can be used by 
dealers for promotions in local 
media. 
7 . > 

| THE medium-price field, Olds- 

mobile, Edsel, Mercury, Dodge, 
Pontiac and Chrysler all are stress- 
ing more economical operation. 

Pontiac not only claims it has 
the “year’s most important ad- 
vances in style, safety, handling 
and performance, but also is 
pushing two engines—the Tem- 
pest 420 for “the ultimate in V-8 
action and response” and the 
Tempest 420E, a V-8 that uses 
regular gas and delivers up to 20 
percent increase in gasoline mile- 


age. 

The top advertising dollar at 
Pontiac again this year will go to 
newspapers, but television, radio 
and magazines will be used heav- 
ily throughout the year. 

Tieins with department stores, 
which have been highly successful 
in the past, also will be continued. 

= > * 
(poesia emphasizes a ma- 
jor step toward better economy, 
particularly in the engine warmup 
period, but also is pushing styling 
and engineering advances. 

Although special promotion 
plans are still to be unveiled, 
Oldsmobile will use all media to 
advertise its 59 lines. News- 
papers, however, will again get 
top billing, but the new Oldsmo- 
bile show with Patti Page on 
ABC-TV and magazines again 
will get a sizable share of the 
budget. 

Oldsmobile does not base its gas- 
oline savings on a new engine, but 
On a new two-stage choke, coupled 
with its Econ-O-Way carburetor, 


that it says saves fuel. 
” = * 


Price Appeal Played Up 


Buck is one of only a few mak- 
ers in the medium-price field 
that isn’t talking economy this 
year. Instead, the GM unit is play- 
ing up the fact that Buick is 
“within the reach of two out of 
three new-car buyers.” 

Features Buick is talking about 
this year, in its advertising, are in 
the styling and performance field, 

(Continued on Page 91, Col. 1) 
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(Continued from Page 90) 


with economy of operation not a 
factor in its promotions. 
Newspapers, while continuing to| 
get a major portion of the Buick | 
ad budget, will share the burden of | 
the 1959 sales effort with Sunday 
newspaper supplements, radio and 
television. Buick’s main efforts mt 
the latter medium are the Wells} 
Fargo and Bob Hope shows, both} 
over NBC. 
* * * 


HRYSLER, claiming an all-new 


engine for '59, is emphasizing | 
“, 10 percent gas saving” on all 
cars in its new lines, but isn’t neg-| 


lecting styling and comfort in its| 
sales pitch. It also mentions in its| 
ads that Chrysler was a winner ot 
its class in the Mobilgas Economy | 
Run. 

Concentrating on a theme of 
“Chrysler—the Lion Hearted and 
the Golden Lion engines for °59, | 
Chrysler division is utilizing all | 
major media in promoting its 59 
lines. 
The Imperial line in the high-| 

price field is basing its 59 promo- 
tions on a theme of “Excellence 
Without Equal” and “Imperial by 
Decree,” with prestige of owner- | 
ship, fine craftsmanship and engi-| 
neering features being stressed | 
most. Imperial also is being pro- 
moted in all major media. 
= * = 





‘Newest’? and ‘Greatest’ 


ITH a theme of “The Newest 

of Everything Great, the Great- | 
est of Everything New,” Dodge, | 
along with styling and engineering 
advances, is promoting its new “Hi- 
Compression, Hi-Economy” engines 
which are claimed to give savings | 
up to 80 cents per tank of gasoline. 

Dodge will be exceptionally 
strong again this year in televi- 
sion with the Lawrence Welk | 
show, but will utilize newspapers, 
magazines, radio and transporta- 
tion outlets, according to Wendell 
D. Moore, director of advertising 
and merchandising. 

In addition, Dodge dealers will be | 
furnished with a file containing | 
basic material for them to use in 
preparing local ads to supplement 
the national campaign, Moore said. 

> * . 


eSOTO is the only Chrysler 

Corp. unit not emphasizing 
economy in its current advertising 
campaign. 

Instead, with a theme of the 
“Smart Way to Go Places,” De- | 
Soto ads have a fashion connota- | 
tion about them, giving the pro- | 
motions a lean toward prestige | 
of ownership. Various styling and 
engineering characteristics of the 
ear also are being exploited. 
Newspapers will get top billing 

this year, though magazines, local 
radio and local television also will 
be used throughout the year. De-| 
Soto also is planning a new-type 
network television promotion for} 
Sometime after Jan. 1. It dropped 
Groucho Marx last season. 
- * cd 


DSEL, “The Car That Makes 

History by Making Sense,” is 
also utilizing the economy sales 
pitch with the advent of a new six- | 
cylinder engine and a “new kind 
of V-8 that uses regular fuel.” Last 
year Edsel had no six and the V-8 
operated on premium gasoline. 


Newspapers, magazines and 
television are being used heavily 
by Edsel, but other media also 











Bennett Named President 
Of Lakeland (Fla.) Assn. 


LAKELAND, Fla.— William L. 
Bennett, of Bennett Pontiac, Inc., 
has been elected president of the 
Lakeland Automobile Dealers Assn. 


Other officers are William Ran- 
dall, Randall Motor Co. (Stude- 
baker-Packard), vice-president, and 
George J. Husek, M. P. Tomlinson 
Co. (Cadillac - Oldsmobile), secre- 
tary-treasurer. 








The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are You? 


What Makers Are Pushing . 


99 Ads Accenting Economy 


will be used throughout the year | 





| to promote the cars. 

In addition to its economy pitch, 
Edsel also is emphasizing styling 
and performance in its current ad- 
| vertising promotions. 

* * * 


Mercury Banks on Sullivan 


MER®curRY also is emphasizing | 1 gece! is basing its 1959 adver- 


the fact that one of its engines 
can operate on regular gas this| 


;cury Shows You What New Really 
| Means.” 


year, but considerable attention is| 


| being given to riding comfort, en- 


gineering advances and styling. 
The Ed Sullivan Show con- 
tinues to be Mercury’s biggest 





|Middletown (O.) Dealers 


Reduce Evening Hours 


MIDDLETOWN, O.—The Middle- | 
town New Car Dealers Assn. has} 
voted to close at 6 p.m. Tuesday 
and Thursday, according to Jim 
Guyler, president. 

The dealers had been open a 
nights. 


play on the airwaves, but news- 
papers, magazines and other 
media are to be used heavily 
throughout the year. 

Mercury’s theme for ’59 is “Mer- 


* * * 


tising campaign on a prestige 
theme of “Classic Beauty in Un- 
excelled Craftsmanship.” 

The Ford Motor Co. unit again 
plans heavy usage of newspapers 
and magazines, especially in the | 
class magazine field, but televi- 
sion also is getting a big play 
this year. 

Lincoln currently is sponsoring a| 
|music appreciation series entitled 
“Previews of the New York Phil- 
harmonic,” with Leonard Bernstein 
as conductor and narrator. The 
show is telecast over CBS. 

+ + * 


ADILLAC is the only maker in 
the highest-priced field stress- 








fe angeeggpeece of the automotive merchandising department, 








Presenting the Facts— 


Shown is a section of a meeting held in Cleveland at which James W. Gavagan, 
Saturday Evening Post, 
|made a presentation covering automobile marketing statistics and circulation of the 
| magazine in the Cleveland area. Standing, from left, are Gavagan, Michael J. Para- 
| dise, Paradise Pontiac, Inc., and John F. Malone, Pontiac Cleveland zone manager. 


will be used heavily throughout 

the year. 

Although the “Motoring Majesty” 
slogan is getting heavy play in cur- 
| rent ads, it is considered likely that 
Cadillac also will use its time-tested 
“Standard of the World” theme in 
many of its promotions. 


ing economy as one of its sales fea-| 
tures for 1959. It is claiming a 10 
percent imcrease in fuel economy 
on its new line. 

Newspapers will get the heav- 
iest play in Cadillac’s promotions 
for 1959, although magazines also 





Acrylic Finishes Should Be 


Liquid Glazed Immediately 





24.6% More Gloss and Positive 








Protection During Drying Period 


New Liquid Glaze was specially formulated for application 





rT 
LIQUID GLAZE 






on Acrylic paints—particularly during the drying out or 


hardening period. 


Applied immediately, Liquid Glaze increases the luster by 
24.6%, while providing needed protection against scratch- 


ing, road salt, traffic film and all weather conditions. 


Make more profit on every new car sale by showing and 
selling your customers the benefits of a Liquid Glaze 
appearance treatment. Used cars, too, will sell faster when 


beautified with Liquid Glaze. 


Chevrolet, Pontiac, Buick and Cadillac dealers 
can purchase General Motors Liquid Glaze Part 
No. 987722 through GMPD warehouses. 


LIQUID GLAZE, INCORPORATED 


704 Sheridan Avenue, Lansing, Michigan 





District Managers Needed 
for Several Desirable Locations 
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Producers Tell of New Models... 


99 Tires Called Stronger, Safer 


DETROIT.—The 1959 autos are 
rolling on stronger and safer tires 
improved with Tyrex cord, accord- 
ing to the industry’s top producers. 

Use of Tyrex cord in the Deluxe 
Silvertowns assures a better, more 
comfortable ride and a smoother 
rolling tire for easier steering 
and better control, said E. F. 
Tomlinson, B. F. Goodrich Tire 
Co. president. 

The improved tubeless is being 
produced in 14 and 15-inch sizes 
for the °59s, Tomlinson said. 

“The tire has a modern, simpli- 
fied sidewall design with narrow 
whitewall styling,” he continued. | 
“This gives the tire a smaller ap- 
pearance and adds to the longer, 
lower look of the new cars.” 

The firm’s patented Inner Liner, | 
which he said provides puncture | 
resistance and protection against 
bruise blowouts, is built into the} 
tires. 

A spokesman for General Tire | 
& Rubber Co. said the tires for | 
"59s are constructed of Tyrex cord 





resistance to breakage and more 
miles of service.” 


In the replacement field, he added, 
“General will continue to emphasize 
its top-quality Dual 90 tire, with 
special stress on the advantages of 
its new road-service program.” 

Under this program, he said, the 
nearest General Tire dealer will 
provide free on-the-spot service for 
the motorist whose Dual 90 
punctured. 

“This assurance of road service 


in case of a flat completely elim- | 
inates the hazard of tire changing | 


on a busy highway,” he said. 
Goodyear Tire & Rubber Co. 
said its original-equipment line 
for 59s contains 3-T Tyrex cord. 
The term 3-T designates a Good- 
year process that improves any 
type of tire cord, the firm said. 
A spokesman said original-equip- 


is 


ment tires containing 3-T nylon | 


| cord are being made by a new pre- | 
the} 


shaping method that “prefits” 
tire for the road. 
“Preshaping relieves pull and 


“for longer carcass life, greater | stretch on a tire’s cord, body and| 


mL 01 mole 


SOLU Na Cala 


HIPPODROME MOTORS 
Nashville, Tenn. 





tread,” he explained. 
which normally takes place when 
a nylon tire is removed from its 
mold is eliminated by preshaping. 
The process holds the shape of a 
tire until it is cool.” 

The tension-free shaping 
method, a wider and deeper tread 
and improved traction of Good- 
year 3-T nylon tires for ’59 have 
boosted expected tire life by 26 
percent, development engineers 
reported. 

Goodyear said its dual-compart- 
ment Captive-Air Safety tires will 

| be standard equipment on some ’59 
vehicles produced by four auto 
companies. 

Willys is the latest firm to use 
the tire on a new model, Goodyear 
| said. 

It added that the tire will con- 
tinue as standard equipment on 
"59 three-seat station wagons 
made by Chrysler (Windsor and 
New Yorker series), DeSoto 
(Fireflite and Firesweep series) 
and Studebaker-Packard Corp. 
Goodyear said the tire also is 

listed as optional on ’59 Rambler 
and Ambassador models, other S-P 
station wagons and the Dual-Ghia 
sports touring car made by Dual 
Motors Co., Detroit. 
Chrysler Corp. also 





is offering 


| the tire as optional on many other 
| models, Goodyear said. 


Goodyear added that the original- 
equipment tire and shield come as 
a complete package and as separate 
items in the replacement field. 

The shields can be used in a 
second set of tires and in winter 
tires, the firm explained. Two 
plies of steel cord nested between 
two plies of nylon cord make up 
the protective inner shield, or 
built-in “spare.” 


“Shrinkage 


Twice as Many for '59— 


Dealers of Studebaker-Packard Corp.'s South Bend zone have pledged to order 
twice as many 1959 Studebaker automobiles as they did a year ago for the 195§ 
model announcement. Robert Campbell, second from left, Flint, and Nicholas Zasie 
bieda, second from right, Chicago, zone dealer council members, are shown Presenting 
300 individual pledges bound into books to Harold E. Churchill, center, S-P president, 
as S. A. Skillman, left, general sales manager, and R. W. Hendrixson, right, zone sales 
manager, look on. The zone’s initial orders were for 5,000 cars. 





Seiberling Rubber Co. said it is 
|}in the final stages of incorporating 
|a new raw material into its tire 
lines. 

| “After Jan. 1 we expect to an- 
nounce a new development giving 
| extra life to our Sealed-Aire, Safety, 


“One Yellow Pages ad brought us 
3762 calls in 7 months!” 


“To check the number of calls 
coming in from ourYellow Pages 
advertising, we set up a new 
telephone number in only one of 
our Yellow Pages display ads. 
The results of this test were 
remarkable! Imagine! 3762 calls 
in 7 months! That’s an average 
of 25 calls in a single day!” 


Put the Yellow Pages to work 
in your area, so that prospects 
for new cars, used cars and 
service can find you at the very 
moment they’re looking for a 
dealer. For complete information 
and assistance in preparing your 
advertising for the Classified 
Directory, call your Yellow Pages 
man at your local telephone 


business office. Do it today! 


SERVICE 


REPAIR & PAINT SHOPS 


sascnon oe LED eso twa 
PPODRON| 


TRUCKS 
8 
OToRS 
Evenings 


Open 
THIS IS THE AD (44-page, reduced) that 
convinced Mr. McAdams “the Yellow 
Pages is our most effective medium!” 
Profit from his experience with a 
Yellow Pages campaign of your own!” 


|senger tires,” 
| Sales manager. 


Super Service and Commuter pas- 
said J. A. Fouche, 


The Sealed-Aire is Seiberlinge’s 
top premium tire. It is the in- 
dustry’s only puncture-sealing tire 
in which the “bulkhead” principle 
is employed in the crown to keep 
the sealant in place, said Fouche. 

The Sealed-Aire is a nylon, white 


sidewall, tubeless tire. 


The Safety also is a premium tire 
and has “heat vents” in the shoul- 
der for cooler running. It is avail- 
able in nylon or rayon cord, tube- 
less or tube-type construction and 
with black or white sidewalls. 

The Super Service is the original- 
equipment tire and the Commuter 
is the winter model. Both are pro- 
duced in all types of construction. 


Ky. Dealer Group 


Names Chairmen 
Of 10 Committees 


LOUISVILLE.—Chairmen of the 
10 standing committees of the 


Kentucky Automobile Dealers Assn. | 


have been announced by N. S. 
McGaw, president. They are: 
ME» BERSHIP 


Harry C. Holder sr., Owensboro; 


W. E. Venters, Pikeville, and C. E. | 


| Brents, Lebanon. 

LgcIsLATION — Orville R. Harrod, 
| Frankfort. 
FINANCE 

Factory 


ouisville. 
Byerly, 


Ben F. Long. 
ReELATIONS—Cli 


| Louisville, representing Ford Motor | 


| Co. dealers; Fred Bryant, Lexing- 
ton, 
Chrysler Corp. 


Emptoyre Re.ations — Fred C.| 


Koster, Louisville. 


Pusiic ReraTtions—-Carl F. O’-| 


Daniel, Louisville. 


Sarety aNp Driver Epucation — 


Dallas Queen, Maysville. 

Hichways—Frank B. Wilson, 
Bardstown. 

Insurance—C, Y. Blakeman, Mid- 
dlesboro. 

CoNVENTION — Charles B. Wilson, 
Paducah. 


Pontiac for Fergus 
Fergus Oil Co., Inc., Fergus Falls, 
Minn., has received a Pontiac fran- 
chise Lyle McManus is president 
of the dealership. 


Vic e-presidents | 


GM, and Maurice Perkins, | 





LIGHT WEIGHT — BUT TOUGH 


REMOVES IN MINUTES 
WEATHER PROOF 


TWO TRUCKS IN ONE QUIET & COOL 


NO MAINTENANCE 
LIST 


MODEL S 100 — FOR SHORT, WIDE BED PICKUPS ........... $298.00 
MODEL S 200 — FOR LONG WIDE BED PICK UPS _....._.__. 


MODEL S300 — FOR STEP SIDE BODY PICK UPS 


All Prices Subject To Change Without Notice 
FOB ORLANDO, FLORIDA 


MFG. BY 


Fiber Glass Products 
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SPOT TV 
SURVEY 

, IN THE 

| t BEER FIELD 

| : REVEALS: 


10 out of 12 beer advertisers who 
increased their Spot TV budgets in 1957 
showed an increase in sales. 

















3 out of 7 beer advertisers who 
reduced their Spot TV budgets in 1957 
showed a decrease in sales. 


Yes, the winning brands are the ones which 
expand their Spot TV advertising. For 
documented facts, get the Petry Company Report, 





' 
: ‘ ; ” 
‘What Spot TV Did for Beer Sales. 
i A copy is yours for the asking. 
. > 
» 
b 
‘ 
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WEB TY .cccccccccccccccccccccccccccccscccesece Atlanta DT anchtanebesescanhenadessscedseeenseses Little Rock LPT TT TET TUTE TTT TTT ere Providence 
SS << sciaveeke nea seeeeeasaensnaeaneane Bakersfield a Oo Be aes ak cai Los Angeles WTVD . 0... cece cece rnc ereeereneceeeens Raleigh-Durham 
. GUE ccc ccccceccccccccccceccccecoeesees Sacramento 
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Television Division 


Edward Petry & Co., Inc. 


THE ORIGINAL STATION REPRESENTATIVE | 
NEW YORK = CHICAGO = ATLANTA = BOSTON = DALLAS = DETROIT = LOS ANGELES = SAN FRANCISCO = ST. LOUIS 
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and miscellaneous group posted the 
only increases. 
+ 7 + 
ROCKWAY’S sales are up to 646 
units, good for .12 percent of 
the market and a gain of .04 per- 
centage points over the producer’s 
showing in last year’s market. 


September in the Rain. . . 


Truck Sales Decline 
To Postwar Low ore 


than they did in the like month of|cent of the market. The figures 





How They Fared .. . 


Commercial Car Registrations 


By Makes 


First Nine Months, 1958-1957 


First 9 First 9 Percent Percent By Kenneth C. Kelley Jr. 








Months, Months, Share of Share of Staff Writer last year. represent a gain of 2.11 percentage 
Make 1958 1957 58 Market °57 Market | ESPITE the worst September * * * as points. 
Chevrolet 227,196 35.12 34.77 D for truck sales since 1941, three} @ALES of the individual pro-| Chevrolet remains the top-sell- 
210,052 28.46 32.15 manufacturers and the miscellane- ducers for this September and a ——_ 
71,967 12.27 11.01 ous group of producers bucked the ase were: Sept., Sept, | ‘That represents 35.12 percent of 
47,682 759 7.30 trend and posted sales increases 1958 1957 the market, a gain of .35 per- 
36,294 5.18 5.55 during the month. Chevrolet. ........... 19,111 27,054 centage points. 
15,807 2.65 2.42 New-truck registrations totalled ne 17,905 25,174 Five other producers have been 
10,018 1.64 1.53 60,716 in September, the lowest International .... 7,943 9,075 | able to increase their share of the 
é ‘ for the ninth month of any year GMC .....scssscrseovees 5,128 5,190 | market even though their registra- 
11,635 1.64 1.78 since sales amounted to 43,892 Dodge ................ 2,639 4,101 {tions are trailing the showing in 
5,250 -60 -80 in September, 1941. SEIS siccncnnnioninsh 2,005 1,657 | the first nine months of 1957. 
2,505 od * This year’s September registra-| Mack .............. 1,124 1,062 ig Nea 
521 -12 -08 tions ion 5.10 neneeln iar Cine | WED oecicccccececeree 953 1,031 .— five, their units sold, percent 
Miscellaneous** 23,201 14,473 4.33 2.22 63,981 units for August and 21.17| Studebaker ........ 285 444 _of market and percentage-point 
percent behind the 77,018 for Sep-| Diamond T ........ 225 — ee ; 
653,460 100.00 100.00 tember, 1957, according to figures; Brockway .......... 106 58 International, 65,738 units, 12.27 
* White includes Autocar, Freightliner, Reo and Sterling. from R. L. Polk & Co. Miscellaneous .. 3,292 1,936 | percent, up 1.26 points; GMC, 40,632 
** Miscellaneous includes Corbitt, Divco, Four Wheel Drive, Kenworth, Marmon- While the sales total was hitting Totals .............. 60,716 77,018 | units, 7.59 percent, os 29 eae 
Mecringten, Peterbilt, ote. the skids, Willys, Mack, Brockway| Through the first nine months of | Willys, 14,187 units, 2.65 percent, up 
—Compiled from R, L. Polk & Co. data. 











as well as the miscellaneous group | this year, there are only two gains| 23 points; Mack, 8,802 units, 1.64 
point. 
The other four producers 
showed losses in both units sold 
and share of market captured. 
Their sales, percent of market 
and point losses were: 

units, 5.18 percent, down .37 points; 
| White, 8,779 units, 164 percent, 
|down .14 points, and Studebaker, 
| 3,229 units, .60 percent, down .20 

| points. 

The farm market continues to 
supply a little bounce in the truck 
market. 

& | September registrations trailed 

f 0 r u t (} im 0 i e a e 5 . ee —the District of Columbia, West 
Virginia and the predominantly 

rural New Hampshire, South Caro- 

lina, Utah, Idaho, Nevada, South 

Dakota and Missouri. 

> > > 

J (CALIFORNIA remained the top 
truck-buying state, even though 

i | Oo Uj f sales were off by more than 1,800 
units. The top 10 states and their 


recorded more sales in September! in number of trucks sold. Brockway | PeTcent, up -11 points, and Diamond 
Ford, 152,467 units, 28.46 percent, 

the year-earlier showing in 39 

registrations for this September and 


T, 2,161 units, 40 percent, up .01 
W re ¥ I h I k A b out 
down 3.69 points; Dodge, 27,719 
states. There were gains in 9 areas 
last were: 





Sept., Sept., 

. 1958 1957 
1. California ...... 6,311 8,125 

Be TD cccccccceennns SO 7,240 

* 3. New York ........ 3,059 4,166 

4. Pennsylvania 3,038 3,868 

en. 5. Illinois ............ 2,569 2,928 
6. Florida ........... 2,220 2,360 

Ts WED aeirisiennencconees. SE 3,049 

8 Michigan ..... 1,983 3,242 

9. Missouri 1,653 1,634 


10. North Carolina 1,565 2.180 


Truck registration figures from 
Oregon for July, August and Sep- 
tember are not available and none 
of these figures and tables reflects 
Oregon sales in those months. 


THINK of metropolitan Syracuse, one of America’s foremost growth areas, plus 
a score of prosperous, sizable cities like Auburn, Ithaca, Cortland, Oneida and 
Oswego. 





TTMA Publishes 
Panelists’ Views 


On Containers 


WASHINGTON.—The Truck- 
Trailer Manufacturers Assn. has 
announced publication in booklet 
form of panelists’ views on “con- 
tainerization—The New Frontier in 
Transportation.” 


The views were expressed during 
the 10th annual summer meeting 
of the TTMA. 

TTMA President Harry Eyler 
said all panelists stressed the ad- 
vantages of standardized freight 
containerization, 

Gen. E. C. R. Lasher, North 
American Car Corp. president and 
former director of the Defense De- 
partment’s Military Traffic Man- 
agement Agency, forecast a uniform 
container for all modes of trans- 
portation which would help weld 
rails, trucks, ships and eventually 
planes and missiles into “completely 
integrated transportation systems.” 

C. E. P. Smith, traffic consultant, 
said “studies of material handling 
engineers show that the shipper 
can reduce packing costs 70 percent 
using containers, carriers can cut 
handling charges by 65 percent and 


THE POST-STANDARD 
loss from damage claims may be 


Morning & Sunday 
— by 60 percent through the 
use of properly designed contain- 
Sunday Post-Standard 109,060 ers.” 


THINK of 15 counties embracing one-third the total land area of New York State 
—with a population of 1,432,700 and buying power of more than $2 billion an- 
nually. 


IN THIS MARKET, 61,292 NEW CARS WERE PURCHASED IN 1957! 


— 


There's a single, efficient way to sell this truly important market. The Syracuse news- 
papers deliver 100% saturation coverage of metropolitan Syracuse and effective 
circulation in the 14 surrounding counties. Every automobile dealer in this great 
15-county area gets direct benefit from every new car advertisement in these news- 
papers. 


No Other Combination of Media in 
the 15-County Syracuse Market Will Do 
a Comparable Job at a Comparable Cost 


Represented Nationally by 
MOLONEY, REGAN & SCHMITT 





HERALD-JOURNAL & HERALD-AMERICAN 
Evening Sunday 


CIRCULATION: Combined Daily 241,159 Sunday Herald-American 205,658 












ITS BUICK 59: THE CAR 
EVERYWHERE! 


IN DETROIT... IN CHICAGO... 






IN NEW YORK... 













sales are running 143% higher sales are running 190% higher 
than in the same period last year than in the same period last year 


19 | |sales are running 187% higher 
nt, than in the same period last year 





IN PHILADELPHIA... 








sales are running 133% higher sales are running 127% higher 
than in the same period last year than in the same period last year 


sales are running 159% higher 
than in the same period last year 
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sales are running 136% higher sales are running 263% higher 
than in the same period last year than in the same period last year 


sales are running 161% higher 
than in the same period last year 





Buick ‘Motors Division, General Motors Corporation 


ESABRE INVICTA ELECTRA 


The thriftiest Buick The most spirited Buick The most luxurious Buick 
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Truck Briefs 


(Continued from Page 45) 


a $500,000 plant here, it was an- 


nounced by Stemco officials. 
- * + 


GMC Offers Transport Tips 


For Soft Drink Bottlers 


PONTIAC.—A booklet for the 
soft-drink bottling industry outlin- 


ing the importance of studying| 


truck transportation costs is being 
distributed by GMC Truck & Coach 
division. 

The booklet, titled “Trucking 
Facts for Bottlers,” points out that 


transportation and delivery expense | 


in the average bottling operation is 
generally second only to production 
costs. It recommends that bottlers 
enlist the recommendations and 
counsel of transportation specialists 
before selecting vehicles for their 


operation. 


2 * = 


American Seating Offers 


Seven-Position Recliner 


GRAND RAPIDS, Mich —New 
designing and color styling, plus 


greater passenger comfort, are 





Mc LouTH STAINLESS STEEL 


among features of a new recliner 
(Model 6541) announced by Ameri- 
can Seating Co. here. 

It has colorful foam backs and 
cushions, with easily removable 
covers. The tapered back provides | 
greater aisle width at the headrest 
|level and improved visibility for 
the passengers, the firm said. Seven 
| positions of recline, instead of four 
|offered on previous models, will 
| give occupants increased selectivity. 
| Aisle legs and arm supports are 
| satin chrome. 





+ * * 


Liberty Coach to Build 


House Trailers in Georgia 

COLUMBUS, Ga.—Liberty Coach 
Co., Inc., Bremen, Ind., will open a 
house-trailer manufacturing plant 
in Columbus late this year. 

The $300,000 plant is being con- 
structed on a 12-acre tract. 

* * * 


New Trade Name Adopted 


DETROIT. — Perfection Automo- 
tive Products Corp. has adopted the 


new trade name of “Fleet Master” | 
for its truck-mirror assemblies, | 
mirror heads and component parts.|ice, he flies the needed parts to| quarters on Green Springs 


* * * 


East Texas Motor Freight 


Begins $5 Million Overhaul | 


DALLAS. — A $5,100,000 program | 
of expansion and fleet moderniza-| 
tion has been announced by East 
Texas Motor Freight. 

The expansion includes the start 
of construction of a new Dallas 
terminal on a 15-acre tract. The) 
modernization program features 
purchase of 175 White tractors 
powered by Cummins diesels and 
200 high-cube Fruehauf, Strick and | 
Trailmobile trailers. 

* * 


Power Brake Buys Firm 

ST. PAUL.—Power Brake & 
Equipment, Inc., has acquired the 
G. N. Carlisle Co., Duluth, Minn. 
Both firms are equipment and parts 
suppliers to the trucking contractor 
industry. 


* 


cad * & 


Dealer’s Truck Customers 


Receive Service by Air 
DENVER.—“Airborne” service is 
one of the features offered by 
Thomas-Hyer Motor Co. (Dodge- 
Plymouth), which has a thriving 
truck business. The Thomas-Hyer 


| service, carrying truck trailers on 
flat railroad cars. 


service manager has a pilot’s license| of White and Autocar trucks in this 
and when a truck needs quick serv-| area, has moved to larger head. 
Rd, 


| Route 20 East and Route 19. 


the vehicle. 
| * * * 


Diamond T Names 4 Dealers |Mack Outlet in Tennessee 


fi naan eee — al Expanded by Neely Coble 
ave been appointed by Miamond *| NASHVILLE, Tenn.—Neely Coble 
Motor Truck Co. They are Pitch-| general sales manager and 


| jr. 
ford’s, Inc., Eugene and Portland, | J 4 e 
Ore.; Osterlund, Inc., Harrisburg, | Seereiney~seneures, Ganeanees tha 


Pa.; Sal’s Garage, Lindenhurst, N. pee oe ee of Mack 
Y., and Shetrom’s Garage, Hunt- “a alg sddle eee, we 
ingdon Pa | Southern Kentucky, has completed 
’ ; |@ major expansion of its office 
| service, parts, sales and parking 
facilities to 66,540 square feet. 
Coble said the expansion program 
includes new general and executive 
offices, enlarging of service and 
parts departments, installation of 
the latest engine rebuilding and 
| repair facilities and addition of the 
Blue Bird Buys Coach Firm | fourth territory salesman. 
* « * 


FORT VALLEY, Ga.—Blue Bird | 
Body Co. has purchased Fitzjohn | 15 More Kenworth Tractors 


Coach of Canada, Ltd., Brantford, | Join Yellow Transit Fleet 


Ont., and its branch plant in Mus-| : » 
kegon, Mich., and will manufacture} KANSAS CIT Y.—Fifteen Ken- 


school buses at both places, said| WO'th cab-beside-en gine tractors 
A. L. Luce jr. general manager of | h@ve been added to the fleet of 
the Blue Bird plant in Fort Valley. Yellow Transit Freight Lines, which 
a -—_— - serves nine states between the 
"ee — |Great Lakes d the Gulf 

White Distributor Moves | Mexico. eet ee — 
FREMONT, O.—Fremont White| The tractors are powered by the 
Truck Sales & Service, distributor| Cummins JT-6-B Turbodiesel en- 


* * * 


‘Piggyback’ Service Begun 
PORTLAND, Me.-The Maine| 
Central Railroad has announced it} 
has launched “piggyback” transport | 


* oe * 








No other material is as 


bright, strong and 


resistant to rust and wear as Stainless Steel. 
It gives every car the clean, exciting beauty that 
sells in the showroom and re-sells on the used car lot. 


Look for Stainless Steel 
Specify McLouth high 


on your new automobile. 


quality sheet and strip 


Stainless Steel. McLouth Steel Corporation, 


Detroit 17, Michigan. 


gine and join 302 similar units in 
service for Yellow Transit. The 
company operates 727 road trailers 
and 591 city delivery units. 


> = * 


Rollins Lease Plan Offers 


‘Everything But a Driver’ 


WILMINGTON, Del.—Rollins 
Leasing Corp. has announced what 
it called the first all-inclusive na- 
tionwide leasing plan for transpor- 
tation equipment. 

The plan provides fleet operators 
with vehicles at a flat mileage rate 


which includes everything but a 
driver, the firm said. The plan 


covers all repairs and maintenance, 
gas and oil, insurance, licenses, tags 


and inspections. 
> 


* & 


Two-Way Radio Guide 


Updated by ATA Council 


WASHINGTON.—Members of the 
Operations Council of the American 
Trucking Assns. are being offered 
copies of a new “Mobile Communi- 
cations Guide” and recommended 
operating procedures for use by 
two-way radio units. 

The 60-page, magazine-size guide 
updates the original “Management 
Manual on Two-Way Radio” pre- 
pared by the Council's communica- 
tions committee. With the adoption 
of the new Part 16 “Motor Carrier 
Radio Service Rules” by the Fed- 
eral Communications Commission, 


| each licensee must adopt some form 
of- operating procedures, the Coun- 
cil said. 








Load Increase 
To 96,000 Lbs. 
Is Prophesied 


| OKLAHOMA CITY.—Truck man- 
ufacturers, highway research offi- 
cials and fleet operators are now 
predicting the future highway 
tractor will haul up to 96,000 pounds, 
W. D. Blizzard told the mid-contin- 
ent meeting of the Society of Auto- 
motive Engineers here. 

Blizzard, manager — distribution 
for Cummins Engine Co., Inc., said 
such predictions are based on the 
following: 

1. Less restrictive weight laws 
and, particularly, the increased 
number of states permitting the use 
of tandem-axle tractors. 

2. The trend to higher volume 
trailers up to 13% feet high and 
40 feet long. Such trailers increase 
horsepower requirements because 
they are harder to pull through air, 
whether empty or loaded, and be- 
cause of the greater weight of their 
payloads. 

3. The increase in truck speeds 
because an increase of 10 miles per 
hour in speed from present levels 
will mean an increase of over 40 
percent in horsepower required. Na- 
tional average of speed limits in 
1953 was less than 45 m.p.h. New 
limited access highways and toll 
roads permit trucks to travel at 
55 and 60 m.p.h. 

It appears that horsepower re- 
quirements for the next decade 
for modern superhighways will be 
in the 500-horsepower range, Bliz- 
zard said. 
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If you want to sell more travel items and services, 
: go where every page is full of ideas that sell: 
Better Homes & Gardens, the family idea maga- 
zine. Month after month, BH&G unrolls stimulat- 
ing ideas for family travel and vacations. And 
Better Homes & Gardens families are travelers. 
A recent study* shows that over half of BH&G’s 
readers vacationed away from home compared 


to only slightly over a third of the nonreaders. 


: *BH&G-Politz 12-Months’ Study, 1956 
:| During the year 1/3 of America reads 


.. the family 


idea magazine 
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Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker | factory. He finally told us he did 
Attorney at Law | not want the car. This car arrived 
D. CONTROLLER, Ace Auto-| at our showroom six weeks after 

* mobile Sales Co., Brooklyn,| 5#me was ordered. 
wrote in part: “We are subscribers} | “We called the customer advis- 
to Automotive News and are writ-| ing him that the car had arrived 


ing you with the hope you may be| P 
able to enlighten us on the follow-| $12,000 in Bogus Checks 


ing. We sold a special car to a Laid to Ohio U. C. Dealer 


i r rdered for 

_sancenadlihetmemm him “Tacooaiay! YOUNGSTOWN, O.—Paul Bleus, 
from the factory.| operator of B. B. Auto Sales (used 

“On the order| cars), pleaded innocent to violating | 
was written| the State banking laws after being | 
‘Delivery ASAP” | accused of writing more than $12,-| 
However, the/ 000 in worthless checks. 
salesmen had in-| David McComb said Bleus wrote | 
formed the cus-| three checks totalling $3,800 to| 
tomer verbally| McComb Auto Ranch after Bleus’ 
that delivery| accounts had been closed at two 
could be expected| banks. He said banks also had re-| 
within two to| turned $6,925 in checks Bleus had 
three weeks. The| given for cars purchased from 
customer called us| McComb’s Akron Auto Auction. A 
several times oo ae ea wan aa a ao a a 
when we informed him that the car} wi 1,630 in banking-law viola- | 
had not yet been received from the' tions. 














L. T. Parker 








The 
Spicer PTO 
You Need 


Is Available 
Right Now 


and requested him to advise us 
when he wanted the car. He again 
told us he did not want same. Can 
you advise us whether this cus- 


tomer is obligated to take delivery | 
of this car or whether we have 


any redress in the matter?” 

Generally speaking, where a writ- 
ten contract states clearly that an 
auto will be delivered “ASAP,” or 
when possible, an oral agreement to 
make delivery sooner is contradic- 
tory and the court will not consider 
or listen to the oral promise. 

On the other hand, a seller always 
is liable for fraud. Hence, if the 
buyer proves that the oral promise 
to make delivery within two or 
three weeks involved fraud the 
court may listen to this oral testi- 
mony. 


© 


* * 
No Fraud Is Seen 


N YOUR case there is, in my 
opinion, no chance that the cus- 
tomer can prove existence of fraud. 
Moreover, unless your salesman had 
expressed or implied authority to 
make valid contracts for yeu, his 
oral promise could, under no cir- 
cumstances, obligate you. 
Notwithstanding the above ex- 
planations, an ordinary agent may 





“You 


buy a car from me. I 
spend the money for groceries. 
The grocery store buys from the 


canneries. The canneries buy 
from you. You get your money 
back. What’s fairer than that?” 





possess special authority under 
which he may make valid con- 
tracts of sale which obligate his 
employer. 

In other words, legal representa- 
tion may arise under various cir- 
cumstances, as where the sales- 
man’s employer actually authorized 





Because your Spicer distributor maintains a com- 
plete stock of all models of Spicer Power Take-Offs 


and PTO joints at all times, you can depend 
on prompt delivery — whenever you need it — 
wherever you are. Ask your distributor about the 





Joint Replacement Kits °¢ 


Monmouth Clutch Plates ° 


Spicer line, or write Dept. 85, Dana Corporation. 


DANA CORPORATION + DEPT. 85 » TOLEDO 1, OHIO 


Products offered by Dana: Spicer and “Mechanics” Type Universal 
Spicer Universal Joints and Drive Lines 
¢ Spicer Transmissions, Clutches and Axles * Auburn Clutches °¢ 
Spicer Power Take-Offs and PTO 


Industrial and Agricultural Joints 





—_— 


the employe to act as his lawfy 
agent, or past conduct of the em. 
ployer indicates to the particular 
buyer that the employe is impliedly 
authorized to represent his em. 
ployer and make valid contracts, 

It is my opinion that you cap 
recover damages from the buyer 
unless he testifies and proves he 
did not know the legal meaning of 
“ASAP.” 


* * * 


Speedometer Turned Back 


OLAR AUGUSTINE, Zimmer. 

man Pontiac Co., St. Charles 
Ill., wrote: “In a recent edition of 
AvuTomotTive News under the caption 
‘Court Decisions,’ you gave informa. 
tion regarding a court decision on 
a dealer’s liability as to the speed. 
ometer reading on a used car as 
being represented as actual. 

“We would appreciate your 
sending us another copy of this 
issue or a copy of this article, as 
ours has been destroyed.” 

The case involving turning back 
a speedometer on a used auto is: 
Gays v. McDaniel, 283 Pac. (2d) 
658. 

I shall make special effort in the 
future to locate other higher court 
decisions from the Advance Sheets 
on this subject of law, at which 
time I shall publish same in Avrto- 


| MoTive News. 
| * * 


|Minor Misrepresents Age 


| AMES KELLY, Kansas City, 
wrote: “I have read your legal 
writings with much profit in the 
| past. I keep a scrap book of these 
| law suits so I can refer to the law 
| when I have occasion to do so. 

“However, I don’t find a case 
where a minor came into my 
office and told me that he was 23 
years old before three witnesses. 
I asked him his age, as I thought 
he was young and maybe a minor. 

“I sold him an automobile for 
which he paid cash, That was three 
months ago. Today a lawyer called 
|me up and said he demanded that 
I pay $2,300, the value of the auto- 
mobile which this fellow wrecked. 
The lawyer says that he is only 20 
years old. What can I do about 
this?” 

The fact that a minor misrepre- 
sents his age does not justify or 
release dealer from his usual re 
sponsibilities if he sells an auto to 


the minor. 
> = > 


Dealer Losses on Sale 


Foe comparison, see Hines Vv. 
Cheshire, 219 Pac. (2d) 100. 
Here the testimony showed that a 
| minor purchased an auto on credit. 
Soon afterward the minor wrecked 
the auto and then demanded that 
the seller, or dealer, take back the 
car in its present condition, and 
refund the monies he had paid on 
the car. 

The seller contended that he 
should be awarded a favorable ver- 
dict because the wrecked auto was 
practically valueless. Nevertheless, 
the higher court held that the 
dealer must take back the car and 
refund the minor’s payment. 


Willys Thrives 
On Nationalism, 





Export Aide Says 


NEW YORK.—Nationalism in 
underdeveloped countries is proving 
to mean economic opportunity for 
private enterprise, J. C. Delaplain, 
vice-president of Willys-Overland 
Export Corp., told the National For- 
eign Trade Council convention. 

Delaplain said he is aware of 
criticism of nationalism, but that 
his company has found it profitable 
to approach nationalism on the 
basis of goodwill and trust. 

Stating that Willys adapts itself 
to nationalism, he said such an ap- 
proach is a stimulant to business 
and broadens the opportunity for 
employment. 

He said the key to the Willys 
program for adapting to national- 
ism lies in the establishment of 
manufacturing plants and assembly 
plants abroad in which Willys 
chooses to be only a minority stock- 
holder. 

He reported that Willys has eight 
manufacturing operations and il 
assembly plants on six continents. 

This policy, according to Delap- 
lain, is evidence to Willys’ partners 
and licensees that the company re- 
spects the sense of nationalism 
which imbues them and their gov- 
ernments with the desire to direct 
their own affairs. 
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No Austerity Binge .. . 
8 eee 


Economy Is 


Keystone 


In Engineering of ’59s 


(Continued from Page 88) 


a plastic sleeve. The result is im- 
roved wheel control and ride. 
Cadillac is making its air sus- 
nsion standard on two more | 
models in 1959. It was standard | 
only on the Eldorado Brougham | 
in 1958. A number of engineering 
refinements have been made on | 
the 1959 system. 


New air conditioning, largely 
developed and manufactured by 
GM’s Harrison Radiator division, 
employs a new and highly effec-| 
tive method of distributing the cool 
air. The three air sources, located 
in the lower instrument panel, may 
be individually adjusted to provide 
maximum comfort for passengers | 
in the front or rear seat. 

An important feature of this 
system is that it allows the use 
of 100 percent outside air, or up 
to 80 percent recirculating air 
mixed with 20 percent outside air. 


* * > 


Studebaker 


TUDEBAKER has _ recognized 
the public demand for econom-| 
ical transportation by introducing 
a new economical car, the Lark. 
Among its features are a re- 
designed six-cylinder engine, a 
softer ride resulting primarily 
from Studebaker’s variable-rate 
front coil springs, a new steering 
gear, reclining front seats, an | 
inside-the-car hood release and | 
a new heating and ventilating 
unit. 
S-P engineers said that the new 
. > * | 








Pushbutton Heater— 


On all ‘59 Chrysler Corp. cars. A push- | 
button transmission and radio are also 
available. | 


Lead-Aid Battery 
Most Reliable, 


Researcher Says | 


OTTAWA, Ont. — The lead-acid | 
type automotive storage battery is 
by far the most practical and re- 
liable power source for the modern 
car, Dr. John J. Lander, Delco- 
Remy electrochemical research di- 
rector, said here. 


Lander addressed science and en- 
gineering representatives from 35 
countries at the Electrochemical 
Society’s fall meeting, He was pre- 
sented the society’s first award in 
the field of battery research. 


Lander’s praise of the lead-acid 
battery followed a call for intensive 
Search for new electrochemical 
Power sources to keep pace with 
the nation’s future technology. 


He said he saw “some possibility 
for new types of high-energy bat- 
teries at competitive prices from 
other than lead-acid material, how- 
ever, there still remains much basic 
research in the electrochemical 
field before such developments can 
have any degree of certainty.” 


Lander’s paper on “Anodic Cor- 
rosion of Lead in Sulfuric Acid Sol- 
utions” was singled out by the 
SOciety as the outstanding work in 
= battery field during the last 10 

ars. 








engines (which operate efficiently | 
on regular gasoline) coupled with | 
the elimination of useless pounds | 


of dead weight in the car, result 


|}in a marked improvement in en- 


gine performance and economy. 
+ * > 


Edsel 


DSEL’S engineering innovations | 


for 1959 consist primarily of a 
new engine and transmission 
lineup. Available are four engines 
and three transmissions. 

In the engine lineup are the 
145-horsepower Economy Six, the 
200-horsepower Standard V-8, the 
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dual-range Select-O-Matic Drive, 
the manual transmission and Mile- 
O-Matic, the automatic two-speed 
transmission. Essentially the Ford- 
O-Matic, this transmission is also 
50 pounds lighter and has 105 fewer 


parts. 
* * * 


Lincoln 


HE 1959 Lincoln offers several 

engine refinements, a new fuel 
filter magnet and new automatic 
door locks that lock and unlock the 
doors by means of a double action 
toggle switch. 

Included in the power train 
changes are new engine mounts, a 
redesigned camshaft, a new spark 
curve on the distributor and a new 
carburetor. 

In addition, a hot-cold air in- 
take to the fuel induction system 
has virtually eliminated carbure- 
tor icing by maintaining a con- 
stant temperature range between 
80 and 100 degress Fahrenheit. 

Looking to the future for a trend 
in engineering changes, it’s a good 

bet that more features providing 


225-horsepower Express V-8 and | economy of operation will be forth- 


the 303-horsepower Super Ex- 
press. All except the Super Ex- 
press operate on regular gasoline. 
The three transmissions are the 


| coming because the 1959 engineer- 
|ing had largely been completed 
| before the lessons of the 1958 model 
| year were learned. 


SHELLER 


MANUFACTURING 
CORPORATION 


Plants 


* 


CHICAGO, ILLINOIS 


KEOKUK, IOWA 


PORTLAND, INDIANA 


NORFOLK, VIRGINIA 


PENDLETON, INDIANA 
UNION CITY, INDIANA 


MONTPELIER, INDIANA 


Principal Offices 


ILLINOIS, 


CHICAGO, 


PORTLAND, INDIANA 


AND IN THE GENERAL MOTORS BLDG., 
DETROIT, MICH. 








» * 
| Mercury Windshield 60 Percent Larger— 
Besides a larger windshield, the ‘59 Mercury's total glass area has been increased 
33 percent in the car. Mercury also has new electric windshield wipers which elimi- 
nate the center blind spot. 


Producing: 


STEERING WHEELS 


MOLDED, EXTRUDED 
HARD AND SPONGE 
RUBBER AND 
VINYL PRODUCTS 


SHELLERTEX 
(POLYURETHANE) 


CHROME PLATED 
DIE CASTINGS 


METAL STAMPING AND 
SCREW MACHINE 
PRODUCTS 


CORK AND 
PLASTIC PRODUCTS 
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DIFFERENTIAL DUAL WHEELS—Designed 
to fit conventional brakes, axles and bear- 
ings, Differential Dual Wheels, developed 
by Differential Wheel Division, Anderson 
Bolling Mfg. Co., Grand Haven, Mich., give 
each tire free-rolling contact with the 
road surface, allowing each tire to select 
its proper running speed, Each wheel is 
said to have its own braking through use 
of dual brake drums actuated by the con- 


ventional braking equipment. 
* * * 





VAN—The all-cluminum Kingham cargo 
van model WKAALX is 99 inches high in- 
side, 94 inches wide inside and 35 feet 
long. It has a loading capacity of approx- 
imately 2,240 cubic feet with a level floor 
and weighs 8,900 pounds when mounted 
on a sliding tandem. Available with either 
single axle or tandem, equipped to cus- 
tomer specifications. Kingham Trailer Co., 
Inc., Dept. AN-1, 1409 W. Hill St., Lovis- 
ville 10, Ky. 
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TRUCK NEW PRODUCTS | 


age areas that can be made larger 
or smaller by removing shelves or 
respacing bin dividers. Reading 
Body Works, Inc., Reading, Pa. 

ing industries, feature divided stor- 


* * aa 





TRUCK COVER—A fiberglass truck cover 
has been introduced by Water Bonnet 
Marine Products Corp., P. O. Box 5296, 
Orlando, Fla, The unit is designed for 
Chevrolet and Ford models. both in the 


wide bed and the step-side bodies as 
well as the long and short wheelbase 
pickups. 

* * + 





ALUMINUM FUEL TANK—Weight-saving 
aluminum fuel tanks have been announced 
by Michigan Fleet Equipment Co., 2350 
Chicago Dr., S.W., Grand Rapids 9, Mich. 
Steel tanks also said to weigh approxi- 
mately twice as much as the aluminum 
tanks. Said to be anti-corrosive, the alu- 
minum tanks are available for gas or 
diesel. 





CLEARANCE LAMP — Warren Mfg. Co., 
Warren, Pa., has announced a plastic 
clearance lamp, Known as the Starline 
model D-5, it is secled watertight by an 
internal “O" ring seal of lens to housing. 
Snap on lens requires no tools for serv- 
icing. Only % inches in thickness and 
2% inches high, the lamp mounts flush 
for non-penetration of van body. The 
bulb’s rated life is 3,000 hours. 

eo £2 


Utility Bodies 
Reading utility bodies, job-| 
planned for automotive and truck-| 
~ x * 


GARBAGE LOADER—Stratton Equipment 
Co., 2030 E. 105th St., Cleveland 6, O., has 
introduced a low-priced, automatic garbage 
loader, called the Stratton Hydro-Garbage 
loader. The unit is designed to replace 
the tailgate on a dump truck. A worm re- 
volves in a heavy-duty tube and contin- 
vously drives the load against a deflection 


| plate pushing it to the front of the body, 


it is said. Power for the loader is fur- 
nished from the power takeoff on the truck 
transmission through a hydraulic pump and 


motor. 





| for 








TENSION METER—The Tension-O-Meter 
for measuring tension of the V-belt on its 


| tandem drive has been announced by Day- 


ton Tandem V-Belt Drive Co., 3615 Blake 
St., Denver, Colo. Use of the meter permits 
adjustment of the drive to maintain correct 
tension throughout the life of the V-belt, 
the firm said. 


y 


TRUCK WRENCH—A set of Ford truck 
rear axle bearing lock nut wrenches has 
been designed by the Owatonna Tool Co., 
314 Cedar St., Owatonna, Minn. Six sizes 
on four wrenches make up the set to 
remove and replace the octagon or hexa- 





gon rear axle bearing lock nut on any 
Ford truck rear axle. Forged with steel, 
these 8% inch long wrenches ore de- 


signed right for quick easy usage, it is 


said. 
> > > 


CABLE ASSEMBLY—The Duo Cable as- 
sembly which is said to provide a method 
the trucking industry to eliminate 
faulty, makeshift wiring while simplifying 
electrical interchange has been introduced 
by Berg Mfg. & Sales Co., Inc., 1712 S. 
Michigan Ave., Chicago 16, Ill. This as- 
sembly carries two different Berg male 
connector plugs on the tractor hookup end 
of the cable. It consists of rubber cable 
that has been factory molded at the splice 
to form a cable which can be wired with 
two different kinds of connectors, using 
only a single source of current. The as- 
sembly is available in 16 different combi- 
nations with or without Berg four, six and 
seven-way male plugs factory wired to 


one or both tractor hookup ends of the 
cable. Overall lengths available are 10} 


and 14 feet. 
* * * | 





TRAILER LOCK—Trailok, a trailer king- 
pin lock, is said to provide positive anti- 
theft protection for trailer left at cus- 
tomers’ loading docks, in terminal yards, 
and on road emergencies. Precision ma- 


Truck Hardware Catalog 


A catalog of truck and trailer 
body hardware is available from) 
Binkley Mfg. Co., Warrenton, Mo. 


* * * 








MARKER LAMP—Truck-Lite Co., Inc., 828 
Monroe St., Jamestown, N. Y., has re- 
leased an all-plastic replacement marker 
lamp for a trailer manufacturer's lamp 
that until now was available only of fac- 
tory branches. Both lens and body of the 
model No. 20 cre made of tenite mate- 
rial providing all angle illumination in- 
cluding 90 degrees made possible by 
eliminating the O-ring, it is claimed. The 
lens is designed to snap into the plastic 
housing, making a watertight seol. 

* * > 





RISER—A portable bench for commer- 


cial and industrial use, called the Port- 
a-Bench, has been marketed by Anderson 
Mfg. Co., Norway, Mich. The unit is 20 
inches high with two 24 by 8-inch non- 
conductive steps. Featuring riveted steel 
construction, the riser is said to support 
up to 1,000 pounds. The firm also markets 
a second product, called the Port-a-Step. 
The unit is similar to Port-a-Bench, except 
that it is one step higher and 30 inches | 
high. 


Cc. and Chevrolet 





TRUCK CAB CORNER — Maintaining 
GMC and Chevrolet truck cabs for service. 
ability and appearance is said to be sim. 
plified by use of replacement lower truck 
cab corners available from Schofield Mfg, 
Co., 1140 E. 222nd St., Cleveland 17, 0. 
The lower cab corners, supplied left 
and right hand styles, are engineered to 
fit GMC truck models from 1948 to 1955 
inclusive and Chevrolet truck models from 
1947 to 1955 inclusive, it is said. The 
replacement cab corners are die formed 
to exact shape and ore flanged for fast 


easy installation, it is claimed. 
* * + 


in 





RAMP HOIST AND WINCH—A platform 
romp hoist and hydraulic winch of 10,000 
pounds capacity has been developed by 
Schwortz Mfg. Co., Lester Prairie, Minn. 
The unit is designed for hauling heavy 
farm equipment, portable buildings and 
construction equipment. Elmer Schwortz, 
president, demonstrates how the controls 
are located to give the operator a full 


unobstructed view. 
> © * 





HOSE REELS—The Croft 600 Series hose 
reels are designed for use with air, water, 
oil, grease, gasoline and steam. They fec- 
ture heavy steel construction and are sup- 
ported on each side by self-aligning boll 
bearings which insure alignment and ro- 
tating ease, it is said. A catalog featuring 
Croft hose reels is available from William 
Turk Co., 11070 S. Alameda, Lynwood, 
Calif. 
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STAINLESS STEEL TRAILER—The 1958 Stainless Van, featuring horizontal corrugations 
and a rub-rail configuration that is said to add to the trailer’s strength, has been 
announced by Fruehauf Trailer Co., 19041 Harper Ave., Detroit, Mich. The Stainless 
line will comprise straight and drop-frame vans, open tops, and refrigerator trailers 
with single or tandem axle underconstructions. 





chined from steel, the unit is said to have at 

an impact strength of over 100,000 

pounds, Internal locking mechanism is FORWARD-VAN BODY—This is the first production model of a forward-van body 
completely sealed. Otto Industries, P, O.| introduced by DeKalb Commercial Body Corp., DeKalb, lil. The unit is available in 
Box 172, Cranford, N. J. three sizes—8, 10 and 12-foot lengths. 








TO SERVE THE DETROIT AREA BETTER 








THE CHICAGO SUN-TIMES ANNOUNCES A NEW 


DETROIT ADVERTISING OFFICE 
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—and the appointment of Jack E. Rosch 







of the Sun-Times’ General Automotive 


Advertising Department as Manager of 







the new Detroit advertising office. 





JACK E. ROSCH 








CHICAGO SUN-TIMES 


WHERE GREAT THINGS ARE HAPPENING 






Sun-Times Plaza 250 Park Avenue 
Chicago 11, Illinois New York 17, New York 
Whitehall 3-3000 YUkon 6-7535 










Represented by Sawyer-Ferguson-Walker Co., San Francisco, Los Angeles, 
Atlanta. Hal Winter Co., Miami Beach. 
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In Parts and Accessory Distribution 





Detroit Nominates Boyle 
For Booster Secretary 


DETROIT.—Detroit Chapter B-| 
19, of the Automotive Boosters Club, 
has nominated James F.. Boyle for 
international secretary. 

A. manufacturers representative, 
Boyle has served in every elective 
office of the Dtroit chapter and was 
its president in 1955, He was Great 
Lakes regional vice-president in 
1956. 





* a 2 


Weatherhead Promotes 
‘Winter-Wise’ Program 

FORT WAYNE, Ind. — Weather- 
head Co. is promoting a “Winter- 
Wise” program designed to step up 
dealer sales of drain cocks, heater 
cocks and other items needed for 
automobile winterizing. 

The dealer receives two Weather- 
head Drain Cock display cards with 





a standard assortment of 12 drain 
cocks on each card, but pays for 
only one of the cards, 

* ” + 


Parker Seal Picks Rep 


CLEVELAND. — Appointment of 
Cleveland Ball Bearing Co. as dis- 
tributor for industrial Gask-O-Seals 
and industrial Stat-O-Seals has 
been announced by Tommy J. 
McCuistion, sales manager of 
Parker Seal Co., a division of 
Parker-Hannifin Corp., 
and Culver City, Calif. 


> * * 


Central States APRA Units 


To Meet Dec. 6 in Chicago 


CHICAGO. — Central States Re- 
gions 6 and 7 of the Automotive 
Parts Rebuilders Assn. will hold a 
joint meeting Dec. 6 in the Grae- 
mere Hotel here. Region 6 is com- 
prised of Illinois, Missouri and 
Wisconsin, and Region 7 is made 


up of Michigan, Ohio, Indiana and 
Kentucky. 

The conference-type meeting will 
be devoted to personnel problems. 


| Topics will include “How to Keep 
| Employe Records,” “Employe Rat- 


Cleveland, | 


ing,” “How to Compute Fringe 
Benefits” and “Wage Ranges and 
Job Classifications.” 

oa a * 


Air-Maze Names 2 Firms 

CLEVELAND.—The appointment 
of McMurry & Co. of Miami and 
H. L. McMurry & Co. of Jackson- 
ville, Fla., as sales representatives 
has been announced by Air-Maze 
Corporation, Cleveland, O. 

* * * 

Engine Tuneup Course 


Is Being Offered by AEA 


DETROIT. —A new educational 
program sponsored by AEA mem- 
ber wholesalers and participating 
manufacturers has been announced 


by J. Howard Reed, executive sec- 
retary of the Automotive Electric 
Assn, 

The engine tuneup course will be 
distributed through regular AEA 
channels and classes are to be con- 
ducted by AEA central and service 


distributor members, Reed said. 
os od + 


DeVilbiss Expands Plant 


TOLEDO.—Expansion of its 
Cleveland direct factory branch to 
provide additional customer facil- 
ities has been announced by DeVil- 
biss Co. 

* * a 
Micro-Lube Names Rep 


DALLAS.—H. S. Nicholson & Son, 
1628 Fairmount Ave., Philadelphia, 
has been named a manufacturers’ 
representative for Micro-Lube 
Sales, manufacturer of additive for 
oil and gasoline. The Nicholson 
territory will cover Eastern Penn- 
sylvania, Southern New Jersey, 
Delaware, Maryland and Washing- 
ton, D. C. 

* * = 

S-W Offers Lettering Paint 

CLEVELAND. — Increased speed 
in sign and bulletin painting is said 
to be possible with the new “one 
stroke” white paint for use in let- 
tering introduced nationally by 








Shown is car body assembly entering dip tank containing latex primer. 


Latex paints for metal eliminate fire hazard 


Metal finishes made with Dow Latex eliminate fire 
hazards and the need for expensive solvent recovery 
systems because water replaces flammable solvents. 


By forming a tight positive bond to the metal, latex 
paints prevent rust and protect the finish. Disagreeable 
odors are also greatly reduced. 





YOU CAN DEPEND ON 


Now is the time to investigate these new metal paints 
formulated with Dow Latex. Your company can profit 


from these extra benefits too. 


For complete information, write to THE DOW CHEMICAL 


COMPANY, Midland, Mich., 
Coatings Sales Dept. 2185RR. 
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Sherwin-Williams Co. It is highly 
pigmented so it will cover biack 
backgrounds in a single stroke. 

oe * + 


Lucas Electrical Opens 


Warehouse in Florida 


JACKSONVILLE, Fla. — Another 
new parts and service warehouse 
has been opened here by Lucas 
Electrical Services, Inc. 


The new center, the third to be 
opened in one year, will be man- 
aged by Peter H. Holland, formerly 
with the Export division of the 
London office of Joseph Lucas, Ltd, 
parent company of Lucas Electrical] 
Services, Inc. 

* a a 


Raybestos Office Moved 


SAN FRANCISCO. — Raybestos- 
Manhattan, Inc., has moved its San 
| Francisco district warehouse and 
offices from 131 Mission St. to new 
and larger quarters at 168 Beacon 
| St., South San Francisco. 

* ca oe 


Distributors Get 
Tips on Handling 
Rebuilt Parts 


KANSAS CITY.—Charles Hicks, 
| secretary of the Automotive Parts 
Rebuilders Assn., told members of 
the Automotive Warehouse Distrib- 
|}utors Assn. that rebuilt parts sales 
in 1958 will reach well over the 
half-billion-dollar mark. 


Speaking on “How Rebuilt Ex- 
change Parts May Be Profitably 
Handled Through Warehouse Dis- 
tribution,” he outlined five rules 
distributors should follow: 


“1. Exercise the same good judg- 
ment in choosing your rebuilt lines 
that you would use with any other 
line. Don’t be sidetracked from 
good judgment by excessive profit 
promises, high pressure sales talk 
| or the desire to sell the lowest price 
line in your territory. 

“2. Look for and check the qual- 
ity performance records of the 
line in other territories. Investigate. 
Visit your supplier. Is he financially 
sound, or will he be tempted to cut 
quality to make ends meet? 
| “3. Have your rebuilder thor- 
oughly explain how his exchange 
program will work for you. 
| “4. Make certain you know the 
|core policy and that you can fol- 
low through to make it work. 
“5. Do some self analysis to make 
|sure you and your salesmen really 
know the advantages of rebuilt ex- 
change lines.” 





‘Colo. Wholesalers 


Meet in Denver 


DENVER.—More than 50 whole- 
salers and 25 boosters attended the 
| fall meeting of the Colorado Auto- 
| motive Wholesalers in the Ameri- 
can Legion Hall here. 


Speakers included John Reynolds, 
president of the National Standard 
Parts Assn.; Walter Olson, vice- 
president of the Pacific Automotive 

Show, and Allen Carlson, of Federal 
Mogul Service. 

Association directors scheduled 
the next meeting for Apr. 18 at 
| the Continental Hotel here. Officers 
| will be elected and proposed 
|} amendments to the group’s bylaws 
will be voted upon. 








' ' 
Muscle’ Beams 
New Headlamp Sturdier, 
Westinghouse Says 


BLOOMFIELD, N. J.—Truck 
headlamps will withstand 10 times 
more shock as the result of a new 
filament wire developed by its lamp 
division engineers, according to 
Westinghouse. 

Frank M. Ogden, manager of the 
photo-miniature lamp department, 
said lab shock tests indicated lamps 
using the new “M” wire (muscle 
wire) will withstand 10 times the 
shock and vibration that ordinary 
truck headlamps can take. 

Ruggedness of the new “muscle” 
headlamps also has been demon- 
strated in proving-ground tests 
conducted by a major automotive 
manufacturer and in trial runs on 
heavy tractor-type trucks, Ogden 
said. The lamps solve the problem 
of failures in 12-volt systems under 
rough service by giving longer life 
with improved beam intensity, he 
added, 


em 





In Los Angeles, any car starts on First Street 


Automotively speaking, Los Angeles is the world’s No. 1 market. 

There are 2,737,539 automobile registrations in the Los Angeles 
market— more than 42 of the 49 states; and more than any nation in 
the world except the United States, Canada, Great Britain and France. 

Small wonder that the Los Angeles County market is first in the nation 
in automotive dealer and store sales, first in gasoline service station sales. 

Impressed? So is The Los Angeles Times. 

For here — in the biggest single automotive market in the world — 
The Times has led all other Los Angeles newspapers in total auto- 


motive linage every year since 1949—and this year it has led in all 
of the 9 automotive classifications. 
And when Media Records had toted all U.S. newspapers for the 


first half of 58, The Times ranked third in new passenger cars linage 
—and we’re working on this. 


Yes, everybody’s on the move in Los Angeles. So if you have some- 
thing to sell that moves, better move first and fast to First. Automo- 
tively speaking, that’s where The Times is— and the The Times gives 
any car a better start in Los Angeles. 


> 


First in the nation’s No. 2 market Los'Angeles Times, 


Represented by Cresmer and Woodward, New York, 
Chicago, Detroit, Atlanta and San Francisco 
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Sales Conditions in Various Areas... 





Auto Market Repo 


Columbus, O. 


Sales of new cars in metropolitan 
Columbus, O., continued to taper 
off in the first half of November, 
totalling 702, compared with 748 in 
the last half of October. 

Ford continued to lead with 192 
registrations, against 167 for 
Chevrolet. Buick jumped to third 

with 58 and Oldsmobile was 
fourth with 43. Plymouth fell to 

fifth with 40. 

Other registrations were: Dodge, 
29; Rambler, 29; Pontiac, 22; Ren- 
ault, 13; Mercury, 12; Cadillac, 11; 
Edsel, 10; Volkswagen, 10; Stude- 
baker, 8; DeSoto, 6; Fiat, 6; Go- 
liath, 6; Chrysler, 5; Imperial, 4; 
English Ford, 3; Hillman, 3; Opel, 
3; Simca, 3; Mercedes-Benz, 2; 
Metropolitan, 2; Vauxhall, 2; Lin- 
coln, 1; Willys, 1, and miscellaneous, 
10.—(Justin Henley.) ‘ 

* a 


Detroit 

A total of 6,149 new cars were 
registered in Wayne County (De- 
troit) during October, compared 
with 5,403 in September. 

Ford outsold Chevrolet for the 
first time this year with a count 
of 1,584 to 1,219. 

Other registrations were: Plym- 
outh, 567; Mercury, 522; Rambler, 
440; Buick, 358; Dodge, 350; Olds- 
mobile, 293; Pontiac, 163; Cadillac, 
119; DeSoto, 86; Chrysler, 59; 
Edsel, 55; Lincoln, 52; Stude- 
baker, 12; Imperial, 10; Packard, 
1; Willys, 1, and miscellaneous, 
258. 


New-truck registrations numbered | 


360, compared with 420 a month 
earlier. 


By makes, they were: Ford, 134; 
Chevrolet, 87; International, 39; 
GMC, 29; Mack, 16; Dodge, 13; 


Willys, 9; Divco, 7; Diamond T, 5; 
Studebaker, 1; White, 1, and miscel- 
laneous, 19.—(Robert 


Louisville 

October sales of new cars in 
Louisville skidded from year-ago 
levels, but dealers blamed strike 
troubles and difficulty in getting 
new cars. 

A total of 845 new cars were 
registered in October, compared 
with 931 in September and 1,351 
in October a year ago. 

One out of nine cars registered 
during the month was an import. 

By makes, October registrations 
were: Ford, 248; Chevrolet, 145; 
Plymouth, 95; Mercury, 65; Olds- 
mobile, 37; Buick, 34; Rambler, 
34; Dodge, 27; Volkswagen, 14; 
Chrysler, 13; Cadillac, 12; Stude- 
baker, 11; English Ford, 11; 
Pontiac, 10; Opel, 10; Metropoli- 
tan, 9; DeSoto. 8; Hillman, 7; 
SAAB, 6; Fiat, 5: MG, 5; Morris, 
5; Edsel, 3; Imperial, 2; Lincoln, 
2; Packard. 1; Willys, 1, and mis- 
cellaneous, 23. 

October new-truck sales in Louis- 
ville numbered 112, compared with 
152 in September. Sales included 
Ford, 33; Chevrolet, 25; Interna-| 
tional, 22; GMC. 10; Volkswagen, 4; | 
Willys, 4; English Ford, 3; White, 
3; Autocar, 2: Dodge, 2; Mack, 2;| 
Reo, 2; Diamond T, 1; Studebaker, | 
1, and miscellaneous, 2.—(A. W.| 
Williams.) 


> * * 
Milwaukee 

New-car registrations in Mil- 
waukee numbered 2,161 for one of 
the poorest Octobers in the last 10 
years, according to the Wisconsin 
Automotive Trades Assn. 

Ford outsold Chevrolet, 524 to 
468, for the first time in 1958, with 
Rambler counting 257 for third spot. 

Other registrations were: Buick, 
184; Oldsmobile, 182; Pontiac, 103; 
Plymouth, 97; Dodge, 84; Cadillac, 
41; Mercury, 41; Volkswagen, 28; 
Chrysler, 21; DeSoto, 13; Willys, 
12; Lincoln, 10; Studebaker, 9; Ed- 
sel, 6; Imperial, 6, and miscellane- 


ous, 75.—(John E. Hubel.) 
” es * 


Billings, Mont. 

A total of 154 new cars and 51 
new trucks were registered in Yel- 
lowstone County (Billings), Mont., 
compared with 231 cars and 61 
trucks a month earlier. 

By makes, October new-car regis- 
trations were: Chevrolet, 42; Ford, 
34; Plymouth, 17; Rambler, 16; 





M. Lienert.) 





| 





Buick, 14; Oldsmobile, 11; Dodge, 
5; Mercury, 5; Cadillac, 4; Chrysler, 
4; DeSoto, 4; Volkswagen, 4; Eng- 
lish Ford, 3; Lincoln, 3; Edsel, 1, 
and miscellaneous, 8. 

New-truck 
Chevrolet, 13; Ford, 12; 
tional, 10; GMC, 8; Volkswagen, 3; 
Dodge, 2; Kenworth, 2, and Willys, 
1, 


* + * 


Dayton, O. 


New-vehicle registrations in 
Montgomery County (Dayton), O., 
totalled 1,191 in October, down from 
1,703 for the same period last year. 

Registration for all vehicles, new 
and used, edged slightly ahead, 11,- 
550, compared with 11,505. 

Ford took the October lead in 
new-car sales with 202 to Chevro- 
let’s 187 and Plymouth’s 163. Pre- 
viously, Chevrolet sales had been on 
top. 

Other top placers were Buick, 73; 





Here’s how the 4 


can save trucker¢ 


| cois.) 


registrations were: | 
Interna- | 


* * * 


New Orleans 


New-car registrations in New Or- 
leans for October amounted to 1,- 
269, compared with 1,333 in Septem- 
ber and 2,191 for the like period 
of last year. 

Truck registrations totalled 225 
in October, compared with 205 in 
September and 302 in October, 1957. 

Car registrations by makes: Ford, 
445; Chevrolet, 322; Buick, 62; Pon- 
tiac, 55; Plymouth, 54; Mercury, 48; 
Oldsmobile, 47; Volkswagen, 39; 
Rambler, 31; Studebaker, 26; Vaux- 
hall, 19; Renault, 18; Cadillac, 14; 
Metropolitan, 13; Dodge, 10; Eng-| 
lish Ford, 9; Austin-Healey, 5; Opel, 
5; DeSoto, 5; Lincoln, 5; Edsel, 3; 
Packard, 1, and miscellaneous, 22. 

Truck registrations by makes: 
Chevrolet, 71; Ford, 61; Interna- 
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tional, 34; GMC, 21; Volkswagen, 





| 981; Ford, 402; Plymouth, 391; Olds. 


| 19; Mack, 8; Diamond T, 5; White, | mobile, 174; Dodge, 108; Buick, 99; 


rts — 


| 3; Dodge, 2, and English Ford, 1. | 
| —(Gordon Hebert. ) 


wagen, 276; Renault, 270; English | 
Ford, 162; Triumph, 117; Simca, 
|115; Fiat, 96; Volvo, 87; ‘Hillman, 
66;- Vauxhall, 65; MG, 62; Morris, | 
59; Opel, 55; Mercedes-Benz, 44; 
DKW, 39; Jaguar, 32; Austin, 31; | 
Borgward, 27; Alfa- Romeo, 18; Sun- 
beam, 16; Goliath, 15; Porsche, 14; 
Peugeot, 14; Isetta, 7; SAAB, 7; and 
miscellaneous, 19.—(George E.| 


Toles.) 
” * * 


Philadelphia 


Philadelphia new-car registra- 
tions numbered 2,835 in September, 
compared with 4,021 in the corre- 
sponding 1957 month, according to 
figures compiled by the Philadel-| 


phia Automobile Trade Assn. Chev-| 


rolet’s margin over Ford was more 
than two to one. 


Registrations were: Chevrolet, 


| Pontiac, 95; Rambler, 94; Cadillac, 
| 92: Mercury, 80; Chrysler, 49; De. 
| Soto, 40; Studebaker, 9; Lincoln, 8; 


Buffalo |Imperial, 7; Metropolitan, 6; Con- 
New imported-car registrations in| tinental, 5; Edsel, 3; Packard, 1, 
|Erie County (Buffalo), N. Y., from| and miscellaneous, 191.— (Allen 
January through September totalled Sommers.) 
| Rambler, 76; Oldsmobile, 65, and/1,713, according to the Buffalo | * * «& 
| Mercury, 54.— (William E. Fran- Automobile Dealers Assn. ° li 
| By makes, sales were: Volks-| Indianapo ” 


| A total of 1,644 new cars were 


| ragtatered in Marion County (In- 
| dianapolis) during October, com- 
|pared with 1,368 a month earlier, 

Dealers said they have a back- 

| log of orders approaching the sales 
level of 1955 but that car shortages 
held down actual registrations in 
| October. 

| By makes, 

| tions were: 


last month’s registra- 
Ford, 403; Chevrolet, 
| 315; Oldsmobile, 161; Plymouth, 158; 
| Buick, 121; Rambler, 80; Dodge, 
| 52; Pontiac, 51; English Ford, 38; 
|Mercu ry, 35; DeSoto, 28; Volks- 
wagen, 24; Cadillac, 21; Studebaker, 
|}19; Edsel, 18; Chrysler, 13; Opel, 
9; Volvo, 8; Lincoln, 7; Jaguar, 7; 
Willys, 7; Imperial, 6; Metropolitan, 
| 8 Morris, 6; Renault, 6; Triumph, 
5, and miscellaneous, 4—-(C. L 
| Kern.) 





@ Saving $700 a year on clutches, axles... 
NEW JERSEY SAND HAULER 


@ Saving 50% on engine repairs... 
ROCKY MOUNTAIN TRUCKER 


@ Saving 75% on brake maintenance. 


UTAH ORE HAULER 


@ Saving $250 a year on clutches, brakes... 


CHICAGO 


FLEET OPERATOR 


Allison 
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Affecting Factories and Dealers .. . 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 
Theater-screen advertising is re- 
ported to be gaining stature as an 
advertising media for the auto in- 
dustry. Every car maker except 
Cadillac is using the medium to 


make new-car announcements) 


throughout the country this year. 
One of the oldest users of 


screen commercials is Chevrolet, | 
which has used the medium for | 
its cars, trucks, used cars and | 
service promotions since 1938. The | 


1959 Chevrolet series includes 
seven films for its current models, 
with more films now in produc- 
tion. All the commercials last one 
minute and are in full color. 
Chevrolet originally selected this 
form of advertising because it 
thought the movie audiences in- 
cluded a high percentage of the 
kind of people the automobile firm 
wanted to reach. 


A spokesman for Chevrolet sum-' off, one view in full color shows!from the ATA Foundation, 





med up the company’s response to 
theatre-screen advertising when he 
said “as long as motion picture 
theaters continue to provide tre- 
mendous audiences, theatre screens 
should be considered an effective 
|}means of presenting a product 
story to the buying public.” 
* on * 


| American Weekly, Puck Move 


American Weekly and Puck 
have moved their New York of- 
| fices from 63 Vesey St. to 575 
| Lexington Ave., according to 
| John K. Herbert, publisher. 


| > * * 


|Dodge Shows ’Em How 

A point-of-sale merchandising 
| display designed to demonstrate 
the action of “Swivel Seats” has 





been created and produced for| 


Dodge by William Melish Harris 
Associates, Greenwich, Conn. 


As the picture flashes on and 
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the seat in normal driving position. | Sixteenth St., N. W., Washington | plant city and field relations section 


The other view changes, showing 
the seat and driver in the “Swing 
Out” position for easy entry and 
exit. 

* = + 


Redbook Opens in West 


Redbook magazine has opened a 
West Coast office at 3850 Wilshire 
Bivd,, Los Angeles. Art Streim, 
Redbook’s sales representative in 
California for the last three years, 
is manager of the new office. 

= * af 


2nd Great Dane Contest 


The Second Annual Great Dane 
Trailers-ATA Foundation Public 
Relations Awards have been an- 
nounced, with $4,500 being offered 
motor carriers for effective public 
relations projects. 


The public relations awards are, 


set up under a grant by Great 
Dane Trailers to the ATA Founda- 


tion, the research, education and/| 


public information organization for 
supplier cooperation with the truck- 
ing industry. 

Deadline for the competition has 
been set for Feb. 28, 1959. Further 
details and complete rules can be 
obtained from state associations or 
1424 


ynatic Brain 


rg ed Or more a mile 






p™ NY-A-MILE SAVINGS can be automatic—when your 
trucks have the Allison Transmission with 


>”? 


the ‘‘Automatic Brain. 


For the ‘‘brain’’ selects the right gear for every 
combination of load, grade and speed every mile 


of the way. 


That ends costly engine lugging, shock-load dam- 
age to chassis and drive-line components, engine- 
disconnect clutch repairs and replacements. 


Result: engine life as much as 334% longer— 
average trip-time is reduced 18%. 


And that’s just the start of the savings you’ ll make 
with the Allison Automatic. 


For there’s a built-in retarder that saves service 


brakes from everything 


you 50% longer break-lining life. plus better safety 


records. 


There’s a torque converter that transmits power 
to tire treads with infinite smoothness for better 


tire mileage. 


There’s a direct-drive lockup in every forward gear 


for fuel economy. 


and training problems. 


operation. 


but full stops—gives 





6, D.C. 


* * * 


Coop Ad Newsletter Sold 


The Cooperative Advertising 
Newsletter has been sold by 
Lester Krugman Associates, Inc. 
to J. Wendell Sether Associates, 
Inc., a division of the American 
Press magazine. 

The newsletter, published 
monthly, is the only publication 
devoted exclusively to cooperative 
advertising. The new publisher 
will be J. Wendell Sether. Lester 
Krugman will function as con- 
sultant to the publisher. Offices 
for the newsletter will be at 15 
E. Fortieth St., New York 16, 
N. ¥. 


* * * 


Changes in GM News Section 
Four changes have been an- 
nounced in General Motors public 
relations setup. 
Thomas E. Groehn has been 


|named assistant director of news 
| relations; 


William M. Lovell suc- 
ceeds Groehn in charge of Detroit 
area news relations; Richard C. 
Kopke, formerly public relations 
manager in Buffalo, has been 
named staff assistant in the GM 


And one of the best things about this Allison 
Automatic is that it cuts your driver recruitment 


Add it all up and it’s easy to see how you can save 
at least a penny a mile— probably more—in your 


Interested? Check with your Chevrolet, Dodge, 
Ford or GMC truck dealer—or write Allison for 
full information. 


The Allison “Automatic Brain” gears your 
truck for every combination of... 


—to pay for itself in the 
first 12 months of operation 





ALLISON DIVISION OF GENERAL MOTORS, indianapolis 6, indiana 


FULLY AUTOMATIC TRUCK 





Wbsslons 








with headquarters in Detroit, and 
James W. Fuson, assistant regional 
public relations manager in Flint, 


succeeds Kopke in Buffalo. 
* * + 


Film on Rubber Industry 

“Progress in Industrial Rubber 
Products” is the title of a 16m.m. 
color and sound movie describing 
the operation of a modern rubber 
plant put out by the Quaker Rub- 
ber division of H. K. Porter Co., 
Inc., Philadelphia. 

Arrangements for showing the 
film may be made by contacting the 
advertising department, Quaker 
Rubber division, H. K. Porter Co., 
Inc., Tacony & Comly Streets, Phil- 
adelphia 24, Pa. 


* > * 


Outdoor Data Available 
The second edition of “Essen- 
tials of Outdoor Advertising” has 
been published by the Assn. of 
National Advertisers. 
o > * 


Ad Volume Down 2% 


On the basis of second-quarter 
data, it is expected that total ad- 
vertising volume in 1958 will reach 
$10,145,000,000, or a 2 percent de- 
cline from the alltime high of $10,- 
310,600,000 in 1957, according to 
Printers’ Ink. 

National ad volume is expected 
tc be off one percent; national 
radio and television, up 2 percent 
and 7 percent, respectively; na- 
tional newspaper ad volume, off 9 
percent, and national outdoor down 
one percent, the magazine said. 

> > > 


New Air Time for Patti 


“The Oldsmobile Show,” star- 
ring Patti Page, will be aired ina 
new day and time period—Mon- 
days, 10 to 10:30 p.m., beginning 
today (Dec. 1) on the ABC tele- 
vision network. 

The show formerly was telecast 
on Wednesdays. 

> > > 


Personnel Changes 


J. Marvin Larkin from sales and 
advertising representative to adver- 
tising manager of 
Micro-Lube Sales, 
Dallas manufac- 
turer of patented 
additive for both 
oil and gas... 
Jack E. Rosch 
from national 
automotive adver- 
tising manager in 
the Chicago Sun 
Times home office 
to manager of the 
newspaper's new 





4. EB. Resch 
office in the Buhl building in De- 


troit . . . Rebert E. Brown from 
representative of Detroit Town Hall 
Enterprises to Detroit advertising 
sales manager of Petersen Publish- 
ing Co. .. . Edward J. Garvey, ac- 
count supervisor on Volkswagen of 
America, to vice-president of J. M. 
Mathes, Inc., New York advertising 
agency ... John Saunders to ac- 
count executive on United Motors 
Service and Delco-Remy accounts, 
and Robert S. Knapp to account 
executive on Hertz System, Inc., ac- 
count in the television-radio depart- 
ments of Campbell Ewald Co., De- 
troit ; Frank W. Rice from 
vice-president and West Coast man- 
ager for O’Mara & Ormsbee, na- 
tional newspaper representatives to 
manager of the Los Angeles office 
of Reader’s Digest . . . Russell B. 
Lee for New York representative 
TV Guide to advertising sales of 
Family Weekly, with headquarters 
in New York... 

Frederic S. Schouman from pub- 
lic relations assistant at M-E-L 
division of Ford Motor Co. to pub- 
lic relations representative on the 
Simca account at Richard N. Melt- 
zer Advertising, Inc., Detroit... 
Patrick Carr from director of press 
relations for Firestone Tire & Rub- 
ber Co. to resident partner of the 
New York office of Jim McQueeny, 
Kansas City public relations coun- 
selor ... Donald E. Jones from as- 
sociate research director of Mac- 
Manus, John & Adams, Inc., Bloom- 
field Hills, Mich., to head of West 
Coast operations for the agency, 
with headquarters in Los Angeles. 
He succeeds Ralph Yambert, re- 
signed ... 

Epes W. Sargent from director of 
merchandising for Permatex Co. to 
account executive at C. M. Johnson 
& Associates, Inc., advertising 
agency ... 
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Fill ‘er up withe 


It takes 88,804,040 gallons A 

of gasoline to put just ten gallons Ps 

in each of the passenger cars operated in m 
FAMILY WEEKLY’s giant Fi 

550-county coverage area* 


Family 
Weekly re’ senclrues - 


LEONARD S. DAVIDOW ~ mm 
PUBLISHER ty 
153 North Michigan Avenue fl 


Chicago 1, Illinois 
NEW YORK 22: 405 Park Avenue 
DETROIT 2: 3-223 General Motors Bidg. 


"There are eee, nore in the ya where CLEVELAND 15: 604 Hanna Building 

FAMILY WEEKLY offers or more family cover- , : 

age, and where it averages over 60%. In its 176 a eee Cashion, Chamber of 

cities, FAMILY WEEKLY reaches an average of over . 

9 out of ten families! SAN FRANCISCO 4: Blanchard- 
Nichols, Assoc., 33 Post Street 


LOS ANGELES 5: Blanchard-Nichols, 
Assoc., 633 South Westmoreland Avenue 





World’s largest retail markdqha 


188,804,040 gallons 


Assembled for sales. That’s the story of the 176 pros- 
perous markets carefully selected for saturation cov- 
erage by FAMILY WEEKLY through influential local 
newspapers that carry it. 

FAMILY WEEKLY’s carefully engineered coverage pattern 
delivers unique sales power as a prime mover of prod- 
ucts for family use. 

Automobiles, for example: In FAMILY WEEKLY markets, 
people live within easy driving distance of their jobs, 
their friends, their shopping. Parking space is plentiful 
and inexpensive. Everyone has more time, more reason 
to drive more often. 

The 8,880,404 passenger cars in the FAMILY WEEKLY 
market represent an average of 116.5 cars for each 100 
households. One out of every six families owns two or 
more. In addition, there are more than 1% million 
trucks. It takes over 51 million tires to keep this giant 
fleet of cars and trucks on the move. 





FAMILY WEEKLY’s 4,446,482 circulation is a powerful 
influence on $29.8 billion in retail purchases. It com- 
bines the colorful sales atmosphere of fine colorgravure 
with the impact of the family newspaper to deliver a 
sales thrust unequaled for performance in its vast cov- 
erage area. As the Sunday magazine of the local news- 
paper that your dealers read and advertise in, FAMILY 
WEEKLY gets their attention and support in 176 key 
markets. They know it reaches all their best customers 
and prospects. 


More and more, top advertisers are using Sunday mag- 
azines for full, economical and effective national cov- 
erage. Your FAMILY WEEKLY representative has new 
data to show how you get it better when you get a 
fast start with the 176 markets saturated by FAMILY 
WEEKLY. Call him today for up-to-date market-by- 
market information. 


i 


Nat can be reached in such depth with a single medium. 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


woor 


"36 °S7 
Dec. 


"ST °58 
Jan, 


Prices of "S7s added and ‘49s dropped in November, 1956, 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 


drive, and (ps) indicates power 
steering. 
> * > 
BUFFALO 


Thruway Auto Auction. Sale every Tues- 
day. Prices are for sale of Nov. 18. Slight 


drop in older cars, but clean, sharp used 

cars holding. Sold 60 cars from 98 con- 

sigaments. 

RUICK — ‘55 RM Riviera 2-dr., $900*; 
conv., $650° (ps); Super 4-dr., $750*. 

"54 RM 2-dr., $560° (ps); Special 4-dr., 

$445°, $435; Century Riviera 2-dr., 
$380°. 

"53 RM 4-dr., $405° (ps); Special 2-dr., 

$330. 
CADILLAC—'56 (62) coupe de Ville, $1,- 
825° (ps). | 

"54 (62) sedan de Ville, $1.410° (ps); 

coupe de Ville, $1,370° (ps), $1,240*° 
(ps) 

CHEVROLET — ‘57 Two-ten (8) station| 
wagon, $1,475; 2-dr.. $1,155 

"55 Bel Air (8) 2-dr.. $835, $755, $730°; 

One-fifty (8) 2-dr., $620 

"54 Two-ten 4-dr., $390°. 

‘53 Bel Air Hardtop, $395 
CHRYSLER—'53 Windsor 4-dr.. $220*° | 
DeSOTO—'56 Firedome 2-dr., $1,100*. 

"55 Firedome Hardtop 2-dr., $710*. i 
DODGE—'56 Coronet (8) 4-dr., $1.045°. | 

‘55 Custom Royal (8) Lancer con v., 

745° (ps) 

"S54 Coronet (6) 4-dr., $145*. 

"53 Meadowbrook Special 4-dr.. $220 
FORD—'57 Custom (8) 2-dr., $1,070*, $1,- 

035°. 

"56 Country sedan (8), $1,165"; Main (6) | 

4-dr., $660°. } 
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Denver Auto Auction 
46595 South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 
Auctioneers: Geo. Workman—Bill Hauschildt 


Titles and Checks Guaranteed 
by Empire Auction Insurance 








COLORADO AUTO AUCTION 
LITTLETON, COLO. SOUTH 
DEALERS ONLY 
Sele Every Monday—11:00 a.m. 
Cassell—Carroll Kopfer 








CONNECTICUT 








NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our |2th year 
of continuous operation. 


Sole every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 








FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 11 
A.M. Dealer-owned. Dealers only. 


Crossroads 


+ «+ where they meet . . . buyers 


and sellers . . . new and used car 


dealers. They meet at the dealer auc- 


tions of the nation . . . and on the 
pages of Automotive News. 


You will reach both groups through 
an ad in Automotive News. 


| LINCOLN 


| 





"57 ‘68 
Feb, 


"57 °58 
March 


"si °'S8 
Apr. 


"55 Custom (8) 4-dr., $715*; Main (6) 
4-dr., $290. 

"54 Main (8) station wagon,, $395; Cus- 
tom (8) 2-dr., $380*, $300°, 


"52 Crest (8) conv., $310*. 
57 
(ps) 
"55 Custom Hardtop 2-dr., $735*. 
MERCURY—'57 Monterey Hardtop, $1,625*. 
‘53 Monterey Hardtop, $315* 





OLDSMOBILE "57 «(88) 4-dr.. $1,480° 
(ps). 
"55 (98) 2-dr., $710°*. 
"53 (88) 4-dr., $305°. 


PLYMOUTH 57 Savoy (8) 2-dr., $1,000°. 


‘55 Plaza (8) 4-dr., $540. 
PONTIAC—'56 Chieftain 4-dr., $1,040°*. 
"54 Chieftain (6) 2-dr., $325°*. 
RAMBLER—'56 Cross Country (6), $1,010. 
"55 (6) 2-dr.. $625 
MISCELLANEOUS—'57 Ford Ranchero, 
$1,125°. 
55 Ford %-ton pickup, $595. 

53 Chevrolet panel, $160 
DAYTONA BEACH 
Florida Auto Auction. Sale every Tues- 
day. Prices are for sale of Nov, 18. We 

could use more clean cars 
BUICK—'58 Super Riviera 4-dr., $2,700*| 
(ps). 
"57 Special Riviera 4-dr., $1,680° (ps); 
Riviera 2-dr $1,.615° (ps) 
"56 Century 4-dr $1.135° (ps). 
55 RM 2-dr $1.050° ips). 
54 Special 2-dr., $500*° 
53 Special conv.. $425°*. | 
CADILLAC 54 (62) coupe de Ville, $1,- 
640° (ps) 
CHEVROLET—'56 Two-ten (8) 2-dr., $1,- 
050°, $870 
55 Bel Air (8) 2-dr $950, $750; Two- 


ten (8) Handyman, $850 
54 Two-ten 4-dr $600; 2-dr.. $560; Bel 





MICHIGAN 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 





GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half mile west of Grandville, 


Mich. 
EVERY TUESDAY—CHECKS INSURED 
At 11:30 A.M, Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill Nagy 
“Michigan's Best" 
Phone: ARdmore 46-4720 








ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issue Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Bey Your Used Cars 





"57 


Premiere Hardtop, $2,425* | 


"58 
May 


"57 °58 
June 


"57 = °58 
duly 


"57 =+°58 
Aug. 


| Air 2-dr., $565. 

| "53 Bel Air Hardtop 2-dr., £325; Two-ten 
‘-dr., $305. 

| DODGE—'53 Coronet (8) 4-dr., $325°. 
FORD—’'5S Fairlane (8) 500 4-dr., $2,230° 


(ps); Victoria 4-dr.. $2,100* (ps); Vic- 
toria 2-dr., $1,815*; country sedan (8), 
j $2,075* (ps). 
| "57 Thunderbird, $2,625*; country sedan 
(8), $1,400°*. 
"56 Custom (8) 4-dr., $1,200*; Fairlane 
(6) 2-dr., $700*; Main (6) 2-dr.. $575. 


‘5S Fairlane (8) 2-dr. $975* (ps), $860*; 
Main (8) 2-dr., $545. 
"54 Custom (8) country sedan, $625*°; 4- 


dr. $450 
LINCOLN— 54 Capri Hardtop 2-dr., $400*. 
MERCURY—'57 Monterey 4-dr., $1,650*. 


"53 Monterey 2-dr., $410. 
"51 Monterey 2-dr., $155*. 


| OLDSMOBILE—’58 (98) Holiday 4-dr., $3,- 
| 000° (ps). 
j "57 (98) 4-dr., $2,040* (ps). 
j "56 (88) Holiday 2-dr., $1,350°*; 4-dr., 
$1,335° (ps) 
"55 (88) 4-dr.. $1,250° (ps), $1,020°. 
"54 (88) 2-dr., $520°; Holiday 2-dr., 
$490* (ps) | 
PLYMOUTH—'57 Plaza (8) 2-dr., $1,525*; | 
Belvedere (6) 4-dr., $1,315*; Suburban 


(6), $1,075 
"56 Savoy (8) 4-dr., $1,040°*, 


‘52 Cranbrook 4-dr., $245. 


| PONTIAC—'57 Chieftain Catalina 4-dr., 
$1,560*; Super Chief 2-dr.. $1,430*. 

"56 Star Chief 4-dr.. $1,000*° (ps). 

"53 Chieftain (8) 2-dr., $400°. 
RAMBLER—'58 Custom (8) 4-dr., $2,350*, 
$1,865*, $1,800°. 

"55 Custom (6) 4-dr., $800° 
| STUDEBAKER—'55 President (8) 4-dr., | 
| $760° (ps). 
WILLYS—'48 Jeep, $260 


| *46 Jeep, $450 


___ NEW JERSEY 
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rsey Turnpikes 
Dual Lane Sale—Every 


WEDNESDAY, 11 A.M. 


NATIONAL AUTO 
DEALERS EXCHANGE 





NEW YORK 








NEW YORK CITY'S 


Shytine Auto Al 














a 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 
and checks are insured. 
EVERY TUESDAY 12:30 P. M. 
GREENPOINT AVE. & PROVOST ST. 

BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.). 


LEADING USED-CAR AUCTION DIRE 


Frequency Rates: Listing (maximum: three lines of type) —$ 5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Display (minimum space, 1 inch on 
1 columna—maximum 5-inches on 2 columns.) For display Rates contact Want Ad Dept., Automotive News, Detroit 7, Michigan. 


"57 °58 
Sept. 


"57 °58 
Nov. 


"S67 =°58 
Oct. 


Prices of 58s added and '50s dropped in December, 1957. 


(Copyright, 1958, by Automotive News) 


"42 Jeep, $125. 
MISCELLANEOUS— 54 Kaiser 4-dr., $625*. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. Sale 
every Monday. Prices are for sale of Nov. 
17. Despite strike-caused shortage of new 
cars, used-car prices dwindled at todays 
auction. Some wholesalers estimated the 
market retarded as much as $100 on aver- 
age cars, other grades slightly ‘cwer. Re- 
ceipts were down to 159 cars and trucks, 
partly due to weather conditions and deer 
hunting season. Sold 114 cars from 159 
consignments. 

BUICK — 
(ps). 
’56 Super 2-dr., $1,250*, $1,100*; RM 4- 


Super Riviera 4-dr., $1,690*° 


"57 


dr., $1,250° (ps); Century Riviera 4- 
dr., $1,050*° (ps). 

‘55 Super 4-dr., $1,050*; Special 2-dr., 
$950*, $875*, $780*. 

’54 Super 2-dr., $640*. 

"53 Special 2-dr., $370*; Super 4-dr., 
$310*; Riviera 2-dr., $260*. 

CADILLAC—’'57 (62) coupe de Ville, $3,- 
0007. 

"56 (62) coupe de Ville, $2,225* (ps). 

"55 (62) coupe de Ville, $1,S20* (ps); 
sedan de Ville, $1,620* (ps). 

CHEVROLET—’58 Bel Air (8) 2-dr., $1, 
935*; Biscayne (8) 2-dr., $1,800*. 

'S7 Bel Air (8) 4-dr., $1,725*, $1,525°, 
$1,460* (ps); Nomad, $1,639*; Hard- 
top 2-dr., $1,615*; 2-dr., $1,600*; conv., 
$1.535* (ps); Two-ten (8) 4-dr., $1,- 
420°. 

"56 Two-ten (8) 2-dr., $1,275*; 4-dr., 
$1,180*; Delray, $900; Bel Air (8) 2- 
dr.. $1,175* (ps); Two-ten (6) 4-dr., 
$1,020, $870*; 2-dr., $985; One-fifty (6) 
2-dr., $900. 

‘55 Two-ten (6) station wagon, $1,025, 


$925; 2-dr., $725; Bel Air (6) 2-dr., 


NEW YORK 





% 


; CHEVROLET 





— 
$960*, $910; conv., $725; Two-ten (8) 
Delray, $950; Bel Air (8) conv., $950 
(ps); Hardtop 2-dr., $1,020. 

’54 Two-ten 2-dr., $550; station wagon, 
$520; Bel Air 2-dr., $510. 

’53 Two-ten station wagon, $475; 4-dr,, 
$270; One-fifty station wagon, $459: 
2-dr., $290; Bel Air 2-dr., $310. 

’52 station wagon, $230*. 

CHRYSLER—’56 NY St. Regis, $1,550*. 


DeSOTO 
‘54 Power Master 2-dr., 


'56 Firedome 2-dr., $1,280* (ps), 
$310*. 





DODGE—’58 Coronet (8) Lancer 2-dr., $2. 
O75* (ps). 
’57 Coronet (8) 2-dr., $1,350*; 4-dr., $1, 
200°. 
’56 Coronet (8) 2-dr., $1,075*. 
55 Coronet (8) 2-dr., $810*; Custom 
Royal (8) 2-dr., $750* 
53 Meadowbrook (6) 4-dr., $250*; 2-dr,, 
$210. 
FORD—’58 Fairlane (8) 500 4-dr., $1.935¢, 
’56 Country sedan (6), $1,188; Fairlane 
(8) 2-dr., $1,000%; 4-dr., $730* (ps); 
Custom (8) 4-dr., $860*; 2-dr., $S800*; 
Custom (6) 4-dr., $770. 
’55 Fairlane (8) 2-dr., $910*; cony., 
$500; country sedan (8), $875. 
’54 Crest (8) 4-dr., $600*. 
’52 Crest (8) Victoria 2-dr., $25 Main 
2-dr., $240. 
MERCURY ’58 Monterey 4-dr., $1,790* 
(ps). 
’57 Monterey 4-dr., $1,620*. 
"56 Custom 4-dr., $1,285*. 
"55 Custom 4-dr., $650*. 


NASH—’57 Ambassador (8). sedan, $1,350* 
(ps). 

OLDSMOBILE "57 (98) conv., $1,975" 
(ps); “2-dr., $1,900*%; 4-dr., $1,775* 
(ps). 

’56 (98) Holiday 4-dr., $1,580* (ps); (88) 
Holiday 4-dr., $1,400* (ps); 2-dr., $1, 
400*. 

’55 (88) Super 4-dr., $940*; (88) Holiday 
2-dr., $900*; (98) conv., §$825*. 

*54 (S88) 4-dr., $670* (ps). 

53 (98) 4-dr., $275*; (88) Super 4-dr,, 
$220° 

PACKARD—’'55 Caribbean 2-<dr., $775*; 
Custom 2-dr., $500*. 

’53 Clipper 4-dr., $220*. 
PLYMOUTH—’5S8 Belvedere (S) 4-dr., $1,- 
150*: suburban (8), S$990* (ps) 

55 Savoy (6) 2-dr., $560*. 

53 Cambridge coupe, $290*; Cranbrook 
sedan, $150*. 

PONTIAC—’57 Super Chief station wagon, 
$890*. 


’56 Chieftain 4-dr., $1,070*%; 2-dr., $890*. 
’55 Star Chief conv., $1,000* (ps); Chief- 


tain 2-dr., $750. 
’53 Chieftain (8) 2-dr., $270. 
MISCELLANEOUS—’'55 GMC \*%-ton pick- 
up, $590. 
’53 Ford Courier, $160. 

’47 Chevrolet %-ton stake, $150. 
PORTLAND, ORE. 
Portland Auto Auction, Inc, Sale every 
Tuesday. Prices are for sale of Nov. 18. 
BUICK—'57 Special Estate wagon, $2,270*. 
56 Century Riviera 4-dr., $1,740* (ps); 


Special Riviera 2-dr., $1,280* (ps), $1,- 
250°; 2-dr., $1,135*. 
"52 Special 2-dr., $160. 
CADILLAC—’53 (62) coupe de Ville, $880*. 
"58 Impala (8) 2-dr., $2,- 





460° (ps); Hardtop 2-dr., $2,405* (ps); 
Brookwood (8), $2,180*, £2,175* (ps), 
$2,150*. 


(Continued on Page 110, Col. 1) 


PENNSYLVANIA 








| Route 18B 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto 
Albany 5, N. Y. 
Every Monday — I! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 








Thruway Auto Auction, Inc. 
Buffalo, New York 
EVERY TUESDAY 
Insured Checks Insured Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 


Flying Dealers — Land at Buffalo Air-Park, 
5 miles south of Buffalo Municipal Airport. 
Hard surface runway - Unicom Radio. Auction 
is only five minutes away. Call us, we'll 
pick you up. 








NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
_checks guaranteed. Mon. 10 A. M. 








OHIO 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MiSs” 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 


North-East-South-West 
Automotive News' 


“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 





Al Clements, Owner 


| 





MANHEIM 
AUTO AUCTION, INC. 


Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


%& Dual Lane Selling 
%& Auction Checks 
* Titles Guaranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 





___ TENNESSEE 


| 
| 





JOHNSON AUTO 
AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





“WASHINGTON 


SOUTH SEATTLE AUTO AUCTION 


10844 E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 


“Take Home a Guaranteed Auction Check” 
Bill Johnson Bob McConkey 








For Fast, Accurate Directions to 
Leading U. S. Auto Auctions, Dealers 
Look in LUCAD. 
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The crowning achievement among the new motor car models 
introduced this year is, beyond all doubt, the majestic and 


elegant new Cadillac creation for 1959. 


For the latest “car of cars” presents dramatic new concepts 
of design and engineering. It is new in the way it looks... 
new in the way it rides and drives. . . new in the satisfaction 


and pleasure it offers its owner. 


And to the Cadillac dealer organization, the 1959 creation 
offers new horizons of opportunity for personal success 
and advancement. More emphatically than ever, the cars he 


sells and services are motordom’s measurement of greatness. 


CADILLAC MOTOR CAR DIVISION 





Motordom’s New Measurement of Greatness 


MOTORING MAJESTY 


Every Window of Every Cadillac is Safety Plate Glass 


For these great forward strides in styling ... luxury... 
performance . . . and Fleetwood craftsmanship dramatically 
underscore the traditional rewards of Cadillac ownership—a 
fact that has won unprecedented loyalty among veteran owners 
and has aroused a desire to possess a Cadillac in the hearts 


of forty million fellow Americans. 


To the Cadillac dealer this means the franchise he holds 
will continue to be the most highly prized possession in the 
industry. And to the Cadillac salesman it presents exceptional 
earning opportunities and a future for personal achievement 


that is outstanding in the automotive community. 


GENERAL MOTORS CORPORATION 
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CHEVROLET—’58 Bel Air (8) 2-dr., $1,- 


Used-Car Auction Prices 





(Continued from Page 108) 


'57 One-fifty (6) 2-dr., $1,115. 

56 Two-ten (8) 4-dr, Hardtop, $1,270°*. 

'655 Bel Air (8) conv., $1,235*; Bel Air 
(6) 2-dr., $1,090*%; Two-ten (8) 2-dr., 
$825°. 

54 Bel Air 2-dr., $695; Two-ten 4-dr., 
$690. 

53 Two-ten station wagon, £635, $625; 
2-dr., $565; 4-dr., $530*, $400°; Bel 
Air 2-dr., $445. 

*650 4-dr., $130. 

’47 club coupe, $120. 


OHRYSLER —'53 Windsor Deluxe 4-dr.,| 


$450* (ps). 


DeSOTO—’54 Firedome 4-dr., $450* } 


’63 Power Master (6) 2-dr., $435* (ps); 
4-dr., $380° (ps). 


PONTIAC 





FORD—’58 Fairlane (8) 500 Skyliner, $2,- 
530* (ps); Main (6) 2-dr., $1,685*. 


’57 Country Squire (8), $2,015*, $1,895*, | 


$1,850* (ps), $1,805*, $1,800* (ps); 

Fairlane (8) 500 Victoria 4-dr., $1,-| 

775° (ps), $1,750* (ps); Custom (8) | 

300 2-dr., $1,370*; Fairlane (8) Vic- 

toria 2-dr., $1,355* (ps). 

*56 Country Squire (8), $1,365*; Fair-| 
lane (8) Victoria 2-dr., $1,345* (ps),| 
$1,200*, $1,175* (ps); 4-dr., $1,310°*, 
$1,035; Custom (8) 2-dr., $1,100*, 
$1,090*; ranch wagon (8), $1,035. 

‘55 Fairlane (8) Victoria 2-dr., $1,175*| 
(ps), $1,150°, $975*; 2-dr., $1,000°*, | 
$975*; 4-dr., $845*; country squire 
(8), $1,155* 

"54 Custom (8) ranch wagon, $580*; 4- 
dr., $570. 

"53 Custom (8) 4-dr., $425*, $385*; Crest 
(8) Victoria 2-dr., $350*. 

"52 Custom (8) 2-dr.. $270°*, 

°51 Victoria 2-dr., $250*. 
HUDSON—'54 Hornet (6) club coupe,| 

$420°; 4-dr., $400°. 

MERCURY—’57 Communter, $2,150*; Turn- 
pike Cruiser Hardtop 4-dr., $2,000*° 
(ps); Montclair Hardtop 2-dr., $1,775°*. 

°55 Montclair Hardtop 2-dr., $1,285* 
(ps). 

‘53 Custom Hardtop 2-dr., $610°*. 
NASH—'56 Statesman 4-dr., $1,180°*. 
OLDSMOBILE—’'57 (88) Super Holiday 4- 

dr., $2,150° (ps); (98) Ioliday 2-dr., 
$1,920° (ps); (88) Holiday 2-dr., $1,- 
860° (ps). 

"56 (98) Holiday 4-dr., $1,660* (ps); (88) 
Super Holiday 2-dr., $1,495*; (88) 
Holiday 2-dr., $1,345°. 

"55 (88) Super Holiday 2-dr., $1,410° 


(ps). 

"54 (98) 4-dr., $1,020° (ps); (88) Super 
Holiday 2-dr., $1,015°*. 

"52 (88) Super conv., $420° (ps); (88) 


2-dr., $325°. 
PLYMOUTH—'57 Savoy (8) Hardtop 4-dr., 
$1,330°. 


"55 Belvedere (8) 4-dr., $855°*; Savoy 
(6) 4-dr., $815°. 
"54 Belvedere (6) 4-dr.. $550*. 
PONTIAC—'55 Star Chief Catalina 2-dr., 
$1,135° (ps). 





"53 Chieftain (8) Catalina 2-dr.. $550°. 
MISCELLANEOUS—'56 Ford (8) %-ton 
pickup, $910. 
"55 Ford (6) %-ton pickkup, $770. 
"54 Chevrolet (6) %-ton pickup, $750, 


$595. 
"53 GMC %-ton pickup, $405°. 
"52 Dodge %-ton pickup, £340. 
"48 GMC %-ton pickup, $315. 





DETROIT 


Motor City Auto Auction. Sale every 
Monday and Thursday. Prices are for sale 
of Nov. 13 and 17. Market is steady. Sold 
233 cars from 341 consignments. 
BUICK—'57 Super 4-dr., $1,885*; RM 4- 

dr., $1,785*; Century 4-dr., $1,785°; 
Specia! 4-dr., $1,600° $1,480°. 

"56 Special 4-dr.. $1,550*°, $1,350°, $1,- 
180°; 2-dr.. $1,200°; Century conv., 
$1,250°; Super 2-dr., $1,250°. 

*55 Special 4-dr., $930°; 2-dr., $775*; 
RM conv., $900°*. 

CADILLAC—’57 (62) coupe de Ville, $3,- 
200° $3,160°. 

"56 (62) coupe de Ville, $2,230*; conv.,| 
$2,040*; sedan de Ville, $1,850°. | 

"55 (60) Special 4-dr.. $1,575*. 
CHEVROLET—'58 Bel Air (8) Impala 4- 

dr., $2,205°, $2,200° $2,150*, $2,125°; | 
2-dr.. $1,795°, $1,600°; Biscayne (8) 
4-dr., $1,850°. 

"S57 Two-ten (8) 4-dr., $1,640°, $1,065, 
$1,030; 2-dr.. $1,480*, $1,410*, $1,300°; 
One-fifty (8) 2-dr., $1,285. 

"56 Bel Air (8) 4-dr.. $1,345*, $1,225°; 
2-dr., $1,085*, $1,045*; Two-ten (8) 
2-dr., $1,050*, $900*, $850°*. 

"55 Bel Air (8) Nomad, $1,050; Two-ten 
(8) 2-dr., $700*, $675*, $600; One-fifty 
(6) 2-dr., $410. 

"54 Bel Air station wagon, $750*, $675*; 
2-dr.. $560°; One-fifty 2-dr., $450. 
OBRRYSLER—'57 Saratoga 2-dr., $1,900*. 

"53 NY 4-dr., $285°; 2-dr., $275°. 
DeSOTO—'57 Firedome 4-dr., $1,850°*. 

"64 Firedome 2-dr., $375*; 4-dr., $355°. 
DODGE—’57 Royal (8) 4-dr., $1,800*, $1,- 

440°; Coronet (8) 4-dr., $1,425*. 

"56 Royal (8) 2-dr., $970*; Coronet (8) 
4-dr., $900°. 

"55 Royal (8) 2-dr., $925°. 

"54 Coronet (6) 4-dr,, $270*, $150°*. 

FORD—'58 Fairlane (8) 500 Skyliner, $2,- 
350°, $2,310°; 2-dr.. $2,100*, $1,975°*, 
$1,650*; 4-dr., $2,065*, $1,995*; Cus-| 
tom (8) 300 4-dr.. $1,705*, $1,005. 

*S7 Fairlane (8) 500 Skyliner, $2,100*; 
eonv., 2 at $1,550°, $1,525*, 

56 Fairlane (8) Victoria 2-dr., $1,060*, 
$700; Custom (8) 2-dr., $960*, $925°; 
4-dr., $900*; Custom (6) 2-dr., $780, 
$675*. 

"55 Custom (6) 2-dr.. $760°*, $575°. 

"54 Crest (6) 2-dr., $580*, $520°, $390; 
Custom (6) ranch wagon, $550. 

HUDSON—’'52 Pacer (6) 4-dr., $100. 

LINCOLN—'55 Custom 2-dr., $575*; 4- 
dr., $350°. 

"52 Capri conv., $235*. 

MERCURY—'58 Monterey 2-dr., $1,950*. 

*656 Montclair 2-dr., $1,150*. 

"55 Montclair 2-dr., $900*. 

54 Montclair 4-dr., $510; Monterey 2- 
dr., $540*. 

"53 Monterey conv., $385; Montclair 4- 
dr., $330*, $225°. 

OLDSMOBILE — ’57 (88) 2-dr., $1,810*, 
$1,600°. 

*56 (88) Super conv., $1,400*. 

"55 (88) Holiday 4-dr., $1,070*, $1,050*; 
Holiday 2-dr., $950*; $1,010*, 2 at 
$785°. 

"54 (88) 4-dr., $700*; 2-dr,, $580*. 

PACKARD—'56 Clipper 2-dr., $950*. 

"55 Clipper 4-dr., $700*. 

PLYMOUTH—'58 Suburban (8), $2,150*; 








Belvedere (8) 2-dr., $2,050*; Plaza (8) 
2-dr., $1,800*; 4-dr., $1,475*. 

’57 Belvedere (8) 2-dr., $1,400; Savoy 
(8) 4-dr., $1,125*. 
’55 Belvedere (6) 2-dr., $550, $500. 
’56 Star Chief 4-dr., $1,225*; 
Chieftain station wagon, $1,090*, 
*55 Star Chief 2-dr., $985*, $785*, $755*; 
4-dr., $675. 

’54 Chieftain (8) 4-dr., $480*, 

"53 Chieftain (8) Catalina 2-dr., $410°*, 
$365*. 





RAMBLER—’58 American (6) sedan, $1,- 


330. 
"57 Custom (8) 4-dr., $1,525*, 
"56 Custom (6) 4-dr., $1,100*. 
"55 (6) Cross. Country, $835*, 


STUDEBAKER—’56 Champion (6) 2-dr., 


$685; 4-dr., $525. 
’55 Champion (6) 2-dr., $485, $465*, 


JENISON, MICH. 


Grand Rapids Auction, Sale every Tues- 
day, Prices are for sale of Nov. 18. Market 
shows a slight decline. Some models still 
in strong demand and sales percentage very 
good. Sold 80 cars from 129 consignments. 
BUICK—’58 Super 4-dr., $2,635°*. 


’57 Special Estate wagon, $1,945*; 4-dr., 
$1,450°. 


’56 Super 2-dr., $1,085*. 
"55 RM 2-dr., $950*; Super 2-dr., $925* 


(ps); Special 4-dr., $890*%, $830°; 2- 
dr., $760°*. 


"54 Super 2-dr., $595*; Century 2-dr., 


$500°*. 


JIMMY" 

DIESEL 

ENGINE 
SUCCESS! 


A little over a year ago, the “Jimmy” Diesel was made . 





available for any make of truck—now it is 


DeSOTO—’55 Fireflite 4-dr., $860* (ps). 
DODGE — ’57 Coronet (8) 4-dr., $1,430* 


LINCOLN—’'55 Capri 4-dr., $1,000* (ps). 
MERCURY—’58 Monterey 4-dr., $1,915*. 


NASH—’55 Ambassador (6) 4-dr., $430*. 
OLDSMOBILE — ’58 (88) 2-dr., $2,115* 


PACKARD—'56 Custom 4-dr., $880*. 
PLYMOUTH—’56 Suburban (8), $1,075*; 


830*; Biscayne (8) 4-dr., $1,795*. 

"56 Two-ten (8) station wagon, $1,255°; 
4-dr., $975; 2-dr., $840*, 

’55 Bel Air (8) Hardtop, $925*; Bel Air 
(6) sport coupe, §750*; 4-dr., $675; 
Two-ten (6) 4-dr., $660*, $615*. 

54 Two-ten station wagon, $650; Bel 
Air 2-dr., $495* (ps). 

’53 Two-ten 4-dr., $235*. 


(ps), $1,400* (ps); 2-dr., $1,290*, 
’55 Royal (8) Lancer 2-dr., $655*. 
"54 Coronet (6) 4-dr., $345*. 

O R D—’58 Thunderbird, $3,350* (ps); 
Country sedan (8), $2,075* (ps); Cus- 
tom (8) 300 2-dr., $1,515. 

"57 Fairlane (8) 500 2-dr., $1,610*; 
conv., $1,565*; 4-dr., $1,565*, $1,490°, 
$1,410*; Country squire (8), $1,520*; 
Fairlane (6) club coupe, $1,160*, 

’56 Fairlane (8) Victoria 2-dr., $1,200*; 
Main (8) 2-dr., $775*, $715*; Custom 
(6) 2-dr., $610*, 

"55 Fairlane (8) Victoria 2-dr., $825; 
club sedan, $735* (ps); Fairlane (6) 
2-dr., $605*; Custom (6) 4-dr., $535. 

’54 Custom (6) 2-dr., $405; Crest (6) 
2-dr., $400. 

53 Custom (6) 2-dr., $190*. 

52 Custom (8) club coupe, $325*. 


"55 Monterey station wagon, $920°; 
Montclair club coupe, $885* (ps); 4- 
dr., $695*° (ps); Custom 2-dr., $555. 

’54 Monterey station wagon, $650*; club 
coupe, $515*. 


(ps). 
’57 (88) Super 4-dr., $1,700* (ps). 
"55 (88) 4-dr., $925*. 
"52 2-dr., $245°, 





Belvedere (6) 4-dr., $725; Savoy (6) 





€6) 


"54 Chieftain 


conv., 


"57 Super Riviera 2-dr., 


Special 





Model Breakdown 
Of Auction Averages 


Oct., 
1958 


$2,416 


1,566 
1,122 
851 
553 
354 
242 
180 


$911 





’55 Chieftain 2-dr., $615*, $605* (ps). 

station wagon, $580*; 
Star Chief (8) 4-dr., $320*. 

"53 Chieftain 

’52 Chieftain 


MISCELLANEOUS — ’47 International 


$235*. 
$175°*. 


CHICAGO 


Arena Auto Auction, Sale every Tuesday. 
Prices are for sale of Nov, 
hot! Sharp cars bring top dollar at Arena. 
436 cars from 594 consignments. 


’58 Special 


2-dr., 
PONTIAO — ’57 Chieftain 2-dr., 


18, 


$2,220° 
(ps). 
$1,800* 
Riviera 2-dr., 
; Century Riviera 
Riviera 2-dr., $1,- 





’56 Special Riviera 4-dr., $1,480*, 
100*; RM Riviera 4-dr., $1,345* (ps); 
Super 4-dr., $1,325* (ps); Riviera 9 
dr., $1,365*. 

’55 Century Riviera 4-dr., $1,000*; Riv. 
era 2-dr., $880*, $625*; Special Riy. 
era 2-dr., $980*, $930*, $900*, $8008, 
$680*, $630°; 4-dr., $850°%; RM 4-dr 
$700* (ps). é 

’54 Super Riviera 2-dr., $900*, 

"53 RM Riviera 2-dr., $475* (ps). 


CADILLAC—’58 (62) sedan de Ville, $4. 
260* (ps). 

’57 (62) coupe de Ville, $3,105* (ps); 
sedan de Ville, $2,910* (ps). 

’56 (60) Special 4-dr., $2,505* (ps); (62) 
conv., $2,210* (ps); sedan de Ville, 
$2,100* (ps), $1,900* (ps); coupe @ 
Ville, $2,100* (ps). 

’55 (62) (62) coupe de Ville, $1,509 
(ps). 

"54 (75) 4-dr., $2,305* (ps); (62) sedag 
de Ville, $1,490* (ps). 

"53 (62) sedan de Ville, $550* (ps), 

’49 (75) 4-dr,, $550*. 

CHEVROLET—’58 Impala (8) Hardtop % 
dr., $2,415* (ps), $2,250*; conv., ° 
045; Bel Air (8) 4-dr., $2,055* (ps), 
$2,050* (ps); Hardtop 4-dr., $2,049 
(ps), $2,030* (ps), $1,925; Bel Air (@) 
Hardtop 4-dr., $1,955*; 4-dr., $1,915*; 
Biscayne (8) 4-dr., $1,865° $1,850% 
2-dr., $1,510; Biscayne (6) 2-dr., $1. 
670; Delray (6) 2-dr., $1,630, 

*57 Bel Air (8) Hardtop 4-dr., $1,800, 
$1,650*, $1,625*, $1,615* (ps), $1,545*; 
4-dr., $1,675*, $1,590*; Hardtop 2-dr,, 
$1,520°, $1,465; Two-ten (6) Hardtop 
2-dr., $1,440*; station wagon, $1,335*, 

"56 Bel Air (8) 4-dr., $1,305*; 2-dr, 
$1,085*; Hardtop 4-dr., $1,285* (ps): 
Two-ten (6) station wagon, $1,300*; 
4-dr., $1,170*, $1,060*, $1,900°; Two 
ten (8) station wagon, $1,205*; 2-dr, 
$1,050; Bel Air (6) Hardtop 2-dr., $1,. 
200°; Hardtop 4-dr., $1,170*. 

"55 Bel Air (8) Nomad, $1,300°; Hardtop 


(Continued on Page 111, Col, 3) 
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offered in trucks built by 8 important manufacturers! 


Detroit Diesel Engine Division of General Motors)” 


in Canada: GENERAL MOTORS DIESEL LIMITED, London, Ontario - Regional Offices: New York, Atlanta, Detroit, Chicago, Dallas, San Francisco Single 
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$970; ranch wagon (8), $970*, $915; 
Custom (8) 2-dr., $875 ‘ps). 

’55 Thunderbird, $1,750*; Fairlane (8) 
Victoria 2-dr., $960; Victoria 4-dr., 
$955*; country sedan (6), $810; Cus- 
tom (6) 2-dr., $780*; Main (6) 2-dr., 
$610; Custom (8) 2-dr., $575. 

’54 Crest (8) 4-dr., $675*. 


IMPERIAL— 54 4-dr., $1,000*. 
LINCOLN—’57 Premiere Landau 4-dr., $2,- 
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2-dr., $920*; 4-dr., $900*; 2-dr., $895°; 600* §$1,595*; Custom (8) 300 2-dr., 660* (ps); Capri Hardtop 2-dr., $2,600*° 
Bel Air (6) Hardtop 2-dr., $1,030*; $1,325, $1,035*; ranch wagon (8), $1,- (ps). 
Two-ten (6) 4-dr., $995*, $905; Two- 275*; Custom (6) 2-dr., $1,000, ’56 Premiere 4-dr., $1,835* (ps), $1,825 
ten (8) 4-dr., $800°. '56 Fairlane (8) 4-dr., $1,250*; Victoria (ps). 





MERCURY—’58 Montclair Turnpike, $2,- 






’54 Bel Air Hardtop, $710*; 4-dr., $615°, 4-dr., $1,190* (ps); conv.,, va eee 465° 
$590* (ps); 2-dr., $600*; Two-ten 4- $900*, $805*; Victoria 2-dr., $995", 157 Montclair Hardto . 
: F | 3 , ‘ * p 4-dr., $1,810* (ps) 
dr., $580; station wagon, $440, | $835*; country sedan (8), $1,000*, $1,750* (ps). $1,750*; ‘conv., $1,750* 












CHRYSLER—’57 NY Hardtop 4-dr., $2,-| 
300* (ps), $2,005* (ps). | . (ps). 
'55 Windsor conv., $830°. Thieves Take 22 Cars '56 Montclair Hardtop 2-dr., $1,435* (ps); 


= (ps); Hardtop 2-dr., $1,725*, $1,700* 























CONTINENTAL—'56 Mark II conv., $3,- ° 4-dr., $1,125*; Custom Hardtop 4-dr., 
440°. In One Day in Atlanta $1,010*, $940* (ps); conv., $1,005* 
DeSOTO—’' 57 Fireflite Sportsman 4-dr., $1,- | i (ps); 2-dr., $850*, $830. 
850* (ps), $1,825* (ps). ATLANTA. — Twenty-two cars ’55 Montclair Hardtop 2-dr.. $1,110* 
56 Fireflite Sportsman 2-dr., $1,410°| were stolen in Atlanta during a ios), $550*; Custom 2-dr., $635*, 
(ps). s s 949 
55 Firefite 4-dr., $1,015* (ps). | recent 24-hour period, the high- 54 Custom 4-dr., $500. 
DODGE — '57 Custom Royal (8) Hardtop,| est number ever stolen here in estes at —. 92.c00° 
$1,380". , 7 LDS! LE —’58 (98) conv., 5 
’55 Royal (8) Lancer 4-dr., $770*, $705*; a single day, according to Detec (ps); Holiday 2-dr., $2,695* (ps); (88) 
Custom Royal (8) conv., $545. tive Sgt. R. E. Sheppard jr., of Holiday 2-dr., $2,400* (ps); 4-dr., $2,- 
EDSEL—'58 Citation Hardtop 4-dr., $2,-| the Atlanta Police larceny squad. a: ton , $2,050° $1 
. . - . "57 (98) Holiday 2-dr., $2,050° (ps), °° 
— } a Pacer Hardtop 4-dr., $2, Eight arrests were made and 14 gH are Baty + aes p- $i. 
F OR D—'58 Thunderbird, $3,370* (ps);| Cars recovered, he said. Super Holiday 2-dr., $2,005* (ps), $1,- 
country squire (8), $2,320* (ps); coun- Federal, State and local investi- 970* (ps); (88) Holiday 2-dr., $1,850*° 
| try sedan (8), $2,000*; Fairlane (8) h ca ted that (ps). 
500 Victoria 4-dr., $1,965*; Custom (6) | us Sd ay? e ' at an ‘6 (oe) enae.. g1,c00°_ (aa) mame 2 
300 4-dr., $1,720*°, $1,645*; 2-dr.. $1,-| inters > larceny ring is oper- ar., , )*; 2-dr., 2 (ps), = 
Showalter and Horning Cited— | __ 520, $1,480; Fairlane (8) 2-dr., $1.595.| ating and is increasing its activ- 178°; 4-dr., $1,200°" 





. ..| °57 Fairl (8) 500 Skyli 1,985° . ’55 (88) Super Holiday 2-dr., $1,255° 
Raymond G. Horning, left, and John L. Showalter, second from left, partners in| °! DU USaE, {8), S00 Skylner, $1,0e"| ities in this city. The ring special- (ps); (88) Holiday 2-dr., $1,180*, $1,- 


Showalter & Horning (Dodge-Plymovth), New Holland, Pa., have received a quality 770* $1,555"; 4-dr., $1,600* (ps); Vic-| izes in 1957 and 1958 model Fords 070*; 4-dr., $1,050* 






f te toria 2-dr.,. $1,540*°, $1,400°%; conv., y s "54 (88) Super 4-dr., $1,020* (ps); (98) 
ory hae od ee pono ean award was presented to the dealers $1,500° (pe), $1.508° tne), SLbTS* and Chevrolets, Sheppard said. Holiday 2-dr., $950* (ps), $865*, $800°; 

.rdtop by . McLaughlin, second from right, ge assistant Philadelphia regional man- (ps); country squire (8), $1,805* (ps); | Georgia has no title law. (88) Holiday 2-dr., $685°, 
) ager, and J. D. Maume, Lancaster district manager. country sedan (8), $1,700* (ps), $1,- .| PLYMOUTH — '58 Fury Hardtop, $2,250° 





-_ wane aa sina (ps), $2,215*; Belvedere (8) conv., $2,- 
000* (ps): Plaza (8) 2-dr., $1,605°*. 
’57 Belvedere (8) Hardtop 4-dr., $1,520° 

(ps); 4-dr., $1,200; suburban (8), $1,- 
340°; Savoy (8) 2-dr., $1,185*, §1,- 
145*; Plaza (6) 2-dr.. $1,065; Plaza 

(8) 4-dr., $965. 

"55 Belvedere (8) 4-dr., §720°; Plaza 
(8) 4-dr., $565, $515; Savoy (8) 4-dr., 
$540 

PONTIAC—’57 Chieftain Safari, $2,035*° 
(ps), $1,825*:; Star Chief Catalina 4- 
dr 2,005* (ps), $1,.900* (ps); Cata- 
lina 2-dr.. $1,785* (ps), $1,675*; Chief- 
tain Catalina 2-dr., $1,505*. 

"56 Star Chief Catalina 2-dr., $1,295° 
(ps) $1,155° (ps); Chieftain 2-dr., 
$985°*; Catalina 2-dr., $930° (ps). 

"55 Star Chief 4-dr., $1,010° (ps), $850° 
(ps), $705° 

RAMBLER—’'5S Super (8) Cross country, 
$1,900, $1,875; 4-dr., $1,625. 

"57 Custom (8) Cross country, $1,670°*, 


$1,655°. 
"55 Custom (6) Cross country, $760; 4- 
dr., $730°. 
STUDEBAKER—'55 Commander (8) 2-dr.. 
$560°. 


DETROIT 


Aptco Auto Auction, Sale cvery Wed- 
nesday. Prices are for sale of Nov. 19. 
BUICK—’5S8 Special 4-dr.. $2,115*. 

'S7 Century 2-dr., $1,685° +ps); Special 
2-dr $1,635°, $1,625° ‘ps); conv., 
$1,620° (ps); Riviera 2-dr., $1,575°*. 

"56 Special Riviera 2-dr.. $1,125°*: 4-dr., 
$1,180° (ps); Century conv., $1,075*° 
(ps) 

"54 Century Estate wagon, $1,235° (ps); 
Special 4-dr., $985*; Super Riviera 2- 
dr.. $910° (ps) 

CADILLAC—'56 (60) Special 4-dr., $2,330° 
(ps) 

‘S51 (62) sedan de Ville, $305°. 

CHEVROLET—'5S Impala (8) 2-dr., §2,- 
170°; Brookwood (8), $2,150*; Bel Air 
(8) 4-dr., $2,060° (ps); 2-dr.. $1,.895°. 

"S57 Two-ten (8) station wagon, $1,.660°; 
Bel Air (8) Hardtop 2-dr., $1,575°; 
2-dr., $1,400°; One-fifty (8) 2-dr., §1,- 
020 

"56 Bel Air (8) conv., $1,260°; 4-dr., 
$1,210°; 2-dr., $1,165*°, $1,160, $975, 
$910 

'55 Bel Air (8) 2-dr., $915 

‘53 Two-ten station wagon, $490°; 4-dr., 
$340; Bel Air 2-dr., $355° 

(Continued on Page 122, Col. 1) 


AASHO Project 


Halted for Study, 
Road Repairs 


OTTAWA, Ill—tTraffic at the 
AASHO Road Test here has been 
halted temporarily to allow main- 
tenance on test pavements. 

Shutdown of the big highway re- 
search project, sponsored by the 
American Assn. of State Highway 
| Officials, was not viewed as an 
|} extraordmary occurrence. 
| W.B. MeKendrick jr., project di- 
rector, pointed out that operation 
of the traffic and many complex in- 
struments was “new and untried.” 
He compared the first stage of the 
research to a “shakedown period,” 
|} and estimated that down-time dur- 





Secret of this success is the fact that the GM “‘71E” engine 


. ° : , a“ ” ing early stages might be “consid- 
is outperforming all others on the highway—producing WERE'S HOW A “SMMY" DIESEL FITS YOUR TRUCK eater 2 , 
the lowest-cost miles in history! Ask for “Jimmy” Diesel Load Model Horsepower ea wd eg se ons a 
“ 1 wa esearc r e 
power when you are in the market for new trucks. And 36-<8,000 Gow peor So gens @ Se Stalienel Asadouer. af iebueien 
. as . ° ° 40-60,000 GCW 4-71T* 171 gross HP @ 2300 RPM . . 
write for brochure describing new lightweight version of 50-76,800 GCW 6-71E 210 gross HP @ 2100 RPM ee ee mage ag = 8 
“ ce e " Scientific stu o e performance 
6-71E” engine—weighs up to 690 Ibs. less than competi- 60,000 GCW and up 6-71T* 236 gross HP @ 2100 RPM of various thicknesses a highway 
tors in the 210 h.p. range. pavement under repeated applica- 
°GM Turbopower Diesels—higher power with little increase in size or weight, tions of known axle loads. Test 





traffic consists of 60 trucks and 
tractor-semitrailers. 

One purpose of the shutdown 
period was to allow time for a 
NOW—MORE THAN EVER—it thorough study of truck loadings, 


pays to standardize on GM Diesel McKendrick said. Vehicles were 


GENERAL MOTORS originally loaded with concrete 


engines—available in 1800 applica- building blocks. Investigation 
r 7 7 , tions of power equipment built b showed the need for redistributing 
rs etroit 28, Michigan 84 —s y ‘ the loads and recasting some blocks 


more than 250 manufacturers. in solid form to reduce load height, 


cisco Ble Engines ...30 to 364 H.P. + Multiple Units...Up to 893 H.P. he added. 
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Outsells Ford, Chevy Combined .. . 


Hembree Puts Buick on Top 


By George H. Watson 
Staff Correspondent 
GUNTERSVILLE, Ala.—The 
Buick dealer who sells more new 
cars than the Chevrolet dealer in 
his town has to be quite a hustler. 
And if he sells more Buicks than 


Wai 


Sports for Boys— 


Sherry Motors, Inc. (Ford), has been sponsoring American Legion baseball teams 
as part of its public relations program in Appleton, Wis. The firm was honored by 
American Legion Post 38 at a recent banquet in Appleton. Among those taking part 
in the ceremonies were, from left, Bob Allen, public relations, Milwaukee Braves; 
Loren C. Lillge, Sherry secretary; Bob Willis, business manager, Fox Cities Foxes; 
Dave Koslo, former major league pitcher, and Marvin Hietpas, captain of the American | 


Legion team. 


grow with Oklahoma! 


100% DEALER BACKING 


Backed by 100% local automotive 
dealer support, AUTOMOBILE 
WEEK IN OKLAHOMA is designed 
to whet the appetite of the market 
for new cars—right at the beginning 
of the new year, with a full selling 
year ahead! 

Getting the sales stimulus under- 
way will be the special Automotive 
Section of The Sunday Oklahoman, 
January 11, a section devoted entirely 
to AUTOMOBILE WEEK. All the 
1959 Automobiles will be pictured in 
full color on the front and back 
covers of the section. 


SALES OPPORTUNITY 


This automotive section will con- 
tain local and national coverage of 
the Industry. News stories will fea- 
ture each individual automobile. A 
most favorable corporate image of 
the automotive industry will be pre- 
sented by the news department of the 


SUNDAY 
FAMILY COVERAGE 


35% or greater 


e 15% to 35% 


Published by The Oklahoma Publishing Co. 


Represented by The Katz Agency 


the Chevrolet and 
Ford dealers com- 
bined he has to 
be a real whiz. 
Such a dealer 
is Bob Hembree, 
owner of T. C. 
Crain Buick Co. 
The reason 
Hembree sells so 
many Buicks is 
that he devotes 
all his time to 
that function. He 
doesn’t 





A rich. ready market! 


Daily Oklahoman. The section will 
be designed to bolster all automobile 
sales in the rich Oklahoma market— 
a sales boost for the automotive in- 
dustry that no other medium can 
provide. 


500% INCREASES 


Previous showings of the Okla- 
homa City Automobile Dealers Asso- 
ciation using the Sunday special sec- 
tion have increased dealer showroom 
traffic 500%. 

Get your share of this bonanza of 
automobile interest. Make your reser- 
vation now for space in the AUTO- 
MOBILE WEEK section of The Sun- 
day Oklahoman, January 11. 


Closing 
B & W ads 5 p.m. January 5 


full or spot colors 5 p.m. Janvary 1 
R.O.P. Color Available 


Bob Hembree 
let office detail bog him| Motor Co. (Ford) and the Star Sys- 
down. His desk is as clean ’as a| tem. Frontier Motor Co. (Ford) has 
| whistle and he turns over all the| the current lease contract, which 
vexing detail work to others. 

He doesn’t sit down in his office| contract the city pays $150.50 per 
|10 minutes a day unless he is on| month per car. 


the telephone talking to prospects. 
Hembree wholesales most of his 
used cars. He believes he comes 
out as well or better pricewise, 
and he saves the time it takes to 
dicker with used-car buyers. 


Hembree asks everybody he 
meets to buy a Buick. He gets pros- 





Chevy Dealer Bids Low 
On Albuquerque Rental 


ALBUQUERQUE—Oden Motor 
Co. (Chevrolet) was apparent low 
bidder on the rental of 22 cruisers 
for the Albuquerque police depart- 
ment. Monthly charge will be 
$162.25 for each cruiser. 

Other bids were submitted by Joe 
Heaston Motor Co. (Edsel), Jones 


expires in December. Under the 


$31 Million Resicen ™ 
Addition Closing OY ® 
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pects through his civic cl 
through his church, through sat 
fied users, through every con 

he has. 

Since he has no salesmen 
help him, he finds it advantageoug 
to make appointments. He will meet 
a person interested in a Buick day 
or night. 

If a man and wife enter Hem 
bree’s dealership together, he knows 
they mean business and he makeg 
every effort to sell them. 

He finds it’s a good idea to side 
with the lady on exterior and up 
holstery colors. For the average 
male customer, Hembree follows @ 
practice of “picking out” what he 
thinks will be best for him. “Most 
customers like to be guided,” he 
explained. 

Asked how he could persuade 
an economy-minded person te 
buy a Buick rather than one of 
the “low-priced three,” Hembree 
replied that the first cost is all 
that makes much difference and 
that when this is spread over 12 
to 18 months, it is so small that 
it is not too much of a factor. 

“Give me the man who needs oF 
wants a new car, and I will self 
him a Buick,” Hembree declared. 

In closing a deal, with a customer 
| he usually comments: “Now there 
jis just one thing I ask you to do 

|} if you like your new car, and that 
j|is to give me the name of at least 
|}one prospect.” It often works. 

Selling seems easy for Hembree, 

| who denies that he is a high-pres 
sure salesman. He makes it appear 
that people are just standing in line 
to buy from him. 7 

It is not that easy, of course, but 
the slogan “Buy a Buick From 
Bob” is known all over town and 
in the country. 


Walker Predicts 
Shift in Styling, 
Ad Approaches 


DETROIT. — Important changes 
in the composition of the nation’s 
population will have a marked ef- 
fect on the direction taken by styl- 
ing and advertising in future years, 
according to George W. Walker, 
Ford Motor Co. styling vice-presi- 


| dent. 


He told the Cleveland Advertising 


| Club that added purchasing power 


in the future may be placed in the 

hands of the nation’s women and 

its young people generally. 
Furthermore, the development of 


| new products of all kinds will im- 


pose new responsibilities on the 
advertising executive, he added. 

“Public reaction to these prod- 
ucts,” he said, “will depend largely 
on the extent to which you are 
successful in presenting them so 
temptingly that they can’t be re- 
sisted.” 

Referring to future car markets, 
Walker said “there are approxi- 
mately 32 million American women 
over 15 years of age who don't 
drive. If we can convince them that 
they can and should learn, imagine 
the market that might be opened 





to us.” 


Firestone Shifts 


Four Executives 


AKRON.—Four top-echelon pro- 
motions have been announced by 
Firestone Tire & Rubber Co. 

In the move, John L, Cohill be-~ 
comes vic e-pres- ‘ 
ident, special as- 
signments, a new 
post. L. J. Camp- 
bell leaves the 
presidency of 
Firestone Steel 
Products Co. to 
succeed Cohill as 
vice-president of 
all company sub- 
sidiaries other 
than tires, and 
Mario Di Freder- J. J, Robson 
ico, former sales company president, 
succeeds Campbell as Steel Prod- 
ucts president. 

J. J. Robson has been appointed © 
tire engineering and development ~ 
director, succeeding the late Walter 
E. Lyon. 


Flint Picks Buick Man 

FLINT.—Robert J. Egan, 37, @ 
supervisory employe at Buick, is — 
Flint’s new mayor. A 12-year Buick 
employe, Egan is a maintenance 
foreman in the triple-turbine trans- | 
mission plant. 
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Why Chrysler 
orporation 
Chose Simca 


SIMCA OCEANE SPORTS CONVERTIBLE 


For 2 years, Chrysler Corporation conducted a top-secret world-wide 
search. Hundreds of engineers tested scores of cars. Took them apart. 
Evaluated, and re-evaluated. Finally, just weeks ago, the big decision 
was made. SIMCA...the luxury economy car from Paris. 


Why? 


Because America wanted it. SIMCA sales have been climbing ever 
since Americans have been able to buy them. And for good reason! 


There’s a new kind of car buyer in America today, and SIMCA is 
just the car he wants. A 4-door, economy sedan that costs just $1698, 
P. O. E. East and Gulf Coasts, delivers a proven 42.6 miles per gallon, 
and really looks like a car. A car with front engine safety, and perfect 
50-50 weight distribution. Easy to drive, and a cinch to park. 


MORE: SIMCA makes the models Americans want. Station wagons, 


ae 


SIMCA 


Srported fp Floris by Cagle 


SIMCA SUPER DELUXE 4-DOOR SEDAN SIMCA PLEIN CIEL HARDTOP 


sedans, sports convertibles, and hardtops. A complete quality line. 


AND: SIMCA is a proven car. Holder of 14 world’s performance 
records, driving 62,137 miles at an average speed of 70.02 MPH. 


AND: SIMCA is a terrific “buy.” The Editors of Mechanix Illus- 
trated chose it as “Best Import Buy.” Sports Cars Illustrated said, 
“SIMCA outperforms anything in its price class.” And they know. 


Take a long look at this line. Terrific design, sure. But there’s so 
much more. There’s the prestige of the whole Chrysler Corporation 
behind it, with parts and service available throughout America. Power- 
ful advertising supports the big sales program all the way. 


One check of the facts and you’ll know the truth. That of all the 
world’s economy cars, Chrysler Corporation has brought its dealers 
the finest. Drive one yourself. You'll see! This one’s a winner! 


SALES, PARTS AND SERVICE THROUGHOUT AMERICA 
OVERSEAS DELIVERY. TOO 
SIMCA SALES OFFICE, CHRYSLER MOTORS CORPORATION 
DETROIT 31, MICHIGAN 
IN CANADA, SIMCA SALES OFFICE, CHRYSLER CORPORATION 
OF CANADA, LTD., WINDSOR. ONTARIO 
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And How About U. S.?... 





How ‘People’s Car’ Came Back 


NEW YORK—Eleven years ago 
the Volkswagen was described as 
a car that missed the boat. Last 
month one of the engineering 
world’s top awards was presented 
to the man who put VW on the 
automotive map. 


Heinz Nordhoff, Volkswagen 
president and managing director, 
received the coveted Elmer A. 
Sperry Medal from the Society 
of Automotive Engineers in rec- 
ognition of his efforts in rescuing 
VW from oblivion in bombed-out 
Germany after World War II. 
The man who missed the boat on 
Volkswagen was Lloyd D. Worden, 
then chief of the automotive and 
aeronautics unit of the Office of 
Technical Services, Department of | 
Commerce. 
He told the American Society of | 
Body Engineers on Apr. 1, 1947, the 
Volkswagen “might have revolu- 
tionized the world market had it 
ever got into production.” 

Hitler ordered the Volkswagen | 
designed in February, 1936, and 








manufacturing plans were in an 
advance stage just before the war 
broke out. Then the VW became 
the German jeep, both for land 
and amphibian use. 

But Worden did utter one sen- 
tence whose significance escaped 





St. Louis Service Unit 


Names Hinshaw President 


ST. LOUIS—Summers Hin- 
shaw, service manager at Lind- 
burg Cadillac, has been named 
president of the service and parts 
managers bureau of the Greater 
St. Louis dealer association. 

Other officers of the group are 
George Zuroweste, vice-president; 
Ed Hayward, secretary-treasurer; 
Fay Hahn, assistant secretary- 
treasurer, and Roy Bage, Don O. 
Bishop, John Dunn, Al Ogden, 
Harold Walsh and Bill Wasser, 
directors. 








everybody at the time. Said Wor- 
den: 

“The plant is now producing a 
few cars a month under British 
supervision.” 

And production was under the 
direction of Nordhoff. 


While he obviously did not under- 
estimate VW’s potential, he just as 
obviously underestimated the ability 
of Nordhoff. 

Commenting the other day on} 
his 1947 statement, Worden, who 
now is staff director, Industrial 
Activities division, Office of Assist- 
ant Secretary of Defense, said: 

“In retrospect, we must give 
credit to the Germans who in 
1947 retained the conviction that 
the Volkswagen was a good 
people’s car. 

“The American engineer recog- 
nized the value of the construction 
but could not envision a bug-shaped 
vehicle having sales appeal. 

“Years ago the old Model T was 
our people’s car. Why doesn’t the 
great U. S. automobile industry 








In 1923, one firm marketed a 
heater that warmed the interior 
of an automobile with heat from 
hot water piped from the radiator. 





recognize that today many are 
looking for a 1958 model people’s 
car?” 

Nordhoff, who will be 60 on Jan. 
6, was a prominent automotive 





\ HY IS NEW ULTRA-VAT METLON-WITH-MYLAR 
THE IDEAL METALLIC YARN FOR AUTOMOBILE 
UPHOLSTERY, SIDEWALLS, CARPET AND HEADLINERS ? 


a! 


BECAUSE IT WILL TAKE ANY em ies 


AND STAYS BEAUTIFUL THROUGH EVERY 
KIND OF WEAR AND TEAR. 


te . 
ell 





This improved new metallic was developed especially 
for automobile interiors because it is: 


ECONOMICAL ... affords greater flexibility! New Ultra-Vat Metlon-with-Mylar accepts any 
dyeing process. Now you can stock-pile greige goods (woven with metallic yarn) in volume 
against all future dyeing needs. 


FADE-PROOF ... proven in a 300-hour Fadeometer test! New Ultra-Vat Metlon-with-Mylar was 
subjected to the equivalent of many years of blazing Arizona sunlight...never changed in any way! 


TARNISH-PROOF ... impervious to cleaning fluids and fumes! New Ultra-Vat Metlon-with-Mylar 
is Guaranteed Washable by the American Institute of Laundering. 


NON-ABRASIVE...can’t scratch or catch! New Ultra-Vat Metlon-with-Mylar stays soft, 
pleasing to touch, kind to furs and clothes. 


AND ULTRA-VAT METLON-WITH-MYLAR IS EXCEPTIONALLY RESISTANT 
to bleaching, mercerizing, vat-dyeing...even to vulcanizing and carbonizing temperatures and 
processes ; it can be used in Sanforized type fabrics. 


ULTRA-VAT METLON: 
METALLIC YARN 


For sources and further information, write or phone the 


METLON CORPORATION 


*DuPont's Polyester Film 








with MYLAR * 


A subsidiary of the Acme Backing Corporation * 432 Fourth Avenue, New York 16, New York 


—_—a 


executive before World War II, 
He had joined Adam Opel Auto. 
mobile Co. in 1929 shortly after 
it had become a GM overseas 
affiliate. 

When the Opel truck factory near 
Berlin was converted to military 
production in 1942, he was placed 
in charge by the Nazis. He said he 
was urged to join the party but 
refused. 

Nordhoff said he was fired by 
GM and put on the U. S. blacklist 
because he had produced Ope] 
trucks for the German army. 


Forbidden to take anything but 
manual employment, he said he 
got a job as a mechanic in an 
auto and truck service station. 
In 1947 the British asked him to 
direct rebuilding of the VW plant 
at Wolfsberg. 

Nordhoff said he thought it would 
be an impossible task to rebuild 
the wrecked factory and, more im- 
portant, that GM “would remem- 
ber me and somehow that it would 
take care of me.” 

He accepted the British offer, 
he said, when he learned that 
GM could make no commitment 
| concerning him. 


how he had acquired on several 
visits to Detroit auto plants, reor- 
ganized the administration, produc- 
tion, inspection system, sales and 
the actual development of the VW. 

Production in 1948, Nordhoff's 
first full year in charge, totalled 
| 19,244 cars. The following year out- 
put hit 4,500 a month and the mil- 
lionth car was made in 1955, Pro- 
duction now averages 550,000 a year. 

The company originally was 
owned by the German Labor 
Front, which was dissolved after 
| the surrender. Now it is neither 
a state nor a private operation, 

but Nordhoff runs it as if it were 
a private firm. 

The Federal ministries of finance 
and economics are acting as trus- 
tees through the Government of 
Lower Saxony. 

Nordhoff said he expects “many, 
many more years” of expanding 
markets before he faces the prob- 
lem of radically restyling the car's 
| exterior. 

He said production next year is 
expected to reach 650,000 and 
750,000 in 1960. The U. S. will get 
about 90,000 units this year, he 
said. 

In an address at a joint meeting 
of the SAE and American Society 
6t Mechanical Engineers, at which 

|the Sperry award was presented, 
| Nordhoff said: 


| “Offering people an honest value, 
a product of highest quality, with 
low original cost and incomparable 
resale value, appealed more to me 

than being driven around by a 
bunch of hysterical stylists trying 
to sell people something they really 
| do not want to have.” 

At another New York gathering, 
Ferry Porsche, son of the late Dr. 
| Ferdinand Porsche, designer of the 
| Volkswagen and founder of the 
|Porsche auto firm, denied that 
| Porsche was seeking to cut into 
| U. S.-car sales. 

“As one of the exporters of 

automobiles into the U. S. market 
| we feel that our product adds 
merely to the excellent repertoire 
of the American automobile in- 
dustry,” he said. 

“The Porsche is destined to be 
specialized and an individual ve- 
hicle, which for some time to come 
has to withstand the temptations 
of mass production. I am certain 
you will grant us the observation 
that the Porsche can stand up on 
its own, without taking away any- 
thing, from anybody.” 


Voyce Is Elected 
Md. Director 


BALTIMORE.—William E. Voyce 
jr. Baltimore 
Ford dealer, has 
been elected to 
represent his state 
on the NADA 
board of direc- 
tors. 

Voyce succeeds 
Foster W. Talbott, 
also of Baltimore, 
who did not seek 
re-election. He 
will begin his 
three-year term W. E. Veyce Jr. 
in December. Voyce is 1958 presi- 
dent of the Automobile Trade Assn. 
of Maryland. 








Nordhoff, using American know-* 
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7 Who are the best prospects for new cars in ’59? 


Only about 1 family in 8 will buy a new car in 1959, by 

the rosiest predictions. The trick is to find that one buyer 

out of eight (and not spend too much time or money 
: trying to sell the other seven). 

One advertising medium is in a strategic spot to help 

: you reach these bona fide new car prospects for ’59 — 

: Sunset, the Magazine of Western Living. Here’s why: 


trips, maps, and ways to enjoy Western Living with 
the auto. Most covers are on travel subjects. 


6 Two-car families are worth special attention. 10% of 
U.S. families own 2 cars. 


45% of SUNSET’s audience are 2-car owners! A healthy 
number own 3 cars—and influence fleet buying. 


7 Both “prestige”’ cars and imports have their strongest 





1 Westerners have always bought more than their share 
of automobiles. Registrations per capita are highest in the 
nation. And this is the fastest-growing market in the U.S. 
Special advertising is needed here to cash in on this greater 
sales potential. 


Sunset is in the key spot to help you sell the West 
and Hawaii. This has been its specialty for over 60 
years. When you take advantage of its coverage and 
influence, Western buyers (and dealers) know you 
are talking to them and not to someone in New York, 
Detroit, South Bend, or New Orleans. 


2 Westerners who are well-heeled are also the best- 
wheeled. Nearly all new cars are bought by families on the 
upper half of the income scale...earning more than $5,000. 


Three out of four Sunset families are in this upper 
income group. 


3 Westerners who have the new-car buying habit are 
blue chip prospects. The majority of Americans buy a used 
car instead of a new one... 


Sunset families buy twice as many NEW cars as USED. 
Last year 24% of all the families reading SUNSET 
bought a new car—double the high average for the 
West. 


4 Westerners who drive farther need a new car sooner. 
The more they drive the more they need and desire a new 
car. Power steering, swivel seats, wider tread, and air-cooled 
brakes just mean more to the life and pocketbook of a large- 
mileage driver. 


Sunset families drive 13,900 miles a year on the av- 
erage—49% more than the U.S. average. 


5 Westerners who like to travel need good cars. 
The West is still big country and public transporta- 
tion is limited. The more auto trips a family takes, 
the more it wants a good car. 


SuNSET does more to inspire auto travel, pub- 
lishes more auto travel articles than any other 
U.S. magazine. Each issue is packed with auto 


Westerners live by, travel by 


and buy from SUNSET 


sales in the West. Luxury cars have always had their 
strongest market here. And at the same time nearly a third 
of all cars imported into the U.S. have been sold in this 
region. 


That’s one reason why Cadillac has advertised in 
Sunset for years and why Rolls Royce selected only 
Sunset and the New Yorker for its now-famous 1958 
magazine advertising campaign. 


































8 Both men and women influence a car purchase. Both 
must be sold. 


SunsktT is edited for and read by men and women. Its 
combined audience of men and women is one of the 
highest for any magazine. 


9 The West has a special need for station wagons and 
convertibles. 18% of car sales here are “wagons” —consid- 
erably higher than in the rest of the country. More suburban 
and outdoor living and greater opportunities for camping 
and auto-exploring are some of the reasons. 


In a recent survey 26% of Sunset families said their 
next car would be a station wagon. 


@ THE PETROLEUM COMPANIES of the West are in a stra- 
tegic position to see which media sell motorists most effectively 
in the region. 

They use Sunset themselves so consistently that it carries 
more gasoline and motor oil advertising per issue than any other 
magazine in America. 


@ AUTOMOBILE ADVERTISERS increased their use of 
Sunset more than 13% in 1958, a year when advertising budgets 
were generally smaller. All of these fine makes of domestic and 
imported cars used Sunset to sell the prime prospects of the 
West in ’58: 





Buick Mercedes-Benz 

Cadillac Metropolitan 

Chevrolet Oldsmobile 

Chrysler Opel 

Citroen Plymouth 

DeSoto Renault 

Fiat Rolls Royce 

Hillman Studebaker-Packard 

Jaguar Triumph 

Lark Vauxhall 
Volkswagen 


LANE PUBLISHING CO. 
Menlo Park, California 
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Correspondent George L. Glaser Writes . . . 





Auto Letter from Europe 


ARIS.—The Paris Automobile 
show reportedly did not draw 
as many visitors this year as last. 
Among the reasons advanced are 
that the show is held too often and 


there were too few new models this | 


year. 

Visitors to the Citroen offices 
will find that they no longer are 
on the Quai de Javel. In honor 
of the late founder of the auto- 
motive concern, the name has 
been changed to the Quai Andre 
Citroen. 

Peugeot has announced more 
details about the small diesel en- 
gine that will be available for 


percent less fuel than the gasoline | 
engine and will run cheaper since | 


diesel fuel costs less. 
oa * + | 


Renault Issues °57 Report 
| ITS 1957 business report, Ren- | 

ault said it produced 336,000 
vehicles and claimed that it climbed | 
from seventh to sixth place in| 


| world production. 


The firm said more than 30,000 


|units were exported to the U. S. 


taxicabs and other utility vehicles 


sometime in 1959. 
Called the Indenor 85, it will be 
a four-cylinder diesel that displaces 


about 109 cubic inches and develops | 


about 48 horsepower at 4,000 r.p.m. 
Peugeot said it will use about 25 


Spitzer Adds Studebaker 


LITTLE ROCK.—Spitzer Motors 
(Dodge-Plymouth) has received a 
Studebaker-Packard franchise. 


and added that decentralization will | 
be accelerated. Somua, Floriat, | 
Latil and Isobloc are heavy-duty 
truck and bus makers connected 
with Renault. 

Renault said it captured 31.9 
percent of passenger-car sales in 
France and 22.5 percent of indus- 
trial-vehicle sales. 

According to Renault, the world’s 
vehicle producers line up as fol- 
lows: General Motors, Ford Motor, 
Chrysler Corp., Volkswagen, British 


| Motor Corp., Renault, Fiat, Ford of 


England, Opel, Citroen, GM of Can- 
ada, Simca, Peugeot, Vauxhall, 
Ford of Canada, International Har- 


Must Register Radios 


| again. The current cut is about 5 


vester, Daimler-Benz, Rootes Group, 
American Motors and Ford of 


Germany. 
* * + 


N WEST Germany, auto radios | 
must be registered with the | 
Postoffice. There now are more 
than 380,000 auto radios in use. 
In Hannover, it was announced|Nojse Detector— 


i i ve b . 
ee Sonne Designed to locate rattles without tak- 


i his mechanical 
ercent. | ing a car out on the road, t ; 
’ eS = |moise detector was developed by Beiss- 

* : |barth of Munich, Germany. Called the 
Headlight Adjustment $4, the unit features an adjustable elec- 


| eee] BOSCH has suggested 4 | tric vibrator that is attached to the car's 


procedure for headlight adjust- | frame. 


| ment. It would require that four}! Be Le 


persons occupy the car while lights | may not require that four persons 
are being adjusted. Before the ad-| be in the car when the lights are 
justment, tire pressure would be | adjusted, but I understand that 
checked and the vehicle would be| they will stipulate that one person 
placed on a level floor. |(or a weight equal to that of a 

Trucks should be fully loaded human being) must be in the rear. 
when headlights are tested, Bosch | 
suggests. 

The German headlight regula- | 
tions may be changed soon. They | 


|‘Passenger-Car’ Wagons 


AUNUS will give its station 
wagons more of a passenger-car 


Moraine Products’ vital parts for automotive progress 


Porous metal filters 








Engine bearings 


Friction materials 


an 


Brake assemblies 


Brake fluid 


MORAINE SINTERED METAL GEARS 
PUMP 250,000 GALLONS OF OIL A YEAR 


Eight tank cars full—that’s how much oil a pair of 
214” Moraine gears push through your car’s engine 
in an average year’s driving. Durable, economical 
automotive parts of sintered metal are just one 
example of Moraine Products Division service to the 


© 





automotive industry for almost a quarter of a 
century. Last year alone, Moraine produced more 
than two thousand different kinds of parts for cars, 
trucks and buses—as well as many others for 
non-automotive applications. 


Moraine Products 


= Division of General Motors, Dayton, Ohio 





— 


look, according to John S. Ap. 
drews, general manager. He pre. 
dicted that Taunus engines wi]| 
remain in their present displace. 
ment range. The current figure jg 
103.6 cubic inches. 

Andrews said seven patent appli. 
cations were made as a result of g 
“tomorrow's car’ contest. T hey 
included a silent door lock, a self. 
locking differential and a suspen. 
sion system which some observers 
suspect could lead to a future ca 


| with front-wheel drive. 
| * * + 





Soviets Sell in West 


|g ‘ARS and trucks designed ang 
| produced in the Soviet zone of 
| Germany now are on sale in Wes 
Germany. The Wartburg and gey. 
eral truck models will be distributeg 
by three West German firms. 
The first Magirus-Deutz buses 
with air springs have been placed 
in service in Hamburg. The 109- 
passenger vehicles have air-cooled 
diesel engines. 

Hamburg’s city fathers have been 
trying without much luck to get 
car owners to park their vehicles on 
fields outside the downtown area 
and take a bus to their destination, 

They have indicated they'll tak 
more drastic action if motorists re. 


fuse to cooperate. 
= = + 


Ferrari Testing V-6 Engine 


| rome weraype. the Italian builder, is 
trying out a number of new V4 
engines in the smaller types of race 
and sport cars. The firm also is 
testing new brake drums and Brit- 
ish disk brakes. 

In England, Dunlop is testing a 
device designed to prevent brake 
lock when sudden stops occur. 
Called the Maxaret, it operates by 
driving a tiny flywheel in every 
drum or disk, depending on the 
brake system. 

Should the revolutions of the fiy- 
wheels be reduced suddenly, a 
spring opens a little valve which 
reduces hydraulic brake pressure 
until the danger of lockup ha 
passed. 


Reds to Get Tire Plant 


UNLOP ADVISORY SERVICES, 
LTD., a branch of Dunlop Tire 
|Co., has been named technical ad- 
| viser for construction of a new tire- 
| manufacturing plant in Russia. 
Auto-Union is expected to start 
production of its small two-cylinder 
|}car in Ingolstadt, Bavaria, next 
spring. The car is designed to com- 
| pete with the Volkswagen. A daily 
output of 500 units at the start is 
likely. 


Orders Exceed VW Estimate 


| OLKSWAGEN had forecast a 

1959 production of 650,000 units, 
but orders are pouring in at a rate 
that would take 1.5 million vehicles 

|to fill. The firm said, however, it 

will not be able to increase output 
in the near future. 

In Bremen, Goliath announced it 
is building an improved model 
called the Hansa, an old Borgward 
name. The car has a restyled rear 
and extended fenders, the firm said 

> . . 


500,000th Dauphine Rolls 


KX PARIS, Renault reported the 
500,000th Dauphine has rolled off 
the line. Production is up to 1,400 
units daily, the firm added. 

In an effort to solve parking 
problems, Paris established a s0- 
called blue zone in which only 
cars which have been issued 4 
certain disc can park for a lim- 
ited time. But it hasn’t helped 
much. The city now is making 
plans for underground parking 
areas. 

Pinin Farina, the Italian designer, 
styled the new Austin A-40, a Brit- 
ish contender in the Volkswagen 
class. It has clear lines, large win- 
dows and space adequate for four 
passengers, 








New Electric Car Due 


To Bow Next Spring 


SAN DIEGO, Calif.—An elec- 
tric motor car with a built-in 
battery charger is scheduled to 
make its debut next spring, ac- 
cording to Stinson Aircraft Tool 
& Engineering Co., the builder. 

Dr. Charles H. Graves, a dentist 
who developed the lightweight 
batteries, said the built-in charger 
plugs in like a household ap- 
pliance and will add only about 
$1 a week to the household elec- 
tric bill for overnight charging. 
It is expected to sell for $2,200. 
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_ MORE PROOF 
*- THAT THE TRIB 
GETS TO THE TOP BRASS... 


Reason for blowing our own horn?... the continuing Herald Tribune 
Home Study shows that over 95% of TRIB families own an automobile... 


almost half of these cars are 1955 models or newer...and one out 
NEW YORK 


of four TRIB families owns two or more automobiles. These are the 
; Be ; Sd ? 
quality families who buy quantity ...at a profit! You’re missing Herald Tribune 
plenty if you don’t reach the high-powered quality market 
TODAY'S VITAL NEWSPAPER! 


of the Herald Tribune. Get complete details... today! sisal: tiand: intan disdas. teks Via ee 


© A European Edition of the Herald Tribune is published daily in Paris 
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DON’T PAINT 
THOSE ’59 DRIVER 
TRAINING CARS 


Use 


BUMPA-TEL 
SIGNS! 





Now you can have an attractive sign for Driver Training Cars that does not mar or 
scar the car in any way: may be mounted or dismounted in seconds without tools 
after original 30 minute installation. 


Designed to be transferred from one car to another by purchasing correct mounting 
brackets which are available from manufacturer at a cost of $3.00 per set. ORDER 
NOW! (Available for '59 cars and most foreign cars). 


CUSTOM “PETITE” 40” x 12” Sign Lettered *24° 


(With Turned Edge Panel for Instant Change of Copy) 
Complete With One Set of Mounting Brackets 
Give Make and Model of Car 


TELL YOUR STORY IN "59" WITH BUMPA-TEL SIGNS 
ON YOUR DEMONSTRATORS 


Price F.O.B. Mounds U. S. Patent 2-816-377 


BUMPA-TEL SIGN COMPANY 


Box 216 
Mounds, Illinois 


Low cost Patented Reflecto rib 


SPS Martel Nl ima ilies 


Six bright 


sales exciting colors 


Gives your lot 


50% more illumination 





on traffic-stopping Reflecto Reflectors. 


(6 MONTH GUARANTEE) 


Shipped prepaid. Enclose check with order. 


TO: STARBRAND Sales Corp., 146 Mctean Place, Indianapolis 2, Indiana 
Ship us prepaid the following per our order and check: 

Standard Refiecto Reflectors in Assorted Colors 

100 @ $10.00 200 @ $18.00 

Deluxe Refiecto Reflectors (6 month guarantee) in Assorted Colors 

100 @ $15.00 200 @ $28.00 





| 460; Coupe de Ville, $1,560. 


| drive and 


| 642.50 
| matic transmission), $4,725; conv., $4,595; 


| roadster, 





The following itmported-car prices are 
Port of Entry figures at New York, They 
include ocean freight, U, S, excise tax 
and import duty. They do not include 
“emergency freight’’ charges, U. S. trans- 
portation fees, state and local taxes or 
optional equipment, 

(Copyright, 1958, by Automotive News) 
ALFA ROMEO—Glulietta—Spider, 3, 
298; Super Spider, $3,686; Sprint Cpe., 
$3,784; Veloce Cpe., $4,194. 1900 Series— 
Super Sprint Cpe., $5,883. 2000 Series— 
4-dr. sed., $4,994; Spider roadster conv., 
$4,982. 


ARNOLT-BRISTOL— (Prices are F.O.B. 


Chicago)—Competition, $3,995; Bolide, $4,- 
245; Deluxe, $4,995 

ASTON-MARTIN—DB24 Mark III cpe., 
7,550; conv., $8,190. 

AUSTIN—A-35 Deluxe 2-dr. sed., $1,- 
557; <A-55 Deluxe 4-dr. sed., $2,214. 
(Heater standard.) 

AUSTIN-HEALEY — Sprite — roadster, 
$1,795. 100-Six—conv., $3,087; Deluxe 
conv., $3,389. (Heater standard on De- 
luxe.) 


AUTO UNION—"'1000" deluxe, $2,- 
495. (Heater standard.) 

BENTLEY—Series 8 Standard Steel 
Saloon, $13,450. (Automatic transmission, 
power steering, power brakes standard.) 
Other models are custom-built and vary 
considerably in price 

BERKELEY — 32>-c.c, roadster, 
in New York ($1,695 in Los Angeles, 
Coast is principal entry point) 

BMW Model 502/3.2 — $6,198; 
503/8, $9,292 

BMW ISETTA 300 
cabriolet, $1,098. BMW (iIsetta) 
pass. sed., $1,398; sunroof sed., 
(Heater standard on all models.) 

BORGW ARD—Isabella—2-dr. sed., $2,- 
495; stat wag., $2,685; Touring Sport, 
2.845: Touring Sport Coupe, $3,750 

CITROEN—2CV 4-dr. sunroof sed., $1,- 
298 ‘centrifugal clutch), ID-19—4-dr. sed., 
2.795 (air suspension). DS-19—4-dr. sed., 

(Alr suspension, heater, power 
power steering, automatic clutch 
standard on DS-19). 

DATSUN—4-dr. sed., $1,799. 

DKW—4-dr. sed., $2,395; 2-dr. sed., $1,- 
995; 2-dr. hardtop, $2,195; stat. wag., $2,- 
495. (Heater standard on all models.) 

FACEL-VEGA 2-dr. hardtop, $9,750; 
Excellence 4-dr. hardtop, $12,800. (Aute- 
matic transmission, power brakes, power 
windows, radio, heater are standard.) 

FERRARI— ‘250 Granturismo’’—Coupe, 
$12,000; 2-dr. Berlinetta (light car), $12,- 
000; Conmv., $14,000. “250 Callfornia’’— 
Conv., $12,000 

FIAT—500 = Series 
098. 600 Series—4-dr. stat. wag.. $1,598; 
2-dr. sed.. $1,298; conv., $1,360. 1100 
Sertes—4-dr. sed., $1,683; 4-dr. stat. wag., 
$2,069. 1200 Series—Gran Luce 4-dr. sed., 
$2.253: Spyder conv $2,498 

FORD (England)—Angiia—standard 2-dr. 
sed.. $1,464; deluxe 2-dr sed., $1,561. 
Prefect——standard 4-dr. sed. $1,517; deluxe 
4-dr. sed., $1,661. Escort—2-dr. stat. wag 
$1,651 Squire—2-dr. stat wag., $1,761 
Consul—4-dr. sed., $2,034; conv $2,373; 
4-dr stat wag., $2 Zephyr 4-dr 
sed., $2,215: conv., $2,574; 4-dr. stat, wag., 
$2.945. Zediac—4-dr. sed $2,387 conv 
$2.865; 4-dr. stat wag., $3.149. Thames 
800-—Estate Bus, $2,433 

GOGGOMOBIL400 sed., $1,160; 
Sunroof deluxe, $1,280; Step-In Van, 


cpe. 


$1,595 
West 


Model 
$1,048; 


600 
$1,487. 


- sunroof, 


5- 


5 
= 





2-dr. sunroof, $1,- 





Florida 
$1.- 
(Heater stand- 
ard on all models.) 

GOLIATH—1100 Series — Standard busi- 
ness sed., $1,995; Custom 2-dr. sed., $2,- 
088.80; Custom conv., $2,395; Custom 2-dr. 
stat. wag 2,287.80; Empress Deluxe 2-dr. 
sed., $2,481.14; Tiger sport cpe., $2,834.98. 
(Heater standard on Empress, Tiger and 
Custom models.) 

HILILMAN—4-dr. 
4-dr. Deluxe sed., 
2-dr, stat wag 
stat. wag. (Minx), 

4AGUAR—Mark 
matic transmission 
brakes), $5,935. 3.4 Litre Sedan—(over- 
disk brakes), $4,542.50; (auto- 
matic transmission and disk brakes) $4,- 
XK-150—cpe., $4,475; cpe. (auto- 


Special 
$1,549; 
(Husky), 

$2,299. 
iX—4-dr. sed. 


power steering and 


sed., 
conv., 
$1.639; 


$1,699; 
$2,099; 
4-dr 


(auto- 
disk 


transmission), $4,845; 
roadster (overdrive), $4,- 
660; roadster (‘automatic transmission), | 
$4,745; “S’* roadster (overdrive), $5,095. 

LANCIA — Appia —4-dr. sed.,' $3,298; | 
conv., $4,588; coupe, $4,698. Aurelia—sport 
conv., $5,830; sport coupe, $5,830. Fiaminisa 
—4-dr. sed., $7,460. 

LLOYD—600 Series—2-dr, sed., $1,395; 
2-dr. sunroof sed., $1,445; conv., $1,510; 
2-dr. 4-passenger stat. wag., $1,445; 2-dr. 
4-passenger sunroof stat. wag., $1,500; 
2-dr. 6-passenger stat. wag., $1,665; 2-dr. 
6-passenger sunroof stat. wag., $1,730; 
2-dr, 6-passenger stat. wag. (long wheel- 
base), $1,770; 2-dr. 6-passenger sunroof 
stat. (long wheelbase), $1,850. 

MAIOCO—700 Sport-—2-dr. sed., $1,845. 

MERCEDES-BENZ—180—4-dr. sed., $3,- 


(automatic 
$4,495; 


conv. 


240. 180-D—4-dr. sed. (diesel engine), $3,- 
517. 190—4-dr. sed., $3,431. 190-D—4-dr. 
sed. (diesel engine), $3,708. 190-SL—road- 
ster, $5,020; cpe.. $5,232; cpe.-roadster 


(with interchangeable hard end soft tops), 
$5,416. 219—4-dr. sed., $3,823. 220 S—4- 
dr. sed., $4,283; cpe., $7,641; conv., $7,641. 
300-d—4-dr. hardtop, $10,418. 300-SL— 
roadster, $10,928; conv. $11,106; cpe.- 
roadster (with interchangeable hard and 
soft tops), $11,375. (Heater standard on 
all models. Power brakes standard on all 
models except 180, 180-D, 190 and 190-D. 
Automatic transmission standard on 300-d 
hardtop. ) 

METROPOLITAN — 2-dr. hardtop, $1,- 
626.10; conv., $1,650.10. 

MG—MG ‘A’’—roadster (disk wheels), 
$2,462; roadster (wire wheels), $2,546; 
cpe. (disk wheels), $2,695; cpe. (wire 
wheels), $2,785. Magnette—4-dr. sed., $2,- 
740. (Heater standard on Magnette.) 

MORETTI—750 Coupe, $2,495; Super 
Panoramica Sedan, $2,495; four or five- 
passenger station wagon, $2,580; six or 





Port-of-Entry Prices 
On Imported Cars 





| NSU PRINZ—2-dr. sed., $1,398; sunroof 

| sed., $1,487. (Heater standard.) 

| OPEL — Rekord—2-dr. sed., $1,837.50; 

| Caravan—2-dr. stat. wag., $2,400. (Heater 

| standard on both models.) 
PANHARD — 4-dr, deluxe sed., $1,995, 
(Heater standard.) 
PEUGEOT — 403 — 4-dr. sunroof sed, 
$2,175. 

} PORSCHE — Speedster — 70 horse; ower, 
$3,215; 88 horsepower, $3,615; 15-125 
horsepower (Carrera), $5,215. COoupe—79 
horsepower, $3,665; 88 horsepower, $4,115; 
115-125 horsepower (Carrera), $5,665, 
Hardtop—70 horsepower, $3,830; 88 horse. 
power, $4,280; 115 horsepower (Carrera), 
$5,830. Convertible—70 horsepower, $3,915: 
88 horsepower, $4,365; 115 horsepower 
(Carrera), $5,915. 

RENAULT —  4CV 4-dr, sed., $1,345; 


Dauphine 4-dr. sed., $1,645, (Heater stand. 
ard on both models.) 

RILEY—1.5 sed., 
ard.) 

ROVER—90 4-dr. sed., $3,295; 1 
dr, sed., $3,625 (overdrive); 105R 
sed., $3,765 (automatic transmission and 
overdrive); 105R deluxe 4-dr, sed., $3,865 
(automatic transmission and overdrive), 
(Heater standard on all models.) 


ROLLS-ROYCE—Slilver Cloud—Standard 


$2,316, (Heater stand. 


5S 4 
4-dr. 






Steel Saloon, $13,750. ‘(Automatic trans- 
mission, power steering, power brakes 
standard.) Other models are custom-built 
and vary considerably in price, 

SAAB—'93B"’—2-dr. sed., $1,895; 2-dr. 
sed. (automatic clutch), $1,995; 2-dr. sun- 
roof sed., $2,019; 2-dr. sunroof sed. (auto- 
matic clutch), $2,119. Granturismo 750— 
2-dr. sed., $2,568. (Heater standard on all 
models. ) 

SIMCA—Aronde—Deluxe 4-dr. sed., $1,- 
698; Super deluxe 4-dr, -ed $1,798; 
Chatelaine 2-dr. stat, wag., $1,963; Plein 
Ciel 2-dr. hardtop, $2,947; Oceane conv., 
$3,167. Ariane (4-cylinder)—4-dr. se $2,- 
102. Ariane V-8 4-dr, sed $2,264. 
Vedette V-8—Beaulieu 4-dr. sed., $2,501. 

SKODA—S-440 deluxe sed., $1,656; 8&- 
445 deluxe sed., $1,787; SS-450 sports 
conv., $2,395; VSS Italia conv., $2,985; 
VSS Italia hardtop, $3,085. (Heater stand- 
ard on all models.) 

SUNBEAM—Rapier—2-dr. hardtop, §2,- 
499; conv., $2,649. 

TAUNUS — Standard 4-dr. se $2,- 
120.50: 2-dr. sed., $2,028.50; Com bti- 
wagon, 2,237 Deluxe 4-dr. sed $2,- 
266.50; 2-dr. sed., $2,174.50; Combi-wagon 
$2,383. 

TEMPO — Matador — 12-passenger stat. 
wag., $2,575; 9-pass. stat, wag., $2,495; 
6-pass, stat, wag., $2,425. (Heater stand- 
ard.) 


TOYOPET — Crown 4-dr. sed., 2,222. 
(Los Angeles port-of-entry price.) 

TRIUMPH—4-dr. sed., $1,699; 4-dr. stat. 
wag., $1,899. TR-3 ‘(sports cars)—softtop, 
$2.675; hardtop, $2,835. 


VAUXHALL — Victor 4-dr. sed $1,- 
987.50; 4-dr. 2-seat stat. wag., $2,400. 
(Meater standard on both models.) 

VOLKSWAGEN—2-dr. sed., $1,545; 2 
dr. sunroof, $1,625; conv., $2,045; Kombi 
(8-pass.), $2,020; stat. wag., $2,120; de 
luxe stat. wag., 2,576; deluxe camper, 


2.737. Karmann Ghia—cpe., $2,445; conv., 
(Heater standard on all models.) 

VOLVO—2-dr. sed., $2,238.53; 2-dr. stat. 
wag., $2,490. (Heater standard on beth 
models.) 

WARTBURG- sed., $1,- 
688; deluxe 4-dr. coupe, $2,- 
199; sport coupe, $2,099; 
2-dr. stat. wag., wag., 
$2,085. 





Standard 4-dr. 

sed., $1,799; 
2,799; conv., 

$1,898; 4-dr. stat. 


Anderson Sells to Fisher 

PORTLAND, Ore.—William An- 
derson has sold his Anderson Mo- 
tor Co, here to Joe Fisher, distribu- 
tor for the Rootes Group. The firm, 
located at 106 N.E. Grand, will be 
operated by Fisher’s son, Jim, and 
will be known as Jim Fisher 
Motors. 


3 
1 


: P 





Roadeo Winners— 


First truck drivers to win national chom- 
pionships in tank truck roadeo competition 
are shown above. Michael Ostoich, left, 
who drives for Coastal Tank Lines, York, 
Pa., placed second in the first competition 
ever held in National Truck Roadeo finals 
for tank trucks, and Hayter C. Brown jr. 
right, was the top winner. He is a 15-year 





seven-passenger station wagon, $2,664; 1200 
Spider conv., $4,348. 


MORGAN—‘‘Plus Four’’ cpe., $2,855. 

MORRIS 1000—Standard—4-<ir. sed., $1,- 
678; 2-dr. sed., $1,495; conv., $1,574; 2-dr. 
stat. wag., $1,798. Deluxe—4-dr. sed., $1,- 
757.95; 2-dr. sed., $1,638.95; conv., $1,- 
675.95; 2-dr. stat. wag., $1,864.95. (Heater 
standard on Deluxe models.) 


veteran who drives for Mason & Dixon 
Lines, Kingsport, Tenn. The winner not 
only has possession of the trophies in the 
picture but gets a $50-a-month cash award 
all next year. They both drove White trac- 
tors to the championship. Finals were held 
at Miami Beach, Fla. 











roof 


1.50; 
“ater 


995, 


asaart Tt. 








Built for the 1 man in 4 





You’re the fellow who had a jalopy just about as soon 
as you were old enough to drive. 


You took it apart. You put it back together. You cleaned 
it. You babied it. You loved it. 


And you felt a little sorry for the kid next door who 
didn’t know as much about cars as you did—and never 
would. 


We build the cars that “can do what they look like they 
can do” for you. Because you’ve grown up now and 
you’re the 1 man in 4 who wants a little bit more, and 
knows where to look for it in the cars he buys. 


The ’59ers are going to town! — 


Until you can actually drive a 
new car of The Forward Look, 
how about taking a quick ride in 





print... 

Just slip in behind the wheel of 
your favorite Forward Look make 
— push thedrive button and spring 
the hard-muscled power of a true 


Swivel Seats that turn to help 
you in and out make new cars lif 
of The Forward Look the easiest e. 


Isn’t it fun to feel the snap and 
bite in that engine? Fun to feel 


Chrysler Corporation engine to 


cars to get in and out of you ever 
saw. New body designs give 
added head and leg room besides! 


who wants a little bit more 


(He looks under the hood— 
and knows what to look for.) 


its smooth flow as you slide out 
into traffic and face the lights and 
lanes? 

Isn’t it fun when a lot of finely 
engineered features start working 
together, asif to say: ‘““Havea ball, 
mister! What’s your pleasure?” 


So you steer. You brake. You 
turn. You start. You stop. You 





Pushbutton Torqueflite gives 
you full range of gear levels with 
just 5 buttons. No “‘Park’”’ button 
to damage the transmission if 
your car gets bumped. 


start agairi. You take one tight. 
You smile. You go again. You 
stop again. You back. You ease 
in and out of parking places. You 
don’t fight traffic in this car; you 
just wonder where it went. The 
spirit of these new ’59ers creeps 
in. You tell the wife: ‘““This is for 
us! This is it!’ An hour later she 
smiles you into driving another 
thirty miles for dinner. 

Sure—we have fancy names for 
everything: Constant-Control 
Power Steering, Total-Contact 
Brakes, Torsion-Aire Ride, Aero- 
dynamic Fins . . . but it’s people 
like you who gave us the word— 
told us in the simple language of 
a satisfied customer that our cars 





New automatic aid to night 
safety: rear view mirror that 
electronically dims glare of lights 
behind you. Available exclusively 
in cars of The Forward Look 


of The Forward Look have some- 
thing extra—for the man who 
always wants that extra some- 
thing . . . and is never satisfied 
until he gets it. 





Easy on the road—and easy 
on the gas! Forward Look cars 
have taken top honors two years 
running in the famous Mobilgas 
Economy Run. These cars wring 
more enjoyment out of a gallon of 
gas than any you've ever driven. 


A drive will bring out the difference 
great engineering makes— Believe 
us—Chrysler Corporation cars 
are fun! They look like fun—they 
act like fun—and they trade like 
fun when it comes time to get a 


new one. But only a drive does 
the trick. The cars are their own 
best salesmen. Won’t you drive 
one soon? 


Cars that can do what they look like they can do 


The new ’59 quality Cars of The Forward Look 
from Chrysler Corporation 


PLYMOUTH +« DODGE - 





DESOTO - 





CHRYSLER 


e IMPERIAL 
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December 1957 and will continue in|in various sales executive posts | for equipment and replacement ip. 
that post. He also acts as counsel | with the former Packard Motor Co. | dustrial friction materials; William 


Auto Personnel 





The establishment of a special ; 


accounts sales department and the 
appointment of Paul E. Nicholson 
as Manager was announced by 
Mohawk Rubber Co., Akron. Nich- 
olson has been manager of tread 
rubber and repair material for five 
years. 

J. L. Brunsed succeeds Nicholson. 
Burnsed will head tread-rubber and 
repair-material sales for Mohawk 
plants in Akron, Helena, Ark., and 
Stockton, Calif. He will be head- 


quartered in Akron. 
= * ca 


Saco-Lowell Ups Williams 


H. E. Williams jr., has been ap- 
pointed purchasing agent of Saco- 
Lowell Automotive division. He 
previously was executive assistant 
to the manager of purchases. 

* * 


Diltz Aids Sales Chief 
David M. Diltz has been ap- 
pointed assistant to the sales vice- 
president of American Metal Prod- 
ucts Co., Detroit. Diltz came to 


AMP from Rheem Automotive Co., 

a division of Rheem Mfg. Co., where 

he was sales vice-president, 
* * * 


Olson Appoints Two 


Regional Managers 


In one of two appointments, Ed- | 
ward S. O’Connor has been named | 
regional manager for J. B. E. Olson | 
Corp. in Delaware, Maryland, Vir- | 
ginia, Washington and Central and| 
Western Pennsylvania. 

The firm also named Roger Rog-| 
gatz regional manager for Wiscon- 
sin, Minnesota, Illinois, Iowa, Mis- 
souri and the Memphis, Kansas 
City and Omaha areas. 

* > J 


Kraft Elected to Boards 


Of Highway Trailer Firms 


Alan J. Kraft has been elected a 
director of Highway Trailer In- 
dustries, Inc.. and of Highway 
Trailer Co., a subsidiary. 

Kraft has been resident counsel 
for Highway Trailer Co. since 








for that company’s former parent, 
| Saas Continental Industries, Inc. 
ae * cd 


| Ruland is Appointed 


|Walker Sales Executive 
Robert K, Ruland has been ap- | 


pointed original equipment sales 
manager for the 
Walker Mfg. Co. 
of Wisconsin, Ra- 
cine, Wis. 
Ruland, who 
has been with 
the company for 
more than 12 
years, has served 
in the aftermar- 
ket replacement 
field and as gen- 
eral sales mMan- 
R. K. Roland ager of the De- 
Luxe Products Corp. subsidiary. At 
the time of his new appointment he 
was active as commercial sales 


manager. 
+ + * 


Thompson Retires 


Robert M. Thompson, Lincoln- 
Mercury Twin Cities district sales 
manager, has retired after 48 years 
in the automotive field. He served 


a8 joining Ford Motor Co. in 


1946. 


| Seudobohor-Pachard Ups 


|Kinnune and Holmes 


Appointment of A. J. Kinnune as | 
|sales promotion manager of the | 
Studebaker-Packard Corp. parts| 
and service division has been an- | 
nounced by Roy B. Bender, a 
general manager. 

Bender also said that Howard | 
Holmes has been named to succeed | 


Kinnune as product development!@ 


supervisor. Holmes formerly was 
assistant parts depot manager in 
the Cincinnati zone. 

* - * 


Johns-Manville Unit 


Reassigns 5 Executives 


In a realignment of executive re- | 
sponsibilities in the Johns-Manville 
friction materials department, five | 
appointments have been announced. 

They are: Reynolds M. Garrett, 
staff manager for automotive equip- | 
ment friction materials; Stanley V. 
Lukas, staff manager for automo- 
tive replacement friction materials; 
Eugene F. Cramer, staff manager 


| 





om 


ELIMINATED 


The 


radio 


annoying 
receivers, 


interference 
created 
motive ignition systems, 
problem. Old attempts to handle it 


with 
by auto- 
was a real 


through the use of 
Cable, 
performance! 


included resistors at the distributor 


and spark plugs, 


tric 


but 
only a partial answer. Packard Elec- 
engineers developed 
non-metallic conductor designed to 


they were Now, 


a special 
cars. 


Packard’s exclusive 
(Television-Radio-Suppressor 
is standard equipment on most new 
The specialized knowledge 


help you design other cost-cutting 


a1. 





with Packard T.V.R.S. cable! 


tems. In spite of the benefits enjoyed 
T.V.R.S. Ignition 
there is no sacrifice of engine 


T.V.R.S. 


cable 


ol Warren, Ohio 


Packard engineers who solved that 
at your service 


to 
** Live Wire’ 
Packard 


maintains offices in Detroit, 
Oakland, 


California 


distribute suppression evenly 

throughout the cable. Same sturdy sore probiem is 
rubber-neoprene insulation, same 

long life as other Packard cable, but or service-improving items. 
with better reception for car radios, Electric 

nearby radio and television sets and Chicago, and 

2-way mobile communications § sys- for your convenience. 


Packa 


ee 
— 
—— 


| years, 


rd [" slectric 


division of General Motors 





| Watertown, S. D., 


| Kenneth W. War- 
| ren, who resigned. 
| Marshall acquired 
| direct sales exper- 


| division’s product 
|lines prior to be- 


_~—y 


I, Graham, staff engineer for the 
friction materials department, and 


| John B. Painter, assistant staff en. 
| gineer. 


* * * 


White Motors Adds Sheehan 
To National Sales Staff 


David W. Sheehan has beep 
named national used truck sales 
manager for The 


White Motor Co, 
Cleveland. 
Sheehan will 
make his head. 
quarters in Cleve. 
land coordinating 
the company’s 
merchandising 


activities in con. 
nection with 
used truck sales 


throughout the 
field sales organ- 


D. W. Sheehan 
ization. He has been territory man- 


ager for the company in the cen- 
tral sales region and previously had 
been sales promotion manager at 
company headquarters. 


American Bank Elects 


Nankervis and Blakeley 


Election of James W. Nankervis 
as assistant secretary and Henry 
R. Blakeley as assistant treasurer 
of its New York office has been an- 
nounced by American Bank Credit 
Plan. 

The American Bank coordinates 
automobile financing between banks 


and dealers at the local level. 
= * * 


IH Promotes Hanson 


International Harvester Co. has 
appointed H. P. Hanson, formerly 
assistant manager of its Fargo 
(N. D.) office, as manager of the 
company’s new truck district sales 
office at Fargo. Hanson joined the 
Harvester firm as a parts man in 


in 1940. 
a a 


Chrysler Export Appoints 


Lions, Steinhauser in Sales 


Earl P. Lions has been named 
manager of sales programming 
and merchandising, and John W. 
Steinhauser has been named 
manager of distributor sales for 
Chrysler Corp.’s Export division. 

Lions will direct the division's 
ear, truck and replacement parts 
programs for Chrysler’s overseas 
distributors and direct dealers, 
and Steinhauser will be in charge 
of sales through distributors and 
dealers in overseas markets. He 
formerly was Chrysler Export’s 
regional sales manager for Latin 


America. 
*~ * . 


General Tire Names Two 


John E. Brigante has been named 
manager of production control and 
inventory for the plastics division 
of General Tire & Rubber Co. 
Burnell Roberts was appointed con- 
troller. 


* * * 


Marshall Is Promoted 
| By Federal-Mogul 


Thomas J. Marshall has been 


promoted to sales manager of the 
| Federal-Mogul division, Federal- 
De- 


Mogul-Bower Bearings, Inc., 


troit. He succeeds 


With Federal- 
Mogul since 1930, 
of 


several years 


ience on all of the 


coming assistant 
sales manager in 
1946. In recent T. J. Marshé 
he has had direct resp« 
bility for sales supervision of m 


ul 
nsi- 
iny 


of the division's largest accounts, 
and has also functioned as adver- 
| tising manage f 
* * 
Bauer in New Post 
Walter A, Bauer has been named 
manager of the Cleveland district 
office of Commercial Solvents Corp. 
Robert W. Breidenbach  repleces 
him as manager of the St. Louis 
district office. 
* a * 
Aro Elects Markey 


John R. Markey has been ele 
secretary of Aro Equipment Corp 
Bryan, O. He joined Aro in 193% 
and was elected 
He continues 


trial and public relations. 





a director in 0. 
as manager of inc us- 


For 
car 
ish 
que 
tot 
nev 





OVER A MILLION CARS NOW IN LUCITE® 
Use Du Pont LUCITE... the original “Magic-Mirror’™ 


For several years increasing numbers of 
cars have come off production lines fin- 
ished in Du Pont Lucite Acrylic Lac- 
quer. Now 1959 models are swelling the 
total many times, to give more millions of 
new car buyers beauty, durability, and 


ra 


ease of maintenance not possible before 
the introduction of LUCITE. 

The result for refinishers is much more 
repair work in LucITE. And thanks to 
the simplified procedures and complete 
range of colors offered by Du Pont, it’s 


finish for all acrylic lacquer repair work 


easy for any refinisher to duplicate all the 
characteristics of the factory finish known 
as “Magic-Mirror.”* So for repair of all 
cars in original acrylic lacquer, use the 
original Du Pont LuciTe Acrylic Lac- 


quer. See your Du Pont refinish jobber. 
*General Motors’ name for Acrylic Lacquer. 


Now all General Motors cars are being finished in exciting acrylic lacquer. Original Du Pont LUCITE is available in matching colors for all years, all models: 


LUCITE 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


REG ys eat OFF 


the finish with a future 





ooo 
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Used-Car Auction Prices 





(Continued from Page 111) 


"651 2-dr., $215. (ps), $2,330* (ps). 


OHRYSLER—’'56 NY conv., $1,350* (ps). ‘56 Capri 2-dr., $1,620* (ps). 
55 Windsor Deluxe 2-dr., $1,040* (ps); ’565 Capri 2-dr., $960* (ps). 
4-dr., $1,100° (ps). MERCURY—’57 Commuter, $1.910* (ps); 
"64 NY 2-dr., $560* (ps). Montclair Phaeton 2-dr., $1.460* (ps); 
CONTINENTAL—’58 Mark III 4-dr., %4,- 2-dr., $1,615* (ps), $1,015* (ps); 
325* (ps), $4,200* (ps). Monterey 2-dr., $1,400. 
DeSOTO—’'57 Firedome 4-dr., $1,525* (ps).| ‘56 Montclair 2-dr., $1,200*; Monterey 
55 Firedome 2-dr., $830°. vee ats, 91,115" (ps). . 
DODGE—'56 Custom Royal (8) 4-dr., $1,-| /55 Montclair Hardtop 2-dr., $900°. 
270° (ps), $1,140*; Sierra 18), $1,285* 54 Custom 2-dr., $225. 
(ps); Coronet (8) Lancer 4-dr., $975*; | NASH—’56 Statesman (6) 4-dr., $810. 
2-dr., $980*. '53 Statesman (6) 4-dr., $275. 
’55 Custom Royal (8) 4-dr., 2 at $600*. | OLDSMOBILE "5S (98) 4-dr., $2,750* 
EDSEL—’58 Pacer 4-dr. Hardtop, $1,900* (ps); (88) Super conv., $2,450* (ps); 
(ps); Ranger 4-dr., $1,780*. 4-dr., $2,420* (ps). 
FORD—’58 Thunderbird, $3,325* (ps), $3,- ’57 (88) Super 4-dr., $2,010* (ps); (88) 
285* (ps); Fairlane (8) 500 conv., 2-dr., $1,515. 
$2.460* (ps); 2-dr., $1,950°%; 4-dr., | 55 (98) 4-dr., $1,200* (ps). 
$1,865* (ps); country sedan (8), $2,-| PLYMOUTH—’58 Belvedere (8) 2-dr., $1,- 
045°. | 950°. 


67 Fairlane (8) 500 2-dr., $1,545* (ps), | 


‘57 Fury Hardtop, $1,700*; Belvedere (8) 


$1,420*, $1,025; Custom (8) 300 4-dr., Hardtop 2-dr., $1,725* ‘ps), $1,575*; 
$1,175; Ranch Wagon (8), $1,155. 4-dr., $1,550* (ps), $1,120; Savoy (8) 
56 Country sedan (8), $1,280*, $1,115*; 4-dr., $1,280°%; 2-dr., $1,190*. 


Fairlane (8) 2-dr., $1,135* (ps); town 





sedan, $1,030* (ps); club sedan, $1,- 2-dr., $775. 
065". ‘55 Belvedere (8) club sedan, $770*; 
655 Custom (8) 2-dr., $625*. | Savoy (8) club sedan, $770*. 
’54 Custom (8) 2-dr., $500*; Main (6) '54 Savoy club sedan, $375; Plaza club 
4-dr., $200. sedan, $235. 
HUDSON—’'54 Super Jet (6) 4-dr., $255*;| ‘52 Cranbrook club coupe, $162. 
Jet 2-dr., $400°. | PONTIAC—’57 Super Chief 2-dr., $1,740* 
IMPERIAL— 57 4-dr., $2,700* (ps). (ps); Chieftain 2-dr., $1,565*. 
$2,435° ’54 Chieftain (8) 2-dr., $565°*. 


LINCOLN — ‘57 Premiere 2-dr., 








56 Savoy (8) 4-dr., $835*; Belvedere (8) 





’53 Chieftain (6) Deluxe 2-dr., $350*, 
$300*; 4-dr., $285*, $240. 
RAMBLER—’58 Super (8) Cross country, 
$2,050*. 
’57 Custom (8) Cross country, 
STUDEBAKER—’55 Champion (6) 
$435. 


SALT LAKE CITY 


Salt Lake Auto Auction. Sale every 
Thursday. Prices are for sale of Nov, 20. 


$1,400. 
4-dr., 
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"51 club coupe, $180*, $175*; 4-dr., $125. 
CHRYSLER—’54 Windsor Deluxe (6) 4- 
dr., $400* (ps). 

"52 NY (8) 4-dr., 
DeSOTO—’'57 Fireflite 
$2,325* (ps). 
DODGE—’ 56 Suburban (8), $1,230*; Royal 

(8) 4-dr., $830*. 
EDSEL—’58 Citation Hardtop 4-dr., $2,- 
(ps), $3,- 


100* (ps); Pacer 4-dr., $1,700*. 
(ps); country sedan (8), $2,350* 


$295* 
(8) 


(ps). 
station wagon, 


FORD—’58 Thunderbird, $3,405* 
400* 


(ps); Fairlane (8) Victoria 4-dr,, $2,- 
BUICK—’57 Special 2-dr., $1,537*; 4-dr., iso* (ps); Custom (8) 2-dr., $1,700*, 
$1,475*. 1,675* . 
*56 Century Riviera 4-dr., $1,200* (ps). - Country sedan (8), $1,770*, $1,700*; 
’55 Century Riviera 2-dr., $1,170* (ps), Fairlane (8) Victoria 2-dr.. $1,675*; 
$1,120* (ps), $975*; 2-dr., $1,070°, 2-dr., $1,380; Custom (8) 2-dr., $1,- 
$775*. 065. . y 
’54 Century Riviera 2-dr., $775* (ps). '56 Parklane (8), $1,395*; country sedan 
ma om? aase° (8), $1,350*, §800*; Fairlane (8) Vic- 
nn ; toria 2-dr., $1,280* (ps), $1,170*; 
CADILLAC — ‘’52 (62) coupe de Ville, | ranch wagon (8), $1,080*; Custom (8) | 
665°. 2-dr., $960; 4-dr., $730; Custom (6) 
CHEVROLET—'58 Impala (8) 2-dr., $2,- 2-dr.. soee. » § - 
500* (ps), $2,400° (ps), $2,300* (ps);| +55 Thunderbird, $1,730*; country squire 
conv., $2,345* (ps), $2,230° (ps); (8), $1,320%; Fairlane (8) 4-dr., $1,- 
Brookwood (8), $2,305* (ps); Bel Air 080* (ps); ranch wagon (6), $890; 
(8) Hardtop 4-dr., $2,300* (ps), $2,- country sedan (8). $890*; Custom (8) 
130* (ps); 4-dr., $2,200* (ps); Bis-| 4-dr., $700*. , 
cayne (8) 4-dr., $1,905°. ’53 Country sedan (8), $690*; Crest (8) 
’57 Two-ten (8) station wagon, $1,720° ; | Victoria 2-dr. $515* $435*, $415°* 
Bel Air (8) 4-dr., $1,675* (ps), $1,-| (ps); 4-dr $360°: 2-dr $270*: Main | 
585°, $1,545*, $1,330°, $1,265; 2-dr., | (6) $215 - ' mg . 
$1,675°. 52 Custom (8) station wagon, $345* 
56 Bel Air (8) Hardtop 2-dr., $1,2u0*; 51 Saha (8) a-dr. 2 ee iet, . 
Hardtop 4-dr., $1,155*; One-fifty (6)| +59 Gustom (8) 4-dr., $170*. 
if ar., $405°, $350. | LINCOLN —’'56 Premiere 4-dr., $1,875* 
55 Bel Air 4 conv., $1,100*; Hard- (ps), $1,860* (ps); 2-dr., $1,775* (ps). 
top 2-dr., 1,070, $1,925*; station | ns ¥ ‘ies 
wagon, $900*: Bel Air (6) Hardtop) MERCURY—’57 Montclair 2-dr., $1,570*; 
2-dr., $1,040*: Two-ten (6) 4-dr., Monterey 4-dr., $1,475* (ps). 
$840*, $705, $655; 2-dr., $700, | "56 Monterey station wagon, $1,145*. 
'54 Two-ten (6) station wagon, $675*; '54 Custom 2-dr., $400°. "i 
Bel Air (6) 2-dr. $520*: 4-dr., $460. 53 Monterey 2-dr., $405*; Hardtop 2- 


’53 Bel Air Hardtop 2-dr., $640*; Two-| 
| NASH 


ten 4-dr., $350, $195. 


dr>, $235° (ps). 


‘52 Ambassador (6) 





vedan, $225°*; 





OLOR 


in The NEWS 


Full color advertising in four color process . . . and spot color 


with one or two colors in addition to black . . . is now yours 
to use in The BUFFALO EVENING NEWS. 


The NEWS first color page appeared August 26, 1958. 


From that date to October 31st, color advertising has reached 


the total of 106,734 lines, about evenly divided among local 


and national advertisers. 


me 


el EBS Re eee 


demonstrating this quality. 


see rr eee ern anny 


1,600,000 people. 


The NEWS is proud to provide automobile manufac- 
turers with the opportunity to present the 1959 cars to the 
great Western New York market in full color with unexcelled 


quality in the reproduction. Let us send you sample tear sheets 


Use NEWS COLOR to multiply your sales in the 


vital, growing, compact Western New York Market of over 


The NEWS is the only Buffalo newspaper to offer all 


three... FULL color... FULL coverage... FULL six days per week. 


BurraLo Evenine News 


KELLY-SMITH CO.—National Representatives 


wie 


WESTERN NEW YORK’S GREAT NEWSPAPER 








Hardtop, $195*. 
OLDSMOBILE — ‘58 (88) 4-dr., 
(ps). 
"57 (88) 4-dr., ~$1,510* (ps). 
’55 (88) Holiday 4-dr., $1,150* (ps), 
*54 (88) Super 2-dr., $700*. 
"53 (88) 4-dr., $470*; conv., $450*; (98) 
4-dr., $175*. 
’51 (88) 2-dr., $250°*. 
PACKARD—’53 (300) 4-dr., $355*. 
PLYMOUTH—’58 Belvedere (8) 4-dr., $2. 
180* (ps); Savoy (8) 2-dr., $1,675*, 
’57 Savoy (8) 4-dr., $1,440* (ps); Hard. 
top 2-dr., $1,295*. 
’56 Belvedere (8) 2-dr,, $930; Plaza (§) 
4-dr., $740. 
’55 Savoy (6) 4-dr., $600, $530. 
’53 Cambridge 4-dr., $100. 
PONTIAC—’58 Chieftain 4-dr., $2,115*, 
’57 Star Chief Catalina 2-dr., $1,689 


(ps). 
RAMBLER—’58 Super (8) 4-dr., $1,830. 


$2,525 


‘57 Custom (8) Cross country, $1,645*, 
$1,500*. 
STU DEBAKER—’53 Champion (6) 2-dr,, 


$385*, $250*. 
WILLYS—’53 Deluxe station wagon, $599; 
Aero 2-dr., $200*. 


MISCELLANEOUS—’'57 Chevrolet %-ton 
pickup, $1,075; Dodge %-ton pickup, 
$1,560; Ford pickup, $1,365; %-ton 


pickup, $1,020; Courier panel, $740, 
56 Chevrolet delivery sedan, $625. 
’53 Ford pickup, $355. 
"52 Chevrolet %-ton pickup, $350. 
’51 Dodge %-ton pickup, $370. 
"50 Dodge %-ton pickup, $230. 
’46 International Metroette, $170. 


FARGO, N. D. 


Tri-State Auction Company, fale every 
Thursday. Prices are for sale of Nov, 2% 
Market rising steadily. Sold 67 cars from 
135 consignments. 

BUICK—’57 Special Riviera 2-dr., $1,725*, 

'56 Special 2-dr., $1,030*. 

*55 Super Riviera 2-dr., $870* (ps); Spe 

cial 2-dr., $835*. 


"54 Century 4-dr., $570*; Riviera 2-dr, 
$450. 
CADILLAC—'58 (62) coupe de Ville, $3,- 
990* (ps). 
"57 (62) sedan de Ville, $3,160* (ps), 


$2.910° (ps). 

CHEVROLET—’5S8 Biscayne (8) 4-dr., $1,- 
975*, $1,860* (ps); Bel Air (8) Hard- 
top 4-dr., $1,965; 2-dr., $1,645; Im- 
pala (8) Hardtop 2-dr.. $1,860* (ps), 

"55 Bel Air (8) 2-dr., $965*; Two-ten 
(6) 4-dr., $765; Delray coupe, $715*. 

"54 Bel Air 4-dr., $410*. 

"52 Hardtop 2-dr., $200°. 

CHRYSLER—’'53 Windsor Deluxe (6) New- 
port, $490°* (ps). 


DODGE—'57 Coronet (8) 4-dr., $1,375°*. 

"53 Coronet (8) 4-dr., $245. 

FORD—’'58 Fairlane (8) 500 4-dr., $1,820° 
(ps), $1,785*° (ps). 

"57 Country sedan (8), $1,575*; Fair 
lane (8) 500 Victoria 2-dr.. $1,300; 
Custom (8) 300 4-dr., $1,280*, $1,250*, 
$1,245, $1,225*, $1,135. 

"56 Custom (8) 4-dr., $1,080° (ps); Fair- 
lane (8) 4-dr.. $1,055°*, $975°; 2-dr., 
$920°. 

"55 Custom (8) 4-dr., $700*°; 2-dr.,. $570*. 

"53 Main (8) 2-dr., $275. 

"52 Crest (8) conv., $205°. 

MERCURY—’'58 Monterey 4-dr., $1,850*. 

"57 Monterey 4-dr., $1,725* (ps); Hard- 
top 2-dr., $1,690° (ps). 

"55 Monterey 4-dr., $1,085*. 

"54 Monterey Hardtop 2-dr., $625. 

OLDSMOBILE "57 (88) Holiday 2-dr., 
$1,735°; 2-dr., $1,700°; (88) Super 
4-dr., $1,680° (ps). 

"55 (98) 2-dr., $1,210° (ps). 

"53 «S8) Super 4-dr., $400°. 

"52 (98) 4-dr.. $265°. 

PLYMOUTH—'55 Piaza (8) 2-dr., $520. 

"54 Savoy (6) 4-dr., $465. 

"53 Cranbrook 4-dr., $275*; club coupe, 
$100 

PONTIAC — ‘55 Chieftain Catalina 2-dr. 
770° 


"52 Chieftain (8) 2-dr., $180*. 
"50 Chieftain (8) 4-dr., $135*. 


RAMBLER—'57 Cross country (8), $1,- 
450°. 
"51 station wagon (6), $205*. 
STUDEBAKER—'55 Champion (6) 4-tr., 
$330. 
MISCELLANEOUS—'48 Dodge 1-ton, $290. 
‘47 Ford %-ton pickup, $120. 


SEATTLE 


South Seattle Auto Auction, Sale every 
Wednesday. Prices are for sale of Nov. 19. 


BUICK—’57 RM sport coupe, $1,970* (ps); 
Super sport coupe, $1,800* (pe); Spe 
cial sport coupe, $1,630°. 

"56 Special sport coupe, $1,300*; 2-dr., 
$1,145°. 

"55 Special station wagon, $1,245*; Cen- 
tury sport coupe, $1,145*. 

"54 Special sport coupe, $795*. 

"53 Super sport coupe, $500*°, $410°; 4 
dr., $490°. 

CADILLAC —'58 sedan de Ville, $4,495* 
(ps). 

"57 (62) 4-dr., $2,900° (ps). 


"54 (62) coupe, $1,575* (ps). 
"49 (62) 4-dr., $190°*. 
CHEV ROLET—'58 Impala (8) sport coupe 


$2,450*; conv., $2,420* (ps); Brook- 
wood (8) station wagon, $2,300*; Bis- 
cayne (8) 4-dr., $2,050* (ps); Delray 


(6) 4-dr., $1,755, $1,680. 

"57 Corvette conv., $2,300*; Two-ten (8) 
Station wagon, $1,790*, $1,630; 4-dr., 
$1,550*°; Two-ten (6) 4-dr., $1,470, $1,- 
465, $1,385; Bel Air (8) 2-dr., $1,605*. 

"56 Two-ten (8) station wagon, $1,475*, 


$1,400*, $1,375°. 
‘55 Two-ten (8) station wagon, $1,150*, 
$1,075*; Bel Air (8) 2-dr., $1,150°%; 


Bel Air (6) 4-dr., $950*, $870. 

"54 Two-ten 4-dr., $615, $610. 

’53 One-fifty station wagon, $645; Two 
ten 4-dr., $470; 2-dr., $425. 

"52 Bel Air sport coupe, $465. 

*51 Deluxe 2-dr., $335, $330, $300. 

"50 Deluxe 2-dr., $185. 

CHRYSLER—’56 Windsor sport coupe, $1,- 
600* (ps). 

’55 St. Regis sport coupe, $1,365* (ps). 

"51 NY 4-dr., $575* (ps). 

DODGE—’58 Sierra station wagon, $2,485*. 

"57 Coronet 2-dr., $1,380*. 

'55 Royal sport coupe, $1,020*, 

*54 Coronet 4-dr., $570*. 

FORD—'58 Fairlane (8) Hardtop, $2,625* 
(ps), $2,170* (ps), $2,150* (ps); 4-dr., 
$1,800*; Country Sedan (8) station 
wagon, $2,190*; Ranch Wagon (8) sta- 
tion wagon, $2,100 (ps). 

’57 Thunderbird conv., $2,650*; Fairlane 
(8) Hardtop, $1,840* (ps); conv., $1,- 
495; Country Sedan (8) station wagon, 
$1,730* (ps); Custom (8) 4-dr., $1,- 
385*, $1,345. 

"56 Fairlane (8) Hardtop, $1,155*; Cus- 
tom (8) 2-dr., $920; Main (8) 4-dr., 
$890. 

"55 Custom (8) 4-dr., $970, $905*; 2-dr., 


(Continued on Page 123, Col, 1) 





$870, 
54 «Sk! 
Wage 
$430° 
*53 Cou 
Custc 
2-dr., 
"62 Ma 
HUDSON 
(ps). 
*65 Hor 
54 Hor 
"53 Jet 
*51 Hor 
LINCOL® 
$4,558 
"56 Pre 
54 Ca 
MERCUF 
870* 
"55 Mo 
‘54 Mo 
"53 Mo 
"52 Mc 
*§1 4-d 
OLDSMO 
$2,21 
"56 Sul 
Har¢ 
coup 
"55 Sul 
4-dr. 
$1, 2! 
$1,23 
's4 Su 
PACKA! 
(ps) 

"51 “2 
PLYMOt 
670* 
$1,42 
"56 Be 
$895 
"55 Sa 
"63 Su 
vede 
PONTIA 
390° 
(ps) 

"63 Ch 
RBAMBL. 
5 C 
100° 

"Bl cor 
STUDE! 
$315 
"52 Ct 


MISCEL 
up, 
"53 Gl 

















every 
. 0 
from 


725°, 
2-dr,, 


(ps), 
$1,- 
lard- 
Im- 
(ps), 
>-ten 
15°. 


70°, 


0°, 
ard- 


per 


upe, 


dr. 


$1,- 


dr., 


Used-Car Auction Prices 


(Continued from Page i22) 


$870, $695. 
54 Skyline (8) Hardtop, $840*; Ranch 
Wagon (8) station wagon, $765, $470, 
430". 
os Country Sedan station wagon, $565*; 
Custom Hardtop, $420*, $385; Main 
2-dr., $340°*. 
62 Main 2-dr., $215, $185. 
HUDSON 56 Hornet sport coupe, $1,200* 
(ps). 
BS Hornet 4-dr., $895*. 
154 Hornet 4-dr., $390*. 
53 Jet 4-dr., $340. 
*51 Hornet 4-dr., $165*. 
LINCOLN — ’58 Continental 
$4,580* (ps). 
"56 Premiere sport coupe, $1,820* (ps). 
94 Capri sport coupe, $1,025* (ps). 
MERCURY—’'57 Monterey sport coupe, $1,- 
870* (ps), $1,795*; Hardtop, $1,600*. 
55 Monterey conv., $1,090* ‘ps). 
‘54 Monterey 4-dr., $665*. 
53 Monterey sport coupe, $500*, $440*. 
'52 Monterey sport coupe, $390*. 
61 4-dr., $230°. 
OLDSMOBILE— 57 


sport coupe, 


Fiesta station wagon, 


$2,215°*. 

‘56 Super (88) sport coupe, $1,595* (ps); 
Hardtop, $1,570* (ps); (88) sport 
coupe, $1,540* (ps); Hardtop, $1,460*. 

'55 Super (88) sport coupe, $1,385* (ps); 
4-dr., $1,145*, $1,080*; (98) 4-dr., 
$1,290* (ps), $1,180* (ps); sport coupe. 
$1,235* (ps). 

‘64 Super (88) 4-dr., $890* (ps). 

PACKARD — '57 Clipper 4-dr., $1,720*| - 
(ps). 

51 ‘200°’ 4-dr., $160*. 

PLYMOUTH—'57 Belvedere Hardtop, $1,- 
670* (ps); Suburban station wagon, 
$1,425°*. 

‘56 Belvedere 4-dr., $1,050*; Savoy 4-dr., 
$895. 


65 Savoy 2-dr., $735*, $730. 
‘63 Suburban station wagon, $425; 
vedere sport coupe, $345*, $335*. 
PONTIAC—'56 Chieftain sport covpe, $1,- 
390°: Star Chief sport coupe, $1,255* 
(ps). 
‘63 Chieftain 4-dr., $490*. 
RAMBLER—’56 station wagon, $1,365°*. 
‘55 Cross Country station wagon, $1,- 
100°. 
"Sl conv., $125. 
sSTUDEBAKER—'53 Champion sport coupe, 
$315°*. 
"52 Champion 2-dr., $175*. 
MISCELLANEOUS—'54 Ford 
up, $635, $590. 
53 GMC panel truck, $415. 


DANVILLE, VA. 


Danville Auto Auction, Sale every Wed- 
mesday. Prices are for sale of Nov. 19. 
Gales percentage somewhat off «ue to lack 
of better quality and cleaner units 


Bel- 


%%-ton pick- 


BUICK—’56 Century 4-dr., $1,450* (ps); 
Special 2-dr., $1,255*, $1,155*; Super 
4-dr., $1,170°. 

"SS Century 2-dr., $1,130; 4-dr., $1,015*; 
Special 4-dr., $975*. 


"52 Special 2-dr., $425. 
CADILLAC—'52 (62) coupe de Ville, $670° 


(ps). 
CHEVROLET—'5S Bel Air (8) 4-dr., $1,- 
875°. 

"ST Two-ten (8) 2-dr., $985. 

"66 Bel Air (8) 4-dr., $1,265°, $1,250°, 
$1,025; station wagon, $1,955*; 2-dr., 
$985°. 

‘SS Two-ten (8) 2-dr., $1,180, $845, 


70; Bel Air (8) 4-dr., $1,080, $1,055; 


2-dr., $905; station wagon, $1,130*. 
"4 Bel Air 2-dr., $685*, $480°; Two-ten 
4-dr., $455. 
"63 Two-ten 2-dr.. $435, $305. 
‘52 Deluxe 2-dr., $305; 4-dr., $285°; 
coupe $280. 
CHRYSLER—'55 NY 4-dr., $990* (ps). 


CONTINENTAL — 58 
605* (ps). 
DeSOTO—'55 Firedome (8) 2-dr., 
"62 Firedome (8) 4-dr., $260*° 
DODGE — ‘53 Coronet (8) 


Mark [III 4-dr., $3,- 


$1,000°. 
(ps). 
2-dr., $340°; 


Used Imported 
Cars 


Buffalo 
Volkswagen—'53 2-dr., $525. 
Daytona Beach, Fla. 
Plat—'58.4-dr., $1,265. 
(English)—'58 Anglia 
$965. 
"57 Consul 4-dr., $1,415; Esquire station 
wagon, $970; Anglia 2-dr., $850, 


Detroit 


Austin—'54 4-dr., $250. 
MG—'57 Roadster, $1,615. 
Jenison, Mich. 
Fiat—'58 4-dr., $1,100. 
Volkswagen—'57 2-dr., $1,185. 
Portland, Ore. 
Simea—’'58 4-dr., $1,175. 
Volkswagen—'58 2-dr., 
"56 2-dr., $1,100, $925. 
"55 2-dr., $900. 
Danville, Va. 
Vauxhali—’58 Victor 4-dr., $1,450, 


Salt Lake City 


Jaguar—’53 Mark VII, $690. 
MG—'56 Roadster, $1,250. 
Simea— 


2-dr., $1,280, 


$1,560, $1,425, 


‘58 station wagon, $1,045. 
Volkswagen—’56 sunroof, $1,215; 2-dr., 
$1,130. 

Valdosta, Ga. 
Ford (English)—’57 2-dr., $860. 
Volkswagen—’'58 2-dr., $1,580. 

New York City 
Ford (English)—’58 Prefect 4-dr., $725. 


Simea—’ 56 4-dr., $600. 
Seattle 


(English)—’57 4-dr., 
—'58 4-dr., $3,185. 
Metropolitan—’58 sport coupe, $1,330. 
Triumph—’58 conv., $2,020, $1,980. 
Volkswagen—'56 2-dr., $1,220. 


Ford $1,210, 








Meadowbrook (6) 4-dr., $320. 


FORD—’58 Fairlane 


175*, 
"57 
Fairlane 
$1,405* (ps), 
2-dr., $1,045* 
’56 Fairlane ( 
$1,150*, 
Custom 


$2,005* 


(8) 


Country squire 
(8) 500 2-dr,, 


$1,130", 
4-dr., 


(8 
(ps), 


) 


$1,940* 
(8), 


500 2-d 


$1,505* 


$1,305; Custom 


8) 


4-dr., 
$980*, 
$855, $460 


$1,005, $1,000. 
$1,250; 


$905* 


$2,- 


(ps); 
; 4-dr., 
(6) 300 


x 


(ps). 
$1,810* 


2-dr., 


$805; 


(ps). 


’55 Country sedan (8), $955* (ps); Main 


(8) 4-dr., 
2-dr., $915*; 
tom (8) 
$865, $695*, 

"54 Crest (8) 
4-dr., $405*; 
(8) 2-dr., $5 
Main (8) 
$305, 

’53 Custom (8) 
4-dr., $360; 

"52 Custom (8) 


MERCURY—’57 Turnpike 


$1,910* (ps). 
"56 Monterey 


$920; 


4-dr., 


4-dr., 


2-dr., 


2-dr., 


2-dr., 


Fairlane 
$735, 
$795", 


(8) 


$725; 


$615, $520*, 


conv. 
65*; 


2-dr., 


2-dr., 


Victoria 2-dr., 


4-dr., 
$: 


x 


De 


$340*; 
$565, 
2-dr. 


20; 


$405*; 


$295. 


$195, 


$1,215*. 


*55 Monterey 2-dr., $950*. 
’54 Monterey 4-dr., $480*; 2-dr., $400*. 


OLDSMOBILE 
"56 (88) 4-dr., 


"57 


(88) 


$1,205*; 


2-dr., 


$1 


2-dr., 


$715; 


Crest 


Victoria 


2-dr., 


Cus- | 


| 





$655, $605; | 


Custom | 


$330* ; 
$405, 


(8) 


$175*. 
Cruiser 


4-dr., 


,690*. 
$1,170°*. 


"55 (88) 2-dr., $1,205* (ps), $830* (ps); 
4-dr,., 2 at $825*. 
"52 (88) 2-dr., $245° (ps). 


PLYMOUTH— 57 
$925. 


Savoy 


(8) 4-dr., 


$1,080, 


| CHEVROLET—’57 Two-ten (8) 4-dr., $1,- 

375* (ps), $1,250*, $1,250, $1,145; 
2-dr., $1,250 (ps), $1,165, $1,150, $1,- 
140. 

’56 Two-ten (8) station wagon, $1,190. 

"55 Bel Air (8) 4-dr., $900* (ps), $800. 

54 Bel Air 4-dr., $590° (ps); Hardtop, | 
$520*; Two-ten 2-dr., $450. 
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’56 Savoy (8) 4-dr., $855. 
’53 Cranbrook 2-dr., $280, $180, $155. 
PONTIAC—’55 Chieftain 2-dr., $720. 
’63 Chieftain (8) 4-dr., $480*, 
"52 Chieftain (6) 2-dr., $255; Chieftain 
(8) Catalina 2-dr., $245*. 
RAMBLER—’57 Super (6) 2-dr., $1,305*. 
MISCELLANEOUS—’57 Chevrolet (8) %- 
ton pickup, $1,095. 
"53 Dodge (6) %-ton pickup, $205. 


NEW YORK CITY 


Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of Nov, 18, Good 
sale here this week as most units were 
bringing top dollar. Clean and sharp cars 
in very short supply as demand is strong. 
Sold 83 cars out of 126 consignments. 
BUICK ’57 Century Hardtop, $1,550* 

(ps). 

"54 Super 4-dr., 

dr., $350*. 

’53 Super Hardtop, $380*. 

"52 Super Hardtop, $215* 


$610* (ps); Special 4- 


$170* 


CADILLAC—’56 (62) 4-dr.,’ $2,100* (ps). 
"54 (62) conv., $1,650* (ps). 
"53 (60) 4-dr., $700* (ps). 


"52 (62) 4-dr., $495°*. 
"51 (60) 4-dr,, $350*. 


‘52 Two-ten station wagon, $275 
DODGE ’53 Suburban station wagon, 
$295; Meadowbrook 4-dr., $225. 
FORD — '57 Country Sedan (8) 
wagon, $1,320*%; Custom (8) 
$1,010. 
"56 Fairlane (8) town sedan, $1,010* 


(Continued.on Page 124, Col, 1) 


station 
2-dr., 





Safety Is Topic of Discussion— 


Shown above in discussion at one of the National Safety Congress meetings in 
Chicago are, from left, George B. Black, manager, fire prevention and safety marketing 
| department, Sun Oil Co., Philadelphia; W. F. Burris, assistant director, safety and fire 
prevention, Phillips Petroleum Co., Bartlesville, Okla.; Herb Watters, division safety 
supervisor, Pan-American Petroleum Corp., Oklahoma City; H. L. Smith, fleet safety 
training consultant, Ford division, Dearborn; John H. G. Boer, division safety super- 
visor, Tidewater Oil Co., New York; and John H. McKenzie, assistant safety director, 
Socony-Mobil Oil Co., New York. 


Before deciding on a 
Foreign Car Franchise 


know the Compan 
behind the product! 


CITROEN, the World’s largest 
Manufacturers of Front-Wheel 
Drive Cars and Trucks, and 
PANHARD, one of the oldest 
names in the automotive industry, 
offer you the opportunity to be- 
come a CITROEN-PANHARD Fran- 
chised Dealer in the United States. 


As a CITROEN-PANHARD 
Dealer you are backed by all of 
CITROEN’S vast resources and 
will benefit from ultra-modern 
production facilities . . . paying 
off in assured volume delivery. 





Franchised Dealer! A 


CITROEN WORLD HEADQUARTERS 
Main Factory, 132 Quai Andre Citroen, Paris, France 


CITROEN DS 19 and ID 19; the prestige cars priced right 
for volume sales. Acclaimed by the preas of two continents 
for their style and comfort. Feature for feature ...dollar 


for dollar . 


.. the most fantastic buys in automotive history! 


As a CITROEN-PANHARD Dealer you will receive the full support of: 


e NATIONAL ADVERTISING ... PUBLICITY .. 


-and a complete 


SALES PROMOTIONAL PORTFOLIO containing banners, posters, 
and all the material you need to advertise locally. 


e TECHNICAL ASSISTANCE from factory-trained engineers, to help 
you set up your parts and service department. “Service” is a CITROEN- 
PANHARD tradition everywhere! 


72% of all cars purchased in the U.S. are in the medium price range from 


$2600 to $3500. 


The imported car penetration of this profitable market has scarcely begun, 
but every economic indication shows that imported cars will be taking as big 


a share of the medium-priced field as they now enjoy a steadily increasing 
share of the low-priced field. 

Citroen makes the cars that more than satisfy the needs of this important 
market...cars you will be selling to an ever-growing quality-minded clientele. 
To be assured of a medium-priced imported car line franchise in the future, 
you should sign for one today. Sign with Citroen and your profits start 
immediately! For your application and additional information, call or write: 


CITROEN CARS CORPORATION 


(sole importer and distributor of S. A. Andre Citroen, Paris, France) 
East of the Rockies—300 Park Avenue, New York 22, N. Y. 


West of the Rockies—8423 Wilshire Blvd., Beverly Hills, California, 


Bea CITROEN 














Re ey EN TNE 
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(ps); Fairlane (6) 4-dr., $600 (ps); 


Custom (8) 4-dr., $710*. 


55 Fairlane (6) Hardtop, $825*; 4-dr., 
$525; Country Squire (8) station 


wagon, $815*. 


54 Custom (8) 2-dr., $415; Main (6) 


conv., $355*; 2-dr., $250. 


MERCURY—’56 Montclair Hardtop, $1,175* | 


(ps); 4-dr., $1,115*. 
’54 Monterey Hardtop, $480*, $325. 


OLDSMOBILE—’55 Holiday (88) Hardtop, 


$990* (ps). 


‘54 (88) Hardtop, $680*, $625*; (98) 


4-dr., $585*° (ps). 
"53 (98) 4-dr., $325*° 
PACKARD—’'55 “400° Hardtop, $1,025* 
(ps) 
"54 Clipper 4-dr., $365, $350*. 
"53 4-dr., $200 


PLYMOUTH "58 Belvedere (8) station | 


wagon, $1,900* (ps) 


'56 Belvedere (8) 4-dr., $965* (ps); 


conv., $875* (ps); Hardtop, $865* 

"55 Savoy 2-dr., $715*, $615; 4-dr., 
$410*; Plaza 4-dr.. $545; 2-dr., $420. 

'54 Belvedere 4-dr., $405* (ps). 

"52 2-dr., $190 

"51 2-dr., $100 

PONTIAC—’'56 Star Chief sedan, $1,350* 

(ps); Chieftain 4-dr., $725 


station wagon, $290*. 
'52 Chieftain station wagon, $175*. 


MISCELLANEOUS 56 Chevrolet %-ton 
truck, $680 
‘54 Ford %-ton panel truck, $1890. 
"48 Ford utility “-ton truck, $130. 


VALDOSTA, GA. 


Tom Hewitt Auto Auction, Sale every 
Friday. Prices are for sale of Nov. 21. 
Plenty of cars here today and they sold 
for the ‘‘high dollar.’ 

BUICK 58 Century conv., $2,510* 

'57 Century Estate wagon, §$2,165° (ps); 
4-dr., $1,440° (ps); Super Riviera 
2-dr., $1,700*. 

"56 Century Riviera 2-dr., $1,250*. 

"54 Special conv., $375°. 

"50 4-dr., $145° 

CADILLAC—'58 (62) coupe de Ville, $4,- 
200° 

"54 (62) coupe de Ville, $1,175* 
CHEVROLET ‘55 Two-ten (8) 2-dr., 

745° 

‘54 Bel Air Hardtop 2-dr., $500°. 

‘53 Bel Air 4-dr., $550; 2-dr.. $540. 

"52 Styleline 4-dr., $175 

"51 station wagon, $200°. 


DeSOTO—'55 Fireflite 2-dr., $1,000*. 


DODGE "56 Coronet (8) Lancer 2-dr., 
$865 

FORD—'5S8 Fairlane (8) 500 conv., $2,000*° 
(ps) 2-dr,, $1,890°: 4-dr., $1,800°; 
ranch wagon (8S), $1,860*°; Custom (8) 
300 4-dr., $1,650; 2-dr., $1,495. 

'S7 Country sedan (8), $1,630°; Fair- 
lane (8) 500 4-dr., $1,375°; 2-dr., 
$1,355* (ps); Custom (8) 300 4-dr., 
$1,150°; 2-dr., $1,090. 

'56 Fairlane (8S) 4-dr., $1,200*° (ps), $1,- 
095°: conv., $950°; Fairlane (6) 2-dr., 
$500°; Custom (8) 2-dr., $1,110*. 


'S5 Ranch wagon (8), $820°; Fairlane} 
(8) 4-dr., $800°; Custom (6) 4-dr.,| 


$600; 2-dr., $600. 

"54 Crest (8) Victoria 2-dr., $635°; Cus- 

tom (8) 4-dr., $425; 2-dr., $400. 

‘S53 Main (8) ranch wagon, $410*. 

'S2 Custom (8) 4-dr., $300. 

'S1 Custom (8) 4-dr., $320°. 
LINCOLN—'49 4-dr.. $225. 
MERCURY—'SS Medalist 4-dr., $1,700°. 

'S7 Monterey 2-dr., $1,640*. 


"56 Monterey 4-dr.. $1,050° (ps); sta- 


tion wagon, $1.000°; 2-dr., $1,000°; 
Hardtop 2-dr., $940*° 
‘S55 Montclair 2-dr., $975*; Hardtop 2- 
dr. $850 
OLDSMOBILE—'56 (88) Super 4-cr., $1,- 
150°; (88) 2-dr., $895°. 
PLYMOUTH —'57 Belvedere (8) 4-dr., $1,- 
475°, $1,380° 
"S65 Belvedere (8) station wagon, $860; 
conv., $625° 
"54 Belvedere (6) 4-dr.. $310*. 
"53 Cambridge 4-dr., $295 
PONTIAC—'55 Star Chief Catalina 2-dr., 
$855*; 4-dr., $590° 
"54 Chieftain (8) 4-dr.. $530°; 2-dr., 
$490° 
RAMBLER—'5SS Deluxe (8) 4-dr., $1,610. 


Ready Made Auto Hecdlinings 


Tye 


Send Samples you want matched. 
Hundreds of factory matching colors. 


ANY CAR or Prepaid Or 
STATION WAGON $9.00 c.0.D. 
ANY COLOR 


Leatherette Headlinings $15.00 Prepaid 
ALEXANDER AUTO HEADLINING CO. 
5440 Monte Vista St., Los Angeles 42, Calif. 


free folder. 


AMER-STAGE 
805 East 134 St. 
Bronx 54, MN. Y. 


DEFIANCE OHIO 





Used-C ar Auction Prices 


"53 Custom (6) 2-dr., $425*. 


STUDEBAKER—’'55 Commander (8) 4-dr., 





MISCELLANEOUS — ’55 Chevrolet 
pickup, $575. 
* 





— Auctions in Brief — 
CHICAGO 


Greater Chicago Auto Auction, Inc, Sale 


from 641 consignments. 





BORDENTOWN, N. J. 


Wednesday. Consignment 


| of cars was up this week with a good in-| 


2 Tags Sought in Kansas 


WICHITA, Kans—aA bill calling | 
for return of the two-tag system for | 
licensing autos will 
at the 1959 session of the Legisla- 
ture. The Kansas Peace Officers 
Assn., urging the legislation, cited 
'53 Chieftain Catalina Hardtop, $410*;|the need for front and 
licenses to aid officers in identifying 
motor vehicles. 


introduced 
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crease in percentage of sales, Demand for 
clean cars remains very strong. Sold 81 
percent of 486 cars consigned. | 


* * * 


EBENSBURG, PA. 
Ebensburg Auto Auction, Sale every | 
Thursday (Nov. 20), Clean units were) 
scarce but brought top dollar and a lot 
of takers, Rough and junk offerings were 
off, Sold 73 cars from 90 consignments. 


i 2, 2 
INDIANAPOLIS 


Ken Schaefer Auto Auction, Inc, Sale | 
every Thursday (Nov. 20). Weather: sunny | 
and cool, Prices remained steady here this | 
week, Activity strong on all cars as buyers | 
took home S82 percent of a good clean! 


consignment. 


* * + | 


MANHEIM, PA. 

Manheim Auto Auction, Inc, Sale every 
Friday (Nov. 21), Sold 80 percent of 734 
cars consigned, 

* * * 


SYRACUSE 
Syracuse Auto Auction, Sale every Wed- 
nesday (Nov. 19). Activity up! Sales per- 
centage up! Sold 72.5 percent of cars 


| registered. 


* x * 


WAREHOUSE POINT, CONN. 
Southern Auto Sales, Inc, Sale every 
Wednesday (Nov. 19.) Was a very good 
sale here this week, although our market 
was weakening. Clean cars still in de- 
mand, 
* - * 


FLINT 


Flint Auto Auction, Inc, Sale every Wed- 
nesday (Nov. 19), Sold 148 cars from 22 
consignments. 




















































































































































AIR SPRINGS 
ADHESIVES 

FLOOR MATS 
FOAM CUSHIONING 
URETHANE CUSHIONING PLASTIC PANELS 














































Among the many “U. S.” products for cars and trucks are: 








HOSE 















































Oldtimer Fills in for New Models— 


Instead of having an empty showroom in the interval before the 1959 models ca 
out, Wist Auto Sales, Inc. (Chrysler-Plymouth), used this 1927 four-cylinder Ch 
as an attraction for the passers-by in Fond Du Lac, Wis. The car is owned by 
Dexter Reed, treasurer, prepares for the new models 







Reed, dealership president. 


hanging an announcement banner outside the building. 






FOR THE 
INEST 
ate 
STUER 


...new Safety, performance, 














RUBBER BONDED-TO- 
METAL PRODUCTS 

STEERING WHEELS 

POWERGRIP 
“TIMING”’® BELTS 


INSULATION, PADDING 
MOLDING AND PARTS 
MOLDED PRODUCTS 


V-BELTS & FAN BELTS 
VINYL UPHOLSTERY 
TRILOK® UPHOLSTERY 
WEATHER STRIPPING 
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dealers said they are doing all they| long-term market trend on ’59 
‘ ? 
stinued Fanfare Urged for ’59s ... soe-ahhvetin aeapbemeananio. | demand. Y 
“We've still got to hunt for them,”| A Milwaukee new-car finance 


e e a , man said he feels that ’59 will be 
lines to Test Market sz ict gyre 080% ie seat ot “Sesion on” mate 
Uu tpe l ing down the door. cars. An increasing number of buy- 
Deals are reported “normal or|ers, he believes, will vote for Ram- 
(Continued from Page 1) | plete sales when the unit is not| plans have been held up until after|, jittle better’ than usual for an|bler, Lark and the imports in 1959. 
ts. the first of the year. | introducto riod, but are short}; The Better Business Bureau in 
ill be a far better year than| | quite what the customer wan introductory pe t 
- | “If I don’t,” he explained, “my toe ae lof the lush years dealers once| Milwaukee said that since stickers 
| competitor down the street will.” | @ AN FRANCISCO dealers said the | knew, have appeared on new cars, it has 
- * * «* only slowness in moving ’59s is In Burlington, Vt. dealers were yet to receive a complaint of “sharp 
INNEAPOLIS dealers said or-|on the assembly lines. They wd kote iaatines 0 talk cheut osles —" on the part of new-car 
odels are up/|Unanimous in enthusiasm for the| ealers. 
20 a naan ln a gene at? | new models. |}and outlook than they were about nme. «5 ma » aa 
Re | with deliveries from the factories| General Motors dealers are hav- | Price stickers. ag siittete af Gea a 
FORT WORTH, dealers said| just starting to pick up. |ing the greatest difficulty in meet-| They agreed that the stickers Rich P 4. Va, All dealers resorted 
they are promptly selling every-|" phere is a good tempo to the | ing demand. Ford dealers said sales | have made it easier to handle shop- ; ei mon 3 a. ; Se eae ae 
they can get. Plenty of pres-| J orket,” said Rudy Luther, Han- | 4re running about one-third better | pers and easier to sell. Gimmick a an. ale Pr Passe - 
is being applied to zone per-| .o24 Pontiac. “Our customers are | than a year ago. Salesmen in Chry-| ads have pretty well been elimi- 7 euch tte 8 came today,” ent 
and one dealer said he had) 5, , buying mood.” | sler Corp. lines said ae te . a nated through the stickers, dealers nae a . ’ 
i i in one| cs a} r and that the) sai . 
y in an Giaat @ pet move cnna.| A downtown Chevrolet dealer said ane maf hg 50. — a The end of gloomy talk about 


“We haven’t even received a 4 Sesks te alee pe Ramblers are still in short sup- N MILWAUKEE, enthusiasm and ian outa a betes tn Sistema ans 
i sampling to show our traf- | its were reported by dealers| Ply and the San Francisco buyer optimism were running at a though peice stichers were aise 
” said a second dealer. handling other makes. | who decides on a Studebaker | higher pitch than a year ago, Or- hailed. 
Another dealer, with a fair num- New-car demand is up as much Lark may have to wait 45 to 60 | ders oie mes 50 to an One effect of the sticker has been 
f of cars in inventory, complained | ga, 100 percent among some dealers days for delivery. percent, although deliveries are sti to change the “deals” in some show- 
assortment was far from com-|jn Philadelphia. Used-car demand,| San Francisco dealers said floor | Slow. ’ rooms. These dealers said frankly 
te in regard to optional equip-| however, is reportedly about the| traffic isn’t much above normal for Some dealers said they sensed they priced cars too high last year 
nt. Same as a year ago. a new-model introduction period,| a resistance to price and to the | and gave too much on tradeins. 
Although buyer interest is strong, Dealers are pushing new models| but that people who come in “are| bigness of most cars. Nearly all They have cut back on °59s and 
dealer said he is making some| through newspaper ads and radio| buyers, not shoppers.” dealers contacted agreed that it |... far there appears to be no ad- 
concessions in order to com-' spots, although special promotional Although things are good, most! is still too early to discern any | yorse effects. 
$$ $$ + * * 
| ALTIMORE was one of the few 
areas surveyed by AUTOMOTIVE 
|News in which some dealers were 
pessimistic 
When asked how new models 
| were going, 12 of the 25 dealers 
contacted used such terms as 
“very low,” “almost equal to last 
year” or “average and below.” 
One dealer said sales were run- 
ning 40 percent below last year. 
Other dealers, who reported good 
orders, admitted that some buyers 
|had cancelled out after long, un- 
| successful waits for delivery. 
Most dealers in Baltimore ap- 
|proved the stickers. One said he 
liked them mainly because they 
| Save the salesman from having to 
|explain what equipment is on the 
car, cost of the options and the 


total price of the car. 
= > > 


was. 
Last week, the most immediat 
pblem remained that of getting) 
ession of new models for retail | 
livery. 


SPOKESMAN for University 
Ford said new-car sales have 
(Continued on Page 126, Col. 1) 


ADVERTISEMENT 


WHY IT PAYS 
TO FOLLOW-UP 


by: M. Pastrone 

How man heads should a Sales 
Manager have? Most Sales Man- 
agers are born, unfortunately, with 
only one head. It's the head they 
have to use to dream up next year’s 
sales strategy, judge the capacity of 
new men for the sales staff, coax 
extra effort out of the present mem- 
bers, justify to management any 
expenditure over and above last 
year’s, figure which markets have 
reached their potential and which 
haven't, determine new kinds of 
programs for sales meetings, dig 
up sources for needed facts and 
figures, work with advertising man- 
agers and decide how much time 
can be taken away from the desk 
each day for time in the field, to 
say nothing of making appraisals, 
okaying deals, squaring beefs with 
irrated customers. All this (and 
much more) under today’s condi- 
tions is too much for one head. 
Many companies today realize this 
and have enlisted the services of a 
company, like Specialized Business 
Services, Inc. Then their sales man- 
agers can be free to do what he 
does best—manage the department 
of which he is head. 

The Modern Follow-up Service of- 
fered by Specialized Business Serv- 


; : ices, is a proven technique for in- 
creasing effectiveness, for getting 
8 the job done with less effort and 


4 seeing that it is done right either 
in money or time saved. Larger 
sales and profits are obtained in 


U.S. Rubber is the largest supplier of diversified products selected as original equipment for fin- this anon sod the service more 


. Write to Specialized Business Serv- 
est 1959 cars and trucks. Each of these products, in its own way, is now contributing toward mak Weise co Speciation’ Bushee Site 


ing those new cars and trucks better, in terms of added safety, performance, styling and comfort. Calif., and we will be more than 


happy to send you a complete 
For information call TRinity 4-3500— United States Rubber, New Center Building, Detroit 2, Michigan. Brochure which will describe the 


entire follow-up sales Program for 
New and Used. car sales. Be sure 
and watch for our other ads in the 
Automotive Sales Departments coming issues of Automotive News 
for future stories of why it pays 


e follow-up. Be s d wri 
United States Rubber to follow-up. Be sure and write 


up on its way. 
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Continued Fanfare Urged .. . 





Filled ’59 Pipelines 
To Pose Market Test 


(Continued from Page 125) 


picked up and that used-car stocks 
are at a 10-year low. 

A Chevrolet dealer said sales of 
59s are “average, but not boom- 
ing.” The company has a blacklog 
of orders. 

A Baltimore Plymouth dealer 


dealers said, competition is getting 
tougher all the time. 


and only three cars in stock—all 
in the showroom. 

One volume-minded New Orleans 
dealer said he wished the car short- 
age would never ease up. 

“I'm taking advantage of it 


and making unheard-of deals,” he |— 


said. 
Another dealer said every deal 
was worth a bundle. 
As a whole, practically all deal-| 
ers in New Orleans say they are 
making full gross on each delivery. | 
For the first time in a long time, | 








Af 











the dealers say they hav files 
of bona fide orders, even tho. gh gq 
few cars are coming throug! that 
one dealer was having trouble 
keeping his sales force inte -t, ; 
General Motors dealers h: ve thel 
least to complain about, unless aff 
surplus of orders is a headache, 


—_— 


‘ “Best reception i ” said e@ 
ption in years,” said g 
Cadillac operator. 
“Very well,” “Wonderfully well’ 
“Terrific, we can’t get enough’ 


were comments of B-O-P men. 


said sales are about equal to last| 


year, but the market is not as good 
as had been expected. 

Another Dodge-Plymouth dealer 
said his customers were dis- 
appointed because they had ex- 


pected a greater change in design. | 


Sales are off 40 percent from last 
year, he said. 


Most men handling Chrysler | 


Corp. lines say customers are 
pleased with swivel seats, but that 
it is difficult to get enough cars 
with this option. 

+ * + 


EALERS for all lines in Atlanta 


are pleased with sales so far| 


and are extremely optimistic in 
outlook. 

Most surprised are dealers han- 
dling Studebaker, Rambler and 
Edsel. Their cars are selling in 
far greater numbers than they 
had anticipated. 

One Studebaker dealer said this 
was the first time in more than 25 
years that he had counted 100 
people in his showroom at one 
time. 

All dealers reported low stocks. 
While floor traffic reportedly is 
better this year than last, dealers 
are sending salesmen out to beat 
the bushes. 

Styling is still important, but 
salesmen are putting more empha- 
sis on performance and economy. 
Demonstrations are playing a big- 
ger part in closing sales. 

Profits are up from last year but, 





| public reaction has been fantastic. 


there are no gimmick ads in New| 
Orleans newspapers or on radio and 
TV. Actually, there is very little 


advertising of any kind. 
* ca cs 


ENVER dealers, on the other 
hand, report profits low on new- 
car sales despite a shortage of 
“on. and 2 backlog or orders. 
| 


* * 


LEVELAND dealers have still 

not recovered from the crip- 
pling effects of production interrup- 
tions. Many dealers said that 
unfilled orders are hurting. 

Several dealers noted the high 
percentage of buyers among the 
lookers, and all predicted a good 
year ahead. Nevertheless, all said 
they are out looking for custo- 
mers and pressing to make sales. 

A downtown Chevrolet dealer re- | 

ported 100 deposits with no cars| 
to fill the orders. 
a” a * 

EW ORLEANS dealers said the 

59s have caught fire and that 


* 


One dealer said salesmen only 
waste time in stressing the merits 
of their car. Customers are in- 
terested only in the deal, he said, 
and shoppers have managed to 
beat down prices in the Denver 
area, 

While showroom traffic is good, 


|salesmen are out prospecting. 
* * * 


a are not living up to rosy 
; |” predictions in Jefferson City, 
Again, several dealers said cus-|Mo., and surrounding small towns. 





I 





“The dickering is included right 
in the price.” 





for incomprehensible selection of 
options and for sloppy assembly. 





+ * * 


N MANSFIELD, O., demand was| 

reported “far above” a year ago, 
with a delay in delivery for most} 
makes. One dealer said he was sold | 
out until early next year. 


“Spotty” was the word used to 


tomers had demanded a return of 
deposits when long waits produced 
no cars. 

A dealer in the medium-high 
price field said he had 54 orders 


Dealer Council 
Meets at Dodge 


DETROIT. — The national com- 
mittee of the Dodge Dealer Advis- 
ory Conference will hold its semi- 
annual meeting at the Whittier 
Hotel here this week. Officers will 
be chosen and 1959 activities dis- 
cussed. 


Chairmen of 18 regional advisory 


conferences and six members at! 


large will compose the dealer group. 
Presiding at the session will be 
L. J. Ouellette, Dodge dealer rela- 
tions director. 


In many cases where dealers have 
sold cars but have been unable to 
deliver them, they fear that by the 
time the new car is available the 
value of the tradein will have de- 
preciated enough to wipe out most 
of the profit. 

Many dealers were enthusiastic 
| over prospects, although they 
| have had no sales worthy of the 
name so far. 

One metropolitan dealer said he 
had plenty of floor traffic, was able 
to get a few cars and was just 
skimming the cream. 

Quite a few dealers around Jeffer- 
son City were pessimistic over pos- 
| sible future profits, since deals so 
\far for them had been thin. 

Dealers don’t blame price stickers 
for the current sales lethargy. New 
cars are simply too high priced, 
they say. 

Several criticized their factories 


Immediate Delivery on Sleeper Cabs 
by AUTOMOTIVE INDUSTRIES 


FOR YOUR GMC, DODGE, FORD AND 


CHEVROLET 


TRUCK 


these cabs accommodate 





New in design and construction, 


a full size pullman-type berth directly behind the driver's 
seat. Controlled ventilation, broad windows and complete 


insulation from sound and outside 


imum comfort. The cab construction is one integral unit of 
solid welded steel, sturdily supported by welded steel risers 
and roof bows. Interiors are completely lined throughout 
with finest materials for lasting durability and appearance. 


Automotive Industries cabs meet 








HOW TO ORDER 





temperature assure max- 


all |.C.C. regulations. 


Roomy sleeping compartment has 
one piece inner spring mattress. 
The wide opening behind the 
driver's seat makes berth easy to 
enter or leave while truck is in 
motion. Roof grille, ventilator, 
two side and two rear windows 
and dome light are standard 
equipment. 








ANOTHER QUALITY PRODUCT 


A sturdily constructed arm rest 
with durable plastic finish. There 
is no sewing or stitching to rot, 
break or come loose due to wear. 
Color combinations blend with 
any interior and are available with 
or without chrome moulding. 





AUTOMOTIVE INDUSTRIES INCORPORATED 


Owendale, Michigan 


describe the new-car situation in 
New York City. The first crop of 
“lookers” has passed and sales- 
men are out selling. 

Generally speaking, deals are 
good. Some dealers talk about av- 
erages in the range of $350 gross, 
while others maintain they are av- 
eraging up to $500 per deal. 

“We've told our men that the 


days of the $200 gross are gone,” | 


said one dealer. “That was way 
back in 1955 and 1956, and with the 
inflationary spiral, it is impossible 
for any dealer to continue to sell 
at that price today and remain in 
business for long. 

“We have told them that we will 
not take a deal like that today and 
they shouldn't even try to sell one 
with such terms. It has worked.” 

Dealers who insist on demonstra-| 
tion rides have been doing the most 
consistent business. 


> : 
I salesman who lets a prospect 
“escape” without a test drive has 
to answer to the dealer personally. | 
The Studebaker Lark has had a 
fine reception in New York. One 
S-P dealer said he thought the 
Lark would continue to sell well 
“at least until the Big Three get 

into the market.” 
New-model cars are selling at a 


: 


|with satisfactory deals reported by 
most outlets. Trucks have been an| 


| especially hot item. | 


Salesmen reportedly are working 
harder and are getting better re- 
sults. A “little” resistance to tradein 
offers has been reported. 

Dealers in Pawtucket, R. L, say 
cars with most drastic styling 
changes have been selling best. 
They are united in claiming the 
new sticker law has done much 
to restore public confidence and 
make for speedier, better deals. 

© 7 > 


ACRAMENTO (Calif.) dealers 

reported no truoble selling cars 
on hand, with profits improved and 
one dealer claiming his average) 
gross up $100 to $150 over a year) 
ago. 

Exceptional interest was re- 
ported in the new Studebaker 
Lark. 

Dealers in Springfield, Mass., 
were enthusiastic over prospects for 
next year. Orders for new cars are 
still exceeding factory shipments, 
they said. 


in, said a Chevrolet dealer, many 


waiting period for the average 
customer. 

A Pontiac dealer expressed hope 
that the factory would send more 
cars at a regular pace and not 
|“flood us all of a sudden.” 

Daniel Cohen, Rambler dealer in 
Springfield, said sales have doubled 
over the same period of last year 
and that for the first time his firm 
is receiving fleet orders. 

- ” * 





N° ONE seems to be setting the 
world on fire in Southern Cali- 
fornia, with strikes ruining the 
model mix for dealers with hot 
lines, drastic styling changes con- 
fusing the issue in other shops and 
price labels creating the impression 
that car prices are way, way up. 
But business is good. At least 


Although more cars are coming | 


are stock or fleet units and do} 
|nothing to cut down a six-week} 


N ONE Pontiac dealership, any | tige car. 





Lone dissenter was an Oldsmobile 
dealer who said, “I'd say it’s g 
little spotty, though to date (firg 
20 days) we've sold as many cars 
as we averaged each month of the 
"58 model year. But we've pre-sold 
a lot of this business, which drops 
our sales from ‘exceptional’ to 
‘good.’” 


* a4 


NIT sales for Southern Califor. 
nia GM dealers have in most 


* 


| cases been fewer than for a similar 
| period last year—not because the 


cars wouldn’t sell, but because deal. 
ers didn’t have them. 

Fritz Bruder (Chevrolet, Holly. 
wood) said, “There’s not enough 


cars, so our sales are off about % 
percent. We've 55 firm orders and 
could sell just about everything thé 
factory would ship us.” 

General Manager John Ervin, of 
Bellwood Chevrolet, Maywood 
echoed Bruder’s remarks by saying, 
“It’s hard to tell how our sales 
compare to last year. We had cars 
then.” 

Other GM comments included, 
“A little better, up about 10 per- 
cent,” “Double the number of 
orders we had last year.” and 
“Deliveries are terrible. We've 
nothing to sell.” 

Most GM-line salesmen are push- 
ing the completely restyled bodies, 
with Pontiac men talking “wide 
track;” Buick men, “wide bodies,” 
and Cadillac shops using a reverse 
twist by selling mechanical changes 
in this year’s car. 

Last year’s expensive upholstery, 
now in low-priced Cadillacs, has 
been a sales help, with customers 
reported happy under the impact 
of radical redesign for GM’s pres- 


. * 


HERE are tender toes in a few 
GM showrooms where Oldsme 
bile men are steering clear of over- 


j}all length comparisons, Pontiac 


men are going to great lengths to 
point out they have a wide track 
but not the widest car and Chevro- 
let salesmen are looking for some- 
thing good to say about the flared 


good clip in the Boise (Id.) area, fenders. 


One wise Chevrolet dealer said, 
“It’s the ride that counts. Cus- 
tomers never know what's in 
store for them until we make a 
demonstration. That’s the sales 
point we're using. A good demon- 
stration—to every potential—and 
not-so-potential—buyer.” 

“This week we don’t have to look 
for prospects, but you can bet your 
bottom dollar we'll be out beating 
up a storm right after the holi- 
days,” said a top-notch Oldsmobile 
dealer. All GM dealers are prepar- 


ing sales promotion plans for im- 
(Continued on Page 127, Col 


2 
) 


l | 


Now You Can Get 
Bigger Insurance 
Profits 


Teday, dealers are discovering that the 
real profit from selling cars comes from 
self-finance and retrospective collision 
as well as prepaid credit life and A & H 
insvrance. A legitimate source of income, 
which ws and grows, is the reserve 
enjo from time selling. Why poss 


your profits on to other finance and in- 
surance companies when you can stort 
your own? 


Authoritative 136-page book ‘“‘How to 

raise cash to finance and insure your 

automobile time sales'’ covers all ang! es. 

This book is worth many thousands of 

dollars. Written by authorities who have 

@ quarter century of 

dealer who plans te 

automobile business «an 

overlook self-finence and retrospective 
insurance income. 


Free with this introductory order—/v- 

thoritative “Skip Manual.” Trace ‘‘skips" 

easily. Save money! Cut waste motion! 
pamphiet with a straight forward 

explanation of a new method of obtain- 

ing immediate cash when additional 

working capital is required. 

All for only $10.00. 

Farrand Publications, Inc., 103 W. 5*h, 

Royal Oak, Michigan. 
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| Ry THE BEST 
PRESCRIPTION 


@4 


— 
NeW ARS 


sHoW ROOM 
DISPLAY 
And 


CUSTOMER 
DELIVERY 
With 


ra adie 


pre-wax 


LEANER 


No. 26 


No Wax 
No Silicones 
No Harsh Abrasives 
No Conflict With 
Manufacturer’ s 
Recommendations 


For Further Information and 
Prices, Write: Dept. 121 


(QD Afoaiia| 


Manufacturing Chemists 
1705 ARCHER AVE. CHICAGO 8, ILLINOIS) 
PHONE Victory 2-2132 


WESTERN 
SNOWPLOWS 
Hydraulic Lift 


Ready to Install on Your Vehicle 
FOB FACTORY 
WESTERN SNOWPLOW Div. Dept. 12-1 “AN 
DOUGLAS a CORP. 
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Continued Fanfare Urged ... 


Filled ’59 Pipelines 
To Pose Market Test 


(Continued from Page 126) 


mediate action when floor traffic| last year, with grosses up a couple- 

sags. |hundred dollars for almost every- 
Grosses are up. Cadillac men/| One. 

claim the top gain with increases | Salesmen are riding the factory 

ranging from $150 to $225 per unit.| pitch of a compact and econom- 

Other lines say they’re getting) ical car, and making a killing 

from $50 to $150 more per unit than | with prospects frightened at the 

last year. idea of driving the sheet-metal 
Bruder said, “My grosses are| flight decks being sold as low- 

much better because of the price| Priced cars. 

| and labeling law. Some dealers are 


too. But I want something left for| interest in the smaller cars. 
the house. We sell the sticker and 
buy the trade as low as possible.” 

al oa dae |in success of the Lark, and he said, 


a men are in there pitching.|“I jay most of it to the good press 
Wayne Bowen, general manager | we've had. Pre-selling publicity has 


of Roche Lincoln-Mercury-Edsel,| done a terrific job. I don’t know| 


North Hollywood, said, “What we’re| when we've ever experienced such 

| getting is all right, but right now) help from newspapers and maga- 
we're short of everything in all! zines.” 

| three lines.” To sum up, busi i d i 

p, business is good in 

| On the other hand, Dave Tope, | Southern California. But sharp 
of California Motors, Glendale, | dealers are quietly preparing for 
said, “Our business is up 15 to 20 | agressive selling after the first of 


percent and our gross is good. | January. They figure the honey- 
People like the car, but they don’t | moon will be eis Gon. . 


know where they stand on this By that time eager buyers for 
price-label thing. They don’t want | restyled GM cars will be satisfied. 
to ask us, and walk before our | Economy buyers latching onto Ford 
men have a chance to open their | products will be counting their sav- 
mouth. _ | ings of gasoline. Chrysler lines will 
Business with Ford products is! have sold all their loyal following 
good. Sully Sullivan, of Walker- What happens then is any one’s 
Buerge Ford, West Los Angeles, is| guess at this date, with only one 
| moving 75 units this month, the dealer venturing an opinion: “Nine- 


|Same as November, 1957. teen fifty-nine will be a good year 
But Sully is operating from a new | | think.” 


location with salesmen making 

their quota minus effort. Other) 

FoMoCo deals tell of being up 15 to 

| 25 percent in orders, with deliveries 

slow due to lack of adequate stock. 
> * > 

THER dealers have their men 

pitching conservative styling 
with plenty of interior comfort. 
|Mercurys are being sold on the 
| basis of being a clean-lined me- 
dium-priced car with an economy | 
engine. | 

However, one Mercury dealer 
| said that not a single Mercury 

sale to date has included the 
economy engine option. 

Edsel dealers also are riding the 
| economy pitch by pointing out that 
| for a few dollars more the customer 
|} leaves the low price three. A Lin-| 
|coln dealer summed his approach | 
| neatly by saying, “It’s got no sins. 
| Nor is it a look-alike car.’ 

Asking Chrysler-line dealers, 
“How are the 1959 models moving?” 

brought forth a flood of comments 
labout the company’s recent labor 
troubles. In short, business has 
| been good, though spotty. 

But few local dealers are getting 
the model mix they need to make 
| money, with Sport Furys being the 
| short item everyone wants. 

In general, Chrysler-line dealers 
|}are holding their penetration per- 
| centages rather well. Salesmen are| 
| selling the swivel seat and styling. | 

The demonstration ride is the 

hook on which many a Chegaiee-| 
i sale is made. | 

Most Plymouth operators are| 
co like beavers to find every | 
| potential buyer they can. 

N THE ian tial field, 

Southern California dealers are 
working up a storm. Studebaker’s 
Lark is moving well, with dealers 
delivering everything they can get 
their hands on. Lark orders are| 
running four to one compared» to| 


Onnen Heads 


Maryland Dealers 


BALTIMORE.—Ferdinand H. On- 
nen, Towson Ford Co., has been 
elected president of the Automobile 
Trade Assn. of Maryland. Joseph 
Penn, Penn Bros., Inc., was elected 
vice-president and Jack G. Kiefer, 
City Chevrolet, secretary-treasurer. 

J. Cavendish Darrell was renamed 
general manager and Edward J. 
McNeal, assistant general manager. 


Baltimore Show Set 
BALTIMORE. — The 1959 Balti- 
more Automobile Show has been 
scheduled for Jan. 24-31, according 
to J. Cavendish Darrell, manager. 


Rambler men are following 
| shooting at volume, just trying to| through with their facelifted ’59, 
get them over the curb. Well, I am| taking every advantage of public 


We asked one Studebaker dealer 
what was the biggest single factor 


30 MOBILE 





OnTreirara! 


PRODUGTION 


i 
GREY IRON GASTINGS 
ONE OF THE NATION'S 
LARGEST. AND MOST MODERN 
ODUCTION FOUNDRIES 


THE WHELAND COMPANY 


FOUNDRY DIVISION 


“Abe if PLANTS 


CHATTANOOGA 2, TENNESSEE 





SHOW-HOW UNITS 


AMMCO TOOLS, INC. 
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Buffalo Weighs Closing One Night a Week 
BUFFALO.— At the request of|salesrooms at least one night a 
some dealers, the board of direc-| Week. 
tors of the Buffalo Automobile| 4.) "Syenine for closing. The as. 
Dealers Assn. discussed the possi-| sociation is now polling the mem- 
bility of starting a program to close 





Obituaries ... 


bership for an expression of views. 








could be used for cranking purposes 
as well as for battery charging. 
Within a year, his electrical 
starting, lighting and ignition sys- 
tem was an established fact 

Cadillac installed 12,000 self- 
starters in its 1912 models, and 
public acceptance was instan- 
taneous and complete. 

The self-starter was one of the 
factors that sent auto production | 
zooming from 199,000 in 1911 to 1.5) 
million in 1916. For the first time, 
women knew they could drive with- | 
out a man along to crank the en-| 


GOOD NEWS 
TO THOUSANDS OF DEALERS! 


GO-GO-MOBIL 





GERMANY'S LEADING SMALL CAR! 


gine. This alone doubled the num- | 
| ber of potential automobile users. 
In 1916, Mr. Kettering and Mr.) 
Deeds solid their interest in the} 
Delco starting, lighting and igni- 
tion system to United Motors Co. | 
which later became part of GM. | 
They then established Dayton Re- | 
search Laboratories. 
Mr. Kettering joined GM in 1920 
when the corporation took over 
Dayton Laboratories. In 1925, the 
| firm was moved to Detroit where | 
| it was combined with other research | 
operations adjacent to Detroit as| 
General Motors Research Labora- 
tories. 


Although retired since 1947, Mr. | 
Kettering continued to be close 
to GM and its people. His last | 
visit to Detroit occurred Nov. 21 
when he attended a dinner for 
Harley Earl, a longtime associate, 
who was retiring as the corpora- 


Liquid Glaze | 
Called Safe for 
Acrylic Finishes 


LANSING. — Liquid Glaze, Inc., 
notes that the use of acrylic paints 
by auto manufacturers hag led to 
conflicting statements about the 
advisability of immediate applica- 
tion of various types of polishes 
and protective finishes. 

The company said that most of 
the confusion stems from the fact 
that acrylic paints undergo a hard- 
ening or curing period of several 
months during which the paint sol- 
vents must be able to escape or 
breathe. 

The firm reported that tests of 
its product — Liquid Glaze — by its 
own chemists and by South Florida 
Test Service showed that immedi- 
ate applications to acrylic paints 
imparted 24.6 percent more luster, 
and 21.4 percent even after 60 days. 

The company also asserted that 
its product “provides a full meas- 
ure of needed protection against 
scratches, mars, road salt, sun, 
sleet, etc., while allowing the paint 
to breathe properly during the ag- 
ing period.” 


VW Is No Softie 
In a Collision, 
Irate Fan Says 


CHARLESTON, W. Va.—The fol- 
lowing news story recently ap- 
peared in the Charleston Gazette: 

“An indignant Volkswagen de- 
fender declared Wednesday that a 
Volkswagen wasn’t, either, ‘smashed 
to pieces’ in the fog-bound pileup 
of 19 cars Tuesday morning on US- 
60. 

“Tt wasn’t damaged very much 
at all,’ he said. It wasn’t his car, 
incidentally. He just wanted to de- 
fend the honor of Volkswagens gen- 
erally, and he insisted that the 











P.O.E.—N.Y.C. 


Yes, it's good news for YOU and the thousands of dealers who couldn't get 
Goggomobils, as the demand has been greater than the supply. Now, the factory 
has tripled production and our allotment has been more than doubled! Get on 
the bandwagon—the Go-go is hot! The model “T” is back in the new Go-go 
T-400s and the larger T-700s! You will sell top quality, sparkling performance 
and greater safety with trouble-free air cooled engines, road holding ruggedness 
and lively riding comfort. Goggomobill The world's lowest priced family size, 
compact cor. With Go-go you have the winning combination of volume sajes 
and healthy profits for ‘59! 


SEDANS - SUNROOFS 
SPORTS COUPES - TRUCKS 


Dealers, call, wire or write for full information! 


CONTINENTAL CAR COMBINE 
1728 B'way — N.Y.C. 19, N. Y. — Plaza 7-7790 

















Take a Tip 
from... 


HOUSTON AUTO 
ADVERTISERS! 





little German cars. 

“The Gazette isn’t prejudiced and 
it regrets any anguish the phrase 
may have caused among foreign- 
car owners.” 


Diversified Products 
Is Acquired by Arvey 

CHICAGO.—R. S. Hartman, pres- 
ident of Arvey Corp., has an- 
nounced the acquisition of assets 
and facilities of Diversified Prod- 
ucts Co., Detroit. 

As an addition to Arvey’s Detroit 
division, the plant will continue to 
supply interior trim to the auto- 
motive industry, said Hartman. 


THE HOUSTON CHRONICLE 





Gazette was prejudiced against the| 





‘Boss Ket’ Dead at 82 


(Continued from Page 2) 


tion’s styling vice-president. Host 
at the dinner was John F. Gordon, 
GM president. 


Mr. Kettering was the third GM 
director to die this year. The others 
were Charles T. Fisher jr. and 
Earle F. Johnson. 


Mr. Kettering’s wife, Olive, whom 
he married in 1905, died in 1946. 
He is survived by his son, Eugene 
W., of Hinsdale, Ill., and three 
grandchildren. 

The younger Kettering is a re- 
search assistant to the general 
manager of GM’s Electro-Motive 
division, LaGrange, IIL. 

Services for Mr. Kettering were 
held last Friday in Christ Episcopal 
Church, Dayton. Burial was in 
Woodland Cemetery, Dayton. 

= > > 


Ben M. Asch 
FREEPORT, L. I.—Ben M. Asch, 82, 
founder and chairman of the board of the 
Automotive Affiliated Representatives, died 





Visitors’ Driving Skill 
Tested at Detroit Show 


DETROIT .—Visitors at the De- 
troit auto show had a chance to 
test their driving skill by par- 
ticipating in “Plymouth’s Safe 
Driving Test,” highlight of the 
Plymouth display. The test will 
be given at other major shows, 
Plymouth said. 

To test safety habits, drivers 
sat in swivel seats. With each 
seat was a steering wheel, instru- 
ment cluster, brake and acceler- 
ator. Above the instrument panel 
was a movie screen on which 
were projected typical safety 
problems encountered by motor- 
ists. The way the driver reacted 


| to each situation was recorded 


electronically on a 100-foot tote- 
board above and in front of the 
drivers. 





Draw-Tite 
is a full-time 


profit-line! 






Heavy-Duty 
Hitch 
for up to 5000 G.W. Ibs. 


Custom built for large boats, 
horse and traveling house 
trailers. 


REGULAR SIZE also available 
for boat and utility trailers up 


to 2000 G.W. Ibs. pull 


FOR FULL DETAILS SEND FOR FULL-LINE FOLDER oy 


HITCHES - COUPLERS - WINCHES 


EASY TO SELL—Nationally advertised 
D-T products are first choice with car 
owners for boat, utility and small house 


trailers. 


COMPLETE LINE—Hitch in two sizes 
. . . Field-Proven Winches in 3 sizes . . . 
and line of improved Cam Tension 
Trailer Couplers. 

CUSTOM HITCH FEATURES — One- 
piece design . . 
no welding or adjustments. Built for 
any car make or model. 


PRICED FOR PROFIT—A steady re- 
peat necessity for your customers who 


— 


here Nov. 21 after a long illness, Mr, 
Asch served as AAR’s first preside:t f, 


1934-1938. He was secretary from 1942 t 
1948, at which time he was electe: chair. 
man. 
* * * 
Elbridge F. Avery 
WOLFEBORO, N. H.—Elbridge !. Avery, 
48, president of Hart Motor Co., Inc., died 
Nov, 16. 
* * * 
H, Earle Emmons 
WEIRS BEACH, N. H.—H, Earle Em 


mons, 45, proprietor of Earle Motor 
here, died Nov. 15 while deer hunting. 
. * * 


Clyde L. Stone 
ANDERSON, 8. C.—Clyde L, Stone, @ 
who owned the former Clyde Stone 
Buick Co., died Nov. 13. . 
* * 


Leslie J, Bullard 
LUMBERTON, N. C.—lLeslie J. Bullard, 
56, operator of an auto ‘lealership, die 

Nov, 13. 
* 


James Inglis Simpson 
TORONTO.—James Inglis Simpson, 
chairman of Dunlop of Canada, Ltd., 
Nov. 14. He was a past president of 
Rubber Assn, of Canada. 
* * * 


Roscoe E. Hicks 


* + 


73, 
died 
the 


PEORIA, Ill.—Roscoe E. Hicks, 63, who 
owned Peoria Motors, Inc, (Nash) before 
his retirement in 1952, died Nov. 20. He 


Co 


1936, 


was with Ingram Motor “ar 
before forming his own firm in 
* * * 


John H, Stroman 
FAIRVIEW, Ili.—John H. Stroman, 8, 
owner of Fairview Ford Sales and Servie 
before his retirement in 1927, died Nov, 19, 
* * * 


James Moore 
KNOXVILLE, Tenn.—James Moore, 
former dealer in Middiesboro, Ky., 
Nov, 18. 


91, 
died 


Prentice Barnes 
CHILLICOTHE, Mo. — Prentice Barnes, 
67, a Chevrolet dealer here since 193%, 
died Nov, 9. He had been a dealer is 
Missouri and Oklahoma since 1921. and 
at the time of his death he was active 
in the Chevrolet deal operated by his son, 


Ted. 
* * * 


G. Rea Hunter 

BINGHAMPTON, N. Y.—G. Rea Hunter, 
55. former Binghampton auto sales execu 
tive, died Nov. 14 at his home in San Juan, 
Puerto Rico. Hunter was general manager 
of Schmidt Motor Sales, Inc., former Pon- 
tiac and Cadillac outlet. 
president of the Auto Dealers Council of 
the Binghampton Chamber of Commerce. 

> * > 


Thomas J. Fry 

VAN WERT, O.—Thomas J. Fry, 7, 
proprietor of Fry Motor Sales, died Nov, 3 
in his home. 


. ready to install . . . 


trailers. 24-hr. factory shipments. 


Trailer Products Division 


DRAW-TITE MANUFACTURING CO. 


Factory: Belleville 9, Mich e 


Send for Free 
Sample Folder Today 


UTLEY BROTHERS, INC. 


17631 FILER 


Teer te iat 


NEW DESIGNS foc /759 


DESIGNED FOR IMPRESSIVE SELLING! 
BUSINESS CARDS 
IN FULL COLOR 


CARDS SHOWING ‘59 MODELS 
AVAILABLE FOR FOLLOWING DEALERS: 


@ FORD @ CHEVROLET 
@ PONTIAC © OLDSMOBILE 
© BUICK 


Equally impressive Line of cards available fer 
Dodge, DeSoto, Chrysler, Edsel and Rombler 
deolers. 


DETROIT 12, MICHIGAN 


He was a former @ 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 








c., died (U. 8. PRODUCTION ONLY) 
Week Week Jan. 1 a ~ 1 
so Ended Same Ended Total To 
Nov.29, Week, Nov. 22, Output, Nov. 30, Nov. 
le Em. 1958 1957 1958* November 1957* os” 
‘unit MER. MOTORS** .... 6,520 2,597 5,620 26,655 100,106 185,832 
OS 6,520 2,597 5,620 26,655 95,200 185,832 
“RYSLER CORP. ...... 16,950 15,861 18,075 62,188 1,147,126 539,598 
we 1500 1,345 1,204 4,682 111,000 45,388 
Peeper oo cccecseeesees 450 431 466 61,559 «9= 35,522 11,601 
SI cil heesetienvaes 1,200 527 «1,107 «4,094 «111,827 33,475 
bullant, BW Podge . 3,300 4,079 3,766 14,058 275,446 106,874 
» det h piymouth .... 10,000 9,479 »—«:11,532 37,795 + 613,331 342,260 
RD MOTOR*** ........ 34,385 28,090 41,460 158,517 1,745,390 1,045,476 
nt Basel . 1,125 359 «1,312 «5222 «52,360 = 18,499 
Se, a hortitiiipanciiiciccd 28,235 23,549 34,266 133,585 1,401,900 898,436 
ll 650 674 654 2,750 33,857 22,239 
I laceiticsictiaieati 4,375 3,508 5,228 16,960 256,829 106,302 
-ENERAL MOTORS .. 62,913 67,058 70,480 254,072 2,526,170 1,833,773 
> ~ee 8,749 8,884 9,800 38,443 365,346 213,773 
= ee 3,350 3,332 3,942 14,336 140,364 108,202 
36, ME Chevrodet oo... 35,000 39,239 38,413 134,500 1,360,347 1,065,894 
Oidamodille oo... 8,714 8,038 10,107 36,972 350,557 264,967 
5 EEE 7,100 «7,565 «= 8,218 += 29,821 309,556 180,937 
Servies MEP OORP. ..cccccccccccceseecece cseeee 1,189 3,092 9,215 «69,010 = 41,569 
OOM, cecssscstcnsceneernss seeresee a tine ae 4872 1,745 
Gtmdebaker ccc. eevee 1106 3,002 9215 64,138 89,824 
ald Total Cars, U. S. ........120,7° 114,795 138,727 510,647 5,587,802 3,646,248 


Week 








“American Motors’ totals for 1957 include Nash and Hudson production. 
Motor Co. totals for 1957 include Continental production. 


COMMERCIAL CARS 


(U. 8. PRODUCTION ONLY) 


Week Jan. 1 








Ended Same [Ended Total To “—" 
Nov.29, Week, Nov. 22, Output, Nov. 30, Nov. 29, 
1968 1967 1968* November 1967* 1958 
pichnaal 7,100 6,755 9,467 33,336 322,988 239,194 
— oe 50 123 153 524 5,280 5,220 
56 41 60 225 2,581 2,576 
1500 1,081 1599 5,516 71,490 51,211 
6,950 4,532 8.238 30,380 314,831 214,981 
1350 1447 1,767 5,956 63,323 53,064 
celdeaeil 2,249 sated 3,265 110,917 79,488 
240 302 297 1,139 16,190 12,952 
; : 120 309 931 8,673 8,694 
335 175 416 1,186 17,479 15,319 
1,900 344 2,442 9377 54,742 82,509 
60 56 76 234 4,098 4,101 
. 19541 17,225 24,824 93,119 992,592 769,810 
40,309 132,020 163,551 603,766 6,580,394 4,416,058 
. 9,010 10,134 8402 33,484 383,605 315,904 
ed U. S. and Canada ....149,319 142,154 171,953 637,250 6,963,999 4,731,962 
= ott includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, etc. 
USC Peastocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 
Mack totais. 
- All U. S. totals include cars and trucks for military orders. 
z 
en 600, 000-Car Output Month 
« ls Slated for December 
for 


with 7,037 cars and 1,365 trucks 

re- ng the previous week. The 
ho tek ended Nov. 30 last year saw 
makers roll 10,134 vehicles from 

the lines. S-P of Canada lines were 
tot affected by the strike at South 


Ford Division Increases 


Dec. Schedules 5 Pct. 
DEARBORN.—To meet mounting 
Gistomer demand for the 1959 Ford, 
the division’s December production 
Schedules have just been increased 
aother 5 percent, J. O. Wright, 
ion general manager, said 
day. 
More than a third of the in- 
ffease will be in the new Galaxie 
Series with its six body styles. 
Actual deliveries of new Fords 
the 30 days since the 1959s were 
introduced Oct. 17 exceeded 112,000 
Which is 40 percent above the aver- 
ge for the first nine months of 
8, Wright said. He said the back- 
log of retail orders is double the 
« (e |total this time last year. 

Sales in the first 10 days of 
November were the highest for any 
10-day period of any month 
year, and the daily rate was 



























(Continued from Page 1) 


twice as high as during the first 

10 days of October, Wright said. 
Advance city registrations for the 
period since introduction show Ford 
is outselling any other car in the 
industry, he added. 
e e * 


Ford’s Louisville Lines 


Turned Over to Edsel 


LOUISVILLE.—Ford Motor Co.’s 
assembly plant here has halted pro- 
duction of Ford division cars and 
is putting out Edsel lines exclu- 
sively. 

John W. Van Vactor, plant man- 
ager, said he didn’t know how long 
the Edsel-only output would con- 
tinue, but that “because of the im- 
proved demand for Edsel, the car- 
assembly lines currently are being 
ae exclusively for Edsel produc- 

on. 

Ford trucks, however, will con- 
tinue to be made at the Louisville 
plant, Van Vactor said. 


Birmingham Show Slated 

BIRMINGHAM, Ala.—The Birm- 
ingham Automobile Dealers Assn. 
will sponsor an auto show Jan. 23- 
25. The site has not been chosen. 
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Branded ‘Harmful’ Influence .. . 


Independent Dealers 
Blasted by Schaefer 


INDIANAPOLIS. — The unfran- 
chised dealer has done vast harm 
to the trade and has “taken the ex- 
clusiveness out of the authorized 
dealer’s exclusive 
franchise,” ac- 
cording to Her- 
man Schaefer, ex- 
ecutive vice- 
president, Auto- 
mobile Dealers 
Assn, of Indiana. 

Schaefer pro- 
pounded this the- 
sis in a letter to 
Lew Ullrich, head 
of the Kentucky | 
dealer association Herman Schaefer 
and president of the Automotive 
Trade Assn. Managers. At Ulirich’s 
suggestion, Schaefer sent copies of 
his letter to all ATAM members. 


The Indiana dealer chief based 
his charges on the sale of new 
autos by unfranchised dealers 
and the sale of unreconditioned 
used cars and the resulting effect 
on prices of used units. 

Schaefer also assailed the lobby- 
ing power which independent- 
dealer associations can wield in 
favor of used-car dealers even 
though, he said, the used-car deal- 
ers may constitute a minority in the 
overall membership of the associa- 
tion. 

On the used-car question, Schae- 
fer declared: “It is the used-car 
fraternity who do virtually no pre- 
delivery or postdelivery recondition- 
ing of used cars, but whose prices 
influence the prices on used cars 
of our dealers who, by habit and 
instinct, do both predelivery and 
postdelivery reconditioning. 

“And furthermore, since our 
dealers subsequently do recondi- 
tioning on cars they sell and for 

charge 


ear dealers suffer the blame for 
this added cost.” 

Schaefer agrees with those who 
have observed that the used-car 
dealer controls the used-car market. 
But he doesn’t like the situation 
and he feels that this control must 
be recovered by the franchised 
dealer. 


On the subject of membership, 
Schaefer noted that in Indiana and 
other highly industrialized states, 
the unfranchised dealers outnumber 
the franchised variety. 


He charged: “Because of their 
superior numbers they are, in my 
opinion, becoming heady. Their 
leadership wants recognition. They 
seek to become the dominant politi- 
cal influence in the state. To obtain 
these objectives, they provide for 
an unorthodox membership struc- 
ture in their organization. 


“They have a ‘Class A’ member- 
ship for anyone engaged in buying 
or selling motor vehicles. ‘Class B’ 
provides for associate members 
which includes anyone engaged in 
a business ‘related to or associated 
with assisting persons in the auto- 
mobile business.” 


“And ‘Class C’ memberships are 
for salesmen ‘who are employed 
by regular or associate mem- 
bers.’ ” 


Schaefer charged that “this is 
subtlety at its height.” 

He continued: “Here we find an 
organization travelling under the 
guise of a used-car dealers’ associa- 
tion which, if successful in attain- 
ing a substantial membership from 
this polyglot of entities, will favor 
the objectives of the leadership 


Alternator Seen 
Standard by 63 


CLEVELAND. — Because of the 
increase in the number of electrical 
devices on autos, the alternator will 
become standard equipment by 
1963, according to P. H. Neville, 
president of Leece-Neville Co. 

He predicted alternator sales next 
year would double the 1958 total of 
three million. 

The alternator guarantees con- 
tinual power for standard genera- 
tors which are unable to meet the 
demand caused by the greater num- 
ber of devices, Neville said. 








which is composed of used-car deal- 
ers. 

“For example, if they had a mem- 
bership of 500 salesmen, 100 associ- 
ate members and 300 dealer mem- 
bers, they could use the force of 
the total of 900 members in their 
pleadings before political agencies 
to serve the interests of the used- 
car dealers.” 

Schaefer conceded that the 
franchised-dealer groups could 
amend their membership struc- 
ture to provide their associations 
with an equally large potential. 

“However,” he concluded, “our 
conduct would undoubtedly be gov- 
erned by the superior moral status 

of our trade which would not en- 
gage in such deception, at least 
they would not do it unless driven 
to it for reasons of self preserva- 
tion.” 


New-Car Dealers 
Show 23% Drop 
In Dollar Sales 


WASHINGTON. — New-car deal- 
ers’ dollar sales in September to- 
talled $1,929 million, down 13 per- 
cent from the August total and 23 
percent below the figure for Sep- 
tember of last year, the Commerce 
Department reported. 

Sales of all retailers in the U. S. 
in September amounted to $16,326 
million, off 4 percent from the 
August total but almost equal to 
figure for the preceding September. 

Tire, battery and accessory deal- 
ers’ sales for the month were $188 
million, down 9 percent from the 
August result but 2 percent over 
September, 1957. 

Service station volume in Sep- 
tember was $1,346 million, down 7 
percent from August but up 7 per- 
cent from September of last year. 

The month’s sales of automotive 
equipment and tire-tube wholesalers 
$389 million, 3 percent above August 
and 4 percent above September, 
197. 


Hopkins Elected 
Chairman of AMA 


Service Managers 


DETROIT. — Officials of three 
automotive companies have been 
elected to committee posts in the 
Automobile Manufacturers Assn., 
and two veteran AMA staff mem- 
bers have retired. 

Phillip B. Hopkins, director of 
service development and training 
for Chrysler Corp. has been chair- 
man of the AMA service managers 
committee, succeeding Myrle E. St. 
Aubin, director of the General Mo- 
tors service section. 

Elected chairman of the export 
committee was J. C. Delaplain, 
senior vice-president of Willys- 
Overland Export Corp. Tom Lilley, 
general manager of Ford Interna- 
tional division, was named vice- 
chairman. 

They succeed W. H. Thoreson, 
automotive exports director, Amer- 
ican Motors, and Edward S, Yocum, 
sales and service manager of GM’s 
foreign distributors division. 

Retiring are Oscar P. Pearson, 
manager of the AMA statistical 
department and a 37-year employe, 
and Howard J. Carman, librarian, 
who has been with AMA 40 years. 
Pearson supervised publication of 
the widely used AMA handbooks 
“Automobile Facts and Figures” 
and “Motor Truck Facts.” 


Brady-Frazer Sells 


Plymouth Deal to Kaplan 


PROVIDENCE. — Brady-Frazer 
Co, has sold its Plymouth interests 
at 1 Reservoir Ave. to Jacob Kap- 
lan, operator of Trinity Motor 
Sales, Continental Motors, Inc., and 
Foreign Cars, Ltd. 

Kaplan said he plans to consoli- 
date all of his operations at the 
Reservoir location. Brad y-Frazer, 
whose dealership goes back 37 
years, will continue as a holding 
company, said Eugene J. Brady, 
president. 









WOULD YOU SPEND 
$29.75 


To Fill Your Showroom 
and Lot with Live 
Prospects? 


More Than 4,000 Dealers in the 
United States and Canada are 
now using our “Profit Sharing 
Bird Dog Plan" to increase Sales. 


Write for Free Samples and 
Details of this AMAZING PLAN 
and other specialties 


SANZO SPECIALTIES 


Box 68-A Endicott, N. Y. 


WANT 
Extra Profits 
Happier Customers? 


Wie eae TTT 
TAL Le 





Any 4- or 6-wheel drive vehicle own- 
er Operating on or off the highway 
needs a set of WATSON LOCKOUT 
Front Wheel Hubs—here’s why: 


SAVES GAS, TIRES, REPAIRS with front 
hubs in “free wheeling” on the high- 
way. 


ALL-WHEEL DRIVE INSTANTLY AVAILABLE 
for off-highway use...a flip of the 
LOCKOUT levers engages hub for 
power drive. Simple, rugged 
WATSON design automatically en- 
gages or disengages without “rock 
*n roll”. There are no delicate parts 
to fail or “‘freeze”’...WATSON 
LOCKOUTS never let you down 
when you're far away from main- 
tenance facilities. 


WATSON LOCKOUT HUBS are avail- 
able for all popular standard and 
military models of 4- and 6-wheel 
drive vehicles. Write today for liter- 
ature, prices and liberal dealer dis- 
counts; please address Dept. H-12 


WATSON WATSON 
hs “COMPANY 


1316 - 67TH ST., EMERYVILLE 8, CALIF. 
5 1606 LASKEY RD., TOLEDO 12, OHIO 
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It’s Often Key to Successful Operation . . . 





Finance Sales Hike Dealer Profit 


(Continued from Page 2) 


our place of business 


difference, 


months. 

“This gets the customer to 
thinking of buying on time, and 
we sell a lot of people on time 
who orginally came here with the 
idea of going to a bank or credit 
union. By selling monthly pay- 
ments, our salesmen can sell bet- 
ter deals for the house and close 
more sales.” 


Concerning those customers who} 


feel they will get a better deal on 
the car if they have borrowed cash! 
in hand at the time of the pur- 
chase, Abbott said: 


“We sell against this by telling) 
customers that our package deal— 
the car, the financing and the in- 
surance—is a better all-around deal 


for them.” 


is a time 
buyer. Our salesmen have this at- 
titude. They never mention cash 
but rather quote the 
deal on the basis of the trade and 
so much a month for so many 





Haliman said he gets his sales-| 
men to sell the finance plan by of-| 


fering them a double incentive. He 


explained the program this way: 


“First, we pay a flat amount for 


each time sale, accumulated and | 
paid by separate check once 4a| 


month. 


> * > 


“GECOND, and even more 


im- 

portant, our salesmen realize 
that if the gross from the time sale 
doesn’t go along with the car deal, 


there’s a good chance that the deal | 


itself—the whole deal 
be turned down. 


“Our salesmen know that their 
compensation and rating in our 
organization depend upon selling 
our finance plan as part of our 
whole merchandising setup.” 


In addition to the incentive pro- 
gram, Hallman receives daily con- 
trol charts on the number and per- 
centage of time sales made by each 
salesman. He said that salesmen 
are reminded, individually and in 


meetings, on just where they stand 
in finance selling. 
Bury, too, has daily reports on 
finance sales as well as other deal-| 
ership operations. He said he enters 
the figures in a notebook himself, 
on the theory that he gets the feel- 
ing of the numbers better while re- 
cording them. 
> 


Gets 10-Day Reports | 


HE ALSO gets summary reports) 
every 10 days because “if you! 


wait until a month-end report is 


is going to 


finance reserves can equal or even 
exceed car sales profits, but the 
very ease with which this money 
can be earned is in itself a 
danger, because a portion of this 
revenue rolls in almost auto- 
matically. 

“And all the oldtimers in the bus- 
iness are aware of this fact, but 
they forget that intelligently ap- 
plied effort can increase revenue 
from reserves by as much as 25 
to 75 percent and that’s not hay. 


“The way to do that then is to 
keep a record of the business that 


who feel they can get a bigger 





is written, or more important, that 
isn’t written, and then keep forever 
prodding the men on the firing line 


about it.” 
+ ~ > 


Time-Sales Dept. Set Up 


© SPUR his finance and insur- 

ance business, Costley has set 
up a time-sales department “which 
has a separate manager to assist 
salesmen in closing, particularly 
those deals which are worrisome 
from a financing angle.” The dealer 
added: 


“The time-sales manager ap- 
proves all new and used car time 
sales. He keeps a record, by sales- 
man, of every deal made and 
every one lost, and the same goes 
for insurance. 

“The time-sales manager gives 
me this information daily, because 
I personally must know all about 
each lost time deal and why it was) 
lost.” 


In situations where the prospect 


says he can finance his car else-| LEADING AUTOMOBILE IMPORTER seeks 


where for less money, the Costley| 


dealership is ready. He explained: | 


available, you don’t know which} 


way you are going until 


added: 

“When we find that our reserve 
figures, volume of finance bus- 
iness or insurance—all th re e— 
aren't up where they belong, we 
move in on the sales force be- 
cause they have become lax on 
selling, even though we pay them 
an incentive for time sales. 

“Salesmen really can sell against 
a bank or credit union if they sell 
the customer as hard as they sell) 
the sales manager on taking the) 
used car. They just pass up too 
much business if they are not con- 
stantly reminded.” 

Bury said he has often found that 
the salesman who comes in to com- 
plain about low income is the man 
who doesn’t sell enough time deals. 
When a sale that appeared to be a 
cash deal is found to have been 
financed outside the dealership, the 
salesman gets a note from Bury 
asking about it. 

- 


> > 


r AN era of low gross profit, 
Bury sees finance selling as 
vitally important to the dealership. 


He observed: 


“In a competitive market, 


Pontiac Notes Gain 


For Economy V-8 


PONTIAC.—Preference for Pon- 
tiac’s Tempest 420-E economy V-8 
engine has increased to 12 percent 
of all orders, according to S. E. 


Knudsen, general manager. 


In addition to a 10 percent gain 
in gasoline mileage, Pontiac’s econ- 
omy engine is designed to burn 


regular grade gasoline. 


it’s too 
late to do anything about it.” Bury 


“There are times in this market 
when we have to be competitive 
not only with the price of our car 
but also with the financing rate. 
Our time-sales manager is permit- 
ted to accept a lower rate if, in 
his judgment, he feels that it is 
the thing to do in order to salvage 
the deal. 


> > > 


“OUF new and used-car managers 
have the same authority and! + 
so does the general manager. This | 








AUTO SALES MANAGER, Southern Cali- 


SERVICE 


means that, even though the sales-| 
men have one rate and even though 


they’re instructed specifically to sell 
it, there are plenty of us around to 
make a rate change when neces- 


sary to avoid losing a deal.” 


A combination of sound judg- 
ment, selling ability and know!l- 
edge of credit conditions is used 
to pick the deals where it is 
necessary to lower the rate. 


Costley added: 


“I suspect that we have to go| 
below our standard rate on only} 
about 10 percent of our time sales. | 
But I would like to emphasize that | 
we're able to save quite a few of 
these deals on our standard rate 


| because our managers know when 


to yield and when to sell.” 
In the case of a customer who 


really has money in the bank to 
pay for his new car, Costley said: 

“We may say for example—‘Keep 
your savings account or bank credit 
for emergency use. Take advantage 
of our low-cost, convenient plan. 
Get your car, your car financing 
and your car insurance all in one 


place.’ 
- 


Extra Features Cited 


TELL our customers about 

the extra service features of 

our GMAC plan—nationwide pay- 
ment facilities, eliminating any need 
for payoff if he should move; na- 
tionally known credit reference; 


equitable rebates for prepayment; 
transfer of equity; and, of course, 
we presell the budget plan for any 
major repairs he may need. 

“We illustrate with examples 
how the flexibility of our plan 
can help a customer who needs 
an extension or renewal. And as 
we sell all these advantages, we 

point out how we, as dealers, 
work hand in hand with GMAC 
to assure customer good will.” 

Costley believes salesmen have to 
start early in order to sell financ- 
ing. 

“We train our salesmen to say to 
all prospects, on their very first 
contact, that we have available a 
low-cost finance plan that will meet 
any need they may have.” 

Utter believes in starting early 
on selling the prospect on the 


| 


| 


| GENERAL 


dealership as a place to do business 
and dealership’s car as the one to} 
buy. With the customer sold on| 
the dealership and its product, Utter 
said, “Selling our finance plan is 
largely a matter of: ‘Do you have 
confidence in us, Mr. Jones?’” 


Utter said many of the pros- 
pects who feel they can get better 
financing outside of the dealership 
are in the same class as those 


HELP WANTED 





fornia dealer will employ manager be- 
tween Dec. 15th and Jan, i5th, who is 
35-45 years old, married, chijdren and 
has five years’ experience like position. 
Must be good closer, aggressive and 








ailowance on their tradein at an- 
other dealership—the supposed 
advantage is imaginary. 


Good salesmanship clears up 


confusion on tradeins and financing 
terms, Utter feels. “If I can’t con- 
trol my finance rate, how can I 


control the price of my car?” he 
said. 


“Most people have only read the 


| bank ads or talked to some neigh- 
| bor and they bring up the rate 


| 


matter pretty feebly. When our 
| salesmen sell our whole package, 


| they knock the feeble ones out. 


| 
| 


“Then it boils down to the few 


| people who’ve been to the bank 


first, where we have to sell against | brother, that’s the way to kill nal 
| a lower rate. I, or someone on my| one,” he explained. 


BUSINESS 


handie job as if he were senior partner. | 


Good salary and, if satisfactory, could 
share profits Please send photo and 
complete resume, confidential, to Box 


8658, c/o Automotive News, Detroit 7. 


one sales and one service representative 
for Virginia, Carolina region; one sales 
representative for Pennsylvania, Mary- 
land region, Apply Box 8668, c/o Auto- 
motive News, Detroit 7. 


EXPERIENCED WHOLESALE automotive | 


parts merchandiser, 35-45 years of age. 
Nationally known manufacturer of auto- 
motive equipment based in Detroit. Must 
be free to travel. Box 8687, c/o Automo- 


tive News, Detroit 7 


MANAGER — For rapidly ex- 
panding Lincoln-Mercury Jealer in south- 
eastern Florida. We require and expect 
the tops in efficiency and production, and 
will pay well for it. If fully qualified 
write immediately to Box 8688, c/o Au- 


tomotive News, Detroit 7. 





MANAGER, 
service manager. 


field representa- 
tive, Married, 32 years 
old, ten years experience (factory 
trained). 1953 to present building up and 


supervising a 7,000 car service and parts | 


operation. Specialized in European cars 
(Volkswagen, Porsche. 
Truly trained and experienced 
phases of dealership management. Inter- 
ested only in permanent position. Box 
8705, c/o Automotive News, Detroit 7. 


Mercedes-Benz). 
in all 








MANAGER—General or sales—15 years’ 


experience in all phases of automobile 
and truck business, some wholesale. 
Seven years On management level. Age 
45, married, two children, college grad- 
uate, intelligent, reliable. aggressive. Ex- 
cellent references. Box 8696, c/o Automo- 
tive News, Detroit 7. 





GENERAL 


MANAGER, available shortly, 
wishes connection with small “Big 3"’ 
dealer who is seeking full or semi-retire- 
ment. Plenty of experience, top refer- 
ences, Would prefer southeast location, 
willing to come in on a trial basis if 
necessary. Box 8697, c/o Automotive 
News, Detroit 7. 





MANAGER, SALES MANAGER, thoroughly 


to take complete charge of 
Desires permanent connec- 

Best of references. Box 8695, c/o 

Automotive News, Detroit 7. 


qualified 
dealership. 
tion. 


PARTS MANAGER —15 years with GM 


dual dealership, recently closed. Locate 
anywhere—prefer midwest. Am also a 
dealer accountant and office manager. 
Ervin Dixon, 342 W. Wesley, Jackson, 
Michigan. 


ACCOUNTANT-OFFICE MANAGER, age 


47, 20 years’ experience Ford and Chrys- 
ler systems. Presently employed but 
desire change location. Small town deep 
south preferred, Steady, reliable, bond- 
able, References from Chrysler Regional 
Office. Box 8689, c/o Automotive News, 
Detroit 7. 


ACCOUNTANT-AUDITOR-Business M a n- 


ager-Sales Representative. Twenty years’ 
experience as accountant, business man- 
ager, sales manager, general manager 
and partner in new car dealerships. Both 
General Motors and Ford experience. Col- 
lege trained in business administration, 
desires position with large dealership or 
manufacturer, Age 38, married, prefer 
east coast but will relocate cther area if 
position warrants it. Box 8690, c/o Auto- 
motive News, Detroit 7. 


FLEET ADMINISTRATOR available De- 


cember ist. Twelve years’ experience, age 
35. Current employer National F-leet 
Leasing concern, Box 8691, v/o Automo- 
tive News, Detroit 7. 


| CENTRAL NEW ENGLAND 


family. Must have factory approval. | 
Box 8678, c/o Automotive News, De- 
troit 7. | 
HAVE DEALERSHIP handling cual “Big 
Three’ in central south Florida. Lovely, 
growing, wealthy small town. Potential 





POSITION WANTED 


MANAGER—Accountant with 
large volume GM-Ford dealer experience, 
capable of assuming full responsibility 
for accounting and finances end aiding 
dealer in overall management. Interested 
in securing permanent position in large 
organization. Box %703, c/o 
News, Detroit 7 


~ DEALERSHIPS AVAILABLE 


DEALERS WANTED 
for 


Turner Sports 
Roadster 


a competitively priced sports cor 
Choice Locations Available in 
New York, New Jersey and 
Connecticut 


Phone, wire or write 


NEMET IMPORTED CARS 


153-19 Hillside Ave., Jameica, N. Y 
Phone: JAmaica 3-5858 





- Handling 
Chevrolet, 75 to 100 car dealership, 8,000 
sq. ft. fireproof building, well equipped 
service and body shops—-SO™ absorption. 
large blacktop used car lot, $20,000 to 
$30,000 net for many years. Large parts 
inventory. Reason for selling Iiliness in 





easily to 200 units per year now. Con- 
sidering retiring because of ill health. 
Business established many years. Box 


8675, c/o Automotive News, Detroit 7. 


SOUTHERN CALIFORNIA—Handling De- 


Soto-Plymouth, also leading imported 
car franchise. Wonderful potential. Small 
investment, Box 8677, 
News, Detroit 7, 








| Ez 


XCEPTIONAL OPPORTUNITY 
mobile homes meet the growing need for 
quality low-cost housing. Priced to sell 


in volume. Designed with outstanding 
features, instant appeal. Estanlished car 
dealers can add the 


Franchise with a minimum investment. 


Immediate delivery. Phone Ken Mitchell, | coaches and ambulances on Cadillac com 


920-Alma, Michigan, Alma Trailer Co. 





NEW YORK STATE dealership—complete 


facilities—service station—-car and truck 


rental franchise — 


munity, center of town, twnain highway. 
Established 40 years—will sell or lease 
all or part. Owner retiring health rea- 
sons, Wonderful opportunity couple young 
men. Contact owner, Box 8692, c/o Auto- 
motive News, Detroit 7. 





FOR SALE: Dealership handling Interna- 


tional Farm Equipment and Trucks, 
Oldsmobile and Cadillac in central IIli- 
nois. 
Building lease available. Factory ap- 
proval necessary. Owner deceased. Box 
8699, c/o Automotive News, Detroit 7. 





Automotive | 


Alma | 


c/o Automotive |. 


profitable Alma | ship of your own with a moderate investment. 


| ment. New car, late model used car 


eight room modern! demonstrat financing availabl 
home, Growing Hudson Valley com-| ée . — - . —— oe 
| Territories available are: 








time sales management team, 
in early on such deals. 
+ * 
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DON’T start off 





shootir 




















prices. Unlike some placa FLO 
where they trade but don’t sell, 
sell and then trade. In this 
some place along the road we ww Tired cf 


his resistance. But it can’t be dons 
in five minutes.” 

Utter hires only the best g§coa 
salesmen. He trains hard of’... 
finance selling and offers top 7 Gere 
compensation. When it is foung§ with hic’ 


f National » 
hes 2 
nity | 


that a financing deal got away§'.,""” . 
the salesman is asked about it 952) in 


“The salesman has to explain 
to the rest of the group, 
— 
— 
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DEALERSHIPS AVAILABLE 


DEALERS WANTED 


YOU CAN HAVE THE 
SENSATIONAL NEW 


GOGGOMOBIL 


IF YOU ARE IN 
THESE TERRITORIES: 
Virginia, North Carolina, 
West Virginia 
The Goggomobil is the newest 
German import. Performance is 
amazing—vp to 50 miles to a 
gallon. Eye-catching styling and 
pocketbook price makes the Goggo- 

mobil a good deal for you. 


Write or phone today 
LAURITZEN MOTORS 


Distributors 
1840 WEST BROAD STREET 






















RICHMOND, VIRGINIA hand 

PHONE: ELGIN &8-1511 . and 

be | 

= DEALERSHIP WANTED ‘ 
CHEVROLET OR BUICK, 100-200 ca 

dealership wanted, east coast of Florida [CA 3-635 
preferred or in that vicinity. Will pay 


cash and can obtain factory approval 
Replies will be held strictly confidential 





Box 8682, c/o Automotive News, De 
troit 7. 

WANT TO BUY—Genera! Motors deal, Ex- 
perience I have, approval assured, cash 
available, Strictly confidential, Box 8700, 
c/o Automotive News, Detroit 7 

DEALERSHIP WANTED—*‘Big Three’— 
in southeastern Florida. Will pay cast 
and lease or buy facilities. Factory ap 
proval assured. Strictly confidential. Bor 

Detroit 7 


8704, c/o Automotive News 


DISTRIBUTORS WANTED 


PROFITABLE, EXCLUSIVE 
DISTRIBUTORSHIP 


If you are interested in earnings of $15,000 or 
more per year, you can obtain a distributor 


Well established manufacturer of funeral 


mercial chassis has several choice territories 
available. A very excellent type of repeat 
business handling both new and used equip 


#1—New York State with exception of M4 
southeastern counties. 

#2—South Carolina and northern half of 
Georgia. 

#3—Alabama and Mississippi. 

#4—Arkansas and Louisiana. 

#5—Wisconsin and Minnesota. 





Excellent farming community. | For details write Box 8694, c/o Automotive 


News, Detroit 7, Mich., giving address 
phone number. 








DISTRIBUTORS WANTED i 





DISTRIBUTORS WANTED FOR 
UNIQUE FOREIGN TRUCK! 


Truck Distributors wanted for multi-state areas, and 
North America and South America. Distributors must 


have experience in appointing and servicing dealers. 
Over one-million of these new sensational 3-wheel trucks 


in use throughout the world. Made by one of the world's 
largest manufacturing firms! $1,000,000 advertising and 


public relations 


program will introduce and promote 


these trucks! Write or telephone, Mr. Art Huber, Tri- 


Wheel Trucks, Inc., 114 E. 32nd St., N. Y. C. OR 9-4790. 
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CARS FOR SALE 





DISTRIBUTORS WANTED 
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FLORIDA DISTRIBUTOR 
WANTED 


tired cf the passenger-car business? 


f Nationally-known manufacturer of funeral 


hes and ambulances has excellent op- 
st oth com nity for established dealer with successful 
d om gales team, Territory covers Florida and part 








top 


way, 
t it, 
lain 


of Georc'a. 
found § with bi 


ngm | 
fion i” 


Acknowledged leader in its field, 
chest quality product, 
ket, with highly profitable sales future for the 
taht organization. Supply complete informa- 

eply to Box 8695, c/o Automotive 
Detroit 7, Michigan. 


Permanent mar- | 


News, 





——~$ @ANUPACTURERS’ REPRESENTATIVE 

j JPACTURER’S REPRESENTATIVE 
who 
automotive 
Box 
Detroit 7. 











—We are seeking good producers 
are handling lines allied to 
radiator replacement cores. 
9693, c/o Automotive News, 
DEALER SERVICES 


— 


Apply 


— Ge* Your Share? — 


Military people will want to: 

Finance for 30 to 36 months. 
Register and Title car out of state. 
Toke cor overseas without refinancing. 


Take immediate delivery. 


& and above. 

MILITARY ACCEPTANCE CORP. 
P. O. Box 2166. San Antonio, Texas 
CApitol 6-268! 

“Worldwide Financing for Military 
Personne!" 





H. K. Williams, Manager 
HOME DETECTIVE CO., INC. 
37 Years operating a complete 


LOCATOR AND 
REPOSSESSION SERVICE 


and America's Premier Skip Bulletins to 


3 
MILITARY BUSINESS 


Get low, money saving, financing rates. 


We specialize in such transactions on a sim- 
_ no trouble, without recourse basis for 
officers and enlisted personnel of pay grades 

















DEALER SERVICES 


Design for Selling 


Salesman's Portfolio 





















The most dynamic sales tool yet of- 
fered. A Training Manual, Work Or- 
ganizer, Prospecting System, and Per- 
manent Follow-up System, all in one 
compact powerhouse for selling, that 
can be carried under the salesman's 
arm. Contains fifteen fingertip con- 
trolled sections with everything 
needed for a sales-packed work day. 


| 





Introductory Trial Offer 





Regular price including 






Special Introductory price 


including supply of 18.65 


forms—only 
SAVINGS ...........2-0000000 


For Limited Time Only—One (1) 
to a dealership. 


Mail Your Check for Your Sample Now! 


Automotive Enterprises 


1100 North Woodward Avenue, 
Birmingham, Michigan 


WE SPECIALIZE IN DEALERSHIP MAN- 


AGEMENT SERVICE—Our experience in- 


cludes present ownership of successful 
dealerships, Testimonials of our ability 
can be supplied Our fee is based on 
your increased profit resulting from in- 


creased sales and improved management. 


Arthur Cole, Arthur Cole, Inc., 124 
Meridian, Huntsville, Alabama 

CARS, TRUCKS DELIVERED—singles 
towbar, 3-way, Let us ship your cars 
to Florida, California, Careful, screened 
drivers, Caris, 6381 Elisworth, Detroit 
UNiversity 2-4895 





DECAL TRANSFERS | 








TRUCK DECALS; no charge for sketch; 




















durable, brilliant colors, Write for sam- 
a, dealers, banks, finance firms, law enforce- ples. Allied Decals, Inc., 8356 Hough, 
ment sources. Write for loss forms and Cleveland 3. Ohio. . 
rates on financed, leased rented autos, . 
mobile homes, tractors, trucks. Fast, daily —— —— Sa 
est service Cherry Point, Fort Bragg, Camp —_ 
is Leieune, N. C., Wilmington and all of “4m 
5 Carolinas. Write P. O. Box 862 or phone 
nd OR 2-2034, BR 5-3757, Greensboro, N. C. 
}o- 
Air Force Cadets 
No Down Payment 
36 Months to Pay 
low Benk Rotes 
handle all branches of the service, tech. 
and officers. No dealer liability. Car 
be taken overseas. 
— Write, Wire or Phone 
— SERVICE TRUST & SAVINGS 
) car EW 
lorida | CA 3-6356 2625 Broadway $50 R ARD 
| pay San Antonio, Texas RECOVERY OF 1956 CADILLAC COUPE DE 
roval VILLE, Serial No. 5662125618. Last titled state 
ntial of Ohio. Contact: 
De 
STERLING ACCEPTANCE CO. 
ee tw ee 
Ex- eo 1Sth Street, Beaver Falls, Pennsylvania 
cash Phone: Tliden 6-0800 
5700, Parts, accessories and similar goods. — = 
— APPRAISAL SERVICE 
— herniture, » machinery and tools. CARS FOR SALE 
s For Buy/Sell Agreements 
e-- Annual Fiscal Reports 
= Tex, Banking ond insurance 
‘ 
| 0 © cat o write tor ovis @ © | YWOLKSWAGENS 
_. FMTOMOTIVE INVENTORY & APPRAISAL CO. 
—= FW) Freeland Ave. Detroit 27, Michigan NEW 1959s | 
WeEbster 3-6445 
E Shipped from Hamburg, Germany, ae 
STOP LOSING NEW CAR SALES! Dis- Sedans or Sunroofs 
00 cover how much your competitors’ cars| Sealbeams, directional signals, mileage | 
o mally cost. The book, “AUTO COSTS,’’ . : | 
>utor- Sives you the factory invoice prices of speedometers, AS | windshicids, These _ 
ment. all 1959 American cars, 21 foreign cars,| Will stand you about $1,575 each including 
ineral 4 American trucks and all their equip-| your freight to New York, duty, insurance, 
com Ment. Used by dealers and banks nation- ; 4 
tories Wide. Order your ‘59 edition today for brokerage. inquire or rates to other U. $ 
4 a. $10—three year subscription $18 | Ports. Write or phone: 
quip fincluding all supplements), AUTO 
Magers, Box 224, Dept. 25, New York AMERIFACT CORPORATION 
ge Ee oe 54 Franklin Street, New York City | 
of 4 § B88embly, $1.00. Sample .75 cents. Mod- | BEekman 3-6510 
*m Machine Works, Havre, Montana. 
f of 
| 


- 









CARS FOR SALE 

















Property and Supplies. 


to: 


PUBLIC SALE OF 
COMMONWEALTH OF PENN- 
SYLVANIA USED CARS 


YEAR OLD CARS—CHEVYS—FORDS—PLYMOUTHS 


Will be offered for sale on sealed bid basis monthly by the Department of 


General public and dealers are invited to bid. Invitations to bid listing cars 
and trucks, together with instructions to bidders, may be obtained by writing 


William M. Hower, Director, Automotive Bureau 


COMMONWEALTH GARAGE 
22nd & Forster Streets, Harrisburg, Penna. 











VOLKSWAGENS 


Sedans - Convertibles 
Ghias 


1959s 1958s 


Wholesale To Dealers Only 
Choice of Colors 


Glass 
Sealbeams, Mileage Speedometers, Di- 


Fully Americanized, A. S. 1 


rectional Signals, Leatherette, Bumper 
Guards. 


We Supply English Manuals. 


EMBEE IMPORTS, INC. 
29-11 35th Avenue 
Long Island City 6, N. Y. 
EMpire 1-1690 


1958's 


DEALERS ONLY 


CHEVROLET BEL AIRS, 
FORD 500'S, 
BUICK SUPERS, 
OLDS SUPER 88'S, 
CADILLAC 62'S 


—all hardtops with automatic transmission, 
power steering, radio, heater, padded 
dash and windshield washers — Buicks, 

Olds and Cads with power brakes and 

whitewall tires— 
















These are clean low mileage cars for 
sale in small lots—available for inspec- 
tion in heated inside storage at 9 W. 
Kinzie, Chicago. 








For information call, write or wire 


HERTZ RENT-A-CAR 
9 W. Kinzie 
Chicago, Illinois 


DElawere 7-7272 Don Miller 











DO YOU WANT 
PROFITS NOW?? 


Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS 


1959s,-1958s,-1957s,-1956s. 
Sedans—Convertibles—Karmanns 


Shipped by the 
World's Largest Independent 
Volkswagen Operation 
All Cars Selected, Serviced, Cleaned 
and Expertly Shipped Directly to 
All U. S$. Ports. Contact American 

Representatives for Details. 
Expincorp, 
Lyndhurst, New Jersey 
Phone: GEneva 8-7070 
or Call N.Y.C. Lines: Wisconsin 7-8221 
(Bank References Furnished 
Know Your Supplier) 

Also Supplying Station Wagons, 

Panels, Pick-ups, Buses, Etc. 

EXPORT INDUSTRIAL CORP., S. A., 
Panama, R. P. 





ATTENTION 
NEW AND USED CAR 
DEALERS 


We are now replacing our 1957 and 1958 
Chevrolets, Fords and Piymouths—four-door 
sedans, in your territory. 

Most of these cars have automatic trans- 
missions, two-tone paint, heaters and turn 
signals, and are in excellent condition. 
These are all one-owner cars. 


If you are interested in buying these de- 


sirable cars, send your company name 
and address and the name of your buyer, 
and we will have our driver salesmen 
stop and show you the cars. 


MODERN AUTO LEASING 
CORP. 


1330 Belmont Avenue, Philadelphia 4, Pa. 


MERCEDES-BENZ — Wholesale ‘56, °57, 
"58 models. Delivery time 2-4 weeks. 
Dealer centrally located in midwest. 


Reply Box 8701, c/o Automotive News, 
Detroit 7. 


NEW LINES WANTED 


NATIONAL SALES ORGANIZATION 
AVAILABLE for manufacturers of Auto- 
motive and Marine equipment who want 
the services of an experienced executive 
with a national sales organization, calling 
on automotive equipment jobbers, marine 
jobbers and volume buyers, If you have 
items of merit and can produce in vol- 
ume, write us today, C,. D, Scarlett Co., 
P. O. Box 5202, Lansing 5, Michigan. 


AUTOMOTIVE NEWS, DECEMBER 1, 1958 


MISCELLANEOUS 





PARTS FOR SALE 





Ch let Part 
snus Salk a fash Sonat | B L U E e Cc H l P 


Orders Shipped Complete | TOW ).-PILOT 


Same Day as Received. 
LUSTINE-NICHOLSON WITH LUBRICATED 
AUTOMATIC BRAKE 


CHEVROLET 
& BRAKE CABLE 


5710 Baltimore Ave. Hyattsville, Md. 
DEALERS’ SPECIAL (F.0.B. Factory Net) 


Phone Warfield 7-7200 $52.35 Fed. Tax Included 








PARTS WANTED 











| WANTED: 











Chevrolet and Ford obsolete 
parts for export, 1928 and up. Passenger 
cars and trucks. Send lists for immedi- 
ate orders to: Jack’s Auto Parts, 606 
Anderson Ave., Cliffside, N, J. Phone: 
WhHitney 3-6666. 

LEASING 

MR, RAMBLER DEALER: Don’t pass the 
opportunity at your door in leasing your 
economical high-resale product, We are 
anxious to »Suy your leases on qualified 
credits in a!i eleven western states. Write 
to: Ridgway, Courtesy Credit, 2838 N 
E. Sandy, Portland 12, Oregon, 

MAILING LISTS 

DEALERS MAILING LIST 
rolet, Plymouth, DeSoto, 
mobile, Pontiac, Buick 
national list. December, 1958 checked, On 
addressed labels, 35M, $14 per M. Box 

8702, c/o Automotive News, Detroit 7. 


Ford, Chev- 
Chrysler, Olds- 
dealers. Complete 





MISCELLANEOUS _ 





‘Towbars - Saddles 





| 
| 
| 


MOST COMPLETE LINE OF 
Towing Equipment 


BLACK BEAUTY 


Towbars from $41.50 
THE MARION 


MANUFACTURING CO. 
Marion, Ohio Phone: 2-7594 


The “ORIGINAL YELLOW" 


Automatic Braking 


Is the ONLY—TOW BAR—TODAY 
WITH THE UNIVERSAL 

“WRIST ACTION" $5145 
Incldg. BRAKE HOOK-UP 


TowKinG 4.f2'0, $45°° 
TRAIL-KING $37.50 


Fast Pickup & Delivery 





Suburb of Washington, D. C. 
THE FAMOUS 
MOTO-MATIC 


TOW - GUIDE 


With Universal Swivel 
Action 


Four Clamp Hook-Up 
DEALERS’ SPECIAL (F.O.B, Factory Net) 


$44.85 Fed. Tax Included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


the Industry 
1939" 


“Leaders in 
Since 


Canadian Distributors 


FIVE WHEELS, LTD. 


599 Yonge St. 
Toronto, Ontaric 


1959 PriceMaster 
"59 Edition—Ready Now! 


The encyclopedia of Dealer Factory Cost 
Prices on all American Made Cars, three 
lines of popular light trucks and 25 different 
Foreign Cars, listing all optional cost acces- 
sories and standard equipment for all models. 
"PriceMaster’ is published for the exclusive 
use of car dealers, banks, insurance com- 
panies and finance companies. IT IS NOT 
SOLD TO THE GENERAL PUBLIC. The price 
is only $10, a yearly subscription with all 
supplements FREE; 5% discount for cash 
with order or C.O.D. order—or $10 net 30 
days open billing. “'PriceMaster" gives you 
a world of facts that you need in your every- 
lay business, for such a nominal cost you 
cannot afford to be without it. 


Order Your Copy Today—Now! 


K-B SALES CO., INC. 








ALL Forei: & . Dept. D-i 
American Cars Fits é Ball 924 i Street 

WE STOCK PARTS FOR Rock Island, Illinois 

RED ARROW TOW BARS 
Protecto Covers (Tailor Made) .....$6. NEW MALLARD 17’ TRAVEL HOME— 
Carry SB ccveeeseeeeersereo 200 & $3.50 Refrigerator, gas heat, stove, sleeps five, 
SAFETY CHAINS, set of 2, only.... toilet. etc. Quality throughout, Below 

cost or trade for new Chevrolet Delray 
Tow Bar Sales Co - cnhen Donald Dahl, Windom, Min- 
e nesota 





Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


40 So. Clinton St., Chicago 6, Iil. 


CONVERTIBLE TOPS, $18.75. Jeep tops, 
$72.20 Headlinings, $12.50, Free cata- 
logue. BIG BUCK, 500 Rantoul, Beverly, 
Mass. 





Order your subscription NOW, 
and avoid increase in price to 
be announced soon. 





New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [) 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


coos Samo Miicccccses 


adceceses QiIRcacavccssaceaann 


TRADE CONNECTION: 
Truck Dealer [] 
Insurance [] Financial [] 


Car Dealer [] 
Jobber [] 


Mahe of Gar. ocance 


Manufacturer [] 
Supplier 1] 


teeece reece eerccsceseeseeses Doesess 


12-1-58 
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wears many hats 


“Mr. INTERNATIONAL” is many men, really. 


He’s the Zone Manager, helping a dealer in overall organiza- 
tion of sales, merchandising and promotion programs. 


He’s the Zone Parts Supervisor, keeping watch on a dealer’s 
inventory and turnover and making sure that fast-moving 
items are in stock. 


He’s the District Manager, counseling a dealer from long 
years of experience. 


He’s the Credit and Collection Manager, aiding dealers 
through wise investment of their capital and assisting them 
in arranging time payments for their customers. 


He’s the Branch Manager, drawing from his own experience 
to help his dealers operate their businesses successfully. 


‘Best deal in the truck business...” 





“Mr. INTERNATIONAL” 





He’s the Service Supervisor, instructing a dealer’s service force 
in proper truck maintenance. 


Whatever his title, his primary job is to help INTERNATIONAL 
Truck Dealers keep their sales healthy and customers happy. 


If you’re interested in working with an organization like this, 
selling the world’s most complete line of trucks, an INTERNA- 
TIONAL franchise may be available to you. Write: Manager of 
Sales, Motor Truck Division, International Harvester Com- 
pany, 180 N. Michigan Avenue, Chicago 1, Illinois. 


Hang your hat at the 
INTERNATIONAL HOSPITALITY SUITE 


N.A.D.A. Convention 
Conrad Hilton Hotel, Jan. 30-Feb. 4—See Bulletin Board for suite number. 


INTERNATIONAL TRUCKS HH 








